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HERE’S THE EVIDENCE — drawn from case his- 


tories (names on request) of results with Texaco Lubricants 
and Texaco Lubrication Engineering Service: 
**A Chicago manufacturer stepped up production 43 
per cent per month 
**A Rochester, N. Y. firm reduced rejects almost one- 


third 


** Another Chicago company more than doubled its pro- 
duction per gear cutter life 

Everywhere, Texaco Lubricants and Texaco Lubrication En- 
gineering Service are helping industry to improve the per- 
formance of its existing machines and produce more at lower 
unit cost. 

Let a Texaco Lubrication Engineer show you what can be 
done in your plant. Just call the nearest of the more than 
2,000 Texaco Distributing Plants in the 48 States, or write 


The Texas Company, 135 East 42nd Street, New York 17, 
New York. 
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Right for the job 
and priced right! 


There’s nothing sensationally “tricky” about this pipe 
hanger. It’s just the most practical and inexpensive way 
of hanging pipe for a great many jobs. Complete as- 
sembly includes a split pipe ring and socket, rod, ex- 
tension piece and universal I-beam clamp. Available for 
pipe from 42” to 8”, for loads from 75 to 1510 Ibs. 


It is well worth remembering that a good piping job 
is too important to jeopardize with improvised or in- 
adequate pipe hangers and supports. You can get from 
Grinnell just the right pipe hanger for any job within 
the shortest possible time at the lowest cost consistent 
with quality. 


Grinnell has the most complete line of pipe hangers, 
extensive manufacturing facilities, warehouses across the 
country, and jobbers in almost every city and town. 


UNIVERSAL SIDE 1I-BEAM MALLEABLE 
IRON CLAMP (Fig. 225) . . . Used on _ 
American Standard |-beams as well as wide 
flange beam sections. One of 14 different 


Grinnell beam clamps to meet varying 
specifications. 


MALLEABLE IRON EXTENSION PIECE 
(Fig. 157) . . . Bolts into Universal Side 
l-beam Clamp (Fig. 225) and other mal- | 
leable iron clamps to receive hanger rod. 


Provides for adjustment of rod. 


MALLEABLE IRON SPLIT PIPE RING 
AND SOCKET (Fig. 107R) ... Once hanger — 
rod is turned to proper adjustment and the | 
attached half of the ring is snugged against 
the pipe, the other half of the ring is swung 
up into position and bolted. For 13 pipe i 
sizes, Yo" to 8”, for loads from 75 to 
1510 Ibs. 


GRINNELL 


WHENEVER PIPING IS INVOLVED 





Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 








Manvlacturer of: pipe fittings ° welding fittings * forged steel flenges * steel nipples ° engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 


Please mention PURCHASING Magazine when writing to advertisers. PuRCHASING 





Why Didn't We Think of That Before? 


‘ O NE of the discouraging things about reporting value analysis savings is 
y the frequent reaction from management, when an obviously improved 
design or method is presented: “Why wasn’t this done ten years ago?” 
;- 
[- The answer, according to General Electric’s Larry Miles, outstanding pio- 
r neer and practitioner in the field, is five-fold. 

1. Value analysis, though necessarily critical of past performance, does 
b not cast any reflection on what has or has not been done. Its whole philosophy 
am calls for a new start, looking to the future, not to the past. 
n 9 


2. Historically, product development has Aways been a process of refining 
existing models. It took 50 years to get from the high buggy wheel to the 
modern auto wheel, and our “new” electric stoves and refrigerators are 
actually not very far removed in basic design from their prototypes, the old 
kitchen range and ice box. Value analysis, with emphasis on the functional 
2, 


aspects of products and parts without regard to precedent, is accelerating that 
process. 


3. Many of the materials and methods that make value analysis savings 
possible are the products of recent technological advances, and were not 
available to designers and makers ten years ago. One of the objectives of 
) value analysis is finding profitable applications of technological progress. 


4. Value analysis is not a new concept in itself, but the intensive and special- 
ized study given to the subject in recent years has developed techniques 
and systematic procedures not available to yesterday’s buyers and engineers. 
Equally important, it has shown the need for time and specialized attention 
to carry on projects in this field, rather than doing it haphazardly, as a side- 
line superimposed on other primary responsibilities. 


1e 


5. If you think that present progress is spectacular because of past short- 


comings, watch for future developments. The value analysis idea is just get- 
ting under way. That same question may well be raised tomorrow about the 
very improvements that seem like tremendous accomplishments today. 


The important thing is to join the trend. For profits through value analysis, 
forget yesterday. Get started today. 
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TH Tig Course on ‘Instruments... 
BOOK WILL HELP YOU 


Chay ta 





Strict quality control keynotes every step in the 
manufacture of New Departure instrument 
bearings. The book pictured above takes you 
through New Departure’s instrument bearing 
manufacturing facilities, showing the measures 
taken to achieve the closest possible approach to 
perfection. You'll see that New Departure 
enforces the most exacting standards—from raw 


material to finished product, to bring you the very 
finest bearing for every instrument application. 


If you design or manufacture products demand- 
ing high-precision instrument bearings, this 
book will interest you. Write for your copy— 
and for the complete instrument bearing cata- 
logue—to New Departure, Bristol, Conn. 


ry, UL OQ CY 
Automatic torque testers measure starting characteristics of every low-torque NG RO LLS \\ 
bearing. It is just one of many exacting control devices developed by SS 

New Departure engineers specifically for instrument bearing manufacture. ial di 


a: 


BALL BEARINGS 


NEW DEPARTURE + DIVISION OF GENERAL MOTORS -« 
Also Makers of the Famous New Departure ( 
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This issue’s important features 
summarized for the busy reader 


Only a few more weeks before the Annual 
Inventory will be taken in. thousands of 
plants all over the country. It will be 
an easier job for those who have taken 
pains to prepare for it in all details. 
It will be easier for you if you follow 
the check list on page 73, which covers 
advance planning to minimize the count, assignment and 
training of personnel, layout and plan of campaign, 
provision of needed supplies, and right through to the 
pricing chore. Read it even if you think you are well 
prepared—there may be something you have over- 
looked. 





Another first-of-the-year purchasing problem concerns 
contract policy. Would Blanket Contracts simplify or 
improve your buying program for 1954? The study 
reported on page 77 is based on the experience and 
best judgment of representative purchasing men in the 
Detroit area. Their thoughts on this-important subject 
may help you make the right decisions. 


Much has been written about the Traveling Requisition 
as a time and work saving tool for efficient handling 
of repetitive stock requirements. For a comprehensive 
summary and appraisal of this method, turn to page 92. 
Helpful illustrations, of course—actual forms that are 
doing the job, and a flow chart of procedure. 


This month’s Purchasing Opinion poll is 
a request number. Several readers have 
asked us to inquire about policy and 
practice regarding the timely and con- 
troversial question of Christmas Gifts for 
Buyers. We did, and the results of our 
survey are reported for you on page 75. 
Compare your own opinion and experience on this 
ever present problem with those of your fellow buyers. 
For a further discussion of Purchasing Ethics, turn to 
the story on page 84. It’s a question you will have 
to settle for yourself, but these other viewpoints can 
be helpful. 





Is business headed for a Recession from recent high 
levels of activity? A recognized leader of economic 
thought, who doesn’t subscribe to the belief that a 











moderate recession might be a healthy development in 
our national life, declares that the threat of a slump 
can be prevented from becoming a reality if business 
and government recognize the situation and will work 
together in meeting it. His 4-point program is out- 
lined in the article on page 109. 


This month’s Guest Editorial (page 69) is contributed 
by W. C. (“Bill”) Allen of Salt Lake City, N.A.P.A. 
Vice President for District 1. His subject is the 
Association and its services for better buying—to the 
benefit of the individual, his company, and his position 
in the company. 


Practically every purchasing agent buys 
Materials Handling Equipment. Proper 
selection of these items, for efficient plant 
operation, depends on a knowledge of 
the function and tasks to be performed 
and of the standard and special equip- 
ment available to meet the needs. Both 
phases of the subject are covered in the article on 
page 87. It will help give you a better over-all perspec- 
tive on the problem, and thereby do a more competent 
job in this field. 





The purchasing function has been defined in many ways. 
One experienced buyer sees his responsibility as a 
service of Liaison, correlating and effectuating the 
activities of many departments within the company. He 
develops this idea on page 71. 


Have you considered Electric Typing to speed up clerical 
operations in your department and in the general offices ? 
The advantages are summarized on page 178, and man- 
ufacturers’ claims are tabulated in parallel columns for 
your convenience. This is the first of a series on various 
types of office equipment. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 177). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. 








COMING—IN NEXT MONTH'S ISSUE 


Turning Losses into Tax Gains—The New “Honeycomb” Materials 


Using Quality Control — Storage Batteries — Rating Vendors 
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JOSEPH T. RYERSON & SON, INC., PLANTS AT: NEW YORK e 
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Economists caution: 


Cut your Inventories... 


...and here is a practical way! 


While deliveries are still slow on a few steel 
products, most types and shapes are in good 
supply. And every day brings more evidence 
that a free and easy market for all steel prod- 
ucts is not far away. 

This situation obviously calls for a closer 
watch on steel inventories. However, steel 
demand has outrun supply for so long that a 
clear statement of the alternatives may be 
in order. 

With inventories high there’s always the 
chance that a change in business conditions 
or in manufacturing requirements may result 
in an overstock that can only be liquidated 
at a loss. But when you keep your inven- 
tories at a conservative level, supplementing 


them, as needed, from warehouse stocks, you 
avoid this risk of loss and free extra capital 
for other work, as well. 

The Ryerson organization is particularly 
well equipped to help you follow a conserva- 
tive steel buying policy. Ryerson stocks have 
been steadily improving—both as to available 
sizes and total tonnage. And these stocks are 
strategically located in fifteen plants for quick 
delivery to any area. 

Carbon, alloy, stainless steel—whatever 
you require awaits your call at Ryerson. So 
we suggest that you check your steel stocks 
now and keep in touch with your nearby 
Ryerson plant for quality steel to meet your 
current needs, 





PRINCIPAL PRODUCTS IN STOCK 


CARBON STEEL BARS—Hot rolled 
and cold finished 


STRUCTURALS—Channels, angles, 
beams, etc. 

PLATES—Many types including 
Inland 4-Way Safety Plate 


SHEETS—Heot and cold rolled, many 
types and coatings 
TUBING—Seamless and welded, 
mechanical and boiler tubes 


ALLOYS—Hot rolled, cold finished, 
heat treated. Also tool steel 
STAINLESS—Stainless bars, plates, 
sheets, tubes, etc. 

BABBITT—Five types, also Ryertex 
plastic bearings 





RYERSON STEEL 


BUFFALO e CHICAGO e MILWAUKEE » 
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WILLIAM CLAY (“Bill”) ALLEN is Purchasing Agent of the Utah Power & Light Company, 
Salt Lake City, and is currently serving on the Executive Committee of the National Asso- 
ciation of Purchasing Agents as Vice President for District No. 1, which includes the British 
Columbia, Hawaii, Los Angeles, Northern California, Oregon, Utah, and Washington 
Associations. 

A native New Yorker, he received his education in the parochial schools of Brooklyn, 
graduating from St. Francis Commercial High School. He later supplemented these studies 
by completing the LaSalle Extension University course in higher accountancy. Shortly before 
his eighteenth birthday, he enlisted in the U. S. Naval Reserve, and saw active service 
during World War | with that organization in the New York area and subsequently for 
a year as U. S. Army Field Clerk at Hoboken, N. J., and Washington, D. C. 

He became associated with the public utility industry at an early age, getting a summer 
vacation job as water boy with the Brooklyn Union Gas Company at the tender age of 11. 
The next seven summers he spent with that company, being assigned to stenographic work 
as soon as his school work had qualified him for that position. 

Upon his discharge from the Army in 1920, he heeded the admonition to “Go west, 
young man” and stopped off in Colorado for what turned out to be a 20-year stopover. 
During this entire period he worked for the Western Colorado Power Company, with 
headquarters at Durango, starting at clerical and field construction work, and advancing 
to the position of Assistant Treasurer, Purchasing Agent, and Director of the company, a 
multiple responsibility which he carried for 10 years. In 1940 he was transferred to the 
parent headquarters at Salt Lake City as Assistant General Auditor. He administered 
governmental material regulations for his company from their very beginning in World 
War Il, and was appointed Purchasing Agent in 1944. His responsibilities in this position 
include the management of central stores, from which his purchases are distributed to the 
company’s extensive operations in four states. 

A working member and past president of the Purchasing Agents Association of Utah, 
Mr. Allen has also been active in the other organizations of his profession and his industry 
as a member of the Public Utility Buyers Group of N.A.P.A., the Purchasing and Stores 
Committee of the Edison Electric Institute, and chairman of the Northwest Electric Power 
& Light Association. On the local scene, he is interested in and affiliated with fraternal, 
church and civic societies. It is a tribute to his sincerity and leadership ability that, 
at one time or another, in Colorado or Utah, he has headed the local chapters of practi- 
cally all—Elks, Lions, Chamber of Commerce, Knights of Columbus, Serra International. 
Every worth while community project or drive—Red Cross, Community Chest, March of 
Dimes—finds Bill Allen enthusiastically and effectively at work in the thick of the campaign. 

Mr. Allen’s hobbies are varied, providing year-round recreational activity at golf, garden- 
ing, a well equipped home workshop, and hunting. The Allens have a daughter and a son, 
and 1953 has been “graduation year” as Barbara Jean earned her degree at the University 
of Utah in June, and William C., Jr., completed his studies at Judge Memorial High School. 
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... the Biggest 
Bargain in 
Purchasing 


By W. C. Allen 


EING a novice at writing for 

publication, I have been won- 
dering what I might say that has 
not been said thousands of times 
before. The presses and airwaves 
assemble more words and produce 
more advice every day than any of 
us could possibly absorb in a busy 
lifetime, so the thought strikes me 
that perhaps less editorializing, 
rather than more, would be ap- 
preciated by my P. A. friends. 

Obviously, the reason for my be- 
ing asked to do this bit is because 
of my present office in N.AP.A. 
Therefore, why not return the com- 
pliment with a plug for “the Na- 
tional”? 

If you ask “What is N.A.P.A.?” 
you are new in Purchasing, and that 
is my opening for a sales pitch. If 
you are an old-timer, stay a few 
minutes anyhow, and learn why I 
believe that N.A.P.A. is the biggest 
bargain in Purchasing. 

The N.AP.A. is 16,000 purchasing 
people just like you. Banded to- 
gether in 90 local Associations in 
nine geographic districts, these 
16,000 people are working together 
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to strengthen and develop the prin- 
ciples and ideals which have lifted 
Purchasing from clerical to pro- 
fessional status in less than 40 years. 
Through its various working com- 
mittees, industry and commedity 
groups, it provides the members 
with the best tools available for 
acquiring and applying the skills 
required in today’s Purchasing job 

-to the benefit of the individual, 
his company, industry at large, and 
the Purchasing profession. 

These tools are developed and 
kept up to date by no less than 
2,000 officers and committee workers, 
and are made available to all 
16,000 members on a “no charge” 
basis. One committee alone makes 


use of the services of more than 200 
volunteer purchasing men in pre- 
paring the Business Survey Report 
which appears in our N.AP.A. 
Bulletin. More than 100 are engaged 
in the education program; another 
100 are devoting their talents in the 
direction of standardization in mate- 
rials we purchase; and so on. Of- 
ficers of local Associations, totalling 
over 500, work for you daily on a 
volunteer basis. The work of all 
committeemen at the local Associa- 
tion level is also yours “for free”. 

You know the old maxim that 
when two people exchange an idea, 
each of them winds up with two 
ideas! N.A.P.A. is an example of 
16,000 people exchanging ideas on 


how to do a better job of Purchas- 
ing, for practically the cost of print- 
ing and mailing. I know of no for- 
mula for calculating how many 
good, new, practical, tested ideas 
this should give you—but I do know 
that none could afford to pay for 
the combined research and experi- 
ence of men and women doing the 
same job, except through affiliation 
with the Association. 

If you are already a part of 
N.A.P.A. and are using these tools, 
you are already enjoying a real bar- 
gain. If you are not yet a part of 
the Association and are not using 
these tools—then get hep, my friend, 
and sign up, because N.A.P.A. is the 
biggest bargain in Purchasing. 


Depreciation, Deterioration, and Obsolescence 


ANY a businessman learns 
M about depreciation the hard 
way—by the trial and error method. 
His ability to cope with the problem 
is usually directly proportional to 
his management experience. So that 
he may better understand the nature 
of this important business factor, 
how it affects his costs, and what 
to do about it, the Small Business 
Administration has recently pre- 
pared a folder entitled “Deprecia- 
tion, Deterioration, and Obsoles- 
cence,” authored by Alwyn M. 
Hartogensis, Chief Methods Con- 
sultant, Ebasco Services, Inc., New 
York. It is brief, authentic, and in 
layman’s language. Purchasing 
agents, who are vitally concerned 
with these factors of cost and in- 
ventory, can likewise profit from 
this study. 

Depreciation is defined in terms 
of its two aspects—deterioration, or 
the physical wearing out of prop- 
erty, and obsolescence, or the factor 
of “up-to-dateness” of an _ item. 
These two influences do not run 
concurrently in any given case. The 
one which is operating at the faster 
rate is the one that governs. 

Deterioration is caused by such 
actions as weathering, abrasion, 
concussion, vibration, heavy usage, 
accidents, and the like. Eventually 
an item usually becomes so old and 
worn that new parts can no longer 
be retained satisfactorily in the old 
body. At this point the cost of main- 
tenance becomes so expensive that 
it is cheaper to replace the article 
completely. 
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But surfaces can be repainted, 
new bearings and bushings can be 
installed, flooring repaired, etc., to 
correct and lessen the effects of 
deterioration. Experience has shown 
that where some facilities are taken 
care of and kept in good operating 
condition for the work they are 
regularly called upon to perform, 
they can be maintained relatively 
close to original operating efficiency 
for the greater part of their useful 
lives. There are numerous buildings 
still in use although they were built 
several hundred years ago. You have 
probably seen in operation steam 
engines erected in the 1890’s. Some 
types of standard production equip- 
ment, like certain textile machinery, 
are still producing today after 40 or 
50 years of steady service. 

Some facilities, therefore, depre- 
ciate very little from the effects of 
wear and tear. Yet they still have 
to be replaced if the manufacturer 
is to remain competitive. The reason 
for this is obsolescence. 

Buildings, machinery, tools and 
other capital items sometimes lose 
rapidly a large part of their original 
value for reasons other than wear- 
ing out. Because of a change in the 
design of a part, a pattern for a 
casting may become outdated. A 
machine tool may be superseded by 
a new model with more automatic 
features and higher productive 
capacity. Style changes may also 
take place. If an item being depre- 
ciated on a 10-year basis is thus 
superseded after six years, four- 
tenths of the original cost will 


then be lost, due to obsolescence. 

In accounting for depreciation, 
obsolescence is generally considered 
when it can be estimated reliably. 
In cases of this sort, the deprecia- 
tion cost carried on the books is 
clearly a combination allowance, in- 
cluding both deterioration and ob- 
solescence, but the line between the 
two is often vague. 

Mr. Hartogensis’ discussion goes 
on to describe practical methods of 
setting up depreciation schedules 
and accounting for this factor. He 
cites the allowable depreciation ex- 
penses as income tax deductions, 
and points out the important fact 
that depreciation does not actually 
provide for replacement of property, 
since currently accepted principles of 
accounting and existing income tax 
provisions are based on recovery 
of cost, rather than on provision for 
replacement, for prices fluctuate and 
major items of property are seldom 
replaced exactly “in kind”. 

This leads to the practical ques- 
tions of determining when it pays 
to replace equipment, and how to 
deal with depreciation as a factor 
of operating and product cost in 
accounting and pricing policies— 
matters of vital concern to every 
far-sighted management. 

Copies of the complete folder can 
be obtained free of charge from any 
field office of the Small Business 
Administration, or from the Man- 
agement Service Division of SBA, 
Washington 25, D. C. It is identified 
as No. 34 of “Management Aids for 
Small Business.” 
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The human side of purchasing relationships 





PURCHASING ... 


a Service of Liaison 





By Gordon J. Groenewoud 


HE dictionary defines liaison as 

a bond or connecting link. This 
is a very apt. description of pur- 
chasing department activity, for in 
its every phase it is just that—from 
the recognition and statement of a 
need to the receipt of materials to 
meet the requirement, from vendor 
to using department, from quota- 
tion request to approval of price 
and quality. In this discussion the 
term implies a great deal, and its 
breadth lies in the interpretation 
placed on the expression “connect- 
ing link”. 

Many a controversy has arisen 
over the policies which govern con- 
tacts with vendors. Certainly very 
few of us would desire an absolute- 
ly inflexible rule which forces every 
contact through the Purchasing De- 
partment, without exception. Yet 
unless the majority of those con- 
tacts are so directed, how can effi- 
ciency be maintained? It is not a 
foregone conclusion that one-point 
clearance will automatically insure 
efficiency, but it can do a great deal 
toward eliminating duplication of 
effort. If such contact channels are 
to be maintained and respected, 
there are definite responsibilities 
which must be recognized by pur- 
chasing people as well as by those 
with whom they deal. 

In far too many plants, the rela- 
tions between purchasing personnel 


Novemser, 1953 














and the personnel of other depart- 
ments are not exactly cordial. There 
is tacit recognition of each other, 


but no real, positive cooperation. 
Such a condition is certainly not de- 
sirable, for it will rob any organiza- 
tion of maximum effectiveness. 

It would not be difficult for any 
one of us to suggest reasons why 
such a condition could, or does, 
exist between this or that depart- 
ment and ours. We could hold forth 
at great length about the ideosyn- 
crasies of this person or that one. 
If we were to analyze a whole 
group of such explanations, I think 
one common denominator could be 
applied—the contrariness of human 
nature. 

Speaking more _ specifically, I 
would attribute these difficulties to 
jealousy over the power to decide 
to buy this rather than that. All of 
these relationships must be built on 
understanding and cooperation, and 
they must be a reciprocating thing 
which can only be maintained by 
a conscious and studied effort on 
everyone’s part. The problem of 
human “orneriness” is a persistent 
one. It has existed and persisted 
down through the centuries, and 
will undoubtedly continue through 
the ages to come. 

Purchasing men must have real 
cooperation or they cannot dis- 



































charge their obligations in the best 
interests of the common good. On 
the other hand we are confronted 
with the riddle of human nature, 
which we have concluded to be un- 
solvable. Do we throw up our hands 
in cynicism and despair? No. I be- 
lieve we must adopt a positive pro- 
gram backed by sound thinking and 
firm convictions. We must con- 
stantly strive toward better rela- 
tions, and keep our own behavior 
on an exemplary level. 


Channeling Information 


A positive program will have 
many supporting phases, and we, 
as individuals, are the key to the 
whole matter. The very nature of 
our work demands a very broad 
range of general knowledge, and an 
amazing amount of specific knowl- 
edge as well. Do we, as a whole, 
recognize this fact and make a sin- 
cere, intelligent effort to keep 
abreast of all of the latest develop- 
ments? If we would have the co- 
operation of others, we must com- 
mand their respect. Let’s make this 
a major factor in our positive pro- 
gram. 

We cannot function as a liaison 
unless we have the countless bits 
of required information available 
for general use. This statement pre- 
supposes well filled and indexed 
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catalog files. It is no problem to 
accumulate sales literature; most of 
us acquire it in abundance. Keep- 
ing this information indexed and up 
to date is the phase which most of 
us neglect. Perhaps the importance 
of this suggestion will be discounted 
in larger organizations where every 
department keeps its own catalog 
files. Even here, however, the pur- 
chasing men can be helpful by fun- 
neling back through the organiza- 
tion such literature as may be 
appropriate. 

Our own attitude toward other 
departments will do much to foster 
good relations. The reader-service 
cards which appear in most trade 
publications make inquiries possible 
with a minimum of effort. Why 
should we bristle up and get grum- 
py when some other department has 
the initiative to keep well informed, 
and when such information by- 
passes us? The thing of prime im- 
portance is that the information 
reached the ultimate user and was 
beneficial. 

At this point, reciprocating rela- 
tions may dictate that the recipient 
of the information bring Purchas- 
ing into the picture. This will be 
particularly true if alternate sources 
and competitive quotations will be 
required for a forthcoming requisi- 
tion. Right at this point is where 
failings are common and misunder- 
standings are prevalent. Let’s be 
certain that we go half way in these 
potentially trying situations, and 
perhaps we can not only avoid some 
misunderstandings, but by our own 
constructive attitudes we can in- 
duce others into a more cooperative 
and considerate frame of mind. 

Most operating and engineering 
personnel decry office routines, let- 
ter writing, and paper work in gen- 
eral. This is a condition on which 
we can capitalize. If we adopt the 
enlightened and cooperative attitude 
and couple it with prompt service, 
we should soon notice relaxed ten- 
sion and a willingness to channel 
inquiries through us. Once these 
primary steps have been taken 
without mishap, it will be easier to 
stride on to the other goals toward 
which we are striving. Remember, 
service must be a “first” or it is 
misnamed. 


Varying Circumstances 


It is not easy to define explicitly 
what the inter-departmental rela- 
tions should be, or just how they 
should function. These relations will 
vary from industry to industry just 
as the specific functions of the va- 
rious departments vary. 

For example, let’s consider the 
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activities of the Engineering De- 
partment in a machine tool plant 
over against those in a job shop. 
The machine tool manufacturer 
must lean heavily on engineering 
in both the development and per- 
formance of the product. Creative 
engineering of this sort necessarily 
is very demanding both in technical 
information and in testing samples 
for desired characteristics and qual- 
ity. Job shop engineering is more 
closely allied to the problems of 
actual production, and therefore its 
requests will reflect those responsi- 
bilities. 

Purchasing must be the right 
hand man in every program, 
whether it be engineering, tooling, 
plant maintenance, or production. 
This does not mean that the buyers 
must be present through every 
technical discussion. It does mean 
that buyers must be aware of the 
day-to-day major problems and 
programs in which they can be 
helpful. When they have this infor- 
mation and awareness, and are con- 
scientious in their own responsibil- 
ity, they can be very helpful by 
arranging personal contacts with 
the casual caller who may have 
helpful information, and can steer 
him where it will do the most good. 


Confirming Orders 


To some it may seem redundant 
to say that verbal orders—or any 
orders—should not be given by any 
one other than the Purchasing De- 
partment. In some smaller organiza- 
tions it is not uncommon for the 
originator of a requisition to com- 
plete the vendor section of that re- 
quisition and mark it “confirming”, 
to follow through on some verbal 
commitment made to a supplier’s 
representative. This certainly can 
not be classified as good practice, 
from any angle. Those of us who 
have had experience with such a 
condition will doubtless recall sev- 
eral instances where such orders 
have led to misunderstandings be- 
cause some obvious factor or condi- 
tion was overlooked, to say nothing 
of authorizations and other internal 
procedural requirements. Is it not 
logical to conclude that the profes- 
sional buyer will handle these de- 
tails better and with fewer errors? 

I dare say that none of us feel 
neglected when there are emer- 
gency requirements to be satisfied 
and normal channels or procedures 
are waived. If we could be illogical, 
this would be one phase of our in- 
termediary duties many of us would 
sidestep. We can use these trying 
circumstances to our advantage if 
we will apply the ingenuity, the 


know-how, and the skill which are 
ours, and will couple this with an 
active willingness to serve. 


Minimize Expediting Need 


Most buyers have an expediting 
responsibility along with their buy- 
ing function. What must be our 
philosophy in this phase of our 
work? Good relations with suppliers 
are imperative, therefore we must 
strive to have the correct amount 
of lead time for our orders, from 
those in our own organization. This 
is the very best type of expediting 
and will do much toward achieving 
our goal of good relations along 
with good service. Expediting activ- 
ity should be conducted on a high 
plane. Gestapo techniques will not 
bring long range results, even 
though they may achieve the imme- 
diate goal of a specific delivery. Our 
greatest good can only result from 
a philosophy which recognizes the 
needs of all and tries to satisfy those 
needs by consideration for all. 


The P. A. as Arbitrator 


There is one more circumstance in 
which a generous portion of ingenu- 
ity is required—the rejected ship- 
ment. Oh yes, as a general rule 
there are some governing factors 
which conclusively determine the 
legality of the rejection, but this 
may not always be true. There are 
many borderline cases. Often there 
are contested specifications which 
the rejection brings to light. In 
either case the liaison is an impor- 
tant factor. 

Even when the reason for the re- 
jection is clear cut, if the error is 
minor, it may not always be neces- 
sary to return the goods arbitrarily. 
It may even be expedient to cham- 
pion the seller’s cause and try to 
arrange for an acceptance by devia- 
tion. When points are contested, be- 
fore assuming the role of advocate 
we should try to act as an arbitrator. 
To be a good arbitrator, we must 
know all the facts. At times we may 
find ourselves opposing the very 
people with whom we are normally 
trying to work very closely. This 
can be a precarious position, but it 
need not be if we conduct ourselves 
honestly and work toward an equit- 
able solution. 

Perhaps some readers may feel 
that if they follow these suggestions 
they will be adopting a weak and 
compromising outlook. This is 
neither the intention of these re- 
marks, nor the result of their prac- 
tice. Ethical dealings have inherent 
weight and will command the re- 
spect of everyone. 
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Plan —to facilitate the stock taking chore 





By J. E. Bedford 


OR purchasing agents charged 
F ith the responsibility of main- 
taining an inventory and supervising 
the activities of stores, the year-end 
physical inventory brings extra 
headaches. But even though this in- 
evitable chore of counting stock may 
be dreaded, it does provide an op- 
portunity to get the supplies in 
order, discover errors in the per- 
petual inventory records, and 
analyze parts and material that are 
not being used regularly. 

Top management needs a physical 
inventory of parts, supplies, and, 
material on hand to assay the posi- 
tion of the company and determine 
net profit. It also provides procure- 
ment officers with the facts and 
figures on which to plan for the 
future needs of the firm. 

Inventory is inrportant. It is also 
time consuming. It can be frustrat- 
ing if, when the final figures are 
tabulated, there may be some doubt 
as to whether everything was 
counted or whether some things 
were counted more than once, Re- 
counting takes more time, and may 
be just as misleading as the first 
inventory. 

Inventory requires planning and 
preparation to do the job efficiently 
and to avoid the chances of error 
or uncertainty. Here is a check list 
designed to help you do it better this 
year: 


I, 


—— Has a definite date been set for 
physical inventory that will not 
interrupt production in the plant? 


—— Is this date at a time when parts, 
supplies, and materials are at a 
low point, to eliminate extra 
counting and listing? 


— Has the timing for the actual 
physical stock count been planned 
so that it will not make too long 
a work day which may cause 
errors to develop? 


~— Do other departments in the plant 
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know that the stores will be closed 
for inventory, so that they can 
withdraw items needed before the 
stock count begins? 


—— Have you planned a program to 
liquidate as many as possible of 
obsolete parts and supplies be- 
fore the physical inventory starts, 
to make the stock counting quicker 
and easier? 


—— Has an effort been made to get 
all “odds and ends” of stock out 
of the plant or consolidated at a 
single location before the actual 
count begins? 


—— Have plans been made to count 
reserve stock in warehouses that 
is not needed for current produc- 
tion, before the final in-plant in- 
ventory starts? 


— If this stock is to be counted 
early, has some been es- 
tablished to check out material 
needed in the plant, so that it 
will not distort the inventory fig- 
ures? 


—— Have transportation companies 
been notified to cut off deliveries 
to the plant during the period 
devoted to the physical inventory? 


—— Have provisions been made to 
handle shipments that have ar- 
rived at the plant but that have 
not been charged to the stock 
control records or book inventory? 


—— Have provisions been made to 
handle invoices that have been 
received, but where the merchan- 
dise is still in transit at inventory 
time? 


Il. 


—— Has a rough floor plan of the 
warehouse, tool cribs, and parts de- 
partment been made that includes 
all sections, shelves, bins, and 
counters? 


—— Has a starting and stopping point 
been determined for each section 
of the inventory floor plan? 


—— Has a system of counting from 
top to bottom of each section of 
the bins and shelves been estab- 
lished to insure a_ systematic 
count? 


—— If stock control cards are to be 


used for recording the actual aren 
ical count, has some system been 

established to be sure that every 
card is checked and that items 
without cards are accounted for? 


Is all warehouse stock clear 
marked to make counting it qui 
and easy? 


Have all related stock items been 
grouped together in the various 
sections of the plant? 


Have all rejects been set aside so 
they will not be counted if a 
credit has been claimed with the 
vendor? 


Is there some special identification 
of stock that was damaged in 
transit, for which the carrier has 
not given an adjustment? 


Have unopened cartons of parts 
and supplies been checked to be 
sure that they contain the quan- 
tities of stock indicated on the 
outside of the carton? 


Have all out-of-the-way places 
been checked for stock that might 
be overlooked or forgotten—Out- 
side warehouses? Inspection de- 
partment? Items out for repair? 
Behind stairs? Under counters? 


Have controls been set up to spot 
check the physical inventory for 
accuracy? 


Il. 


Has a simple, easy to use count- 
ing and listing form been selected 
for recording the inventory? 


Are there plenty of inventory 
supplies—listing sheets, control 
cards, pencils, ete—on hand to 
carry on and complete the in- 
ventory without time consuming 
interruptions? 


If listing sheets are to be used, 
are they serially numbered to 
control their use and to eliminate 
possible errors that might develop 
from lost counting sheets? 


Have the numbers of the listing 
sheets been allocated to the sev- 
eral sections of the stock area? 


Have the numbers been recorded 
on the appropriate sections of the 
floor plan for later reference? 
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IV. 


—— Are there enough regular em- 
ployees in the various stock de- 
partments to handle the job of 
counting and listing the stock 
within the time set for taking in- 
ventory? 


~—- Have you considered shifting the 
employees around to other sec- 
tions so as to get a more careful 
and accurate inventory? 


~—— If extra employees are needed to 
handle the stock counting job, 
have you considered using buyers 
and expeditors, to take advantage 
of their knowledge of materials 
and to give them a better pic- 
ture of the problems of stores? 


—— Have you selected and assigned 
the counting and listing teams for 
each section of the plant that is 
to be inventoried? 


~—— Are the employees assigned to 
the calling and listing teams able 
to work together without fric- 
tion? 


~—— Are the employees assigned to 
the job physically and mentally 
capable of handling the inventory 
work? 


~—- Are the employees’ names listed 
on the section of the floor plan 
where they will work? 


—— Do all the employees understand 


—— Have 


— Have 


the importance of taking an ac- 
curate inventory? 


they been properly and 
completely briefed on the job, 
with specific information on: 
When they are to start work? Ex- 
actly where they are to count and 
—list—starting and stopping points 
for each section? How they are to 
count and call stock? How the 
stock is to be listed on the count- 
ing sheets? What they should do 
if they discover an important 
variance between quantities listed 
on bin cards or stock control rec- 
ords and actual count? 


— — Has a plan been determined for 


extra compensation for overtime 
of employees assigned to inven- 
tory? 


the employees been in- 
formed of the overtime pay basis 
that has been established, or will 
they spend a great deal of time 
discussing whether or not they 
will get extra compensation, and 
how much, instead of counting 
stock? 


— — Have employees assigned to in- 


ventory work been encouraged to 
note and submit any ideas or sug- 
gestions for improving the inven- 
tory work for next year? 


V. 


—— Has it been determined whether 











the inventory is to be priced at 
cost, at market, or whichever is 
the lower of the two? 


—— If cost valuation is to be used, has 


some provision been made for 
decoding the cost markings quick- 
ly? 


—— If market valuation is to be used, 


has some provision been made to 
get current quotations on all parts, 
supplies, and materials to he in- 
ventoried? 


—— Have all items where there has 


been some major shift in fhe mar- 
ket been revalued to get a true 
picture of the inventory valua- 
tion? 


—— Have all prices for the same items ° 


at different plant or stores loca- 
tions been checked for con- 
sistency? 


—— Have you provided for some ac- 


counting for materials returned to 
vendors for which credit has not 
been received? 


—— Has a plan been developed to 


check totals and extensions on the 
listing sheets? 


—— Have you made plans for using 


the inventory record for other 
significant purposes: To correct 
“book records” of stock? To check 
by materials classifications, for 
proper balance? To detect and 
dispose of obsolete items? 


Purchasing Conferences at Wisconsin 


HE University of Wisconsin, 

Extension Division, is again of- 
fering a Management. Institute for 
purchasing executives, developed 
and presented with the cooperation 
of the Milwaukee Association of 
Purchasing Agents. The institute 
consists of a series of six full-day 
conference sessions, scheduled at 
intervals from September 1953 
through June 1954, covering various 
phases of purchasing management. 
This is an important part of the Un- 
iversity’s continuing service to and 
cooperation with Wisconsin industry. 
The meetings are held in the Me- 
morial Union Building on the cam- 
pus in Madison. The program is as 
follows: 

1. Organization and Administra- 
tion of the Purchasing Department. 
(September 22, 1953) Conference 
Leader: Stuart F. Heinritz, Editor of 
PURCHASING Magazine, New York. 
What goes into the effective oper- 
ation of a purchasing department. 
How an organization is set up; ob- 
jectives of an adequate program; 
analyzing the present situation; 
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barometers of progress; changing 
concepts of the purchasing man- 
ager’s job. 

2. Psychology of Understanding 
People. (October 27, 1953) Confer- 
ence Leader: Dr. Paul Mundie, 
Partner, Humber and Mundie, Mil- 
waukee. Why should the purchas- 
ing manager have to have an under- 
standing of people? Basic funda- 
mentals of understanding people; 
why they behave as they do; how 
the purchasing manager can use 
this motivating force in fulfilling the 
procurement function. 

3. Purchasing Procedures and 
Systems. (November 24, 1953) Con- 
ference Leader: Chester F. Ogden, 
Manager of Purchases, The Detroit 
Edison Company. Latest techniques 
and approaches to purchasing pro- 


cedures; standardization of pro- 
cedures; purchasing records and 
their use; purchase orders and 


forms; follow-up techniques. 

4. Value Analysis. (February 23, 
1954) Conference Leaders: Irving 
Duffy, Vice President; and Galen 
Price, Manager, Purchasing Re- 
search Department, Ford Motor 





Company, Detroit. What value 
analysis is; techniques of value 
analysis; organization for value 


analysis; training for value analysis. 

5. Vendor Selection and Relations. 
(March 23, 1954) Conference leader: 
W. J. Budzissewski, Assistant Pur- 
chasing Agent, Harnischfeger, Corp- 
oration, Milwaukee. Considerations 
involved in good vendor selection; 
analysis of present methods and 
costs; use of research in selecting 
suppliers; selling the vendor on the 
desirability of having your company 
as a customer; vendor-vendee re- 
lations as a continuing responsibility. 

6. Techniques of Evaluating the 
Purchasing Function. (June 3, 1954) 
Conference Leader: F. Pearce Bush, 
Assistant to Director of Purchases, 
Line Material Company, Milwaukee. 
How do you measure the effective- 
ness of the purchasing department? 
Means of evaluating administrative 
performance; means of examining 
the cost savings attributable to pur- 
chasing; evaluation of intangibles; 
putting available measurements to 
use. 
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PURCHASING reports on 
CHRISTMAS GIFTS for BUYERS? 


Christmas is coming and just about everyone is trying to figure 


what to give whom and how much to pay for it. But the purchasing 
agent has to worry not only about giving — but about receiving. 


Should he accept gifts from the people who sell — or try to sell — 


to him? The introduction of the personal element into a relation- 


é What rules or limitations have 
been established for members of your 
department in respect to acceptance 
of gifts from suppliers. 


12) Are the rules on gifts made known 
to your suppliers. 


ing unacceptable gifts to the donor. 














3) Do you follow a policy of return- 


ship that is theoretically a purely business one poses a number 
of interesting questions both economic and ethical. Several of 
these questions are answered in collective form below by a cross- 
section of purchasing men in all parts of the country. 








No limitations eo 
-a 


Absolutely prohibited 9% 
Acceptance dependent 


department head 


Permitted within limits* So 19% 


*These limits ranged from broad, general ones to very 
specific ones. A great number of respondents said 
that the judgment of the buyer should decide. Al- 
most an equal number said that the motives of the 
donor should govern, while others said that reason 
and good sense should dictate when a gift should 
be accepted. A large majority said gifts should be 
“small” or “inexpensive”, while dollar valve limits 
ran from five to thirty five dollars. It appears that 
cash is forbidden in almost all cases. 








Yes 39% 


Of those saying “yes” 61% make the rules known 
verbally or by personal contact, 34% by letter, and 
5% through manuals or policy statements avail- 
able to suppliers. 
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© if not, what other disposition do 9 
you make of gifts which are not per- 
sonally acceptable. 


© Do you distinguish between gifts 9 


and advertising or promotion items. 


Do you consider the “Christmas 9 
gift problem” primarily one of ethics, 


‘ 4 ; * 
economics or vendor relationships*. 


“Percentage factors total more than 100 because 
some respondents checked more than one answer. 


@ Does your company’s sales force 9? 
distribute Christmas gifts to its sup- 5 
pliers. 








SPECIAL NOTE: 


Almost all answering this question said the gifts 
are given to the clerical help or other members of 
the company; used in connection with the em- 
ployees’ Christmas party; given to charity or the 
needy; or given to hospitals or institutions. 























: a an 
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Economics 4 2% 
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relationships 65 % 
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This poll was extraordinary not only in the number of responses 
but in the amount and variety of comment on the subject of 
Christmas gifts. We regret that space considerations do not make 
it possible to print all, or even a fair portion, of the careful, 
intelligent observations our readers added over and beyond 
the questions on the ballot. 


Generally speaking, it is clear that purchasing agents feel that the 
question of gift giving is so complex, or at least so strongly sur- 
rounded by intangible human considerations, that final, “black 
and white” answers cannot be given on all its aspects. Over and 
over they told us that “sound reason,” “good judgment,” “com- 
mon sense,” and other similar bases shoud be depended on in 
making decisions whether to accept or reject gifts. There were 
many, however, that condemned the practice and hoped — some- 


PURCHASING MAGAZINE 205 EAST 


what pessimistically it seems — that it could be eliminated com- 
pletely. One buyer said, “the best token of Yuletide spirit would 
he notice that the supplier had contributed ‘x’ dollars to give 
some underprivileged kid a week at a summer camp.” Attempted 
bribery is dealt with forcefully. 


Summing up, on the basis of respondents’ comments, it would 
appear that gift-giving will probably never be eliminated, that 
it can be controlled by counting on the integrity and good judg- 
ment of buyers to distinguish between gifts based on friendly 
relations and those intended as a bribe, and that the problem 
can best be handled by policies developed by and within indi- 
vidual companies rather than by an attempt to impose abstract 
theories. In all cases, understanding by, and cooperation of sup- 
pliers are necessary. 
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A study of purchasing practice 





Blanket Contracts for 
Continuing Requirements 


By Clyde T. Hardwick, Associate Professor of Commerce and Finance, University of Detroit 





TABLE 1 
REASONS FOR BLANKET CONTRACTS 
| d fer nt f r purchasing un Jer blanket contracts, and 


ight. A buyer may be influenced 
ts were asked to indicate the order 

















nce of these factors in arriving at their decisions, and the replies are 
es reliable source of supr 20 
cures lower price 8.¢ 
Saves purchasing time and cost 15 
Provides time for anticipating a 
scheduling quantity productior 14.2 
Speeds up routine buying 12.9 
i< a rages st ble price 105 
tracts bia y ndarc 77 
106.9 
TABLE 2 
SUITABILITY OF COMMODITIES FOR BLANKET 
CONTRACTS 
f the study. For example 
itable and unsuitable for 
lassification is app! 
of times each commodity was 
Suitable Commod Number of nsuitable Commodities Number of 
and Service Mentior and Services Mentions 
v materials 14 g supplies 16 
Production iten 13 Maintenance supplies 14 
Ctrical pl 12 Specialized usage items 14 
tenance supplies a Production items 12 
ca ] santity and price unknown =| 
ral repair Articles and varying specs. 6 
{on-production 3 Low volume items 6 
Maintenance 2 mpetitive items 5 
A @ ? rintir ervices 2 
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HIS study is based on a ques- 

tionnaire inquiry, in which a rep- 
resentative group of purchasing 
agents in the Detroit industrial area 
participated. All of these are mem- 
bers of the Purchasing Agents As- 
sociation of Detroit. The study is 
designed to report actual practice 
in. respect to purchasing on a 
“blanket contract” basis, as dif- 
ferentiated from other methods of 
buying, and more particularly to 
bring out the motives and reasoning 
behind this practice, so that it may 
serve as a guide to the application 
of this method under varying cir- 
cumstances, for effective purchasing. 

Before examining the details of 
the survey, the term should be de- 
fined. The generally accepted con- 
cept of a “blanket contract” refers 
to the contracting method in which 
the buyer and vendor agree to ex- 
change money for goods or services, 
involving these conditions: 

a. Estimated or indefinite quan- 

tities. 

b. Specific unit prices. 

c. Delivery as requested. 

d. Covering a definite period, such 

as one year. 

Because of the varying conditions 
to be met, or differences in the spe- 
cific agreement, some forms of 
blanket contracts have been de- 
scribed or called by these names 
also: 

Term contracts: for a definite period, 
such as six months or a year, 
where this element of time during 
which the contract is in force is 
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TABLE 3 
EFFECT OF ECONOMIC CONDITIONS 


The term “favorable” 
a seller might disagree 


is used here from the buyer’s standpoint; 


in some cases, at least, 


The rational seller might object to being a party to a firm- 
J 


price blanket contract in a rising price market. During such a period, blanket con- 
tracts would tend to be negotiated for shorter periods of duration, e.g., three months 


nstead of six or twelve months. 


The “buyers’ market’ is listed in both columns. The explanation of this may be that 
such a period might be urifavorable for the buyer to be committed to a blanket 
contract, but that it might be a favorable period for the negotiation of a contract 


suited to the market and the times. 


Eight buyers took the neutral attitude that no set of economic conditions in par- 
ticular can be considered especially favorable (or unfavorable) for a blanket contract. 
This would indicate that blanket contracts, like any other basis of purchasing, can 








be modified and adjusted to fit various economic conditions 

Favorable Conditions Number of Unfavorable Conditions Number of 
for Blanket Contracts Mentions for Blanket Contracts _Mentions 
Rising price market 12 Buyers’ market 21 
Scarcity of materials 8 Government controlled market 6 
Level or stable market 8 Competitive prices a 
None in particular 8 Procurement difficulties 

Buyers’ market 3 with supply source 2 
“ontrolled market 3 Changing orders 2 





its outstanding and limiting char- 

acteristic. 

Indefinite quantity orders: because 
the amount to be ordered during 
the contract period may not be 
accurately determined in ad- 
vance. 

Requirements contracts: such a 
phrase indicates that the basic 
order covers the estimated needs 
of the item for the contract period; 
quantity is indefinite in that ac- 
tual requirements of an item may 
be either more or less than esti- 
mated, depending on business de- 
velopments that may not be ac- 
curately foreseen and projected. 

Permissive or mandatory contracts: 
these types of blanket contracts 
refer to the federal government 
basic contracts, against which the 
various governmental agencies 
may or must order, as the case 
may be. 

Although each of the foregoing 
terms apply to types of contracts 
embodying different and particular 
conditions, it seems reasonably ac- 
curate to say that they are all 
closely enough related so as to fall 
within the scope of this discussion. 


What Buyers Say 


The results of the questionnaire 
have been tabulated in a series of 
six tables, which are here presented 
with brief notations as to the in- 
terpretation of the facts and opin- 
ions reported. They cover the fol- 
lowing major points: 

1. Reasons for using blanket con- 
tracts instead of other purchasing 
methods. (Advantages.) 

2. Suitability of the blanket con- 
tract method in purchasing particu- 
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lar commodities. (Limitations.) 

3. Effect of economic conditions 
on blanket contracting. (Variables 
and judgment.) 

4. Major obstacles to blanket con- 
tracts. 

5. Basis of verifying advantages 
of this purchasing method. 

6. Policies as to continuing usage 
of blanket contracts. (Practice.) 

The tables are largely  self- 
explanatory. It is appropriate, how- 
ever, to draw a few general conclu- 
sions from the survey as a whole. 
It appears that blanket contracts do 
offer some specific advantages in the 
procurement of recurring items, as 
compared with other methods of 
purchasing, particularly in the sta- 
bilization of supply sources and 
prices, and in the anticipation of the 
flow of materials, which makes for 
efficiency and economy in both or- 
dering and producing. The method 
has limitations in its applicability 
to certain classes or types of mate- 


rials or products, and in its feasi- 
bility under certain variable condi- 
tions of operations and economic 
trends. This survey can offer no 
final or simple formula to decide 
automatically when blanket con- 
tracts may or may not be appropri- 
ate; it does, however, provide a 
number of useful criteria for con- 
sideration in arriving at a final 
judgment in any particular case. 

The fact that a substantial major- 
ity of blanket contracts are renewed 
(not necessarily with the same sup- 
plier) and that 95.4% of all those 
participating in the survey expect 
to continue or expand their pur- 
chases by this method, is strong evi- 
dence that the advantages of blanket 
contracts are sound and well sub- 
stantiated. This, plus the divergence 
of opinion regarding what constitute 
the favorable or unfavorable factors, 
or obstacles, or appropriate appli- 
cations, in the use of such contracts, 
further suggests the need—and the 
practicability—of flexibility in the 
use of this purchasing tool. 

Two of the means for such flexi- 
bility are obvious—variations in the 
length of the contract period, and 
equitable escalation provisions. 
These, and other provisions of the 
contracts are matters for negotia- 
tion between buyer and seller, for 
like any other purchase agreement, 
blanket contracts must be negotiated 
and must be acceptable to the sell- 
er, who has the same variables and 
product and marketing factors to 
consider from another viewpoint. 


For Further Study 


While the “sample” used in this 
survey is generally representative 
within its area, it does not lend it- 
self to breakdown according to 
various classifications of buying ac- 
tivities. It would be interesting, for 
example, and perhaps significant, 
to discover how extensively this 
method is used, and whether it is 





TABLE 4 


MAJOR OBSTACLES TO 
PURCHASING ON 
BLANKET CONTRACTS 


Listed in the order of frequency with 
which the various factors were men- 
tioned. 36% of the replies reported 
“no obstacle” to using this method 
of purchase. 


1. Irregular requirements. 
2. Production changes. 

3. Government regulations. 
4. Price Variance. 

5. Lack of personnel. 


TABLE 5 


BASIS FOR VERIFYING 
ADVANTAGES OF 
BLANKET CONTRACTS 
Listed in the order of frequency with 


which the various factors were men- 
tioned. 


Number of 
Basis Replies 
Experience 52 
Records 31 
Opinion 23 
Reports in 
Other 1 
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peculiarly appropriate, in purchas- 
ing for public utility companies, 
governmental agencies, distribution 
business, institutions, and in various 
types of manufacturing industry. 

A broader, nation-wide base of 
inquiry would also be desirable in 
that certain geographical factors 
might be developed that are not 
apparent in the commercial prac- 
tice of a single area. 

It would be interesting to know 
what proportion of total dollar vol- 
ume of ‘purchases in the various 
industrial groups are subjected to 
blanket contracting. 

Other aspects of the subject that 
invite further investigation include 
the effect of wartime needs and con- 
ditions on blanket contracting, the 
influence of government policies 
and regulations, and a verification 
or clarification of some of the con- 
troversial and contradictory points 
revealed in this study. 


Using the Information 


Scientific purchasing is contingent 
upon the discovery of facts, figures, 
and knowledge, and on the inter- 
change of such information. It is 
intended that this presentation will 
be an incentive to further studies 
and analysis, and for the develop- 
ment of specific case study data con- 
cerning individual company experi- 
ence with blanket contracts. As 
previously noted, it provides no 
formula—but automatic rules have 
little place in dynamic purchasing. 

The study does provide a starting 





TABLE 6 


CONTINUING USE OF BLANKET CONTRACTS 


A. Have you ever found it advisable to discontinue using blanket contracts 


in the purchase of a commodity, after this method ha 


s once been used? 
Yes 31% 
No 69% 


B. In your future purchasing plans, do ycu contemplate increasing your use 
of the blanket contract method, decreasing it, or continuing at about 
the level that is presently in effect? 


Same level 75.9% 
Increase 18.5% 
Decrease 5.6% 


While the answers to Question B are presumably predicated upon the 
buyers’ analysis of the economic factors listed in Table 3, the inference 
may be drawn from the above replies that blanket contracts have generally 
been found to be a satisfactory method of purchasing, and that the habit 
r momentum of an early start, backed by favorable experience, has con- 
siderable influence in the continuance and expansion of this practice 





point, and some specific criteria, for 
such analysis in the individu»! pur- 
chasing department. On this basis, 
competent purchasing personnel can 
develop, select, and apply findings 
to fit local conditions. 

The findings of this survey should 
encourage the extension of blanket 
contracts according to the suitable 
commodities and favorable condi- 
tions as reported herein by purchas- 
ing men. At the same time, it 
should raise some questions as to 
merely habitual, uncontrolled use of 
this method. Blanket contracts are 


Check List for Containers 


OLUMBIA University, School 

of Engineering, is currently of- 
fering a course in Package Engi- 
neering. It is pointed out that many 
manufacturers have developed elab- 
orate systems of quality control for 
checking the quality of their raw 
materials and their workmanship in 
making boxes. The user, in turn, 
when he receives these boxes, can 
evaluate them according to his own 
specifications, requirements, and 
conditions. The following check list 
is suggested for this purpose: 

I. Investigate and recheck the type 
and extent of damage or deficiencies 
reported by the Receiving Depart- 
ment, such as: 

a. Verification of count. 
b. Do quantities of 
components balance? 


package 
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c. Water damage. 
d. Contamination from cinders, 
dirt, oily floors, etc. 
e. Offensive odors from prior 
use of cargo space. 
f. Corrosion. 
g. Distortion or warping. 
II. Dimensions. Verify shipment 
against standard specifications and 
purchase order. 
III. Construction Details. 
a. Check against 
specifications. 
b. Check with purchase order. 
c. Are there any deficiencies 
which interfere with proper 
closure or packaging machin- 
ery operations? 
IV. Quality considerations and 
standard tolerances. 


standard 


only one of several different types 


-of purchase agreements available to 


the buyer. They should be weighed 
against the merits and advantages 
of other methods in respect to the 
commodities which the buyer pur- 
chases and the conditions which he 
faces. 

The significant question for each 
individual buyer is: when and how 
can blanket contracting be more ef- 
fectively used? It is a question that 
must be answered on the basis of 
facts and judgement, in terms of 
purpose, technique, and results. 


. Thickness. 
. Weight. 
. Tensile strength. 
. Exterior surface, finish, coat- 
ings, etc. 
e. Interior surface, lining, coat- 
ings, etc. 
f. Warping or curling. 
g. Corrosion (metals). 
h. Offensive odors. 
i. Blocking (plastic film). 
j. Miscellaneous. 
V. Printing. 
a. Do type and color of ink 
match with specifications? 
b. Are printing impressions 
uniform? 
ce. Is printing correctly located? 
VI. Other special requirements, if 
any. 


aacnwaw 


79 




















Main reception lobby, Reeves Pulley Company 





Purchasing Department lobby on the second floor 


New Quarters for 





Reeves Purchasing Department 


R ECENTLY completed plant ex- 
pansion at the Reeves Pulley 
Company, Columbus, Indiana, was 
the occasion for providing new 
office quarters and facilities for the 
expanded Purchasing Department. 


Space allotted to the purchasing 


SO 


activity is on the second floor of the 
new addition, convenient to business 
callers and for intra-plant contacts, 
yet apart from the distracting flow 
of general office traffic. One of the 
major advantages of the new ar- 
rangement is that it completely 
eliminates the necessity of having 


buyers meet and talk with salesmen 
in the main reception lobby, and 
affords them complete privacy and 
the means of concentration for dis- 
cussing the oft-times highly engi- 
neered parts and processes involved 
in the company’s product require- 


PURCHASING 








John Raider, Buyer 






ments for the manufacture of vari- 
able speed controls and power trans- 
mission equipment. 

The visiting salesman enters the 
plant through the main reception 
lobby on the ground floor of the 
new addition, as before. Having 
made known that his business is 
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Kenneth Beshear, Assistant Purchasing Agent 





Section of the general purchasing office area 


with the Purchasing Department, he 
goes directly to that Department, 
where an outer lobby or waiting 
room has been provided and equip- 
ped for his comfort and convenience. 

Adjacent to this lobby is the Pur- 
chasing Department area, air-con- 


John E. Baldridge, Purchasing Agent 


ditioned, modern and functional in 
every respect. It comprises three 
individual offices for the buying 
staff and a large general office sec~ 
tion for the Purchasing Department 
secretary, all clerical and filing op- 
erations, and purchasing records. 
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Measuring liability for breach of contract 


When Can Lost Profits 
Be Claimed as Damages? 


By Albert Woodruff Gray 


CRAP metal dealers at Freemont, 

Michigan, learned that a wood 
preserving firm in that state was 
dismantling its plant and selling 
scrap metal to the highest bidder. 
They submitted the bid, “Thirty- 
eight ($38.00) dollars per net ton 
on trucks or/and thirty-five ($35.00) 
dollars per ton on cars for all scrap 
iron exclusive of tin located at 
Reed City plant, as is and where is. 
Scrap to be taken up and loaded by 
us. 

Four weeks later they received an 
acceptance of this bid, “This is to 
advise that the bid on the scrap at 
Reed City has been accepted.” This 
was followed the next day by a 
telegram, “You are advised by 
Pittsburgh office your bid too low. 
Therefore not accepted.” 

These scrap dealers telegraphed 
the wood preserving plant, “In reply 
to your letter accepting our bid on 
scrap at Reed City plant, will have 
our crew in immediately as per 
terms of bid.” 

On the same day their crew ar- 
rived at this plant and found an- 
other scrap metal firm removing the 
material which it had purchased a 
week after the company had ac- 
cepted this bid of $35.00 and $38.00 
a ton. The dealers sued for damages 
for breach of contract and recovered 
a judgment for $20,000. 


Goods Not Available 
On Open Market 


The sellers appealed and the Su- 
preme Court of the state, in affirm- 
ing that judgment, referred to an 
earlier decision of that court in 
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which it had been laid down as a 
rule for the assessment of damages 
in circumstances of this character: 

“The rule of damages in case they 
were able to procure the goods in 
the open market would be the ad- 
ditional cost to them, but if the 
goods were not obtainable the pur- 
chasers would be entitled to re- 
cover the profits lost through the 
fault of the seller.” 

This principle of law, set out in 
this earlier decision is embodied in 
the Uniform Sales Act that has been 
adopted in thirty-four states and 
substantially followed by the other 
states in their court decisions. 

“Where the property in the goods 
has not passed to the buyer and the 
seller wrongfully neglects or re- 
fuses to deliver the goods, the buyer 
may maintain an action against the 
seller for damages for nondelivery. 

“The measure of damages is the 
loss directly and naturally result- 
ing in the ordinary course of events 
from the seller’s breach of contract. 
Where there is an available market 
for the goods, in question, the meas- 
ure of damages, in the absence of 
special circumstances showing dam- 
ages of greater amount, is the dif- 
ference between the contract price 
and the market or current price of 
the goods at the time or times when 
they ought to have been delivered 
or, if no time is fixed, then at the 
time of the refusal to deliver.” 

Here the court allowed as dam- 
ages the loss of profits suffered by 
these scrap metal dealers in ac- 
cordance with this provision of the 
Uniform Sales Act. 


The reasons underlying this rule 
of law allowing a loss of profits as 
damages when the goods are not 
purchasable in the open market, 
and refusing to do so if the goods 
are obtainable by the purchaser, 
were set out by a Minnesota court 
in a recent decision involving the 
purchase of three carloads of oil 
heaters which were not delivered 
as agreed. 


Anticipated Profits Can 
Be Closely Calculated 


A Cincinnati, Ohio, company on 
August 17th, 1945, sent to an oil 
heater manufacturer an order for 
340 units which was acknowledged, 
“we have set you up in our produc- 
tion schedule for balarice of year 
for 340 heaters. We will ship your 
first car in September, second car 
in October, third car in November.” 

During the succeeding three 
months only 206 of these heaters 
were delivered and, when no further 
shipments were made, suit was 
brought for this breach of contract 
with a recovery of $1,000 for loss 
of profits by the purchaser. 

The seller, appealing from this 
judgment, maintained that the al- 
lowance of profits in this instance 
was too conjectural and speculative 
to be sustained. 

“The purchaser shows exactly 
what the heaters cost and for what 
amount they would have been sold,” 
said the court in affirming the judg- 
ment. “The purchaser further shows 
that beyond any doubt it had an im- 
mediate and ready market for every 
heater ordered. The only elements 
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of uncertainty would be the cost of 
selling the heaters. The facts show 
that there would have been no sub- 
stantial increase in the purchaser’s 
overhead above that which it al- 
ready had. Heaters were in such 
demand that they could be delivered 
to dealers almost on the day they 
were received by the purchaser 
from the seller.” 


When Goods Are Known 
To Be For Resale 


Then referring to the material 
shortages existing in the market at 
the time this order was given, as 
a consequence of war conditions, 
the court continued, 

“It is apparent at the time in- 
volved, heaters of a similar type 
were not available on the market. 
Hence the purchaser could not pro- 
cure similar heaters elsewhere so 
as to reduce its damages. The ordi- 
nary measure of damages based 
upon the difference between the 


Here the court stressed the factor 
of resale in the determination of 
the damages recoverable by a deal- 
er purchasing merchandise for this 
purpose. “If at the time of making 
the contract the buyer has an exist- 
ing contract of resale and the pur- 
chase is made in contemplation of 
such contract of resale and for the 
purpose of fulfilling it, and the goods 
cannot be otherwise procured in 
the market, and the seller is ap- 
prized of these facts at the time the 
contract is made, the buyer may 
recover the profits he loses by rea- 
son of the breach. 

“It is held by the great weight 
of authority that the seller’s knowl- 
edge that the buyer is a dealer in 
the kind of goods purchased, is suf- 
ficient to impute to the seller notice 
of the fact that the goods are in- 
tended for resale and to charge him, 
upon his breach of sale contract, 
with special damages based on the 
buyer’s resale of the goods in the 
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contract price and the price at which 
they could be obtained on the mar- 
ket consequently cannot be applied. 

“Special damages may be re- 
covered if they are such as may 
reasonably be supposed to have 
been contemplated by the parties 
when making the contract, as the 
probable result of the breach. Ex- 
pected profits from a resale are 
special damages and may be re- 
covered where the parties may be 
considered to have contracted with 
reference to a resale.” 
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ordinary course of business, al- 
though the seller has no knowledge 
of any actual resale or specific cus- 
tomer to whom the goods were in- 
tended to be resold and there was 
none at the time of the original 
sale. 
“In the case now before us the 
seller knew that the buyer was a 
distributor or jobber. It knew that 
the buyer purchased the heaters for 
the purpose of resale to dealers. 
There can be no doubt that the 
parties contemplated such resale at 


the time of making the contract and 
that the seller knew that the buyer 
made its profit by reselling the heat- 
ers to dealers.” 


Breach of Contract 
Destroys A Business 


The same situation arose several 
years ago at Aberdeen, Washington, 
when a manufacturer undertook the 
production of grain doors for rail- 
roads and disclosed the details of 
his plans to the representative of 
a lumber company, with an agree- 
ment by the lumber company that 
it would supply him with the neces- 
sary material. 

During the first month of this con- 
tract when deliveries were being 
made by the lumber company, 
agents of that company came to the 
manufacturer’s plant, secured the 
specifications not only of the doors 
he was manufacturing but details 
of his manufacturing equipment, 
and hired for their own employment 
some of the workmen. 

Shipments of the lumber con- 
tinued for a month, then the lumber 
company refused further deliveries. 
The manufacturer’s attempt to se- 
cure these supplies from other 
sources were unsuccessful and as a 
consequence the railroad orders for 
doors were cancelled. 

Affirming a judgment against the 
lumber company for $15,000 rep- 
resenting loss of profit, the appellate 
court said, 

“The holding of the cases is that 
prospective profits of an established 
business may be recovered if these 
profits can be ascertained with rea- 
sonable certainty. The theory upon 
which prospective profits are allow- 
ed is that they must be shown with 
reasonable certainty. It is not neces- 
sary that they be proven with exact 
accuracy. They are to be determined 
from all the tangible evidence in 
the case, taking into consideration 
all of the surrounding circumstances 
and the situation of the respective 
parties to the contract. 

“In the instant case it seems clear 
that the manufacturer had estab- 
lished a growing business in the 
city of Aberdeen and had secured 
orders for a large number of grain 
doors, the filling of which would 
have brought to him a profit greatly 
in excess of the amount found by 
the jury. 

“The lumber company’s officers 
and agents knew the facts when the 
contract was made and then delib- 
erately, with an evident intent for 
self enrichment, at the expense of 


(Please turn to page 356) 
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Gift, graft, or bribe? 





Ethical Standards 






and Responsibilities 


By Roy E. Saye, 


F  yrene mae about ethics in pur- 
chasing seems to be a choice 
subject of interest to every pur- 
chasing agent. We purchasing agents 
are, by and large, pretty agreeable 
people. We can agree among our- 
selves on the principles and meth- 
ods of good purchasing. We can 
agree (perhaps after a little argu- 
ment) with éther departments as to 
what they must have and with sup- 
pliers on prices and terms. Yet, on 
ethics, we find nearly as many 
ideas and opinions as we find pur- 
chasing agents. 

Although our code of ethics in the 
National Association of Educational 
Buyers covers ten different points, 
and that of the National Association 
of Purchasing Agents contains a like 
number, we like best to talk about 
the ones on Christmas gifts. “Do you 
believe in Santa Claus?” “Was 
Santa good to you last Christmas?” 
These are questions that will get 
quick attention from almost every 
man in this business of purchasing. 

I believe that practically all col- 
lege and university purchasing 
agents live up to Paragraph 5 of the 
NAEB code, which says you will 
decline personal gifts and gratuities 
which might in any way influence 
the purchase of materials. Over 
16,000 purchasing agents, in signing 
the membership § application of 
NAPA have agreed “to denounce all 
forms and manifestations of com- 
mercial bribery.” Yet the matter 
seems to require some interpreta- 
tion, 





This article is an abstract of an address 
given at a regional group meeting of the 
Louisiana-Mississippi Group, National As- 
sociation of Educational Buyers. The dis- 
cussion is timely and pertinent for indus- 
trial buyers as well, dealing with a prob- 
lem that practically every purchasing de- 
partment will be called upon to face in 
the weeks ahead. 











Purchasing Agent, Mississippi State College, State College, Miss. 


When is a gift a gift, and when is 
it a bribe? Where do you draw the 
line—at a fifth or a case? 

An ex-District Attorney is quoted 
as saying that he used to leave the 
side window of his automobile open 
when he parked it, and that he was 
always surprised by the wide variety 
of presents which were so gener- 
ously and anonymously tossed into 
the back seat by unknown admirers 
and friends. He seems to have been 
quite liberal in drawing the line on 
anything too big to pass through 
the open window of his automobile. 

And then there was the former 
employee of the Internal Revenue 
Bureau who testified that he drew 
the line at a 12-pound ham. If the 
ham weighed more than 12 pounds, 
he refused it, but if it weighed less 
than 12 pounds, he ate it. 

Examples like these have a way 
of ending up in the past tense—ex 
or former. The policy expressed in 
these cases is that ethics is a matter 
of degree, which immediately raises 
another question of degree: Where 
shall we draw the line on where to 
draw the line? 

There is another basis, that of 
intent. A purchasing agent recently 
expressed it this way: A gift is a 
gift when it comes from the heart; 
it is a bribe when it comes from the 
mind of a schemer whose interest 
is personal gain. 

Perhaps, to be practical, we have 
to consider the circumstances. Dur- 
ing World War II, I spent a year in 
North Africa with the Chairborne 
Infantry. My outfit, a finance unit, 
paid the troops in French currency. 
The paper used in making their 
money was only a little stronger 
than toilet tissue. Every bill had a 
number printed in each corner. If 
two of these numbers were torn off, 
the bank would not make it good. 
One day we went to the bank with 
some $500 worth of this bad money. 
Our pockets were filled with good 





old American cigars, and we started 
handing them out as we entered the 
bank. We gave everyone, from the 
Janitor to the President, a cigar. 
While the smoke was still thick and 
boiling, we exchanged our bad bills 
for good paper and left the French- 
men holding their butts. Yes, those 
cigars were bribes; they did not 
come from the heart. 


What Purchasing Agents Say 


I have made inquiry among fel- 
low purchasing men, and have let- 
ters regarding business gifts from 
leading college and university pur- 
chasing agents in almost every state 
in the nation. They all have the 
problem; their comments and opin- 
ions vary. Here is a representative 
cross section of their replies: 

A. “T will get ten gifts for Christ- 
mas. Five of them will be fifths of 
liquor—and I don’t drink. There will 
be three boxes of cigars—and I use 
cigarettes only. The other two will 
be desk lighters, or perhaps a bill- 
fold.” 

B. “I receive dozens of small gifts: 
at Christmas time, and do so with. 
a clear conscience.” 

C. “I have no particular desire to. 
kick in the teeth some company that 
sends me a small gift.” 

D. “As far as I know, there is no- 
one connected with the University 
who receives any gifts at Christmas. 
time unless it is some little knick- 
knack of an inexpensive nature.” 

E. “If it is something that can be- 
used in our kitchen, we send it 
there. If not, then we will pay the: 
school the approximate value of the 
gift, and in this way we never feel 
under any personal obligation or 
that we have been taken advantage 
of. Most salesmen do not consider: 
the gift as a bribe, but there are a 
few that try to pay their way in. In 
a few such cases, we have never 
permitted the salesman to return to- 
our campus.” 
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In the background of this photograph is the Administration Building of Mississippi State 
College, where the purchasing offices are located. The business and ethical standards ob- 
served in that operation also have a fundamental influence on the young people on campus, 


whose standards are being shaped by what they see going on about them in an institution 
which they trust and admire. 


F. “The problem of Christmas 
gifts is not a simple one. We have 
tried to solve it for ourselves by 
placing all gifts in a pool and divid- 
ing them throughout the office force 
by the drawing of numbers by the 
staff.” 

G. “Our policy has been not to 
accept gifts from firms where we 
place orders. I have always felt that 
if I accepted gifts from a firm, that 
in a way I was obligated and not 
altogether free to make purchases 
which were in the best interest of 
the institution.” 

H. “We do have a definite policy 
on the acceptance of business or 
Christmas gifts, or any other kind 
of gift. We just do not accept them. 
When they are sent to us, we return 
them with as cordial a letter as we 
can write, explaining our position. 
Our policy is well known to most 
vendors.” 

I. “A paint company in this city 
distributed to its customers at 
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Christmas time a ham, box of candy, 
or similar gift, depending on the 
person to whom they were giving. 
One year this company sent me a 
ham, which I returned. I wrote them 
to the effect that I appreciated their 
generosity, but would prefer to have 
my name taken off the list in the 
future.” (He did not say whether 
the ham weighed more or less than 
12 pounds!) 

In an article entitled “Do Pur- 
chasing Agents Believe in Santa 
Claus?” the October 1950 issue of 
PURCHASING quoted an Illinois 
P.A. as saying: “I was told eleven 
years ago that I could not accept 
a radio, regardless of size or price. 
That was all, anything else ap- 
parently being O.K.—perhaps an 
auto or a house and lot, but no radio. 
The fellow who accepts a case of 
liquor must be nuts. A quart is 
ample—though not good, because 12 
months is a long time to wait.” 


PURCHASING Magazine warned us 
a year ago—and the warning was 
quoted in the N.A.P.A. Bulletin 
(December 17, 1952): “Now is the 
time for the annual admonition to 
discourage salesmen from putting 
their good will in the form of 
elaborate personal remembrances to 
buyers—a persistent phenomenon 
that may be expected to flourish 
anew with the return of a buyers’ 
market.” 

Christmas gifts are getting to be 
a bigger and bigger problem for 
purchasing agents and for vendors 
every year. The November 8, 1952, 
issue of Business Week stated that 
a 1952 survey shows that 600 com- 
panies averaged about 600 gifts each, 
at an average cost per gift of $10. 
That is a total of $3.6 million spent 
on business gifts by 600 firms! A 
specific instance cited in that report 
tells that one man bought 50 valises 
at $190 each, to be given as Christ- 
mas gifts to customers. 

There appears to be a definite 
trend among purchasing agents to 
stop accepting Christmas gifts, and 
all other gifts from vendors, in an 
effort to combat this practice. Ac- 
cording to the Business Week sur- 
vey, purchasing agents for many of 
the large industries, such as Du 
Pont, Chrysler, Ford, and Westing- 
house, do not accept gifts. Several 
of them make a practice of writing 
letters to vendors each year re- 
questing that no Christmas gifts be 
sent. 


Some Actual Cases 


Suppose we look at some of the 
reasons why purchasing agents are 
finding it necessary to quit accept- 
ing gifts, and to take a policy stand 
against the practice. Let’s take some 
actual cases. 

I have an interesting form that I 
recently received in the mail. This 
form has blank spaces for my name, 
title, firm or institution, and address. 
It reads as follows: “The under- 
signed as past purchaser of our com- 
pany’s liquid cleaning compounds 
in 55 gallon drums, is authorized 
and eligible to receive the unde- 
livered gift package containing a 
3-way portable radio. We also un- 
derstand that this gift may be ex- 
changed for another article of equal 
value.” Now, I cannot find any 
record of having ever bought any- 
thing from this firm. Yet they say 
they have a radio all packed and 
ready to send me if I will merely 
sign this form, and presumably 
qualifying as a bulk purchaser of 
their product. 
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Or suppose you are the purchas- 
ing agent sitting in your office mind- 
ing your own business as best you 
know how. A salesman you have 
known for only a few days walks in 
and: says, “Roy, I have a little gift 
for you that we give to all our good 
friends.” The “little gift” is a shiney 
new electric razor worth $28.50 at 
retail. The price tag is still on it, 
prominently displayed. Your total 
purchases from this salesman’s firm 
amount to less than $100 to date. 

What are you going to do? Are 
you going to take a chance of hurt- 
ing this man’s feelings and perhaps 
jeopardize future relationships by 
refusing to accept the “little gift’, 
or should you take the razor and 
thank him for it? Of course, you 
have no way of knowing that he 
has already made an unauthorized 
sale on your campus or in your 
plant, and is just waiting to get 
you to write a “confirming” order 
for it. 

Suppose, again, that you receive 
at Christmas time four wild ducks 
from an unknown person in Arkan- 
sas. The ducks are dressed and iced 
down when they are delivered to 
you by the Railway Express Com- 
pany. You are not at all sure just 
who sent them, since you do not 
know the person whose name is on 
the hunter’s license tacked on the 
box, as required by game laws. 

What would you do? The express 
truck has gone. Would you carry 


them back to the express office to be 
returned? Would you look up an 
orphanage and send them there? 
(From my office, the nearest one is 
over a hundred miles away.) Or 
would you just eat the ducks, as I 
did, in the interests of conservation? 

Once again suppose you are the 
purchasing agent sitting in your 
own office, alone and minding your 
own business. A man walks in and 
leaves a package on your desk. You 
scarcely notice him, thinking he is 
from the receiving station or one of 
the college departments. You finish 
what you are doing, look at the 
package and decide to open it. 
Guess what? Its a fifth of “Old 
Forrester”. There you are—a pur- 
chasing agent—on a co!lege campus 
—in a dry state—with a bottle of 
Bourbon sitting on your desk. What 
are you going to do? You can’t 
mail it back. It’s against the law to 
keep it. You'll get drunk if you 
drink it. Well, maybe you could 
pour it down the drain. 


Ethical Responsibility 


We who are employed in Amer- 
ican colleges and universities should 
be very careful about what we 
accept in that capacity. We have a 
public trust, and, to a degree, the 
reputation of our school and of 
the whole educational system de- 
pends on our principles and actions. 
Beyond that, we have a share in 


the training of young people for 
future citizenship and leadership. 
What they learn and see here will 
have a strong influence on their 
own lives and conduct. They have a 
right to be trained in schools free 
from the slightest taint of graft 
and corruption. They have faith in 
the honesty and goodness of their 
school, and we should not permit 
anything to destroy that wholesome 
faith and loyalty. 

The same reasoning applies to 
the purchasing department of a com- 
mercial or industrial firm. The rep- 
utation and welfare of the company 
are involved in what we do as buy- 
ers, and we also have a responsibil- 
ity for the younger people in our 
departments and throughout the 
company, who learn and are guided 
just as much by what they see as 
by what we give them in formal 
training and work instructions. The 
force of example may be a more 
potent factor than precept in on-the- 
job training. We help to set the 
standards for the future. 

The only way to be sure that we 
are on the safe side is to accept 
no gifts of any kind at any time. 
If we accept a pint, our friends 
may logically expect us to accept a 
fifth. If we accept a fifth, we might 
be expected to accept a case. Our 
standards go out the window, and 
there is no end to the trouble and 
embarrassment we may bring on 
ourselves. 





Unique 
Welcome Folder 


HE salesman calling on H. L. 

Willson, Purchasing Agent of 
Viking Pump Company, Cedar Falls, 
Iowa, is greeted in the reception 
lobby with an unpretentious wel- 
come folder that nevertheless calls 
for a second look and that he is 
quite likely to slip into his pocket 
as a lasting reminder of his call. 

The simple but clever device that 
sets this folder apart from the 
scores of similar cards and booklets 
that are handed out in other re- 
ception rooms is the fact that the 
pages are die cut so as to provide 
a quick visual thumb index to the 
five inside spreads, where the in- 
formation usual to such folders ap- 
pears. 

“This is to help you,” the cover 
announces, and then down the right 
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hand side are the several 
headings: 
Value your time.... 
Invite your acquaintance. ... 
Know your man.... 
Interesting products... 


index 


VALUE YOUR TIME... . 


i 


sse-cmgnisenonprmeneenesnnentraniemeenstcnie tee teniater tr Ai 


INVITE YOUR ACQUAINTANCE.. 


KNOW Your MANS DLs 





| ENTERESTING PRODUCTS .... 


i 


- Gian you CALLED 








Need any help. ... 

Glad you came.... 

Look again. These friendly, in- 
formal phrases form an acrostic, the 
initial letters spelling the name of 
the company—VIKING. 
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Wide variety of equipment is available 





Use Determines Selection of 
Materials Handling Equipment 


By E. L. Cady 


ATERIALS handling repre- 

sents anywhere from 20% to 
80% of all production costs. The 
figure selected and charged to ma- 
terials handling depends more upon 
plant cost accounting systems than 
upon any other factor, and the 
chances are that it is lower than the 
actual operations would warrant. 

For example, when a lathe hand 
takes a finished part from his ma- 
chine, lays it in a finished work 
tote box, picks up an unfinished 
piece and places it in the machine— 
during all those operations he is 
actually engaged in materials han- 
dling. If his motions are charged to 
lathe operation, as is frequently the 
case, then the apparent cost of ma- 
terials handling will be lower than 
the real cost. 

Bookkeeping convenience almost 
always causes the apparent costs of 
materials handling to be less than 
the real costs. But good purchase 
engineering must regard the real 
costs, no matter to what item the 
savings from better equipment may 
be credited. 

The Basic Purposes of 
Materials Handling 


There can be thousands of pur- 
poses and operations in which ma- 
terials handling equipment can take 
part. A simple hand shovel in a 
foundry or a plain table in a ship- 
ping department can be regarded 
as materials handling devices. So 
can highly complex air flotation 
systems in a chemical plant and 
exquisitely accurate welding posi- 
tioners in an aircraft plant. 

Listed here are basic jobs which 
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Industrial lift truck doubling as a carrier of a loaded skid and as a tractor for hauling 


a train of wheeled skids, at the Airco Equipment Manufacturing Division of Air Reduc- 
tion Company, Inc. 


materials handling does. Purchase 
engineering should check this list 
against any task or operation which 
present materials handling equip- 
ment now does, or which equipment 
to be purchased is intended to do. 
Detailed and particularized lists can 
then be developed as yardsticks for 
specific equipment to do _ specific 
jobs. 

Materials handling equipment can: 

1. Carry materials. 

2. Place or “position” materials 
for storage. 

3. Act as storage space. 

4. Govern processes by governing 
speeds at which materials move. 

5. Take part in processes by posi- 
tioning, holding, and automatically 


moving materials upon which pro- 
duction equipment is doing work. 

6. Take part in processes by mov- 
ing either tools or complete ma- 
chines to their positions of work. 

7. Take part in processes, and 
sometimes govern them, by pro- 
portioning and mixing materials. 

8. Take part in processes by ex- 
posing materials to agents for heat- 
ing, cooling, drying, moistening, or 
effecting other physical or chemical 
changes. 

9. Take part in processes and in 
quality control by exposing mate- 
rials to the actions of inspection in- 
struments and automatic controls. 

10. Assist with continuous inven- 
tory by weighing, measuring, or 
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counting materials in process, and 
by providing printed or other auto- 
matically kept records if desired. 

11. Provide records of the quanti- 
ty and quality outputs of individual 
machines, departments, or workmen. 

Of these eleven basic tasks, only 
the first three apply to movement 
and storage of materials alone. The 
other eight require the materials 
handling equipment to play some 
part in actual production operations 
and quality control. 

This point calls for integrated 
thinking on the part of the purchase 
engineer, in dealing with integrated 
functions. A few decades ago, ma- 
terials handling equipment always 
‘vas bought to serve the production 
vachines. Now, with the emphasis 
on flow and on the economical han- 
dling of parts in process, produc- 
tion machines are very often selected 
as being the most suitable for use 
with the highly efficient materials 
handling system or with individual 
materials handling devices. 


Factors in Selecting 
Materials Handling Equipment 


The new concept of materials han- 
dling functions may set up complex 
problems for the cost accounting 
man, but need not do so for the 
purchase engineer, who can take 
the simple viewpoint that any de- 
vice or hand motion which handles 
materials, in contrast to actually 
processing them, comes under the 
heading of materials handling. 

On this basis, any specific mate- 
rials handling device can be con- 
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Left, skidload of parts is delivered to chain conveyor line moving 
through paint and assembly departments at The Medart Company, 
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sidered in the same way as any 
production machine. The factors to 
be checked are: 


1. The type of basic machine— 
e.g., industrial truck, conveyor belt 
installation, etc. 


2. Its ability to be equipped with 
tooling. A low lift truck rarely can 
be tooled for anything more than 
lifting loads to low heights for 
carrying; a high lift truck can have 
wide adaptabilities of tooling for 
positioning materials. 

3. Its abilities to operate the tool- 
ing. 

(a) Adaptability or flexibility 

for control by the operator. 

(b) Precision, repetitive accur- 

acy of operation by manual 
or automatic control. 

(c) Speed of operation under 

given conditions. 

4. Power supply required. 

(a) Ability to be operated by 
plant electrical current, or 
by power connection with 
available shafting, or by 
plant pneumatic or hy- 
draulic lines. 
Requirements of individual 
power source, such as elec- 
tric storage battery, in- 
ternal combustion engine, 
human muscles. 

5. Labor and supervision prob- 
lems. Some equipment needs spe- 
cially trained, highly skilled labor; 
other types need only rough labor. 

6. Ability to withstand ambient 
conditions such as heat, cold, mois- 
ture, oils, solvents, corrosives, abra- 


(b) 





St. Louis, Mo. Right, combination belt and roller conveyor serving the 
production line at Shakeproof, Inc., Division of Illinois Tool Works. 
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sive dusts. This commonly is a more 
difficult problem for materials han- 
dling equipment than for produc- 
tion tools. The materials handling 
equipment may run from a cold 
place to a hot one, from a wet spot 
or process to a dry one, and may 
have to meet all conditions. This 
rarely is true of production ma- 
chines, which usually operate in a 
single location and under a single 
set of conditions. 

7. The maintenance needed, by 
the equipment itself and by its 
tooling. 

8. Adaptability to new conditions 
and problems. There are a few fac- 
tories which could be described as 
conveyor lines plus accessories, and 
in these the adaptability of mate- 
ria'!s handling equipment is not a 
factor. But in most plants the abili- 
ty to use the equipment for what- 
ever new task or new set of condi- 
tions the plant may meet is an im- 
portant consideration of original 
purchasing. 


Typical Jobs for Various 
Types of Equipment 


A thick book would be needed to 
cover all types of materials handling 
equipment and all their various 
toolings and applications. But within 
the space of this article, we can 
establish a few starting points for 
thinking. This will be done for five 
major types. 


Industrial Trucks 


Power supply for industrial trucks 
can be manual, electric storage bat- 
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Left, materials are transferred from one conveyor track to another 
at a different level by means of a motor driven, switch controlled 
“Portelevator” at The Reliance Electric & Engineering Company, 
Cleveland, Ohio. Right, conveyor belt used in conjunction with screen- 


tery, or internal combustion engine. 
In very rare instances, trucks in- 
tended for limited maneuverability 
are connected to plant power sup- 
plies. 

1. Towing. A truck can _ tow 
heavier and bulkier loads than it 
can lift and carry. Some trucks 
simultaneously tow and _ carry. 
Where towing is the only task, the 
truck becomes a tractor, and the 
tooling is applied to the trailers. 

2. Low Lifting. The truck is in- 
tended to lift and convey loads 
which need to clear the floor by 
only a few inches. The tooling ordi- 
narily consists of skids and pallets, 
which in turn may have racks, 
hooks, caster wheels, chain hook or 
other connector devices for trans- 
ferring the load to crane or other 
overhead devices. 

3. High Lifting. The truck may 
be equipped with elevator devices 
to lift loads to heights of several 
feet for stacking, positioning, dump- 
ing, and other purposes. Ordinarily 
the lifting or lowering may be done 
while the truck is in motion, thus 
saving time which would be wasted 
if these operations required the 
truck to be standing still. 

4. Mast and Boom. The truck is 
equipped with boom devices which 
will reach across areas or objects 
which the truck itself cannot tra- 
verse. To lengthen the fair leads, 
the truck may be equipped with 
outriggers or other bracing devices. 
The tooling ordinarily is applied to 
the sheave hooks, chain hoists, 
grabs, and other devices which are 
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operated at the mast or the boom. 

5. Tooling plus Power Take-Offs. 
At devices attached to the platforms 
of low lift trucks, to the elevator 
platforms of high lift trucks, to 
booms and masts, and to various 
parts of trailers, power can be taken 
off from the truck to operate such 
mechanisms as: 


Scoops which tilt upward to fill 
and downward to dump. 

Scoops or containers which turn 
over to dump. 

Mixers which operate within con- 
tainers to process materials 
while in transit. 

Belt or roller conveyors which 
tilt to load and unload. 

Hoists of chain, pneumatic and 
hydraulic varieties for lifting 
and positioning materials. 

Cranes attached to crane booms, 
which in turn are attached to 
platforms. 

Forks which revolve to tilt tanks, 
drums, or gondolas. 

Bottom dumps, end dumps, of 
various containers. 

Bars or rams which push mate- 
rials onto forks to load, or off 
from forks to unload. 

Forks, frames, and grabs which 
open and close to seize and re- 
lease loads. 

Numbering and counting devices 
which aid in inventory and 
quality control. 


The tooling which can be applied 
and operated by means of power 
take-offs is as wide and varied as 
the special requirements of indus- 


ing plant during the construction of the Bull Shoals Dam in Arkansas. 
A seven-mile conveyor system fed the screening plant with crushed 
rock and carried 4 million tons of aggregate to the project site in a 
major materials handling operation. 


try and the ingenuity of the de- 
‘signer. 

Most of these are either platforms 
on which materials may be rested 
for transportation, or platform sup- 
ports for racks, bins, and other 
holding devices. 


Skids, Pallets, Trailers 


A skid is a platform supported by 
two or more runners similar to sled 
runners. These runners may either 
be uninterrupted along the entire 
length of the platform, or else in- 
terrupted so that they appear as 
legs having extensive flattened 
bearing areas in contact with the 
floor. In theory, although rarely in 
practice, a skid with its load may 
be moved a few inches or feet along 
the floor by sliding it on its runners. 

A live skid substitutes wheels, 
either fixed or castered, for the 
runners. Thus a live skid may be 
moved easily, and may be used as 
a trailer. 

A semi-live skid has wheels at 
one end and flattened leg supports 
at the other. It may be moved by 
lifting the end having the runners, 
but tends to stay in place if this 
end is not lifted. Semi-live skids 
often are intended to have their 
“dead” ends raised by lift trucks, 
and thus may be used as trailers. 

The runners of skids usually are 
of sufficient heights so that the plat- 
forms of low lift trucks can be run 
beneath them. 

Pallets usually have platform sur- 
faces on both major faces, so that 
a flat face rather than a set of run- 
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High-lift truck used in stacking palletized loads for storage at The 
Dobeckmun Company, Cleveland, Ohio. Storage areas can be used 
to maximum capacity by this method. 


ners is in contact with the floor. 
This precludes running the platform 
of a lift truck beneath them, but 
they may easily be lifted by fork 
trucks if the forks are inserted be- 
tween the two faces. Because of the 
structural reinforcement of the 
added face, a pallet usually may be 
lighter in weight and smaller in 
bulk than a skid of equal capacity. 
This permits more pallet loads to 
be stacked in the same space than 
can be done with skids. The weight 
and bulk for equal strength of any 
of these devices depends, of course, 
upon the materials of which they 
are made and upon the structural 
designs which confer the strength 
and stiffness. 

The difference between a trailer 
and a live skid is more a matter of 
function than of design or structure. 
Trailers may be towed by over- 
head chains, by cables, or by hand. 

Most skids, pallets, and trailers 
are tools for use with other devices. 
But they may also be tooled, in 
turn. A few examples: 

Racks, frames, and masts are 
mounted on them for support- 
ing or containing various mate- 
rials. 

The entire platform may be de- 
signed to be a positioning device 
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This industrial power truck, equipped with 21-ft. telescoping boom 
crane, is a highly versatile mobile unit used for a variety of purposes 


at the Elizabeth (N.J.) plant of American Type Founders. 


to hold materials while they go 
through plating, painting, weld- 
ing and other processes. Or the 
rack or frame may be remov- 
able for this purpose, permit- 
ting the platform to be returned 
to the service line. 


Overhung sides, special eyes, and 


other connection devices may be 
provided to permit the loaded 
platforms to be grabbed by 
chain hooks, slings, and other 
hoisting devices. 


Dump bins—of either top dump, 


side dump, end dump, or bot- 
tom dump varieties may be 
permanently fastened to the 
platforms. This permits the bins 
to be loaded at one point and 
discharged at another, with en- 
tire bin loads to be held in 
storage if desired, or with mix- 
ing or heating or other oper- 
ations to be carried out while 
the bin load is in transit or in 
storage. 


Scales for weighing or counting, 


chain hoists with support 
frames, furnaces, entire ma- 
chines and other devices are 
permanently fixed to platforms, 
usually to specially reinforced 
skids, for instant portability. 
This permits high adaptability 


for quick rearrangement of the 
production line. 


Belt Type Conveyors 


Belt type conveyors should be 
considered as of two major classi- 
fications, according to function: 

1. Those which merely take loose 
material from receiving points and 
dump it at discharge points. 

2. Those which perform additional 
functions in production processes. 

The belts which merely convey 
may be run over continuous weigh- 
ing scales to provide records of 
materials handled, or over or past 
various control devices which regu- 
late the belt speeds and thus govern 
the rates at which materials are 
delivered. But the belts—flat or 
troughed in accordance with need 
—merely carry their loads. The 
tooling in such cases is that of the 
process equipment. 

Belts which take additional func- 
tional parts in processes are likely 
to have special surfaces, be of spe- 
cial materials and _ constructions, 
and to have special toolings ap- 
plied to them. For example: 

1. Belt surfaces can have specially 
controlled coefficients of friction. A 
low friction surface, for example, 
permits bottles which are carried 
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on a belt to slide if they strike each 
other, and thus prevents breakage. 
Higher friction surfaces prevent 
specially positioned or proportioned 
materials from slipping back, and 
thus aid in smooth production and 
quality control. 

2. Belts intended for assembly 
line work may be had in segments 
which form a perfectly flat and 
highly stiff metal surface where the 
belt is carrying materials, but which 
disengage to permit the belt to pass 
over the pulleys. The segment sur- 
faces may be tools equipped with 
grooves, pockets, lugs, pins, or other 
devices appropriate to the work to 
be performed. 

3. Belts intended for carrying wet 
material which is to dry in transit, 
or hot material which is to cool, or 
material which is to be exposed to 
solvents or other process ingredients, 
may be made of wire mesh to pro- 
mote exposure of the bottom surface 
as well as the top surface of the 
material in transit. 

Conveyor belts made of special 
materials to resist the actions of 
solvents, oils, chemicals, abrasives 
and other difficult ingredients of 
the materials in transit, can be had 
for any service. 

For all new installations, purchase 
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engineering should consider the fact 
that two major causes of high belt 
maintenance and replacement costs 
are the use of pulleys with too small 
diameter and the running of belts 
at too low speeds. 


Roller Type Conveyors 


Roller conveyors on which the 
materials move by force of gravity 
alone are called gravity conveyors. 
In many installations, the conveyor 
is on a horizontal plane, and pack- 
ages or other materials to be moved 
are manually propelled. 

Types on which power is applied 
to the rollers are called “live” roll- 
ers. Such equipment can be used 
on inclined planes where the move- 
ment of material is in opposition 
to the force of gravity. 

The live rollers are becoming 
more common in use, since the 
power source acts as a brake on 
materials which might otherwise 
move too fast, as well as speeding 
up the materials which would other- 
wise move too slowly. Live rollers 
mean closer control of the move- 
ments of materials, and consequently 
better production control. 

Tramrail and crane systems need 
sufficient speeds and lifting capa- 
cities for their purposes, but with 





Industrial trucks are equipped with a wide variety of special hold- 
ing devices for handling all sorts of materials and packages. 


those factors adequate they become 
whatever their toolings make them. 
In fact, the toolings are likely to 
be thought of as separate mech- 
anisms, the conveyor being merely 
the carrier or puller. 

Power take-offs are quite gen- 
erally used on motorized cranes to 
tilt ladles and other containers when 
dumping them, or to actuate grabs 
when the weight of the material to 
be lifted is insufficient to supply the 
power or when the load presents 
problems requiring close control of 
the grabbing pressures and other 
factors of holding. 

For the most part, the downward 
pull of the load, as opposed to the 
upward pull of the crane, supplies 
enough power so that by taking full 
advantage of the laws of leverage 
and of friction and of angles of force 
the grab will operate without addi- 
tional power. 

One of the advantages of tramrail 
systems is the small amount of 
power needed from a single motor, 
which can pull a long train of hold- 
ing devices. Taking power off from 
the movement of the chain requires 
this motor to be larger, and also 
poses problems of rail design to 
withstand the stresses. Therefore, 
any power needed to operate the 
tooling which holds materials in 
transit usually is supplied by out- 
side sources, such as the plant elec- 
trical or pneumatic systems. 

The tools used range from grabs 
such as would be used with cranes 
or any other overhead carriers, to 
holding and positioning and dump- 
ing devices such as have been de- 
scribed in connection with industrial 
trucks. 
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A time-tested method comes back into favor 





THE TRAVELING REQUISITION 


... and how to use 


By John H., Snyder, Assistant to the Vice President i/c Purchasing, American 





THE AUTHOR is a graduate of Northwestern 
versity in Mechanical Engineering, and 
the U. S. Naval Academy Post Graduate 
| of Engineering Design. Prior to his 
tion with American Car and Foundry 
iny he was Director of Purchases for 
Bridgeport-Lycoming Division, Avco 


turing Corporation, and for five 
ears Assistant Purchasing Agent of the 
Aircraft Gas Turbine Division, General Elec- 
tric ompany. 


scussion was presented at a recent 
neeting of the Purchasing Agents 
n of New York. 





HE subject of Traveling Requi- 

sitions is not a new one, for such 
requisitions have been used, in va- 
rious forms, for many years. As a 
matter of fact, while going back 
through the literature, I found that 
a form of Travel Requisition was 
being used in England more than 
25 years ago, and found examples 
of the system used in this country 
dating back almost as far. But as 
styles in clothes change, so do styles 
in printed forms for requisitioning 
materials, and for some unknown 
reason the Traveling Requisition’s 
Hooper rating, or whatever scale is 
used to rate the popularity of pur- 
chasing procedures, slipped. It 
slipped to the point where the men- 
tion of the term “Traveling Requi- 
sition” brought quizzical looks to 
the faces of most newcomers in pur- 
chasing work, and even some of the 
old-timers would view you with 
that look of suspicion reserved for 
those people who have invented a 
new system designed to upset your 
status quo and make a shambles of 
your efficient and smoothly running 
purchasing department. 
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Let me assure you that we are 
not talking about some new fangled 
idea, but rather a proven tool which 
to some extent has merely fallen 
into disuse. Today I am happy to 
report that the Traveling Requisi- 
tion, or Card Requisition, or Re- 
peating Requisition, or Automatic 
Requisition, or by whatever name 
you may call it, is coming out of 
retirement and is being met with 
enthusiastic support. In fact, the 
support has been so strong that I 
have had some trouble in finding 
people who could give me some of 
the disadvantages of the system. 

In short, the Traveling Requisi- 
tion is a device designed to lighten 
the clerical work load in the pro- 
duction, stock, and purchasing de- 
partments. It is a device designed 
to give purchasing agents and the 
rest of management a better control 
over repetitive purchases, and, of 
course, with better control comes 
more intelligent buying. 

As the name implies, the Travel- 
ing Requisition is designed to travel 
—to travel from the material re- 
quisitioning department, to manage- 
ment responsible for approving the 
purchase of such materials, to the 
purchasing department for procure- 
ment, and then back to the material 
requisitioning department for a rest, 
to be reused at a later date and to 
make the same round trip again 
when stocks of materials and sup- 
plies reach the reorder point, in- 
stead of making out a new form for 
the journey. 

Before we get too involved with 
the route of the Traveling Requisi- 
tion, we should stop for a moment 
and see what there is about this 
particular printed form that makes 
it qualified to travel so freely. 


it 


Car & Foundry Company, New York 


The forms. used for this purpose 
in various companies differ to some 
extent in their format, but basically 
they all exhibit certain fundamen- 
tal characteristics. They have been 
designed to fit their particular ap- 
plication, so that any given sample 
may not fit exactly into your opera- 
tions, but that’s part of the fun of 
putting in a new system, designing 
the forms to give you just the in- 
formation and the service you want. 

While we’re on this subject, let 
me pass along to you a simile 
drawn by a management consultant 
in this field, who said it was easy 
to talk about designing forms, but 
they become something like football 
plays—so perfect and beautiful 
when diagrammed on a blackboard, 
but often getting thrown for a ten 
yard loss on the field. Don’t copy 
any purchasing form blindly, but 
analyze it to recognize its essential 
features and adapt them to your 
particular use. — 

A representative sample is shown 
herewith to illustrate the salient 
features of the Traveling Requisi- 
tion and why I think this form is a 
good purchasing tool. 

Across the top of the card (or it 
may be along the bottom of the 
card, depending on how your files 
are arranged) space is provided for 
the part number and name of the 
item to be ordered. On the line be- 
low appears the description or spec- 
ification to which the part is to be 
ordered. With one writing of this 
standard information, you may re- 
order the part 25 to 30 times, de- 
pending on the number of lines on 
your card. 

The advantages of this aspect of 
the card are self-evident, for not 
only is there the saving of time 
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which comes from not having to re- 
write this information, but the ever 
present danger of transposing fig- 
ures in the drawing number or 
garbling the specifications is mini- 
mized. You are not putting yourself 
and your company at the mercy of 
some clerk’s memory to recall the 
applicable specification when he is 
too busy to look it up before issuing 
the requisition. I do not have any 
figures on the number of man-hours 
or dollars saved as a result of this 
reduction in clerical effort and the 
use of standard nomenclature, but 
you can readily project this into 
your own operations and visualize 
the appreciable savings possible. I 
might mention in passing, however, 
that one manufacturing company 
reported that the Traveling Requisi- 
tion does the work that formerly 
required 27 separate clerical opera- 
tions. 

The next item found on most 
Traveling Requisitions is a list of 
the vendors who have filled pre- 
vious orders or are qualified to bid 
on the new release of material. This 
feature is indeed a time saver for 
the purchasing department. No 
more fumbling around to find out 
who received the last order, or 
search for names of suppliers from 
which to make a bid list, for the 
information is all there on this one 
card. Further, if it is your practice 
to proportion your business between 
two or more vendors, there is no 
need for special charts or card rec- 
ords, for that information is also 
available to you at a glance from 
this one record. 

At this point the question may 
arise: What a pretty theory! But 
what about the purchasing depart- 
ment’s pricing data? These 
come to rest in the stock room or 
materials control department, and 
may or may not be readily available 
for purchasing reference. Or sup- 
pose the card is lost and a new card 
is made, where is our historical 
record? These factors are significant 
and should be 
sideration 
system. 

The plan as outlined above is en- 
tirely feasible, and is so followed 
in some companies. But in larger 
companies, especially where the re- 
quisition must travel great physical 
distances, the card is usually used 
with two supplementary cards—the 
inventory record card and the buy- 
er’s price or quotation record. The 
use of these supplementary cards of 
course means additional posting 
operations, but in many cases the 
slight additional work might be 
good and relatively inexpensive in- 
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Traveling requisition card form described in the text. It has capacity for 33 reorders of the 


item concerned. Reverse side includes a ruled space for calculating and rechecking order 
quantity. 


surance. The question of supple- 
mentary records is a controversial 
one which must be reviewed sub- 
jectively; regardless of your deci- 
sion, it in itself will not affect the 
use of the Traveling Requisition. 
All of the information discussed 
so far is “fixed” information—the 
part of the card which generally re- 
mains the same as long as the item 
is being used in your plant. One 
writing of this, and we are through 


with it until a new card is required 
or specifications are changed. 

Next we come to the “semi- 
fixed” portion of the card—usage, 
weekly needs, and ordering data. 
These data are essential as a con- 
trol on inventory and an aid to eco- 
nomical purchasing. 

Over on the right hand side of the 
card is a column for usage. In this 
column is posted the historical 
monthly record or the extent to 


Simplified requisition travel card designed by the writer and used at American Car and 


Foundry Company. The column rulings are continued on reverse side, providing space for 27 
reorders. 
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which the part is used. From this 
record you can develop, with some 
degree of assurance, the extent to 
which you might purchase mate- 
rials to take advantage of economi- 
cal manufacturing or buying quan- 
tities and to reduce the frequency 
with which repeat orders are placed. 

Just to the left of the usage col- 
umn, near the top of the card, space 
is provided for the posting of week- 
ly needs. The figures entered in this 
section will anticipate the antici- 
pated weekly requirements based 
upon production rates, consumption, 
etc. 

If the Traveling Requisition is to 
be used to its fullest advantage, the 
order data section must reflect the 
current picture as to lead time or 
delivery time required to procure 
the material, and the amount of pro- 
tective stock that is to be kept on 
hand to insure uninterrupted mate- 
rial flow to the manufacturing areas. 
It is the joint responsibility of the 
purchasing department and _ the 
stock department to see that this 
data is kept current. To assist the 
stock and production organizations 
in properly establishing the order 
point, the purchasing department 
may periodically issue a Commit- 
ment Advice Notice covering mate- 
rials in general usage, giving infor- 
mation regarding delivery time and 
recommendations on coverage and 
ordering. 

From the ordering data, the order 
point is calculated and noted in the 
proper space on the card. 

I have referred to all of this de- 
tail on the rate of usage, delivery 
time, and protective stock as “semi- 
fixed” information, because with 
regard to basic repetitive items it is 
fairly constant (of course depending 
upon fluctuations in business activ- 
ity) and does not ordinarily have 
to be changed each time the item 
is ordered. However, that does not 
mean these factors should be ig- 
nored; instead, the data should be 
checked each time the card is re- 
issued to make certain that condi- 
tions haven’t changed. 

Now as we progress down this 
sample card, below the double line, 
we come to the variable portion of 
the card. In many companies, the 
Traveling Requisition is filed with 
the inventory record card in the 
stock room. As the stockkeeper or 
requisition clerk posts withdrawals 
to the inventory record card, if the 
stock on hand is reduced to the 
agreed-upon safe minimum quan- 
tity, or the order point, the clerk 
will draw the Traveling Requisition 
from its file, enter the quantity to 
be ordered, and the date material 
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is required, in the space provided 
on the card, as well as the latest 
usage figures, and forward the card 
to the department manager for his 
review and signature. 

The lead time (in weeks) multi- 
plied by the average weekly usage 
gives you the minimum ordering 
quantity, but this is not necessarily 
the most economical quantity to be 
ordered. To indicate the potential 
savings that might result from mak- 
ing a simple computation, let’s run 
through a rather elementary ex- 
ample showing how the information 
on the Traveling Requisition, if 
properly used, can mean money to 
your company. Let’s take the order- 
ing of a small quantity of low car- 
bon steel. 


Weekly needs ....200 Ibs. 
Delivery time 6 wks. 
PN BUG oan cisiinsscosesespscnesesi 4 wks 
ME PRONE Socssckascceycescese ...10 wks 
Stock on hand and on order ....2000 Ibs 
(Order Point) 

Minimum order quantity ......1200 lbs. 
(200 x 6) 

SN os ccsensscccsienes $3.00/cwt. 

(5000 Ib. lots) 

RE CREERDY 05.5... <ncsonccciencavecd $1.00/cwt. 


(lots up to 2000 lbs.) 
Base quantity 


(5000 Ibs.) 
Sr OS  .: 0b demeonseuateeunes $48. 
(min. order quan.) (1200 « $4) 
Cost, 5000 lbs. .....$200 
(@ min. quan. price) (5000 $4) 
RE RPE RSpeernoek ene nce © Seer $150 


(@ base quan. price) (5000 x $3) 


Saving by buying 5000 lbs. at base 
price i Te — 
Extra investment _..............0...........-.pl02, 
($150 — $48) 

Return on extra investment ........ 49% 
(50 + 102) 


If the usage column on the Trav- 
eling Requisition indicates a steady 
pattern, if there is no change in de- 
sign contemplated, and if the mate- 
rial is not subject to excessive spoil- 
age or deterioration, the economical 
ordering quantity of this item 
should be the base quantity lot of 
5000 Ibs. 

In addition to the saving in ac- 
tual dollars, the clerical effort of 
ordering the material is reduced by 
75%, since one order will be issued 
every 6 months instead of an order 
being processed every 6 weeks. Of 
course, offsetting a part of the dollar 
savings in this example would be 
the carrying charge, such as interest 
on invested capital, depreciation, in- 
surance, rent, etc. However, most 
companies feel these carrying 
charges run from 1% to 2% per 
month, and if savings exceed this 
amount it is generally agreed that 
the additional investment is justi- 


fied. 
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When it comes to ordering manu- 
factured or processed parts, a simple 
method of determining the return 
on your investment by ordering in 
larger quantities is to divide the 
set-up cost per unit of cost, such as 
100, 1,000, or 10,000 pieces, in the 
minimum ordering quantity, by the 
total cost in the same unit of cost 
in any larger quantity; the quotient 
then gives you the clue as to how 
far you might extend your order. 

In these calculations we are get- 
ting off into the subject of inventory 
control, but the point I am trying 
to make is simply this: the Travel- 
ing Requisition gives you all of the 
information you need to enable your 
department to do a real buying job. 
There are real savings to be made 
in this area of purchasing if your 
buyers will just take the time to 
use this tool to its fullest capacity. 

The quantity to buy having been 
determined, the vendor selected, and 
an order number assigned, the card 
is ready for the order typist. If the 
the card has been properly designed, 
the information will be given in the 
same sequence as the identifying 
information on the Purchase Order 
and the inventory record, so as 
to simplify and reduce the pos- 
sibility of error in preparing these 
other forms. 

After the order has been typed 
and checked, the requisition card 
is returned to the stock or requisi- 
tioning department, where it is 
matched to the inventory record 
card. The Purchase Order number, 
quantity purchased, and date pur- 
chased are posted to the inventory 
record, and the two cards filed to- 
gether in a visible card file, or in 
a simple tub or drawer file. 

The inventory record card men- 
tioned earlier is the companion 
ecard to the Traveling Requisition. 
It is the same size, but is usually 
printed on a different color stock. 
The inventory record shows, in ad- 
dition to the material ordered, the 
releases as they are made to pro- 
duction or operating departments, 
and a pertetual inventory of ma- 
terial on hand. This card never 
leaves the requisitioning depart- 
ment. The presence of the inventory 
card in the file without its mate is 
a visual indication that the requisi- 
tion has been forwarded to the Pur- 
chasing Department to reorder the 
material. Generally, no further log- 
ging out of the traveling card is 
necessary. 

For those who have had no ex- 
perience with this system, I might 
add that it is surprising how few of 
the thousands of cards handled in 
the course of a year are ever lost 
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TYPICAL PURCHASE ROUTINE 


WITH USUAL REQUISITION 
STOCK REQUISITION 
PREPARED 
TO STOCK ROOM 
RELEASE MATERIAL 
TO SHOP 


POST WITHDRAWAL TO 
INVENTORY RECORD CARD 


PREPARE PURCHASE REQUISITION 


TWO COPIES 

1) REQUISITION DATE 
2) DESCRIPTION 

3) SPECIFICATION 

4) QUANTITY 

5) REQUIRED DATE 
6) DELIVER TO 

7) STOCK LOCATION 
8) ON HAND 

9) USAGE 


TO DEPARTMENT HEAD 
FOR APPROVAL 


REVIEW AND SIGN 





COPY 2 


O TO FILE 


Xe FILED 





CLERK POSTS 
COMMODITY CODE 


BUYER REVIEWS 


CHECK RECORDS FOR 
PREVIOUS PURCHASES 


TO PURCHASING DEPARTMENT 


WITH TRAVEL REQUISITION 


STOCK REQUISITION 
PREPARED 


TO STOCK ROOM 
RELEASE MATERIAL 
TO SHOP 


POST WITHDRAWAL TO 
INVENTORY RECORD CARD 


PREPARE PURCHASE REQUISITION 
1) REQUISITION DATE 
2) QUANTITY 
3) REQUIRED DATE 
4) ON HAND 
5) USAGE 





BUYER REVIEWS 


CLERK PREPARES REQUEST 





JOOO-O 


TRAWEL REQ'N “SY 


FOR QUOTATION 
COPY 1 — 


TO DEPARTMENT HEAD 
FOR APPROVAL 
REVIEW AND SIGN 
TO PURCHASING DEPARTMENT 





TO FILE 


5 TO VENDORS 


FILED 


BUYER REVIEWS 
VENDORS’ QUOTATIONS 


SUCCESSFUL VENDOR 
SELECTED 


TYPIST PREPARES 
PURCHASE ORDER 


TO PURCHASING AGENT 
PURCHASE ORDER SIGNED 





TO REQUISITIONER 


MATCH AND POST 
TO INVENTORY RECORD CARD 


TO FILE 
7 FILED 
/ 


O—> PER DISTRIBUTION INSTRUCTIONS 





or misplaced. There is, however, 
one cardinal rule which must be ob- 
served—the Traveling Requisition 
must travel; it must not be allowed 
to come to rest for any extended 
periods on or in anyone's desk. 
Some companies set a time limit 
within which the card is to make 
its journey and get back to the re- 
quisitioner; in many companies, the 
Traveling Requisition is given pre- 
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ferential handling in the mail or 
messenger distribution centers of 
the organization. 

The accompanying flow chart 
shows the route generally travelled 
by a requisition. I have charted 
side by side the course of the ordi- 
nary single-use requisition and the 
path followed by the Traveling Re- 
quisition. It is unfortunate that this 
must be viewed without benefit of 


space glasses so that you might see 
the system in its true perspective, 
for this system cannot be shown in 
a 2-D or 3-D picture. It really re- 
quires a fourth dimensional picture 
to enable you to evaluate the rela- 
tive time and effort required to 
process the two types. 

The courses almost parallel each 
other. Some steps are eliminated by 
using the Traveling Requisition. 
However, the real savings in its 
use are not the number of short- 
cuts taken in making the trip, but 
rather, the time spent at each sta- 
tion. 

The form described and the pro- 
cedure outlined are, with some 
minor modifications, the Traveling 
Requisition as generally used. How- 
ever, there are one or two rather 
unique departures from the stand- 
ard form which are worthy of note, 
as they illustrate the forward think- 
ing being given to the problem of 
streamlining our purchasing prac- 
tices. 

In addition to using the more or 
less conventional card type of 
Traveling Requisition, the United 
States Rubber Company, in two of 
its operations, has reproduced the 
requisition form on an acetate film. 

In one plant, the form greatly 
resembles the usual single-use re- 
quisition, with the addition of usage, 
balance on hand, and the maximum- 
minimum quantities of the item to 
be carried in stock. The film is 
filed with the inventory card in a 
visible file; when the item is to be 
reordered, the usage and on-hand 
quantities written in pencil on the 
frosted side of the film are washed 
from the film and new figures en- 
tered. An ozalid copy is then made 
from the master; it is this copy 
which is forwarded through the 
usual channels to the purchasing 
department and becomes their au- 
thority to issue a purchase order. 
Meanwhile, the film is returned to 
the requisitioner. With this system 
there is a minimum of rewriting of 
data and a minimum danger—espe- 
cially if the requisition must pass 
through many hands or travel great 
distances—of the master card being 
lost, misplaced, or away from the 
requisitioner for an extended length 
of time. 

The other application of the 
acetate film master is in the order- 
ing of stationery supplies. In this 
case, the company has contracted 
with certain suppliers to furnish 
their requirements of specified items 
for a period of time. The master is 
prepared in the format of the Pur- 
chase Order, and on it are listed, as 


(Please turn to page 300) 
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Best way of combatting dust is to keep it out 





Improved Filter Units Provide 


Sterile, 


By M. G. Van Voorhis 


Illustrations by courtesy of Mine Safety Appliances Company, Pittsburgh 


EMOVAL of air-borne particles 

as fine as those making up to- 
bacco smoke (.05 to 0.1 micron) 
from the air by means of dry filter 
paper has now become a practical 
means for protecting industrial 
products and processes, industrial 


workmen’s health, for hospital uses, 
and for laboratory research. 
Although the filter material hav- 
ing this superior quality has been 
in use since the war years, when it 
was developed for military gas 
masks, it has only recently been put 





SOME OF INDUSTRY’S DUST PROBLEMS 
CONTROLLED BY FILTERS 


... for health 
. . . for process control 
.. » for research 


Atomic energy plants, where radioactive 
air-borne dusts must be kept from 
preading. 


Film processing, where fine dust particles 
will be greatly magnified when projected 
on a screen. 


od processing, where bacterial contam- 
nation must be prevented to prevent 
high spoilage. 


trumentation, both ‘n the manufacture 
and utilization of delicate equipment. 


int manufacture, in connection with ob- 
taining reproducible light colors. 


Pharmaceutical manufacture, where en- 
losed installations are required for the 
making of antibiotics, etc. 


1otographic film and sensitized paper, 
where both inert dust and radioactive 
particles must be excluded. 


Plastics manufacture, particularly with 
clear and light colored plastics, and 
plastic lenses. 


Radio transmitters and telephone centra 
stations, where the equipment mainte- 
nance cost of keeping small exposed 
moving parts clean is high. 


Research laboratories, to eliminate at- 
mospheric contamination, contro! the 
purity of cultures, increase precision 
and reliability of results by reducing 
sources of contamination and error. 


Television tube manufacture, to protect 
the fluorescent coatings by excluding 
dust from the inside of tubes. 


Textile industry, where synthetic yarns 
develop electrostatic charges that at- 
tract dust particles, which both discolor 
and abrade the yarns during spinning 
and weaving operations unless they are 
removed from the air surrounding these 
processes. 
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Dust-Free Atmosphere 


into a simple unit suitable for gen- 
eral use. This material is a porous, 
matte paper containing the ex- 
tremely fine Bolivian or African 
blue asbestos fibers and cellulose 
esparto grass fibers. Moisture resis- 
tance is provided by treatment with 
a precipitated hydrated calcium 
silicate known as Silene. 

The final product is .035 to .045 
in. thick. When fan-folded over 
corrugated paper spacers and sealed 
into a frame, the resistance of the 
filter unit at a flow velocity of 5 ft. 
per min. through the filter media 
is only 1 in. of water at tempera- 
tures between 65 and 75 degrees F. 
There are close to 150 folds of filter 
paper in the largest filters. Corru- 
gations of the separators form air 
passages to and from the surfaces 
of the filter material. They are V- 
shaped instead of the common U- 
shape, to minimize the contact area 
and to expose a maximum surface 
area of the filter paper to the air. 

Development of the space filter 
dates back to the war years when 
the Chemical Warfare Service 
needed a better filter for gas masks. 
It was found suitable also for the 
extensive needs of the Atomic 
Energy Commission for removing 
radioactive and other toxic particles 
in the air. Other uses quickly fol- 
lowed. 

Rapid inspection tests for filter 
performance require the removal of 
99.5% of dioctyl phthalate smoke 
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Filters are tested with diocty! phthalate smoke, consisting of particles 0.3 
micron in diameter (about 12 millionths of an inch). A new filter stops 99.5% 
of these particles, and effectiveness improves with use. 


particles from a saturated test at- 
mosphere. These particles are 0.3 
micron (about 12 millionths of an 
inch) in diameter. Effectiveness im- 
proves with use. 

Filter life depends on the num- 
ber and size of particles contained 
in the air, rate of air flow, and the 
end resistance that the system can 
handle. In one test with “normal 
industrial city air’, a filter of 1000 
cfm capacity was operated at full 
capacity, 24 hours a day, for three 
months before its resistance in- 
creased from 1 to 2 inches of water. 

An end resistance of 4 in. water 
gauge is practical if the system 
permits. If a low pressure system 
can handle only an additional pres- 
sure drop of 1 in. of water, filters 
must be operated at flow rates less 
than rated capacity. Or, initial re- 
sistance can be reduced by using 
two or more filters in parallel, the 
filters being replaced when resist- 
ance increased to 1 inch, or system 
capacity. 

Filter life can also be increased 
by using coarser filters ahead of 
these units, so that they have only 
the finer particles to remove from 
the air. Air contamination should be 
reduced to a maximum of 1 grain 
per 1000 cu. ft. before it is economi- 
cally practical to use the new filters. 

Filter units may be sealed direct- 
ly in air ducts or hoods, or built 
into a wall, singly or in banks, so 
long as mountings provide an effec- 
tive, continuous seal, and are lo- 
cated for quick and easy exchange 
of filter units. Either face of the fil- 
ter may be the inlet or outlet for 
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Air flow resistance starts at 1 in. of water at rated air 
flow capacity, and gradually builds up as particles are 
filtered from the air. Longer filter life can be obtained 


by using two or more units in parallel. 


air flow, but the direction of flow 
should not be reversed during the 
life of the filter. 

Action of the filter is to exclude 
even the finest particles, including 
bacteria, from areas where they 
might do harm. Thus it provides 
positive protection and minimizes 
the need for expensive installations 
of ultra-violet light equipment for 
destroying bacteria, and for other 
delicate and expensive cleaning and 
maintenance operations where bac- 
terial, radioactive or inert dust con- 
tamination is a hazard. 


Diagrammatic view of filter unit. A continu- 
ous sheet of filter paper is fan-folded over 
separators having V-shaped corrugations to 
provide air passages to and from filter paper 
surfaces. 


Some typical applications are 
listed in the accompanying table. 
By far the largest application to 
date has been for health protection 
of people working in atomic energy 
plants where radioactive air-borne 
dusts must be kept from spreading. 
Other uses are rapidly developing. 
The same material is being used in 
respirators, to protect the wearer of 
the mask or to filter out exhaled 
bacterial particles that might affect 
laboratory or production processes 
where sterile conditions must be 
maintained. 


Magnified view of filter paper, showing 
fibers in an area 0.5 mm. in diameter. 
Standard size units provide up to 300 sq. ft. 
of such filtering surface in compact space 
—2x2x 1 ft. 
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Common sense in new legal interpretation 





The Supreme Court Views 
the Buyer's Problems 


By H. Thomas Austern, Covington & Burling, Washington, D. C. 


Abstract 


HE 8th of June 1953 was a red- 

letter day for purchasing agents 
—and indeed for most American 
businessmen. For on that day the 
United States Supreme Court de- 
cided that it would not read the 
“ambiguous language” of the Robin- 
son-Patman Act “as putting the 
buyer at his peril whenever he 
engages in price bargaining.” 

This decision in the Automatic 
Canteen case stopped in its tracks 
the effort of the Federal Trade Com- 
mission to fasten upon buyers—and 
particularly upon professional, ex- 
pert, and knowledgeable purchas- 
ing agents—a legal strait-jacket that 
threatened both effective competi- 
tion and the usefulness of the pur- 
chasing agent in our industrial so- 
ciety. 

You will remember that the 
statute prohibits a buyer from 
knowingly inducing or receiving an 
illegal price discrimination. To many 
this meant that a buyer was guilty 
only if it could be proved that he 
took a lower price and knew that 
it was illegal. 

But the Trade Commission had 
insisted—and a lower court had 
agreed—that all one had to show 
was that the buyer merely knew 
he was getting a lower price than 
someone else. If he did, then he 
acted at his peril. He could be 
adjudged a law-breaker—subjected 
to an administrative order or a 
treble damage suit—unless he, the 
buyer, could later defend the sel- 
ler’s pricing. Under the confused, 
complicated, and confounded inter- 
pretations of the Robinson-Patman 
Act, that was almost a hopeless task 
for the buyer. 
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The Supreme Court’s decision in 
the Canteen case reversed this rule. 
It specified that the Commission 
must show more than that the buyer 
merely knew he was getting a lower 
price—that the Commission must go 
further and demonstrate that in the 
circumstances of the transaction the 
buyer knew or should have known 
that the price differences could not 
reasonably have been justified by 
cost savings. 

In its realistic opinion, the Su- 
preme Court not only dissipated a 
deep fog of procedural confusion— 
that had concealed hazardous reefs 
endangering the daily operations of 
each of you—but at the same time 
wrote a series of navigating rules 
that will permit every honest and 
reasonable purchasing agent to pro- 
ceed under full steam in continu- 
ing to do an effective job for the 
business enterprise he serves. 

Inescapably, the subject is com- 
plicated. The Supreme Court itself 
observed that “precision of expres- 
sion is not an outstanding charac- 
teristic of the Robinson-Patman 
Act”—that its controlling language 
on the buyer’s responsibility was 
“infelicitous’—and that “a _ confi- 
dent answer cannot be given.” 

Here, as elsewhere, general prin- 
ciples do not always decide con- 
crete questions. They offer but a 
guide to solution based on the facts 
of the particular transaction. The 
Supreme Court has given the buyer 
the basic precept that under the 
Robinson-Patman Act his conduct 
will be judged by what a reasonable 
and prudent businessman would be 
expected to know and to do. Un- 
derstanding, intelligence and alert- 


ness are still essential to avoid 
transgressing the buyer provision 
of that Act. 

Discriminatory prices, of course, 
must originate with the seller, even 
where the buyer bargains for them. 
Put another way, a price which it 
is lawful for a seller to grant can- 
not be illegal for a buyer to re- 
ceive. To understand how and when 
a buyer may be in trouble, it is 
essential first to understand what 
constitutes illegal pricing by a 
seller. 

Congress did not make every 
price difference illegal—but only 
those that might substantially in- 
jure competition. Yet the Trade 
Commission insisted, and the courts 
approved, that wherever a seller 
competed with another for the same 
business, or sold his goods to cus- 
tomers who competed with each 
other, the requisite effect on com- 
petition could be presumed. Prac- 
tically, this meant that any seller 
charging two different prices for 
the same goods was presumptively 
a law violator. He stood convicted 
unless he could successfully justify 
or defend his price differences. 

The present Trade Commission, 
as recently reconstituted, appears to 
have a discerning appreciation that 
you can’t have competition without 
competing sellers sometimes com- 
peting. But the former Trade Com- 
mission held that one seller cannot 
meet competition if all of his com- 
petitors do so—that he cannot lower 
his price to hold a customer’s busi- 
ness where all of his competitors are 
making the same offer to that cus- 
tomer. The idea seems to be that a 
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seller may meet one competitor, but 
not competition. 

One of the key additions that the 
Robinson-Patman Act made to the 
law was the provision for buyer 
responsibility. That section, said 
the Supreme Court, was designed 
by Congress “to reach the large 
buyer, capable of exerting pressure 
on smaller sellers.” But when 
the Trade Commission proceeded 
against the buyer, it woodenly 
applied the same rules that it used 
against sellers. The Commission 
took the position that all it had to 
show was that the buyer knew 
merely that the prices he received 
were lower than those charged other 
people. 

This, urged the Commission, was 
enough to convict the buyer of 
knowingly inducing or receiving an 
illegal price. Effect upon competi- 
tion could be presumed. A prima 
facie case for violation was estab- 
lished. It would then be up to the 
buyer to come forward and prove 
that what the seller had been doing 
was not illegal—to establish that 
the lower price he got was justified 
by differences in the seller’s costs 
of manufacture, sale, or delivery. 

The complaints against Safeway 
and Kroger had made it explicit 
that this drastic interpretation was 
aimed directly at purchasing agents. 
In those complaints there was no 
charge of the buyer browbeating, 
coercing or inducing any lower 
prices. The incredibly vague charges 
were merely that the buyer knew 
that he had received—from some 
unnamed sellers—over more than 
five years—on undisclosed items— 
some wholly unspecified prices that 
he knew were lower than those 
charged some other unidentified 
competitors. 

But even more important, these 
later complaints pinned the label 
of illegality directly on the profes- 
sional purchasing agent. The spe- 
cific charge was that the buyer “de- 
rived knowledge of such descrimi- 
nations in price by employing and 
using the services of certain vari- 
ously designated personnel, all of 
whom are herein called purchasing 
agents.” These purchasing agents, 
the complaint recited: 

“are specialists with respect to 
the markets .. . and they effect all 
[buying] transactions . . . after 
acquiring and using accurate, full, 
and current information as_ to 
such markets and all of the prices 
and price policies of the vendors 
from whom such products are 
purchased.” 

That quotation from these Trade 
Commission complaints may strike 


some of you as an apt description 
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of a good purchasing agent—even 
though it was somewhat surprising 
to find it as an allegation of illegal 
conduct. 

Time does not permit me to re- 
count the argument of the Canteen 
case before the Supreme Court last 
December. Yet I cannot forbear tell- 
ing you of one incident. 

Fearful of its naked argument— 
that any buyer who merely knows 
he is getting a lower price is pre- 
sumptively guilty—the Commission 
offered a new wrinkle. It suggested 
that if a purchaser simply buys at 
the first price named by the seller, 
he may not be guilty of knowing 
of any illegal price differences. But 
if the buyer opens his mouth, the 
Commission insisted that a com- 
plaint can issue—to quote its own 
happy words—whenever “the buyer 
affirmatively contributed to obtain- 
ing the discriminatory prices by spe- 
cial solicitation, negotiation, or other 
action taken by him.” 

Translated, this seemed to say 





“Brown has a lot of sales resistance. In fact, 
we're shutting down the plant for lack of 
material.” 


that a buyer would be safe only 
when the alert purchasing agent is 
eliminated—and his place taken by 
an ineffectual commercial eunuch 
—who would serve only as an af- 
fable and ignorant order placer. 

It may be too much to hope that 
each of you will read the full Can- 
teen opinion. In its novel and re- 
freshing judicial understanding of 
your job as a buyer—in its recog- 
nition that “sturdy bargaining be- 
tween buyer and seller” ought not 
to be restricted—in its penetrating 
and realistic observations that in 
arms-length dealing a seller does 
not expose his “cost secrets”—that 
cost accounting is elusive—and that 
in ordinary business life a buyer 
need not always believe what a 





seller tells him—in all of this there 
is good reading for purchasing 
agents. Perhaps, too, you will be 
surprised to discover that the opin- 
ion was written by a Justice who 
had never been in business but who 
for 25 years had been a supposedly 
cloistered law professor at Harvard. 

Fundamentally the Canteen opin- 
ion laid down two principles: 

First, that a buyer does not vio- 
late the law unless he induces or 
receives a discriminatory price that 
is in fact illegal for the seller to 
give, and which the buyer knew or 
should have known was illegal. 

Second, that a buyer cannot be 
saddled with the burden of defend- 
ing the case merely by the Com- 
mission’s proving that he knowingly 
took a lower price. Before the buyer 
can be made to defend, the Com- 
mission must first demonstrate that 
he either knew, or as a reasonably 
prudent businessman should have 
known, that under all of the cir- 
cumstances there was no likelihood 
that the lower price to him could 
be cost justified. 

No longer is the buyer required 
under all circumstances to under- 
write the legality of his vendor’s 
conduct. No longer can he always 
be made to prove that the seller's 
lower price to him was legal. Absent 
circumstances that should arouse 
suspicion, the buyer may assume 
that the defense of cost justification 
exists for the seller and hence that 
the seller’s prices are legal. 

As to the buyer knowing that 
price differences can be justified by 
variations in the cost of manufac- 
ture, sale, or delivery, the Court 
told the Commission to apply what 
you might call a common sense 
rule. It suggested that Congress was 
mainly aiming at the buyer who— 
knowing full well that the low 
price he was seeking could hardly 
be justified—nevertheless exerted 
pressure and got it. 

On the one hand, the Court sug- 
gested that with cost accounting 
being what it is—and exact costs 
being known only to the seller—no 
buyer can be expected to know pre- 
cisely whether a price is cost justi- 
fied. Nevertheless, it pointed out 
that on the basis of “trade experi- 
ence in a particular situation” the 
Commission might in some cases 
prove that a buyer knew enough to 
put him on warning, and then re- 
quire him to justify his conduct. 

Indeed, the Court offered some 
examples. A buyer may know that 
he buys in precisely the same quan- 
tities on identical terms and takes 
deliveries in the same way as a 
competitor who is charged a higher 
price. That buyer can be fairly taxed 
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with knowing that there are no dif- 
ferences in the cost of manufac- 
ture, sale or delivery that could 
permit cost justification. In addi- 
tion, the Supreme Court suggested 
the obvious warning that where 
possible cost differences are known 
to be small—and price differences 
are very large—the buyer must be 
on his guard. 

This part of the Court’s opinion 
raises some interesting questions. 
Some may read the opinion as sug- 
gesting that the more expert, in- 
formed, and active purchasing agent 
—who knows his suppliers and his 
markets—will be held to a higher 
standard than the less knowledge- 
able or even inept buyer. The 
Court did contrast an experienced 
purchaser with what it called “an 
unsuspecting recipient of prohi- 
bited discriminations.” Does that 
mean that the poet was right in 
saying that a little knowledge is a 
dangerous thing—or as in the popu- 
lar radio program, “It pays to be 
ignorant”? . 

I do not think so. With intelligent 
administration of the law, I doubt 
that there will be any advantage 
in self-imposed ignorance. To put 
a premium on soft, ignorant trading 
would frustrate competition. As Mr. 
Justice Brandeis once profoundly 
observed, the intelligent conduct of 
business implies not only knowledge 
of trade facts, but also an under- 
standing of them, with the substi- 
tution of research and reasoning 
for gambling and piracy. In the 
Canteen opinion, the Supreme Court 
rejected the suggestion that a pas- 
sive trader stood in a better posi- 
tion than one who actively bar- 
gained. There is far less to commend 
the notion that the more poorly in- 
formed the purchasing agent may 
be about his business, the better 
will be his legal position. 

Any buyer purchasing on a pub- 
lished quantity discount typically 
used in the particular trade will 
normally be wholly safe. Where 
true arms-length bargaining is car- 
ried on, any troubled buyer can 
seek and secure legal protection by 
getting assurance from his supplier 
that price differences are cost jus- 
tified. On the other side of the coin 
—and despite the directive of the 
Court that the Commission use 
horse-sense in evaluating what sel- 
lers say to buyers—every buyer 
must be on his guard in situations 
where the seller reasonably insists 
that he cannot give a lower price 
without violating the law. 


More difficult, but perhaps still 
within the rule of reasonable con- 
duct, there can be little objection 
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to any buyer telling a seller what 
he can afford to pay. That ancient 
gambit of bargaining, standing 
alone, seems to be untouched by 
the opinion. 

At the least the Supreme Court 
endeavored to achieve balance, In 
offering these guideposts to buyers, 
it also told the Federal Trade Com- 
mission that enforcement of the 
law “should not be difficult” against 
a buyer who “knowing full well 
that there was little likelihood of a 
defense for the seller” nevertheless 
coerced him into giving an illegal 
price. In proper cases, one can ex- 
pect the Commission to accept this 
challenge. 

Finally, the Supreme Court had 
something to say about the case 
where the buyer might defend by 
urging that his vendor had been 
meeting competition in good faith. 
Since the law requires that the 
buyer cannot be held unless the 
lower price taken is in fact illegal, 
this defense remains available. 

One could hardly expect the buyer 
to demonstrate the seller’s “good 
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“Plushkin, you've been doodling on a pur- 
chase order form again!” 


faith.” We can assume that the 
buyer will be required to show that 
where he insisted upon an other- 
wise indefensible price concession 
he had a bona fide competitive of- 
fer to sell him the goods at that 
price. It might be prudent for a 
buyer in that situation to maintain 
an adequate record of the transac- 
tion. If both buyer and seller do so, 
the problem of establishing the de- 
fense ought not to be formidable. 

As a whole, the Canteen opinion 
establishes for the buyer the rule 
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of the reasonable and prudent busi- 
nessman—with abundant freedom to 
bargain except where, as the Court 
said, “the circumstances should have 
provoked inquiry.” 

Where does this leave the pro- 
fessional purchasing agent—partic- 
ularly those who are primarily con- 
cerned with buying industrial sup- 
plies rather than goods for resale? 

Two answers may be offered. 

First, no one can forget that the 
Robinson-Patman Act primarily had 
its political genesis in ruthless pres- 
sure and gross overreachings by a 
few buyers in the grocery trade. As 
the Supreme Court recognized, the 
buyer provision is “a vital prohibi- 
tion in the enforcement scheme of the 
Act.” To a degree this will always be 
true. For unless real bargaining is 
to be rigidily restricted and free 
competition impeded—by imposing 
tighter specific rules on all buyers 
and sellers—direct action must still 
be available against the occasional 
browbeating buyer who for price 
alone clubs his supplier into an ob- 
vious violation of the Act. 

Second, elsewhere in your daily 
commercial and private activities 
each of you now operates success- 
fully and without apprehension or 
impediment under like standards of 
reasonable conduct—that leave the 
individual freedom to act yet re- 
sponsible within limits of reason- 
ableness in particular transactions. 
The Sherman Antitrust Law op- 
erates largely through the Rule of 
Reason. The familiar Uniform Sales 
Act and other laws that control the 
buying and selling of goods are re- 
plete with such general standards 
as “merchantable,” “fitness for 
use,” “commercially reasonable 
time,” and “ordinary course of 
business,” that derive meaning only 
in specific transactions. The rules of 
negligence law that govern your 
car-driving and other public and 
private conduct rest on the same 
standard of how a reasonable man 
could be expected to act in the par- 
ticular situation. 

As Justice Holmes once remarked 
“here as elsewhere the distinctions 
of the law are differences of degree.” 
If the buyer provision of the Patman 
Act will now be applied as I think 
the Supreme Court has marked it 
out—as simply requiring that the 
buyer act as a reasonable and pru- 
dent businessman—only the wicked 
will flee when no man pursueth. 

For under that rule I remain con- 
fident that the trained and expert 
purchasing agent can continue to 
fulfill—effectively and without fear 
—his necessary place in our indus- 
trial society. 
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ings that inventory policies need close watching and 
1at adjustments are overdue are fairly common at var- 
ious business conferences these days. Yet it seems that 
PURCHASING’S once again the practical purchasing men are well ahead 
of ( many of the theorists - who are, of course, quite 


in their analyses. 
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economic 


conditions m one end of the country to the other, from Tuls: 


n, you hear purchasing agents telling of how 

zan working down inventories six to eight months 

go, and how they are in a good position to meet the 

anticipated drop in business next year. The N.A.P.A. 

Business Survey Committee reports that unworked inven- 
oxries are much lower and better balanced than in 
ptember, 198 - a condition that appears as a bul- 

wark against a recession the size of that in the spring 














f 1949. The Chicago Association Business Survey re- 
port says that 77% of the purchasing men participating 


are in the less than 60-day buying bracket. 


A prominent New England purchasing agent, discussing 
t work out of inventories during the past several 
mant + 4 


hs, said that perhaps prices had not dropped as 
rs anticipated, but that he foresaw further 
leclines in the coming months. He saw increased ab- 
rption of freight charges by steel companies as 
ig part of that price decline. Herb McGill at Tulsa 
1 he expects prices to drop about 10% in 195-55. 
‘al developments in the past few weeks seem to bear 


it this belief that price pressure is still on the 
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f Sun Oil Company, 
iggests, for example, across-the-board price re- 
ictions on oil as the surest means of bringing 
etroleum demand and supply into balance. And 
first change in posted prices for gasoline 
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last June, when crude oil prices were boosted, 
re reported as this was being written. The cut 
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from 1/5 to 1/2 cent a gallon. Metal users are 
in a comfortable position, with the steel supply 








lation continually improving and non-ferrous items 
Slentiful at prices that show little sign of rising - 


but plenty of evidence of weakness. 
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Miscellaneous Carloadings ..............:.:000000 cars 393.085 


MONTH YEAR  % OF CHANGE IN 
Xexe) AGO MONTH YEAR 
100 126 +20.0 8 

178 147 4+ 45 426.5 
799.079 842,797 0.6 1.6 
383.518 115.918 4. 2% 5.4 


SS LO OR i 






































PRICES 


140 Bureau of Labor Stotistics 1947-49 100 

















130 #—__+____+_+- 


ais Per reeecsewetae 
eccee [woe eeeases|seeee Pete? esa caccas 


Metals & Metal Products 
j mm 


4 
Beeeesooceodescecer®”” 


120 |} __+ _| J 


ee 








—— 


_ =_—— 
—— 
_ 
_—_ 
— a= uidiii—n,_a 
_— 


Structural Products 


ior — _ 


All commodities 























100 |} 








_————- — cs a — 
Farm Products ieee 6 — —— = © 
90 | 

Oct Nov Dec | rw Feb Mar Apr May June = July Aug Sept 


















































% OF CHANGE IN 

LATEST MONTH YEAR 

All Commodities (BLS } vessssseeeee 1947-49100 111.0 110.6 111.8 + 0.4 0).7 
Farm Products .............. seseseseeeceeeeeeee 1947-49-—100 97.9 96.4 106.6 + 1.6 8. 
Metals & Metal Products .. veceeseeeee 1947-49——-100 128.4 129.4 124.6 0.8 + 3.0 
Structural Products ............ sesinpwaiakaneasee 1947-49—100 120.7 119.6 113.8 + 0.9 + 6,] 
Steel Billets (Pittsburgh ) Pare . net ton $62.00 $62.00 $59.00 0 + 5.0 
Steel Scrap, heavy melting, Pitts ................... met ton 35.50 10.50 13.50 12.3 18.4 
Copper. electrolytic ..... seceeeeeeeeeeee UD, .29—.30 .29.—30 24, 0 +-17.3 
Rubber (rib-smoked sheets ) cesseeee Ub. 207% 233% .263/, 10.7 23.8 
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LATEST MONTH YEAR 
Stock Prices (Standard & Poor's) ................ 1926—100 190.2 185.9 191.1 + 2.3 - 0.5 
Bank Clearings (New York) .........cc0cc:c000000 mil $ 8.225* 9.455 6,494* 12.9 3.1 
Federal Reserve Credit ..........cccccccccesccceeeeeees mil $ 26.322 26.464 25.325 0.5 + 3.9 
Currency in Circulation .............c::cccceeeeeeees mil $ 30.412 30.335 29.617 + (),2 + 2.6 
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THE PULSE OF BUSINESS 


Commodity Price Decline 
Expected to Continue 


Latest figures issued in mid-October by the Bureau of Labor Statistics showed a 0.4% 
increase in the over-all commodity price index. An advance of 1.6% in farm prices. 
however, gave the “all-commodity” index its strength, since the index for all commodi- 
ties other than farm products and foods declined 0.1% in the month covered. The slight 
decline in business activity and the heavy industrial inventories that now exist are expected 
to keep commodity prices on the downward side for at least a few months to come. 
Further price declines, however. may spur new buying during next year’s first quarter. 
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Seasonally Adjusted 
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1952 1953 
Aug April May (r) June July (r) Aug (p) 
21,898 26,838 26,226 26,172 26,514 25,521 
10,437 13,490 13,238 13,046 13,144 12,713 
1,930 2,296 2,258 2,172 2,284 2,091 
1,053 1,589 1,507 1,457 1,515 1,462 
1,168 1,316 1,361 1,478 1,352 1,462 
1,833 2,224 2,097 2,089 1,992 2,033 
1,309 2,344 2,311 2,255 2,308 2,217 
811 878 885 816 895 870 
389 373 377 367 348 367 
600 800 745 752 766 695 
522 538 590 597 $87 595 
261 365 370 353 381 324 
563 766 738 710 716 598 
11,460 13,348 12,988 13,126 13,370 12,808 
3,012 3,674 3,572 3,453 3,698 3,547 
573 576 600 671 653 640 
310 327 308 318 322 319 
1,058 1,345 1,242 1,185 1,207 1,074 
965 1,176 1,174 1,182 1,174 1,025 
282 299 301 355 376 343 
667 720 708 734 748 803 
667 782 770 738 681 624 
1,473 1,808 1,781 1,734 1,749 1,664 
2,003 2.146 2061 2,268 2,252 2,222 
452 496 472 488 511 n.a. 
43,107 44,574 44,970 45,525 45,792 46,165 
23,209 25,122 25,420 25,775 25,983 26,163 
2,97 * 3,083 3,132 3,175 3,238 3,334 
2,309 2,507 2,573 2,694 2,776 2,803 
3,037 3,302 3,382 3,419 3,458 3,502 
5,280 5,514 5,514 5,529 5,536 5,503 
2,641 3,265 3,313 3,338 3,341 3,309 
2,291 2,661 2,635 2,701 2,703 2,714 
532 534 554 569 576 560 
1,010 1,086 1,089 1,094 1,087 1,120 
904 920 935 953 952 924 
770 799 807 818 826 838 
1,456 1,451 1,486 1,486 1,491 1,555 
19,908 19,452 19,550 19,750 19,809 20,002 
3,489 3,241 3,198 3,147 3,104 3,176 
1,259 1,190 1,184 1,183 1,187 1,111 
1,720 1,750 1.766 1,759 1,780 1,798 
2,798 2,648 2,671 2,762 2,786 2,798 
1,770 1,678 1,672 1,697 1,742 1,819 
543 572 604 625 590 584 
972 998 987 976 955 927 
722 755 736 750 727 744 
3,022 2,969 3,005 3,122 3,149 3,227 
2,728 2,726 2.803 2,789 2,858 2,887 
884 925 924 942 931 n.a. 
21,852 25,708 25,606 25,553 24,417 22,924 
9,998 12,621 12,744 12,456 11,078 9,829 
11,854 13,088 12,862 13,097 13,339 13,095 
(r) — revised *estimated p — preliminary n.a. — not available 
oe): @)'48) 5° 
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Employment in a number of durable and non-durable 
manufacturing industries has shown somewhat less 
than the usual seasonal increases. 
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Personal income was at a seasonally adjusted rate 
of $287 billion in both July and August, about 1% 
above the first quarter average. 





Indicators 


AVERAGE WEEKLY EARNINGS AND HOURS 
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The average work week has remained fairly steady 
for the past couple of months at slightly above 40 
hours. Earnings are also steady. 
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Source. Federal Reserve Boord 


Total outstanding consumer credit is now at $27.4 
billion, $217 million above the previous month and 
$4.4 billion above a year ago. 





THE PULSE OF BUSINESS 































Straws in the Trade Wind 


BUSINESS STILL GOOD - Despite a general tightening up in the economic in- 
dicators it uses as a basis, the Business Survey Committee of the 
Purchasing Agents Association of Chicago is able to say in its 
latest report that "business is still very good." Thirty five per 
cent of the companies represented plan to expand their fixed in- 
vestment and production equipment early in 195), and 61% expect 
investment to remain the same. Only i$ report that their purch- 
asing plans point to a reduction in plant and equipment. 





EQUIVALENT OF PRICE CUTS? -— Another interesting "special question" in the 
Chicago report reveals that 20% of the participating purchasing 
men have noticed a tendency on the part of suppliers to absorb 
transportation costs in quoted prices. This, of course, is taken 
to indicate a sharpening of competition in many fields. 





DISTRIBUTORS ARE OPTIMISTIC - What nervousness there is about prospects 
for next year doesn't seem to be affecting distributors of in- 
dustrial machinery and supplies. Only one out of 20 distrib- 
utors polled at a recent meeting of the American Supply & Mach- 
inery Manufacturers! Association and the National Industrial 
Distributors! Association foresees declining business in the 
first half of 195), compared with the first half of 1953. Thir- 
teen expect next year's sales volume to equal this year's and 
six look for an increase, 





PROMPT PAYMENTS GETTING LESS PROMPT - The Credit Research Foundation of 
the National Association of Credit Men reports that the percentage 
of accounts discounting or paying invoices when due continues to 
decline. The drop is most noticeable in the manufacturing-—industrial 
category where 87.l)% of the accounts were reported discounting in 
August as against 88.2% in the same month last year. 





THE STEEL OUTLOOK -— From the standpoint of steel made, this year is the 
greatest the industry has ever had, to the present time, Max D. 
Howell, executive vice-president of the American Iron and Steel 
Institute, revealed recently. He estimates that, barring un- 
foreseen interruptions, production for the year 1953 will be 
between 112 and 113 million tons. A falling off of the industry's 
operations, he thinks, would probably be a good thing all around - 
if the decline is "moderate." It would provide opportunities to 
improve the products of the industry, to develop sound markets and 
to increase the efficiency of equipment and processes, he says. 








PURCHASING MAGAZINE . 205 E. 42ND STREET ° NEW YORK 17, N. Y 


\ - 











al 








A 4-point program to sustain business activity 





Recession Can Be Prevented 


e «¢ « Better values will keep consumers buying 


e e Use corporate earnings for purchasing power 


Tax cuts will increase personal incomes 


Spend for essential public services 


By Sumner H. Schlichter, Lamont University Professor, Harvard Graduate School of Business Administration 


Abstract of an address at the Eighth District Purchasing Conference, N.A.P.A., Buffalo, N. Y., October 2, 1953. 


N these remarks I wish to make 

four principal points: 

1. Business and government will 
soon be confronted with the prob- 
lem of checking a drop in produc- 
tion anc employment. 

2. Even if not very much is done 
to check the decline in business the 
decrease in production and employ- 
ment is not likely to be large. 

3. Business and government 
should prepare at once to check or 
prevent tthe threatening contraction 
in business. 

4. The most effective steps that 
business can take are to persuade 
individuals to spend a larger pro- 
portion of their incomes, and either 
to maintain outlays on plant and 
equipment or to increase dividends; 
the most effective step that govern- 
ment can take is to cut taxes, and 


possibly government expenses as 
well. 
The economy as a whole during 


the last few months has been in a 
fairly well balanced position. There 
has been no significant change in 
the index of industrial production 
since February, both the wholesale 
and retail price levels have re- 
mained virtually unchanged, and 
unemployment has been around 2% 
of the civilian labor force, indicating 
that the economy is operating at 
capacity 


Signs of Retraction 


In view of these indications, why 
do I assert that we will soon be con- 
fronted with the problem of pre- 
venting a drop? 

There are several reasons. (1) 
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Part of the recent high rate of out- 
put has been made possible by a 
rise in inventories. (2) The recent 
high level of spending has been ac- 
companied by a more rapid growth 
in indebtedness than is likely to be 
sustained much longer. (3) Invest- 
ment in new housing shows signs 
of dropping. (4) The expenditures 
of business concerns on plant and 
equipment, which were rising dur- 
ing the first nine months of the 
year, seem to be leveling off. (5) 
The government has recently an- 
nounced cuts of about $2 billion in 
estimated expenditures for the fiscal 
year 1954 (about half of this at- 
tributable to the end of the Korean 
war) and small increases in revenue, 
with the result that the cash deficit 
will almost disappear during the 
present fiscal year. This takes ac- 
count of the effect of the tax re- 
ductions scheduled to take effect on 
January 1 and April 1, 1954. 

I do not believe that a large drop 
in business is likely in the immedi- 
ate future or during the next sev- 
eral months. The period beginning 
about next January is much more 
uncertain. But even after the first 
of the year, no severe drop in busi- 
ness is in prospect. Expenditures 
for consumer goods in general will 
be sustained by the substantial ma- 
turities of savings bonds in 1954 
and by the 10% drop in the personal 
income tax effective January 1. 
Housing construction will be kept 
high, even if slightly below the 
present level. Outlays on industrial 
plant and equipment will be kept 
high by the many investment op- 


portunities created by research dur- 
ing recent years and the rapid prog- 
ress of technology. Finally, the 
effects of prospective tax reductions 
on the federal budget will be greater 
than is indicated by the figures for 
the present fiscal year. The drop in 
revenues from all the scheduled tax 
cuts over a whole year is estimated 
at about $8 billion. Hence, unless 
there are further cuts in govern- 
ment spending, the calendar year 
1954 will show a cash deficit of $2 
billion or more. The deficit will help 
sustain business. Any drop in busi- 
ness will tend to increase the deficit, 
and this in itself ‘will help to halt 
the decline. 


Drop Should Be Prevented 


Although any drop in business 
that may develop is likely to be 
moderate, it would be foolhardy 
for business and government not to 
do all in their power to prevent a 
drop. I do not agree with the view 
that a mild recession would be a 
good thing. Within this country the 
effects of a moderate recession 
would not be particularly serious, 
but the effects on some other coun- 
tries could be grave and could 
threaten our leadership of the free 
world. Even a small recession would 
strengthen the already strong de- 
mand for additional restrictions on 
imports into this country; additional 
restrictions would injure us eco- 
nomically and threaten the success 
of our foreign policy. And even the 
United States, rich as it is, should 
not accept the waste of several mil- 
lions of unnecessarily unemployed. 
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I believe that business and gov- 
ernment have it within their power 
to prevent a recession. What can 
and should be done? Four lines of 
policy are particularly worthy. of 
attention. Two of them should be 
pursued by business. The third and 
fourth should be adopted by the 
government in the event that busi- 
ness alone is unable to avert a con- 
traction. 


Business Has A Selling Job 


The most promising way is to 
bring about a drop in the rate of 
personal saving. In the last quarter 
of 1952, personal saving was about 
7.7% of personal income after taxes; 
in the second quarter of 1953, sav- 
ings were 6.9%. It ought to be pos- 
sible for business to induce cus- 
tomers to reduce their rate of sav- 
ing to about 5%. This is higher than 
the rate that existed in 1929, 1939, 
1940, or 1949, and only slightly less 
than in 1948 or 1950. Such a reduc- 
tion in the rate of personal saving 
would raise the outlays for con- 
sumer goods by about $5 billion a 
year. 

This is not unreasonable to ex- 
pect. The potential demand is there. 
Individuals have the money, but 
they are saving it, not spending it. 
In order to sell $5 billion more 
goods a year, business has only to 
compete more effectively with the 
consumers’ desire to save. This 
means, in the main, offering con- 
sumers more attractive goods at 
more attractive prices. I do not 
believe this requires the use of high 
pressure salesmanship; the average 
consumer is receptive and wishes 
better goods at lower prices. It will 
be a reflection on the American 
system of private enterprise and on 
the resourcefulness of American 
management if unemployment de- 
velops because business concerns 
are unable to persuade customers 
to raise their spending. 


Earnings Represent Purchasing 
Power 


A second way in which business 
can prevent or check a depression 
is either by maintaining outlays on 
plant and equipment at present 
levels or by increasing dividends. 
Enterprises even today have so many 
unexploited investment opportuni- 
ties that they may wish to con- 
tinue to spend on plant and equip- 
ment. However, after several years 
of high outlays they may wish to 
spend less for a year or two. In that 
event, there is no excuse to pay out 
less than half their earnings after 
taxes, as they have done in all but 
one of the last eleven years. So long 
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as corporations were financing large 
plant and equipment purchases, the 
plowing back of profits was desir- 
able. But if a drop in investment 
outlays threatens a drop in produc- 
tion and employment, the retention 
of such large quantities of corpo- 
rate earnings will be inappropriate. 

A moderate drop in_ business 
would not prevent corporations from 
increasing dividends by several bil- 
lion dollars a year. Such an increase 
would have two favorable effects. 
By increasing personal income, it 
would improve the opportunity to 
sell more consumer goods, and by 
raising the yield of the personal 
income tax it would enable the 
government to make bigger cuts in 
this tax. 

In an economy which relies heav- 
ily on private enterprise, the first 
steps to prevent a recession should 
be taken by business. But the gov- 
ernment should be prepared to help. 


Tax Cuts Would Help 


There are two principal steps that 
the government can take. One is 
to cut taxes; the other is to spend 
more. By cutting taxes, the govern- 
ment increases incomes after taxes, 
and puts business in the position to 
sell more goods to individuals and 
enterprises. By increasing expendi- 
tures, the government directly raises 
the demand for goods. A third pos- 
sibility is to cut both expenditures 
and taxes, but to cut taxes more 
than expenditures. Under present 
circumstances, however, large cuts 
in expenditures are incompatible 
with national security. So long as 
this country is doing as little as it 
is to build up its civilian defense or 
its air defense command, or adapt 
its cities to atomic attack, there is 
no excuse for any significant rise 
in unemployment. There is plenty 
of work that needs to be done that 
no one today is doing. 

The tax cuts that would do the 
most good are those that would in- 
crease the ability of individuals to 
buy consumer goods, rather than 
in the corporate income tax. In a 
time of business uncertainty, cor- 
porations are cautious about mak- 
ing outlays on plant and equipment, 
and confine investment expendi- 
tures to the few most attractive op- 
portunities. Putting more funds at 
their disposal by cuts in the corpo- 
rate income tax would help them 
to pay debts or build up liquid as- 
sets, and after a year or two the 
improved financial condition of en- 
terprises would encourage them to 
spend on plant and equipment. This 
favorable effect, however, would be 
a delayed one. Cuts in the personal 


income tax and in excise taxes 
would have more immediate effects. 

The behavior of consumers in re- 
cent years has been somewhat un- 
predictable. But even this uncer- 
tainty does not destroy the con- 
clusion that cuts in the personal 
income tax wil! help halt contrac- 
tion of business. The additional in- 
come is there. People will buy more, 
provided business enterprises per- 
suade them that the goods are worth 
the additional expenditure. What 
more can business enterprise ask 
than such an opportunity to sell? 

I do not believe that monetary 
and credit policy should be used as 
a major instrument for fighting con- 
traction in the United States at this 
time. The use of credit would in- 
volve further increases in personal 
and corporate indebtedness. A 
pause in this increase, for a year 
or two, would be desirable. Hence, 
in fighting a contraction in the near 
future, the government should rely 
more heavily on fiscal policy (i.e., 
tax cuts or increases in spending) 
than on credit policy. 


World Leadership at Stake 


The whole world is wondering 
whether the Korean war boom will 
be followed by a recession in the 
United States. The world watches 
with anxiety because even the mild 
recession “of 1949 caused serious 
difficulties in many countries. The 
world does not have confidence in 
the stability of the American econ- 
omy, nor in the ability of American 
business men and government to 
keep the economy stable. 

I believe that if the danger of a 
recession is clearly seen by business 
and government, and if they act to 
prevent a possible recession, a drop 
in production and employment can 
be avoided. Success in preventing 
a contraction would be a major ac- 
complishment. It would prevent a 
growth of conflict and tensions with- 
in our own community. It would 
enormously enhance the confidence 
of the entire free world in the 
soundness of American economic 
institutions and in our capacity to 
manage our affairs. It would greatly 
strengthen the influence of the 
United States throughout the free 
world. Other countries would slowly 
dare to assume that our enormous 
economy—roughly equal in produc- 
tive power to all the rest of the 
world outside the iron curtain—in 
becoming a sort of anchor to which 
they could tie their economies, se- 
cure in the belief that steady ex- 
pansion here would furnish a basis 
for steady expansion throughout the 
free world. 
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MUNICIPAL PURCHASING PROBLEMS 


. . - and how one representative City 
Purchasing Department meets them 
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P. A. GEORGE KNAPP Right buying 
stretches departmental appropriations and 
saves taxpayers’ dollars. 


HE political ghost that hovers 
T over a city purchasing depart- 
ment generally doesn’t impair its 
operating efficiency in any way. This 
is so because good buying stretches 
the tax dollar. Every citizen in the 
community from the mayor down to 
the ordinary taxpayer wants to see 
low assessment schedules and, 
therefore, has a vested interest in 
the municipal buying organization. 
And so it is, the very fact that pub- 
lic money pays the bills only im- 
poses an increased obligation on the 
municipal purchasing agent to per- 
form his duties to the best of his 
ability. 

Purchasing Agent George Knapp, 
who, in cooperation with City Man- 
ager Robert Klein, buys for the city 
of Santa Cruz, Cal., feels a civic re- 
sponsibility in everything he does. 
This has been an instrumental fac- 
tor, over a period of years, to inspire 
him to seek out practical means of 
exchanging the public dollar for 
commodities of maximum value. In 
this respect, he has been guided by 
two principal objectives—(1) the 
restricting of all purchases to items 
that possess inherent qualities of 
utility, and (2) making a steady 
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improvement in the routine proce- 
dures of handling purchase orders 
and requisitions. 

Working out better purchasing 
techniques for a city is a problem 
in integration. Santa Cruz, like other 
municipalities, functions entirely 
through bureaus, none of which are 
too closely related to each other. 
This can best be understood when 
one stops to consider such common- 
place agencies as the Police Depart- 
ment, Fire Department, and City 
Streets Department. Each one of 
these units is headed by its own 
chief, or superintendent, and inde- 
pendently performs a distinct public 
function. 

Of course, there is some com- 
munity of interest between these 
various departments, but their 
problems and basic requirements 
are widely diversified. They all 
must, however, secure their equip- 
ment and supplies through a central 
purchasing office. And so, by the 
very nature of his work, Mr. 
Knapp’s efforts have been directed 
toward perfecting a standard proce- 
dure by which the diverse city de- 
partments purchase under identical 
rules. 


Certifying Purchase Funds 


Probably the most important 
question Mr. Knapp must answer 
before committing any purchase 
order to the mail is this: “Has the 
City Treasurer sufficient funds on 
hand to pay this bill?” 

This point arises because it is not 
feasible to accurately forecast what 
a municipal bank balance will be on 
any given day. A city’s principal 
source of revenue is derived through 
taxation, and although the statutes 
establish delinquent dates, a tax- 
payer can ignore this provision of 
the law by paying a small penalty. 
So it frequently happens that prop- 


erty owners are slow in making 
remittances. In such an eventuality, 
a heavy withdrawal for a purchase 
by one department could easily 
deplete the general funds. In order 
to forestall the possibility of an 
overdraft, therefore, or to jeopard- 
ize the city’s financial and credit 
position, it is best to verify that 
sufficient money is on hand to pay a 
bill before sending the order to the 
supplier. 

The method used by the City of 
Santa Cruz to handle such a situa- 
tion is to “obligate” funds. This sig- 
nifies that necessary funds are avail- 
able to settle a contract before it is 
formally negotiated, and that such 
money is set aside and held intact, 
earmarked for the specific purpose, 
pending arrival of the vendor’s in- 
voice. This system works out as 
follows: 

Once every twelve months, the 
heads of the various departments 
are required to submit an estimated 
requirement of their needs for the 
forthcoming fiscal year. The reports 
that they turn in are broken down 
in great detail. They reflect, item by 
item, each specific need anticipated 
for the period under consideration. 
Shown hereon is the probable cost 
of each separate estimate. All figures 
are carefully checked for possible 
savings. The sum total of these cal- 
culations ultimately becomes a sub- 
stantial part of the annua! budget 
that is approved by the City Council. 

As a result of this system, the 
approximate expenditures that the 
purchasing office is required to 
make during the course of any year 
are decided in advance. This does 
not mean, however, that there will 
always be enough money on hand to 
pay for every item included in a 
budget. In order to determine this, 
Mr. Knapp put into operation a 
comprehensive “Master Control 
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ante Cres = California 


NOTICE INVITING BIDS 


ealed bids will be received by the City Clerk of Sante Cruz 
Roam 3, City Hall, util 7:30 p.m., October 28, 1952, for 
c\lorination equipment. Specifications and bidding sheets 


may be obtained fram the office of the Purchasing Agent, 
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SPECIFICATIONS POR 
MIORINATION EQUIPMENT 

* SANTA CRUZ SEWAGE PLANT 
October 10,1952 


There ahall be furnished one (1) chlorinater having « saxiaw 
of chlorine pe 24 hours, including #11 necessary appurtenances and rates, A device enhall be provided to limit the 
lined below, ami to be used with the existing chloriastor for the cl 


The chlorinstor and accessory equipment shall be installed 
in accordance with « detailed installstion layout to be prepared by’ 
and approved by the City under tre direct supervision of an engines! 

manufacturer's engineer shall aleo instruct the oper 
adjustment, care and saintenance of the equipment end shall sseist 


Teo prevent the waste of chlorine, ant as « safety device, th 
reducing valve ehall eutomatically shut off the flow of chlorine raq 
of the vecum in the machine for any reeson whatsoever. There shel) 
veowun relief ami venting device which will function automatically 


SPark Pa ts 


&@ set of wrenches, 


IVST*LLATIUN 





b) 1, ¢ ob} CHLORINATOR 
ae ‘ The services of tre sanufacturer's engineer 
C Cc } " , tion of the chlorinstor and further to instruct 
The City Council reserves the -ight to reject any or all There ehall be furmiahed one (1) Visible Vacuum Solution Fee 
= started up, The mamfaecturer shall be required 
oe capacity of TSO pounds of chlorine per 24 hours, including usual epal oan ages f pee 
The chlorinstor shall be pedestsl mounted with all parte wit the chlorinator, 
4b panels @o as to be plainly visible wnill ~UeRAWee 
essential parte as the chlorine pressure reducing and constant flow —- 
t meter, vaowm amd Mood protection device shall be mounted in 
n unter’ s glase bell Jer provided with « water seal. Th<+ parte shall Bidder shall guarantee that the equipment 5 
without the necessity of removing say bolts or screws. one year and shall replace sane shovld failure of 
ns Se Abe IVTENTICN 
Caty Manager The chlorine is to be metered es well » controlled uncer « ——— 
paseing the chloriae preseure reducing «nd constant flow valve. TH 
float operated type, utilising water as + ‘iephrags, an® shall funct! a RE as Ripe negy- Bey oie to oom * 
reduced pressure of preooure variations onthe inlet sid oP os sets, othe st five 
matically shut off the Plow of chlorine inthe event of feitlure of q og nod a meres soy oye dave opery 
dental closing off of the chlorine solution diccharge line, Chlorir shall e ifornia se thy’ 
of the -p-ing loaded Giaphrage type will not be ronsidered, ae 
Qilerine flow meters shall be of the fixed orifice type, wit 
shall be equipped with calibrated scales reading in pounce of chlor 
ed hall be easily and quickly ‘nterchangeadle, 4 1 parts of the equi 
Qctober 10, 1952 Le for 1 7 








The standard “package” for inviting bids on major projects includes a notice of the bid opening, a full set of specifications. a form for 
the bidder's proposal, and a certificate of Federal Excise Tax Exemption. 


Sheet”, on which the money received 
is apportioned to the various depart- 
ments, thus building up credits 
under which they buy. 

The control sheet itself is handled 
by the staff in the City Clerk’s office. 
Here the employees compute, each 
year. the proper percentage of the 
revenue dollar that each department 
is entitled to spend. Using the re- 
sultant figures as a basis for calcula- 
tion. funds are spread across the 
sheet when they are paid into the 
treasury. A department head is not 
authorized to purchase anything 
unless and until sufficient money 
has been posted to his credit to pay 
the bill. 

After the contractual details of a 
prospective purchase has been at- 
tended to, the purchase order is 
drawn up and sent to the City 
Clerk's office for processing. If no 
funds are available in that particular 
account, then the order is held up 
pending the accumulation of further 
credits to the department’s account. 

If, however, there is enough 
money available to pay for the item, 
the Clerk’s office certifies this fact. 
All copies of the purchase order, 
except the one kept in the files in 
the Clerk’s office, are returned to 
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Mr. Knapp for further handling. The 
sum of money involved in the trans- 
action is immediately encumbered. 
This means that every purchase 
order officially released by the city 
has the integrity of a cashier’s check. 
In order to illustrate the proce- 
dure, let’s follow. through on the 
purchase of 100 feet of new fire hose. 
In the ordinary course, it would go 
through the following routine: 


Some time before the beginning of, 


the fiscal year, the fire chief in- 
spected the lines at all stations. He 
thereupon estimated the amount of 
new hose needed to carry his de- 
partment through the ensuing year. 
By this action, the 100 feet under 
consideration has received official 
approval, and the purchase may be 
made whenever the fire chief deems 
the replacement necessary. 

The first thing he does, then, is to 
draw up a requisition for the mate- 
rial. This is a numbered form that 
is filled out in duplicate. The original 
(white) is sent to the purchasing 
office, while the second sheet (pink) 
is put into the department’s file. 

In this instance, the requisition 
would set forth the quantity of hose 
to be bought, a physical description 
of the item, and the estimated cost. 


Since, in the course of years of fire 
fighting, the chief has learned that 
certain equipment gives better serv- 
ice than others, he can indicate his 
preference at the lower right hand 
corner of the requisition in a space 
titled “Suggested Vendor”. By so 
designating the name of a manufac- 
turer whose product has proved to 
be trustworthy in operation, the 
chief helps Mr. Knapp in carrying 
out his program of “exchanging the 
tax dollar for quality”. 

The purchase order that is drawn 
up to support the requisition con- 
sists of five copies. The entire as- 
sembly is, first of all, sent to the 
City Clerk’s office. Here a deputy, 
if he finds the necessary money 
posted to the account, certifies this 
fact on copies 3, 4, and 5 by signing 
his name to a statement appearing 
on these sheets: 

“T certify that there is a sufficient 
unencumbered appropriation balance 
to pay for the account hereon.” 

After the copies have been so 
endorsed, all of them except copy 5 
(green) are returned to the pur- 
chasing office. The green sheet is 
held pending arrival of the seller’s 
bill. When this invoice, properly 
verified by Mr. Knapp’s staff, 
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tity Council 


"~e wuxtersigned hereby agrees to furniah Chior! 
ecordance with your @ecifications dated Octot 
wliver taid equipment to the sewer chlorinatic 
rut Sewer Treatment Plant, Bay Street, Sante 


Chlorination equijment 


Calif. Sales Tax 


tote of Delivery 


Mit shal) be enclosed in « sealed envelope mar) 
Pwniebing Chlorination Equipment" and de] ivere 
leon }, City Hall, Santa Cruz, 


CITY OF SANTA CRU: 
Sente Crus, Califorr 


The undersigned hereby certifies tnat 
of Sante Crus; that be ie authorize: to exe 
articles specified below, in any 


FEDERAL EXCISE TAK EXEMPTION CERTIFICATE 
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© ie the Purchasing Agent of the City 
cute thie certificate; and that the 
the accom ing order are purchased froa: 


—— f the exclusive use of 





City of Sante Crus 





governmental agency. 
PROPOSAL POR FURNIS 
CHLORINATION BQULE 


Monicipalities, 


cate. 
with costes of procecution. 


under this 


Purchase Order Bo. 


It te understood that the exenption fro- taz 
ander thie exemption certificate to the United States, States, Counties, and 
ie limited to the sale of articles purchased for their exclusive 
use, and it is agreed that if articles purchased tax-free under this exemption 
certificate are used otherwise or are sold to e=pl 
be reported to the samufacturer of t 
It te aleo understood that the 
exemption will subject the undersigned anc all 
than $10,000, or te imprisonment for  * re 


It te agreed by the vendor and vendee that if 


of said 


= the case of sales of articles 


yees cr others, such fact gust 
* articles covered by this certifi 
fraudulent use of thie certificate to secure 
guilty parties to a fine of not sore 
than five years, or both, together 


® article 


the articles purchased tax-free 


exemption certificate are used or disposed of otherwise than as herein 
specified, the vendee shall pay the tax, 
the samfecturer or will reimburse the samfacturer for any tax, including inter- 
eet, assessed by the Federal Government. 


including interest, on euch articles to 
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Widder 
By 


We hereby consent to 








City Purchasing Agent 
DEALERS ENIORSSMEST 


the allowance of a credit or refund te the City of Sante 
Cras in the amount of the tax paid by ther with respect to the sale of 





not leter than 


in the accompanying order and certify 


that we have mot heretofore given our consent to an allowance of » credit or 
refund to any other samufacturer and heave not made application for a refund or 
credit of euch Peieral tax from any other source. 











reaches his desk, the clerk author- 
izes the issuance of a voucher to pay 
the claim. The negotiable instrument 
is mailed, the date and claim num- 
ber noted on copy 5, and the green 
sheet then becomes a permanent 
record of the purchase. 

The other copies of the purchase 
order are handled as follows: 

The original (white) is transmit- 
ted to the supplier as his authority 
to make shipment. 

Copy 4 (gold) is retained in the 
purchasing office. 

Copy 2 (yellow) and copy 3 
(pink) are returned to the Fire 
Department, where they are held in 
open files until the equipment ar- 
rives. When actual delivery is made, 
the person receiving the hose ac- 
knowledges the shipment by sub- 
scribing to a statement that appears 
at the bottom of the yellow sheet: 

“I hereby certify that the quan- 
tities indicated above were received 
in good order, except as noted.” 

This receiving copy is then at- 
tached to the invoice and returned 
to the purchasing office. Here it is 
certified for payment and sent to 
the Clerk’s office, where the “obli- 
gated” funds are released as noted 
above. The pink copy is held in the 
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files of the Fire Department as its 
permanent record, and the purchase 
of the fire hose in question has now 
become a closed transaction. 


Legal Requirements 


Requisitions pour into the pur- 
chasing office from every depart- 
ment in the city, and are all given 
prompt handling. Mr. Knapp’s first 
job is to determine the available 
sources of supply and decide where 
the order is to be placed. 

Since he is a municipal purchas- 
ing agent, certain legal requirements 
must be satisfied in securing offers 
on the large contracts that are to be 
awarded. This does not mean that 
the buyer for a city is a robot 
tethered to the narrow interpreta- 
tion of existing ordinances. It re- 
quires top level judgment and exec- 
utive ability to purchase effectively 
in the sensitive markets of modern 
times. The economy-minded public 
officials want to take advantage of 
purchase savings just as do the 
directors of industrial enterprises. 
And so the purchasing office is given 
considerable leeway in the final 
selection of the vendor. Mr. Knapp 
exercises his discretionary privileges 
in two general ways. 


In the first place, it is not nec- 
essary to get a formal bid, in Santa 
Cruz, on buys amounting to less 
than $1,500. These are negotiated on 
a quotation basis. In all cases, how- 
ever, a minimum of three, and some- 
times as many as five or six invita- 
tions to bid are sent to available 
suppliers. This persistent policy of 
cross-checking with vendors qual- 
ified to meet specifications, is ex- 
plained by Mr. Knapp as follows: 

“Even after years of buying from 
the same firms, and being thorough- 
ly familiar with their products and 
manner of doing business, our pro- 
gram of asking for quotations from 
at least three suppliers is rigidly 
adhered to. This prevents our be- 
coming over-confident and being 
lulled into ordering from price 
schedules that are unrealistic and 
non-competitive. 

As a result of this precaution, 
many times old suppliers are re- 
placed by a competitive source. 
Some of the factors listed as influ- 
encing such a switch are: 

1. A locally situated manufacturer, 
or one who maintains a point of 
distribution warehouse’ enabling 
lower transportation costs, has a 
natural advantage that is capitalized 
on. 

2. The ability of any competitor 
to meet specifications at a lower 
delivered price is always a govern- 
ing factor. 

3. The supplier who maintains re- 
placement parts with a local supply 
house is given preference because 
of the time and money that is saved 
when equipment needs repairing. 

As a general rule, no substitution 
of vendors is made without first 
contacting the head of the depart- 
ment who is to use the merchandise. 
This is done to assure that there is 
nothing detrimental in the com- 
petitive equipment to the intended 
function. And even though a sup- 
plier’s product is acceptable, the 
manufacturer must still furnish 
convincing proof that he has an 
established reputation to stand be- 
hind his product before he is award- 
ed purchase contract. Mr. Knapp 
cites a recent case in point: 

“We recently had a chance to buy 
500 feet of fire hose from a war sur- 
plus house at an attractive saving in 
initial cost. Upon reflection, how- 
ever, the offer was turned down 
because we knew that if the line 
turned out to be defective, the city 
would have to stand the loss. Rather, 
we chose to send the order to an 
established supplier even though 
the original cost was higher. We 
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CITY OF SANTA CRUZ 
Purchasing Department 


CITY HALL 
Santa Cruz, California 


recerved at this office not later than: 


THIS IS NOT AN ORDER 


QUOTATION 


Address all Communications +o 


the Purchasing Agent 


DATE 
Quotation is requested on this sheet for the articles listed below. In the event of inability to quote 
nm goods as described, suggestions for substitutes may be made, giving full details. Quotations must be 


Cuy Purchasng Agent 





DETAIL 





Dept. Work Order No 














To CITY PURCHASING DEPARTMENT 
CITY HALL 
Santa Cruz, California 


We quote you as above f. 0. b. 


days from receipt of order. 





. Signed 








Shipment can be made in 


It is standard practice in municipal purchasing to invite quotations from three or more 


suppliers. 


tested the hose on arrival, then put 
it into use secure in the knowledge 
that, should a defect develop later 
on, the seller would make good. This 
is in accordance with our usual 
policy. We never try to save money 
by buying inferior products, or 
patronizing firms without established 
reputations, because it is not sound 
purchasing to take a chance on ques- 
tionable commodities even though 
the quoted price is lower.” 


Bidders Must Qualify 


When a proposed contract exceeds 
the sum of $1,500, the city must 
under law, always handle the trans- 
action through formal bidding. An 
invitation to bid is drawn up on a 
standard form and executed by the 
city manager. This embodies the 
specifications and the time and place 
bids are to be opened. Copies of this 
invitation are advertised, posted, 
and mailed to manufacturers who 
are interested in quoting. All who 
enter their bid, in proper form, at 
the City Clerk’s office before the 
specified deadline are assured of im- 
partial consideration. These bids are 
opened in the Chambers of the City 
Council, and representatives of the 


114 


various bidders may be present if 
they so desire. 

There is a proviso in all bid in- 
vitations that states, “The City 
Council reserves the right to reject 
any and all bids.” This means 
exactly what it says. The fact that 
a bidder entered the lowest figure 
does not automatically entitle him 
to the contract. Before the award 
is actually made, the vendor is sub- 
jected to the following investigation: 

1. Are the products the low bidder 
intends to furnish of high quality, 
and do they possess the reputation 
to hold up in actual use? 

2. Has the manufacturer in ques- 
tion the ability and will to make 
good any factory defects that may 
develop after delivery? 

3. Is the shipping point near 
enough to assure delivery upon the 
specified date? 

4. Does the bidder maintain re- 
placements locally, or does valuable 
time wait in jeopardy for factory 
delivery of parts in the event of 
breakdowns? 

The successful supplier must still 
meet all specifications contained in 
his original bid. The city will not 
accept substitutions. Hence, the 


ability of a bidder to comply with 
the terms of his offer is of vital 
importance in any predetermination 
of vendors. 


Special Buying Advantages 


The buyer for a municipality can 
also effect savings in ways not open 
to industrial purchasing agents. One 
such circumstance is its exemption 
from paying excise tax. This comes 
about because, under existing juris- 
prudence, the Federal Government 
is estopped from taxing a city. At 
the present time, items carrying 
such taxation include automobiles, 
typewriters, radio supplies, tires, 
and others. In order to get the 
benefit of this exemption, Mr. 
Knapp encloses with the purchase 
order, when applicable, a copy of 
the Federal Excise Tax Exemption 
Certificate. The vendor fills this out 
and sends it to the proper govern- 
ment office. When his invoice comes 
in for certification, it is checked to 
see that the tax in question is ex- 
cluded from the total bill. 

There are times also when a city 
is entitled to buy under the broad 
provisions of certain government 
contracts. Since municipalities are 
not specifically notified of these dif- 
ferentials, it requires alertness and 
detective ability for the purchasing 
agent to ferret out these permissible 
discounts. 

For example, in a recent case, an 
East Coast supplier invoiced sta- 
tionery items computed on a price 
schedule below those established in 
the Santa Cruz area. Investigation 
revealed that the shipper billed on 
a price list attending a government 
contract which includes municipal- 
ities within the scope of its vendees. 
Armed with this information, Mr. 
Knapp was able to secure similar 
discounts on all further stationery 
orders. 

These are some of the problems 
encountered, and some of the means 
employed, in purchasing for the 
City of Santa Cruz the many and 
varied commodities it needs to keep 
alive and to provide the services 
that a municipal administration 
must give its citizens. Both Mr. 
Klein and Mr. Knapp are out to 
save every nickel they can for the 
taxpayer, consistent with good 
services, and to make every dollar 
of tax money go just as far as pos- 
sible in terms of value. The fact 
that they work for a political body 
only makes them all the more eager 
and determined to perfect sound 
buying techniques and thereby win 
the approval of everyone in the 
community. 


PURCHASING 
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A timely lesson in teamwork 





P. A.—Player or Coach? 


By Paul F. Stolpman, Assistant Purchasing Agent, Texas Gas Transmission Corp., Owensboro, Kentucky 


OO often, the Purchasing Agent 

feels that the obligations of his 
job end with the satisfactory pursuit 
of negotiations on behalf of his em- 
ployer. This is emphatically not the 
case. The Purchasing Agent, like 
the Football Coach, is responsible 
for the instruction, productivity, 
performance, loyalty and integrity 
of each employee entrusted to his 
supervision. The Purchasing Agent 
who has an intense desire to be 
successful and enhance his useful- 
ness and his position with the man- 
agement of his company can well 
observe the tactics used by the great 
football coaches in handling men. 

We all know that a coach cannot 
play a football game by himself. He 
needs men—able, intelligent men 
whom he can endow with his ex- 
perience, his sense of fair play, his 
desire for victory, and perhaps most 
important of all, his enthusiasm and 
love for the game. Football, like 
purchasing, has its constant “ups 
and downs”. If the coach did not 
have a very strong love of the game, 
the constant pressure would force 
him to seek employment in another 
profession. 

Let’s amplify the comparison of 
the two professions in a few of their 
aspects. 

A prospective player is entitled 
to know just where he will fit into 
the projected plans of the coach. Is 
the coach the caliber of man to en- 
dow him with the enthusiasms nec- 
essary to maintain his scholastic 
standing, training schedules, etc.? Is 
the coach qualified to develop and 
improve the player’s present talents 
sufficiently to insure future success? 
Do the other players on the team 
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measure up to the standards re- 
quired as a good team? Nobody 
enjoys or truly benefits by playing 
on a “not so good” team. 

The publicity and acclaim that top 
coaches usually receive answer 
these questions. The prospective 
player pretty well knows the picture 
even before he selects his college or 
comes out for the team. This, how- 
ever, is not always the case when a 
company’s personnel department is 
requested to recruit a man for the 
Purchasing Agent. But the prospec- 
tive employee should have all the 
facts, whether or not he specifically 
asks. He probably will ask, for if he 
is a good man, with good business 
potential, other companies will be 
soliciting his services. In explaining 
a particular job in the purchasing 
department to be filled, the person- 
nel man can show the prospect the 
potentials of responsibility and 
salary and other employee benefits, 
and outline the step-by-step pro- 
cedure established to insure his 
success and progress with the com- 
pany through training and promo- 
tions. 

After a player has been enrolled 
on the squad, it is part of a good 
coach’s duty to keep in constant 
touch with the man’s activities, his 
scholastic and social life as well as 
his performance on the field in 
practice sessions and games. Both 
are important, not merely to keep 
the man eligible to play, but to in- 
sure his stability and his best efforts. 
If a player is worried or discontent- 
ed for reasons outside of his playing 
activities, his disposition will reflect 
on his own play and that of his 
teammates. 


The Purchasing Agent should 
likewise keep in touch with the new 
man’s indoctrination, and emphasize 
to his new subordinate and helper 
the fact that he “belongs”. In the 
old days, an employee listened to 
“the boss” because it was the boss 
talking. Nowadays, he listens if he 
is convinced that the boss knows 
what he is talking about, and if he 
stands for something the employee 
believes in. One important factor 
behind the success of labor unions 
is that they make workers feel that 
they “belong”. The labor unions 
have profited by cultivating an 
ability to listen not only to “gripes”, 
but to suggestions and constructive 
criticisms that old-time bosses were 
content to ignore. 

It is well known that players 
cherish the friendship and memory 
of a good coach. Why? Because the 
coach always demanded nothing but 
the best from his men, and because 
he knew what it took to bring out 
the best in each individual on the 
team. The coach is usually consid- 
ered a personal friend because no 
personal problem a p'ayer might 
have is too small for the coach to 
discuss and ultimately help to solve. 
The Purchasing Agent should not be 
above behavior of this type. He 
must realize that his employees also 
need encouragement and friendship. 

Purchasing department employees, 
to give their best, need some one on 
the management team who has their 
interest at heart—not an individual 
whose own ambitions are realized 
through the exploitation of the 
members of his department. The 
Purchasing Agent must acknowledge 

(Please turn to page 354) 
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A picture story on stockroom 


safety 








WRONG! Don’t bend the back like 
this to lift. Back muscles aren’t nearly as 
strong as thigh muscles. Besides, you're 
off belance, and the weight is increased 
by leverage. 


TAKE TIME 


before tackling it. Decide where to grip, 
what direction to facc. 





POSITION 


is everything. Get in close, 
knees straddling the package if possible. 
Legs are flexed to supply lifting power 
from those strong thigh muscles, not 
your back, as you straighten your knees. 





“Wd ‘UBIS3HD “OD Wad VE 41095 





to survey the situation 





Lift it E-A-S-Y 


HEAVY carton, newly de- 

livered, lies on the stockroom 
floor. It should be placed on a shelf 
or into the proper stock bin. Sounds 
like a simple problem, of intriguing 
interest only to a four-year-old. But 
wait a minute before you tackle the 
job. For how that carton is hefted 
to its place can mean one employee 
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with a sore back or strained muscles 
tomorrow—possibly with a hernia a 
few months hence. And it’s usually 
so easy to avoid! 

There’s a right way of lifting— 
and many wrong ways. The accom- 
panying picture sequence illustrates 
some of the ways your stockroom 
employees can conserve their 


By David Markstein 


strength and energy, simplify their 
work, reduce their (and the com- 
pany’s) doctor bills, and save a lot 
of lost time due to fatigue and 
strain. “A strong back and a weak 
mind” don’t necessarily go together. 
Keep that back strong by putting 
your mind to the problem first. 
And make a habit of safe lifting. 


PURCHASING 





HUG the weight close to the body. 
The farther out it is held, the greater the 
muscle strain. 


WATCH the path before you set out > 
on it with a heavy load, especially if the 
package is such that you can’t see where 
you are putting your feet. Make sure 
there are no slippery spots, nothing to 
trip the feet. 














SAFE LANDING. When placing the 
load on a shelf or table, slide the end on 
first. This lightens the load muscles 
must carry. Then push it forward into 
place 


MACHINES are better than muscle- 
power. Use them wherever possible. It’s 
not only easier on the back—it’s more 
economical, too. 








Circumstances modify the 


*“as is’? clause 





By Leo. T. Parker 


URING the past months I re- 

ceived several interesting let- 
ters from readers on the validity of 
guarantees. One of these is as fol- 
iOWS: 

“Our company frequently takes 
used merchandise and equipment in 
trade as part payment on new mer- 
chandise and equipment. We have a 
great deal of trouble and contro- 
versy with buyers of used merchan- 
dise. Recently we sold a trade-in or 
used machine in which sale contract 
is a clause, as follows: ‘It is under- 
stood between the buyer and seller 
that this machine is being sold “as 
is’.’ The purchaser is suing us for 
damages, claiming we are liable be- 
cause the machine was defective 
when he took delivery. Does an ‘as 
is’ clause absolutely relieve a seller 
from all liability on defective equip- 
ment which proves unsatisfactory to 
the purchaser? Is a seller always 
liable on a guarantee he gives with 
merchandise?” 

After receiving this and other 
similar letters from readers, the 
writer reviewed late and leading 
higher court decisions pertaining to 
various kinds of guarantees, on both 
new and used merchandise. Hence, 
this article represents a discussion 
of important phases of the law on 
guarantees, involving new and also 
used merchandise, and its purpose 
is to enable purchasers to know 
whether a guarantee is valid and 
enforceable. 

First, it is important to know that 
the higher courts in different local- 
ities hold that various and different 
kinds of guarantee clauses are a 


118 





When Seller is Liable 
on Warranty 


great deal more effective than an 
“as is” clause to relieve a seller of 
either new or used merchandise, 
machinery and equipment from lia- 
bility. Aiso, the courts hold that, 
under certain circumstances, no 
clause will protect or relieve the 
seller from liability to a purchaser 
who buys defective merchandise. 
Before reviewing late and leading 
higher court decisions on sale con- 


| HAVE TO LOOK THIS OVER 
BECAUSE THE “AS IS" CLAUSE 
CANCELS ALL WARRANTIES 


COURT of iy 


suarantee against defects, in the 
subject of the sale, for three months. 
Another’ clause in the contract 
would be void which specified that 
the buyer takes the merchandise “as 
is’ unless, of course, the latter 
clause distinctly states that the for- 
mer expressed guaranteed is can- 
celled and thereby rendered in- 
effective. 

Another important and well estab- 


THAT EXAMINATION 
WILL MAKE THE 
"AS IS" CLAUSE 
STAND UP IN 
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WHEN MERCHANDISE IS SOLD “AS IS" THE BUYER I§.PUT ON 
GUARD AGAINST POSSIBLE DEFECTS 


tracts containing “as is” and similar 
clauses I shall explain: An “as is” 
or similar clause never is effective 
if the contract contains an expressed 
guarantee. In other words, where a 
seller gives a definite guarantee, no 
clause in the contract may reduce or 
eliminate the expressed guarantee. 
For illustration, assume that a sale 
contract contains an _ expressed 


lished rule of law is: An expressed 
guarantee may be rendered void by 
an “as is” clause if the expressed 
guarantee is printed in the contract 
form, and the “as is” clause is type- 
written or penwritten in the printed 
contract. This is the law because, 
under all circumstances and condi- 
tions, a penwritten clause takes 
precedence over typewritten and 
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HIGH-TENSILE STEEL 





N-A-X HIGH-TENSILE, having 50% greater strength than mild 
carbon steel, permits the use of thinner sections—resulting 
in lighter weight of products, yet with greater resistance to 
denting. It is a low-alloy steel—possessing much greater 
resistance to corrosion than mild carbon steel, with either 
painted or unpainted surfaces. Combined with this charac- 
teristic, it has high fatigue and toughness values and the 
abrasion resistance of a medium high carbon steel—result- 
ing in longer life. of products. 


N-A-X HIGH-TENSILE, with its higher physical properties, 
can be readily formed into the most difficult stamped shapes, 
and its response to welding, by any method, is excellent. 
Due to its inherently fine grain and higher hardness, less 
surface preparation is required for either painted or plated 
parts. 

Your product can be made lighter, resulting in shipping 
economies to consumer .. . to last longer . . . and in some 
cases be manufactured more economically, when made of 
N-A-X HIGH-TENSILE steel, 
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printed 


clauses. And typewritten 
clauses 


have priority over printed 
clauses. 

Thus, although a printed contract 
contains no implied or expressed 
guarantees, or the printed contract 
has an expressed guarantee, either 
a typewritten or penwritten “as is” 
clause has priority, and is valid and 
enforceable. Particularly this is so, 
because if a typewritten or pen- 
written “as is” clause is inserted in 
a printed contract, the legal effect is 
exactly the same as if an additional 
clause is inserted which stipulates 
that all other guarantees and war- 
rantees are cancelled and rendered 
void. 

On the other hand, assume that 
the body of the contract and also 
the “as is” clause are in the same 
script. either printed, typewritten or 
penwritten, and also the contract 
contains an expressed guarantee. 
Under these circumstances, as above 
explained, the “as is” clause is auto- 
matically cancelled and rendered 
void because the authorities always 
assume that when several conflicting 
guarantees are in a contract written 
by a seller, the one which is most 
strongly in favor of the buyer is 
effective. 


Legal Effect of "As Is" Clause 


Modern higher courts consistently 
ho!'d that an ordinary contract with 
an “as is” clause means that the 


YOU TOLD ME THAT YOU 
WOULD STAND BEHIND 
THIS PAINT 
| DEMAND MY 
MONEY BACK 


merchandise before he signs the 
purchase contract. This is the gen- 
eral law. 

Of course, any statement or act 
on the part of the seller intended to 
misiead the purchaser may render 
the “as is” void. Generally speaking, 
however, irrespective of a seller’s 
ordinary statements or “puffing”, the 
“as is” clause will not be void if the 
purchaser had an opportunity to in- 
spect the merchandise and deter- 
mine for himself its quality and 
value. 

See the leading case of Findley 
Supply Company v. Downing, 54 
S. E. (2d) 716. Here the testimony 
showed that a seller verbally guar- 
anteed that the used equipment was 
reconditioned and in good condition. 
The buyer purchased the equipment 
after inspecting and testing it. With- 
in a few days the equipment devel- 
oped serious defects. 

In subsequent litigation, the higher 
court held that as the buyer had 
signed a written contract which 
contained a clause that the equip- 
ment was being sold “as is”, the 
seller could not be liable on any 
guarantee, either expressed or im- 
plied. The court said: 

“The very words ‘as is’ would 
cause a person to know that the 
seller meant ‘If you buy you take 
the article with all its faults.’” 

Again see Leo Hardware Company 
v. Crary Company, 147 Wis. 166, 
where both a buyer and seller 


OF COURSE PROVIDED THAT 











THE MANUFACTURER 
WILL STAND BEHIND 
ME..| DON'T KNOW 
WHAT'S IN THE CAN 


A RETAILER MAY BECOME LIABLE IF HE ADDS A PERSONAL 
WARRANTY TO MANUFACTURER'S GUARANTEE 


purchaser takes the subject of the 
sale in its present perfect or im- 
perfect condition. The courts also 
hold that when a contract contains 
an “as is” clause, the purchaser is 
prewarned that the merchandise or 
equipment may or may not be de- 
fective and of poor quality. Hence, 
it is the purchaser’s legal duty to in- 
spect, test, and carefully examine the 
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signed a written contract that con- 
tained a clause that the seller did 
“not guarantee the quality” of the 
merchandise, which proved to be 
worthless. The higher court refused 
to hold the seller liable in damages 
to the purchaser, and said: 

“If it be conceded that the con- 
tract is one-sided, it must also be 
conceded that the parties had a 


right to make a one-sided contract 
if they saw fit.” 

In other words, this court clearly 
indicated that if a purchaser is so 
foolish as to sign a sale contract 
greatly to his disadvantage, and to 
the seller’s advantage and benefit, 
the purchaser must stand the con- 
sequences. In the leading case of 
Lumbrazo v. Woodruff, 256 N. Y. 
92, 175 N. E. 525, 75 A.L.R. 1017, the 
court said: 

“Neither party was obliged to 
enter into this contract, and there is 
no public policy which prevents 
adult persons of sound mind making 
such agreements as they please, not 
prohibited by statute, or contrary to 
good morals.” 

Therefore, in view of these de- 
cisions the readers must realize that 
no court will assist a purchaser to 
win a favorable verdict, if the tes- 
timony shows that he intentionally 
signed a contract containing a clause 
which clearly relieves the seller 
from all liability and responsibility 
on guarantees, or other normal ob- 
ligations. 


Retailer's Liability 


Recently a reader asked this 
question: “When and under what 
circumstances is a retail seller liable 
on a guarantee where he sells mer- 
chandise sealed in containers by the 
manufacturer?” 

According to a late higher court 
decision a retailer of products con- 
sumed or used by the purchaser 
does not impliedly warrant the 
quality, grade or suitableness of the 
product. However, irrespective of 
ordinary conversation, or other 
direct or expressed approval of the 
product, the retailer impliedly guar- 
antees the product to be wholesome 
and not injurious for human use or 
consumption. This is so although the 
product is sold by the retailer in the 
original sealed packages and with- 
out knowledge of its contents, in- 
gredients or logical effect on the 
human body. So held the higher 
court in the late and leading case of 
Highbee v. Giant, 106 Fed. Supp. 
586. 

Considerable discussion has arisen 
from time to time over the legal 
question: “Relative to products not 
used on a human body when, if 
ever, is a retailer liable on a guar- 
antee made by a manufacturer?” 

The answer is: According to a late 
higher court decision a retailer is 
liable on a guarantee only when the 
testimony proves conclusively that 
the retailer personally made an ab- 
solute guarantee to the purchaser. 

For illustration, in Postell v. Boy- 
kin Supply Company, 71 S. E. (2d) 
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Industrial Giant? 


No, Duncan Miller, Vermont logger (pic- 
tured left), is no industrial giant, but his 
power and lubrication needs are just as 
vital, and served just as assiduously by 
Cities Service. Cities Service is proud of 
its long and successful record serving 
3 America’s top industrial organizations, 
but it is equally proud of its record with the “Duncan Millers.”’ 











Says Duncan Miller: “| produce some 600,000 board feet of lumber a year. 
My 100-horse diesel drives all my equipment. | use Cities Service Diesel Fuel 
because it gives me all the power | need and burns so cleanly to provide easier 
equipment maintenance. 

“In my trucks, tractors, chain saw and sawmill, | use Triple HD Koolmotor Oil. 
| even use Koolmotor in my high speed bearings that carry heavy loads... 
and Koolmotor has done every job with complete satisfaction for me. 

“| also use Cities Service Gasolene in my trucks, tractors and chain saw. | 


heartily recommend it where a lot of power and economy of operation are 
needed.” 


You don't have to be a sawmill operator to realize the value of 
Cities Service one-source buying for the finest, most economical 


power and lubrication, and the services of our expert Lubrication 
Engineers! 







100-HORSE DIESEL, powered and lubricated with 
Cities Service Products, is the power plant for 
Miller’s operation. 
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FOR SEVEN YEARS, Miller has used only Cities 
Service Products and ‘‘They have given best re- 





sults at all times.’ 
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783, the testimony showed facts as 
follows: A retailer purchased paint 
in sealed cans from a manufacturer. 
The retailer sold the paint to a home 
owner who, before the purchase 
contract was made, asked the re- 
tailer regarding the quality of the 
paint. The retailer said: “I will stand 
behind it.” In other words, in later 
litigation the retailer admitted that 
he knew that the purchaser was 
relying upon his personal guarantee 
rather than the manufacturer’s 
guarantee printed on the cans of 
paint. 

In subsequent litigation the lower 
court held the retailer not liable on 
the guarantee because, although the 
testimony showed that the paint was 
unsatisfactory and peeled within a 
short time after it was applied, yet 
the retailer purchased the paint in 
sealed cans from the manufacturer 
and the retailer believed that the 
manufacturer would “stand behind” 
the paint and satisfy dissatisfied 
users. In this respect the retailer 
testified: “You ask if I meant when 
I told him (buyer) I would stand 
behind it that he could have re- 
course on me if the paints were not 
satisfactory. I meant he could have 
recourse on the manufacturer... . I 
felt that the reputation of this man- 
ufacturer was such that they could 
stand behind me and I could stand 
behind him (home owner) and I did 
everything I could to make them 
(manufacturer) make it good, too. 
You ask if I meant that if anything 
went wrong I would protect Mr. 
Postell (home owner) in using my 
paints. Insofar as I could, yes sir.” 

The undisputed evidence was to 
the effect that the paint was applied 
in accordance with directions except 
that small additions of turpentine 
were made when it was too thick, by 
an experienced painter whose work 
had always given satisfaction; that 
both old and new surfaces peeled 
off; and that when the old paint was 
removed and another paint was used 
it proved to be satisfactory. 

The home owner appealed to the 
higher court on the contention that 
the retailer had personally guar- 
anteed the quality of the paint, al- 
though he did so believing that the 
manufacturer would “stand behind” 
him and its paint products. On the 
other hand, the retail seller argued 
that as the paint was in sealed cans 
and he knew nothing of the ingre- 
dients and process used to manufac- 
ture the paint, his assurance to the 
home owner that the paint would be 
satisfactory simply meant that if the 
home owner was not satisfied with 
the paint he would hold the man- 
ufacturer solely liable. 
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It is mteresting to observe that 
the higher court reversed the lower 
court’s verdict and in holding the 
retail seller liable to the home own- 
er said: 

“Where goods are sold in the 
manufacturer’s original sealed con- 
tainers, and there is nothing to put 
the retailer on notice that they are 
not as represented to be, he is not 
liable on an implied warranty.” 


TSK! TSK! | KNOW 

THE STUFF ISN'T 

MUCH GOOD, BUT IF 
YOU HAD 

INVESTIGATED 

YOU WOULD 

KNOW THAT | 
MADE A 

SLIGHT OVER- 

STATEMENT 


pressed” warranty or guarantee, he 
must, in order to earn a favorable 
verdict, prove (1) that the verbal 
or written statement was an ex- 
pressed guarantee, and (2) that the 
purchaser relied upon the statement 
to be an expressed guarantee. 
Considerable discussion has arisen 
from time to time over the legal 
question: Does a verbal agreement 
or promise when made by a seller 


| TOOK YOUR 
WORD AND 
i'M HOLDING 
YOU TOIT 


Poet 


THERE !S AN IMPLIED WARRANTY OF REASONABLE WORTH 
WHERE BUYER MUST RELY ON SELLER'S WORD 


In other words, this court clearly 
indicated that if the retailer does not 
personally guarantee the quality of 
a manufacturer’s product he is not 
liable on an implied guarantee. 
However, in this case the retailer 
seller actually did personally guar- 
antee the quality of the paint. 
Therefore, in holding the retail seller 
liable, the court further said: 

“To recover for an express war- 
ranty it is necessary to show that 
the dealer intended the statement to 
be an express warranty and knew 
that the purchaser was relying on it 
as such. Here the defendant (seller) 
recommended the product on the 
basis of the manufacturer’s repre- 
sentations and his experience with 
it, but he also went farther, and, as 
testified, told the plaintiff, (home 
owner) ‘I will stand behind it.’ He 
admitted that he knew at the time 
of this statement that the plaintiff 
was looking to him rather than to 
the manufacturer to stand behind 
the paint. The words, ‘I will stand 
behind it’ may and usually do 
amount to an express warranty. 
Indeed, we can hardly imagine a 
different implication for these words 
as here used. Where an express 
warranty is made, it is immaterial 
whether or not the seller bases the 
same upon his own knowledge.” 

For comparison, see the new case 
of Post v. Adler, 11 S. E. (2d) 495. 
This court held that if a purchaser 
intends to base his suit on an “ex- 


in conjunction with a written “as is” 
or similar clause affect or change 
the meaning of the written contract? 
The answer is: Where a _ signed 
written contract is in controversy, 
testimony which relates to verbal 
agreements between the parties will 
not be considered by the courts as 
evidence to vary or contradict the 
meaning of the written contract or 
agreement. On the other hand, it is 
well settled that a written “as is” 
contract may be rescinded or can- 
celled by the purchaser upon proof 
that he was induced to enter into 
the agreement by the seller’s fraud- 
ulent verbal or written statements. 
Hence, a written “as is” contract 
cannot be varied or changed by 
verbal agreements or promises, but 
a contract obtained by fraud or de- 
ceit is invalid, irrespective of wheth- 
er the fraud consists of written or 
verbal statements 

For illustration, in the case of 
Ferguson v. Koch, 268 Pac. 343, it 
was disclosed that a buyer and seller 
signed a contract which specified 
that the equipment was sold “as is”. 
Previous to the purchaser signing 
the contract, the seller verbally 
guaranteed the equipment to be in 
good condition. When the buyer dis- 
covered that the sel'er’s verbal 
statement was false, he sued to re- 
scind the contract and recover the 
purchase price. 

The seller attempted to. avoid 
liability on the plea that the buyer 
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had ample opportunity to examine 
the equipment, and also contended 
that the verbal statement was not 
admissable as testimony against him, 
particulariy because the written 
contract contained the “as is” stip- 
ulation. 

The higher court held the seller 
bound to take the equipment back 
and refund the purchaser’s purchase 
price, and said: 

“A purchaser has a right to rely 
on the presentations of the seller as 
to facts not within his knowledge, 
and the seller cannot escape respon- 
sibility by showing that the pur- 
chaser might have ‘ascertained upon 
inquiry that the representations 
were untrue. 

Hence, the law is well established, 
as follows: If a seller makes any 
false or fraudulent. statement not 
within knowledge of the purchaser 


NOBODY COULD LIVE UP TO 
THIS GUARANTEE.|!'LL BE BACK 






merchandise or equipment is “first 
class”. 

For instance, in a late case a pur- 
chaser refused to accept and pay 
for merchandise on the grounds that 
the seller had promised to deliver 
“first class” merchandise. The pur- 
chaser contended that the merchan- 
dise was not “satisfactory”. 

The seller filed suit for the full 
contract price and proved that the 
goods were “reasonably” good, in 
consideration of the amount of the 
contract price. Therefore, the higher 
court held the seller entitled to re- 
cover the full purchase price from 
the purchaser. 


Purchaser Has Knowledge 


Notwithstanding the above ex- 
planations some higher courts agree 
that, under certain conditions, if a 
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SELLER IS NOT LIABLE ON A WARRANTY WHICH THE BUYER 
KNOWS CANNOT BE FULFILLED 


and designed to induce the purchaser 
to sign a/ contract containing an 
“as is” or other clause intended by 
the seller to relieve him from liabil- 
ity on any or all kinds of guarantees, 
the seller positively is liable on an 
implied guarantee that the subject 
of sale is reasonably worth the pur- 
chase price, and that it will render 
reasonably satisfactory service. 


Satisfaction Guaranteed 


A great deal of argument has 
arisen, both in and out of court 
rooms, over the legal effect of a 
clause in a sale contract to the effect 
that the seller guarantees that the 
purchaser will be satisfied with the 
subject of the sale. 

According to a late higher court 
decision, if a seller guarantees “sat- 
isfaction”, this statement means only 
one thing, namely, that the mer- 
chandise will be “reasonably” satis- 
factory in consideration of the con- 
tract price. The same law is applic- 

able to a guarantee by the seller that 
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purchaser is experienced with the 
merchandise or equipment he in- 
tends to purchase and he examines 
or inspects it, the seller automatic- 
ally is relieved from all guarantees, 
including fraudulent statements and 
promises. Also, the courts hold that 
a purchaser is not defrauded when 
the testimony shows that he pur- 
chased the merchandise after the 
seller made the alleged fast state- 
ment, or the purchaser knew that 
the seller’s statement was false at 
the time or before the sale contract 
was signed. 

Of course, this law is applicable 
also to a purchaser not experienced 
with the merchandise he is purchas- 
ing. If the purchaser is able by tests 
or inspections to determine whether 
merchandise is reasonably worth 
the sale price, he cannot ordinarily 
be defrauded by the seller. And 
always if an experienced purchaser 
inspects merchandise, machinery or 
equipment before entering into a 
sale contract, he is put on his guard, 





and he is expected by the law to 
use his own good judgment with 
respect to the quality, quantity and 
other characteristics of the subject 
of the sale. 

For illustration, in the leading 
case of Cochran v. People, 4 S. W. 
(2d) 515, it was shown that a pur- 
chaser thoroughly inspected mer- 
chandise he intended to purchase. 
Later the purchaser attempted to 
rescind the contract on the grounds 
that he believed the equipment was 
more valuable than actually it was 
and also the seller had orally stated 
the quality to be better than the 
equipment actually delivered. 

Notwithstanding this testimony 
the court held the purchaser bound 
to fulfill the exact terms of the pur- 
chase contract, saying: ; 

“In order to avoid a contract of 
sale on the ground of fraudulent 
representations, such representations 
must relate to an existing fact mate- 
rial to the contract and upon which 
the purchaser had a right to rely 
and did rely to his injury.” 


Purchaser Admits Non-Belief 


Not only is a seller relieved from 
all liability on a guarantee where 
the purchaser did not rely upon 
known false statements made by the 
seller, but also the seller is relieved 
from liability even if the purchaser 
has any belief that the seller may 
not be able to fulfill the guarantee. 
Stating the law in a different way, 
a seller is not liable on any guar- 
antee if the testimony shows that at 
the time the seller made the guar- 
antee the purchaser had good reason 
to believe that the dealer could not 
fulfill the terms of the guarantee. 

For example, in White, 268 Pac. 
737, a purchaser bought a used ma- 
chine. Later he refused to pay for 
it on the grounds that the seller had 
induced him to make the sale con- 
tract by writing in the contract a 
warranty clause so strong that the 
seller himself knew it could not be 
fulfilled. 

The higher court held that the 
purchaser could not rescind the 
contract and must pay the full con- 
tract price to the seller. This court 
explained that as the purchaser had 
admitted that before he signed the 
sale contract he believed the seller’s 
guarantee was so strong that the 
seller would be unable to fulfill it, 
under such circumstances the pur- 
chaser was prewarned that the seller 
may be practicing fraud, and this 
knowledge made it imperative that 
the buyer make a complete investi- 
gation and thoroughly test the ma- 
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nished in wanted AISI standard as well as special re- 
sulphurized steels. Phone or write our nearest Dis- 
trict Sales Office. 
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is THE YOUNGSTOWN SHEET AND TUBE COMPANY 





- General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, 'N. Y 
€ PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS 
a- SHEETS - PLATES - WIRE ELECTROLYTIC TIN PLATE - COKE TIN PLATE RAILROAD TRACK SPIKES 
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chine to learn for himself whether 
or not it was suitable for his pur- 
poses and worth the purchase price. 


Seller Is Relieved 


The higher courts very consist- 
ently agree that certain clauses in 
sale contracts may relieve the seller 
from all liability on guarantees. 
Other courts have held that a seller’s 
fraudulent statements cannot be 
rendered void and ineffective al- 
though the purchaser signed a con- 
tract containing a clause absolutely 
relieving the seller from all liability. 

For example, the courts hold that 
a clause is to an extent valid, as 
follows: “It is agreed between the 
buyer and seller that all prior guar- 
antees, statements and promises 
made by the seller, and his agents, 
are hereby cancelled, and that this 
contract is substituted therefor.” 

The courts hold that a purchaser 
who signs a written contract con- 
taining this clause certainly intends 
to relieve the seller of all past 
guarantees, statements and promises. 
However, even with such a clause 
the seller remains obligated and 
bound by past fraudulent statements 
made by himself and especially by 
his agents, salesmen and represen- 
tatives. This is so because under no 
such ordinary circumstances may a 
seller be relieved from his fraud. 
The leading higher court case in- 
volving this law is Ferguson v. 
Koch, 268 Pac. 342. Here a buyer 
and seller of equipment signed a 
contract of sale which contained 
this clause: “This is to certify that 
Ferguson (dealer) agrees to sell to 
one Koch one chassis, ‘as is’... . The 
chassis is sold ‘as is’ due to the fact 
that certain parts belonging to chas- 
sis are not attached thereto.” 

This contract did not contain a 
clause that all prior verbal agree- 
ments, guarantees and statements 
were cancelled or that the contract 
“represents the full and complete 
agreement between the buyer and 
seller”. Nevertheless, the above 
clause is fully equal to such a clause. 

The buyer of the chassis discov- 
ered that the salesman’s statements 
made before the contract was signed 
were false. This salesman had stated 
that the chassis would carry 2 tons. 
The purchaser immediately sued to 
recover the full purchase price 
when he discovered that the chassis 
would not “hold up” under a 2-ton 
load regularly. 

The seller attempted to avoid 
liability on the grounds that the 
buyer had ample opportunity to 
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examine the chassis, and he also 
contended that testimony relating to 
the salesman’s verbal statements 
was not admissible because the 
written contract contained the above 
mentioned “as is” clause or stipula- 
tion. 

The court held the seller bound 
to take back the chassis and refund 
the full purchase price, and said: 

“A purchaser has a right to rely 
on the representations of his vendor 
as to facts not within his knowledge, 
and the seller cannot escape respon- 
sibility by showing that the pur- 
chaser might have ascertained upon 
inquiry that the representations 
were untrue. . . . Hence, the fact 
that the sale is evidenced by a writ- 
ten contract will not prevent the 
purchaser from proving by parol 
evidence that the sale was induced 
by fraud. And this is true even 
though the contract recites that all 
conditions and representations are 
embodied therein. .. . The law never 
countenanced a rule which would 
deny to one the right to prove that 
fraud had been practiced upon him.” 

Therefore, it is quite apparent that 
irrespective of clauses or the con- 
tents of a contract, which a pur- 
chaser willingly and knowingly 
signs, he cannot sign away his right 
to sue the seller on the grounds of 
fraud, deceit or even silence which 
amounts to fraud. Numerous higher 
courts have held that if a seller 
remains silent and fails to inform a 


YOUR SALESMAN 
TOLD ME IT WOULD 
CARRY 2 TONS 





ions of the seller. Ordinary limita- 
tion clauses in a contract, while not 
effective to protect a seller against 
past fraudulent statements, are good 
protection against ordinary state- 
ments and personal opinion of the 
seller regarding the quality or worth 
of the merchandise. The higher 
courts hold that a seller who ex- 
presses his mere personal opinion 
regarding the quality of merchan- 
dise, machinery or equipment does 
not practice fraud. See J. E. Com- 
pany v. Conner, 139 S. E. 694. Here 
it was disclosed that a sale contract 
contained the following clause: 

“It is understood that this in- 
strument contains all of the terms, 
conditions, and agreements between 
the purchaser and the company 
(seller), and that no agent or repre- 
sentative of the company has made 
any statements, representations, or 
agreements, verbal or written, mod- 
ifying or adding to the terms and 
conditions herein set forth... .” 

Later the purchaser sued to re- 
scind the contract and proved that 
the company’s agent had made cer- 
tain untrue statements regarding 
the quality of the merchandise and 
its benefits to the purchaser. 

As the salesman’s false statement 
was merely his personal opinion and 
belief, the court held the seller not 
liable nor responsible for the sales- 
man’s statements. 

Therefore, according to this lead- 
ing higher court decision, if a seller 
believes that merchandise or equip- 


BUT YOU SAW IT, 
AND BOUGHT IT"AS |S" 


NO CONTRACT CLAUSE CAN DENY BUYER'S RIGHT TO 
CLAIM AND PROVE FRAUD 


purchaser of known defects in mer- 
chandise or equipment, the seller is 
guilty of fraud to the same extent 
and degree as if he deliberately 
made a false and fraudulent state- 
ment to the prospective purchaser. 

Of course, readers should be able 
to distinguish between fraudulent 
statements and mere personal opin- 


ment is without defects, worth the 
purchase price and suitable for the 
purchaser’s needs, he cannot be 
guilty of fraud irrespective of what 
he inserts in a contract or verbally 
states to the prospective purchaser. 
This law is applicable to both new 
and used merchandise and equip- 
ment and accessories. 
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DL-CELL-O for PRECISION 


A CHOICE OF MODELS FOR EFFICIENT 
CONDITIONING OF SINGLE-POINT TOOLS 


Ex-Cell-O builds a complete line of tool grinders 
for the precision sharpening of carbide tools, 


and for a wide range of tool sizes from the 
smallest precision boring tools to large lathe 
0 0 and planer tools. All Ex-Cell-O Tool Grinders 


are double-end models with generously pro- 


é portioned tool rest tables, and all are equipped 

for face grinding on steel-back wheels. These 

G rl n d ey wheels are advantageous because the straight 
face gives correct tool angles without curves, 

and the surface speed remains constant through- 

out the life of the wheel. For fine finishing of 

small tools or for fast metal removal on large 


tools, there’s an Ex-Cell-O Grinder to suit the 
needs of every shop, large or small. 





Tables are of ample size to give good support to the range 
of tools for which the grinder is designed. In addition, tables 
on Ex-Cell-O Tool Grinders, are easily adjustable to the required angles, and are also 
contact your local Ex-Cell-O adjustable toward the wheels to compensate for wheel wear. 
representative or send for Slots are machined the full width of the tables to guide tool 
Bulletin 46337. protractors and wheel dressers. 


For complete information 


_ 


EX-CELL-O CORPORATION [22.2 


ee a 


MANUFACTURERS OF PRECISION MACHINE TOOLS © GRINDING SPINDLES © CUTTING TOOLS © RAILROAD PINS AND 
BUSHINGS ¢ DRILL JIG BUSHINGS © AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS © DAIRY EQUIPMENT 








New Products 


Inverter to Operate Small Elec- 
trical Equipment in Cars 





The American Television and 
Radio Company, 300 E. Fourth St., 
St. Paul, Minn., announces new 


models of their inverters for oper- 
ation from 6 v or 12 v storage bat- 
teries in automobiles, buses and 
trucks. They will provide 110 v a-c 
60 cycle output in various wattage 
capacities for the operation of dic- 
tating machines, tape recorders, wire 
recorders, radio sets, test equipment 
and other related small electronical 
or electrical apparatus. Inverter 
models are also available for op- 
eration from d-c input voltages 
ranging from 6 v to 220 v d-c in 
cases where only d-c current is 
available. 


Rule Features New Type of 
Marking 


No, 126F Green End folding rule 
marketed by Stanley Tools, New 
Britain, Conn., features revolution- 
ary type of marking—sticks which 
open only to even numbers. In ad- 
dition, the “F” marking gives inside 
flat reading, and numbers begin on 
inside face of rule, so that figures 
lie close to work. Square ends and 
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even numbers make rule useful as 
pocket-size marking page for stand- 
ard building measurements in two- 
inch units. Opened from short leg 
end, each additional leg extended 
gives end-to-end reading in even 
half-foot lengths. Figures are large 
and black on white hardwood sticks, 
which are plastic coated for longer 
life. Ball-lock action joints are rigid 
and prevent “stretch.” 


Variable Troughing Belt Con- 
veyor Idler Designed 





A variable troughing belt con- 
veyor idler has been designed by 
Link-Belt Co., 307 N. Michigan Ave.. 
Chicago 1, Ill., to provide smooth 
belt transition between troughing 
idlers and flat pulley. The angle of 
inclination of the concentrator rolls 
is adjustable from 20 deg to fully 
horizontal. This permits a gradual 
flattening of the belt as it approaches 
the head pulley, thus minimizing 
stresses and resulting in longer belt 
life. The idler is available in two 
types: (1) for belts carrying all but 
the heaviest and coarsest materials, 
in seven belt lengths from 24 to 60 
inches; (2) for belts carrying the 
heaviest materials in six widths 
from 36 to 72 inches. 





Loading and Unloading Unit for 
Railroad Cars and Trucks 





In collaboration with a large east- 
ern railroad, Henry J. Ferguson 
Company, 115 West Avenue, Jen- 
kintown, Pa., has developed a new 
loading and unloading unit for use 
with baggage cars, freight cars or 
trucks. The unit is available in 11’, 
13’, and 15’ sizes with %4 hp motor 
and 16” wide belt. The motor has 
electrical controls for two way oper- 
ation. The unit can be raised by 
hydraulic jacks at either end. This 
“double end belt booster” can be 
used alone, or in conjunction with 
roller or wheel conveyors. 


Pressure Sensitive Adhesive 
Offered 


The Flexrock Co., 3619 Filbert, 
Philadelphia 1, Pa., is making avail- 
able an adhesive for binding Teflon 
to Teflon, or Teflon to metal and a 
variety of other materials. Adhesive 
is of pressure sensitive type, and 
tests show pee! strength of more 
than 1000 grams per inch, or a direct 
pull of 12-15 psi. Adhesive is also 

(Please turn to page 130) 
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Heavy-Duty A. C. Welder 









@ 
The A. O. Smith Champion 


longer life 


than any other A.C. welder 


Available in 300-, 400-, 
and 500-Amp. models. 
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LIFE EXPECTANCY CHART 


120 ----------------------- - 





100 F 
80+ 


60} A. ©. SMITH CHAMPION Ton, 


Sa SSC SF FS SSS SSeS See Fe Ce See Se eeeee 








' 

40+ ; : 
; 1 

' 4 

20 : 
' 

7 =. 

j i . 

2,000 4,000 6,000 8,000 10,000 12,000 14,000 


Temperature Rise—Degrees Centigrade 


Operating Hours 











Temperature Rise Determines Machine Life 


According to the Insulation and Aging as long as any other A. C. welder on the 
versus Temperature Curves, as published market today. 
by the A.I.E.E. ... the cooler a welding 





machine operates, the longer its production 


life. 


The A.O.Smith Champion is the ov/y A. C. 
welder on the market with enough cop- 
per and cooling capacity to operate 
without exceeding a 55° C. temperature 
rise—as compared to the 90° C. rise 
allowed by N.E.M.A. for glass-insulated 
welders. 


This means: The Champion will give you 
top production efficiency almost twice 
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Built for these who want the best in weld- 
ing, the Champion has a full 75 open 
circuit volts, high-velocity down-draft 
ventilation, all-weather case, 12142KVA 
power factor correction and stepless 
current control. 
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For additional information on welding 
machines, electrodes and accessories, 
see your local A. O. Smith distributor 
or write to A.O.Smith Corporation, 
Welding Products Division, Milwaukee 
1, Wisconsin. 


WELDING PRODUCTS DIVISION 
Dept. P-1153, Milwaukee 1, Wisconsin 
INTERNATIONAL DIVISION: MILWAUKEE 1 
Made by welders... for welders 
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SEND FOR THESE FREE. 


ROPE STRENGTH CHARTS 


American Manufacturing Company, Brooklyn 22, N. Y. 
Please send Rope Strength Charts 


(J WALL TYPE [(() DESK TYPE 
[] NEW NYLON ROPE FOLDER 


Name___ 





Company 





Address 





Zone State 











These charts—for wall or desk use—are offered 
with the compliments of the makers of “‘American 
Brand” Pure Manila Rope and a complete line of cordage products. Use the coupon 
above and please indicate which charts you want. ‘‘American Brand” Rope is sold 
nationally through Industrial Distributors. 


American Manufacturing Company 


Brooklyn 22, N. Y. 
Rope (Manila, Sisal, Jute, Nylon, Polyethelene, Saran, Glass), Twine, Oakum, Packing, Baler Twine, 
Corpet ond Electrical Yarns 
Branch Factories : 
St. Levis Cordage Mills, St. Lovis 4, Mo., Delaware River Jute Mills, Philadelphia, Pa. 
Sales Offices: 
Boston * Chicago * Houston * Los Angeles * New Orleans « Philadelphia « Pittsburgh * San Francisco 
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(Continued from page 128) 

said to have good acid and alkali 
resistance, as well as excellent elec- 
trical properties. Can be applied by 
brushing, dipping or spraying, and 
should be dried before pressing 
parts together. Air drying is satis- 
factory, but heating will accelerate 
process and will result in greater 
adhesion. Product is known as Flex- 
rock #80. 


Unique 30,000 Lb. Side-Loading 
Fork Truck Developed 





Development of a new 30,000 lb 
fork truck is announced by the 
Baker-Raulang Co., 1230 West 80th 
St., Cleveland 2, Ohio. It is a com- 
bination side-loading fork truck and 
load carrier, designed to stack or 
haul long, bulky loads in a 12-foot 
ais_e. Because it picks up loads from 
the side, hauls them lengthwise 
within the width of the unit and 
stacks them parallel to aisles, the 
“Traveloader” requires much less 
aisle-width to operate than conven- 
tional fork trucks of the same capac- 
ity. The Traveloader can travel 
safely at speeds up to 30 mph, 
against 6-8 mph for conventional 
fork trucks. 


Full Line of Industrial Scales 
Ready 


Toledo Scale Co., Toledo, O., has 
preduced a new line of industrial 
scales that range from bench types 
to heavy duty motor truck models. 
One-piece sectors are featured in 
full floating, double pendulum mech- 
anism, a recent major develop- 
ment, increasing precision and 
strength and eliminating hand ad- 
justments needed in older assembly. 
Indicating heads can be installed to 
face in one of eight different direc- 
tions, or scale can be ordered with 
head to swivel through 360 degrees. 
Portable model has 18% larger 
platform, but with reduced size of 
scale base. Heavy capacity models 
have up to nine unit weights avail- 
able in standard combinations, com- 
pared to four in previous line. 
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= mdighly specialized process controls are used to produce 
the finest in seamless WELDING FITTINGS 


les , 

Only Globe, among manufacturers of welding fittings, 
has produces its own seamless steel tubes. Specialized pro- . 
. e cesses at every stage of manufacture from billet to tube 





— to fitting — insure uniform high quality. Thorough 








lels. 
| in inspection and continuous laboratory control guarantee _— “\ 
ech- strict conformity to rigid specifications. - , Z 
lop- % : 
and Now ... you can get these high-quality fittings when 
ad- : Es 
bly you need them — in the quantities you want. Just get 
d to in touch with your nearest Globe distributor. 
ah GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 
y Chi * Cleveland * Detroit * New York * Philadelphia * St. Louis : . . 
ees. wie Sener © Houston © San Prancieso ° Glendale, Cal. pak By ck in ae quality 
. Producers of Globe Welding Fittings — Globe seamless stainless steel tubes — — piercing the billet to 
rger alloy — carbon seamless steel tubes — Gloweld welded stainless steel tubes — ? form a seamless tube. 
» of Globeiron (high purity ingot iron) seamless tubes. 
i AVAILABLE IN A COMPLETE LINE OF 
ail- 
SIZES AND WEIGHTS THROUGH GLOBE 
om- Send for the Globe 





DISTRIBUTORS IN ALL KEY CITIES = Welding Fiings catalog. 
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FULLER BRUSH 


makes 


PROMPT 
IVERY 


on stock sizes 


FULLANCHOR 
WIRE 

WHEEL 
BRUSHES 







You Deal Directly with us. 
Manvfactured . . . Guaranteed . . . and Sold by... 


INDUSTRIAL DIVISION 





3554 MAIN STREET * HARTFORD 2, CONN. 





Power driven brushes, Factory & Institutional cleaning tools, Waxes & Detergents 


LOWELL 
SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 









1. Snap Ring 
holds socket more securely. Removed easily with 
narrow screw driver or any pointed object. 


2. All Steel Cap 


instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 
bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


3. High Tensile Alloy Handle 
4. New Tough Synthetic Finish 
5. Enlarged Hole for Lanyard 











LOWELL WRENCH CO. 


WORCESTER 8, MASS. 
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High Speed Cutt.ng Attachment 
For Flexible Shaft Machines 


N. A. Strand Div. of Franklin 
Balmar Corp., Baltimore, introduces 
a high speed attachment for its 
flexible shaft machine that is said 
to increase spindle speeds to three 
times rated speed of motor. Attach- 
ment is designed chiefly for use 
with carbide rotary files and cutters 
and other high speed too's, and 
clamps to machine motor in same 
fashion as standard flexible shaft. 
Step-up gears are built into attach- 
ment, making hand-piece light- 
weight and permitting use of small 
shafting of greater flexibility. When 
fitted to four-speed gear drive flexi- 
ble shaft machine, attachment pro- 
vides choice of eight spindle speeds 
—basic four machine speeds, plus 
four of attachment. Top speeds range 
from 13,500 to 36,000 rpm, depend- 
ing on unit used. 


Heavy Duty Drilling, Tapping 
With Air-Powered Thrust 





The Beckett-Harcum Co., Inc., 
Wilmington, Ohio is now manufac- 
turing a line of heavy duty drilling 
and tapping machines, equipped 
with electrically controled air- 
powered thrust. Two models are 
produced: model C-16 an air-thrust 
drilling machine and model C-16-T 
an air-thrust drilling and tapping 
machine. Both models are avai_able 
as. box column, floor-stand type, 
having sliding head and adjustable 
work table. They are equipped with 
a dual air cylinder transmission. 
located vertically on either side of 
the quill housing for fast approach, 
correct feed and maximum cutting 
efficiency. Maximum thrust of 980 
Ib at 100 psi is obtainable on both 
models. 
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High-Capacity Steam Cleaning 
Machine is Announced 


















































A high-capacity steam cleaning 
machine, capable of discharging 150 
gal of balanced cleaning solution per 
hour is announced by Clayton Mfg. 
Co., El Monte, Calif. It meets the 
need for low cost equipment for 
handling a large volume of cleaning 
work with utmost speed and effi- 
ciency. The unit is completely self- 
contained. It offers a graduated 
range of cleaning pressures from 30 
psi for such jobs as paint stripping 
to 100 psi for the rapid cleaning of 
heavily encrusted or grease-coated 
parts and surfaces. Full working 
pressure is attained in two minutes 
from a cold start. Models are avail- 
able oil- or gas-fired; electrically- 
or gasoline engine-driven. 








] generalift pallet crate 


replaced 6 heavy nailed crates 


cut packaging costs 50% Gasoline Powered Trowel Made 
Z . For Floating, Finishing Work 
reduced shipping costs 25% 


McCord Corporation, Plymouth, Indiana, solved both a packaging and 
a materials handling problem with the Generalift Pallet Crate shown 
above. Conferences with General Packaging and Sales Engineers pro- 
duced a crate which held 24 radiators, packed easily, and could be 
handled by fork-lift from the shipping room all the way to assembly 
lines. It formerly took 24 heavy nailed crates and from 24 to 30 hours 
of labor to ready 96 radiators for shipment. Packing the same number 
in Generalift Pallet Crates takes only 4 hours. 

This is only oné example of the many packaging problems solved 
every day—at a saving—in General Box Company’s two fine Industrial 
Packaging Laboratories. General Box packaging experts stand ready The quickest and most efficient 
to help you cut packaging costs, too. Write for complete details. trowe.ing in both floating and finish- 
ing work is accomplished by means 
of their model TG-4 power trowel, 
claims Mall Tool Co., 7725 S. Chi- 
cago Ave., Chicago 9, Ill. It comes 
with standard equipped 14” tool 
finishing trowels set in a 34” diam 
ring with 18” floating trowels avail- 


Factories: Cincinnati; Denville, N. J.; able on special order. The tool is 
COM PANY Detroit, East St. Lovis, Kansas City, Lovis- powered by a one cylinder, four 
ville, Milwaukee ; Prescott, Ark.; Sheboy- ] > ] d li . A 

1843 Miner St., 907; Winchendon, Mass.; General Box cycle, air cooled gasoline engine. 
te * + oe * Des Plaines, Il Company of Mississippi, Meridian, Miss.; thumb throttle and cut-off switch 
ES a ree are mounted on the handle bar. 
Featured also on the tool are 
“quick-change-trowel” speed con- 
ENGINEERED SHIPPING CONTAINERS FOR EVERY SHIPPING NEED versions from one trowel to the 
® Generalift Pallet Boxes ¢ Corrugated Fiber Boxes © All-Bound Boxes other. A tool tray provides for hold- 
@ Cleated Corrugated and Watkins-Type Boxes ® Wirebound Crates and Boxes ing of bags of sand. gravel or steel 


slugs for extra weight. 





Find ovt how other manufacturers are 
cutting packaging costs. Write for your 
free copy of “The General Box.” 
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ON THE HISTORY OF ELECTROPLATING 





a gamble that gave birth to the rectoplater 














—workhorse of the plating industry! 


One hot summer evening, back in 1937, L. K. Lindahl and 
John Bogel, his neighbor and associate, were in Lindahl’s 
living room, still debating after three months of “rocking 
chair conferences,” the desperate need for a rectifier made 
in the U.S.A.—a standardized production unit that would 
meet the electroplater’s requirements. 


Suddenly, Lindahl said, “John, I’m tired of waiting on those 
expensive, unreliable imported rectifiers. Let’s gamble and 
build our own rectifier for Udylite customers.” “Let’s do it,” 
John agreed. 


And so the Udylite Rectoplater was born. Udylite went to 
Mallory, who had been making copper sulphide units for 
use in radios and battery chargers. Lindahl and Bogel, 
together with Mallory engineers, soon designed a 1500 
amperes rectifier. They backed up their judgment with an 
order to Mallory for 100 of these units that have since made 
history because: 


1. The Udylite Rectoplater outperformed any other 
method of converting current and sold for half the price. 


2. Engineered for the plating shop—the Udylite Recto- 
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TER WAY IN PLATING... 


plater performed perfectly under the most adverse 
conditions. 


3. The standardized Rectoplater was a stock item—ready 
for immediate delivery to Udylite customers. 


It was this same Udylite Rectoplater that broke the bottle- 
necks of plating production in the dramatic days of World 
War II—established it as the Workhorse of the Plating In- 
dustry. Udylite was able to furnish these desperately needed 
direct current rectification units on a “same day” deliv- 
ery basis! 


Over the years Udylite improved the original Rectoplater. 
Continuous research and experimentation led to the perfec- 
tion of the newest, most modern Udylite silenium Rectifier 

. a basic improvement on the well-known Rectoplater. 
The Udylite program of research never stops, and the recti- 
fication units of tomorrow which mean more production, 
more profit to you, are already in pilot stages at our modern 
Udylite research laboratory. 


This is just another one of the many contributions made by 
Udylite to the art of modern electroplating. 


THE 


Udylite 


CORPORATION 


DETROIT 11, MICHIGAN 
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How to 
save 
money 
on 


Steel 
shelving 











DeLuxe shelving costs you 
less. DeLuxe precision 
shelving has fewer parts, 
uses 80% less bolts and is 
the only shelving available 
that is 100% adjustable. 
It’s quicker, less costly to 
install—easier to adjust. 


Wherever you are, a DeLuxe 
factory representative is 
available to give you a 
complete engineering, 
planning and layout service 
without obligation. 


Write for a free catalog now, 
while your mind is on shelving. 


Define 





DeLuxe Metal Furniture Co. 
309 Struthers St., Warren, Pa. 


For over 25 Years Manufacturers of: 





Sawdust Flows With The 
“Stand-All” Bit 


A new design of bit for inserted 
tooth saws has been announced by 
Simonds Saw and Steel Co., Fitch- 
burg, Mass. An all-purpose, all-sea- 
son bit, this radically new item is 
designed to break up the sawdust 
and deflect it away from the swage 
of the shank or hole holder. This 
feature prevents sawdust from slip- 
ping past the shank and spilling into 
the cut. Another advantage is that 
it reduces shank wear. Since fric- 
tion is reduced, the saw runs freer 
and cooler. 


Automatic Press Brake Control 
Prevents Accidents, Spoilage 





Accidents and spoiled work are 
prevented and production is greatly 
increased by a new automatic press 
brake control. The ram of the press 
brake can be set to stop automat- 
ically at any point in the down 
stroke by knob adjustment of the 
predetermined stop. The complete 
operation is controlled by a master 
control panel eliminating any errors 
in judgment by the operator that 
could cause accidents. Because all 
movement is controlled, there is no 
whipping and no work spoilage from 
kinking. It is made by American 
Actuator Corp., 40 Hudson St., New 
York 13, N. Y. 


Precision Rolled Tantalum Strip 
Now Available 


Non-magnetic and corrosion re- 
sistant tantalum is now obtainable 
from the Industrial Div., American 
Silver Co., Inc., 36-07 Prince St., 
Flushing 54, N. Y. Precision rolled 
to very close tolerances, and having 
tensile properties comparable to 
cold-rolled steel, product is rolled 





Specify Darnell 


@ Save Money, 
Floors, Equipment 
and Time by using 
DARNELL Casters 
and Wheels... Al- 
ways dependable, 


Always 
SWIVEL. 


and ROE 


DARNELL CORPORATION, LTD 


DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 





Storage Shelving « Librery Shelving in strip up to 6” wide and down to Tiscem cuneon ela, MANN 6. usbaees 
Storage Cabinets + Shop Equipment .0005”, at tolerances as close as 
.0001”. Available in any quantity. 
140 Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 





i 


: 
i 
4 
4 
j 
ze 


How one order for both 
motors and controls holds down 
your department costs 


Costs of operation start to climb when your 
department has to handle the paper burden of 
coordinating separate supply sources for motors 
and controls. In comparison, placing a single 
order for both Life-Line* motors and control 
with your local Westinghouse sales office saves 
time and expense and assures you of perfectly 
matched equipment. Here’s how: 

Time savings start in preparing and handling 
the purchase order information. For instance, 
operating personnel need only prepare one re- 
quisition specifying the type of motor and the 
control desired. Duplication of paper work for 
separate sources of supply is eliminated. Life- 
Line motors and controls are selected and 
matched by Westinghouse based on your one 
order for both motors and controls. 

The expense of corresponding with two sup- 
pliers over matching motor and control charac- 
teristics is done away with too, when you rely on 


Westinghouse. The local Westinghouse represent- 
*Trade-Mark 








ative handles all the necessary engineering and 
coordinating of information to provide you with 
a motor and control that are accurately paired 
for production. Then too, Life-Line motors and 
controls are designed from the start to operate 
as a team .. . with modern features that provide 
longer service .. . less servicing. 

Quick deliveries of standard Life-Line motors 
and controls are made from any one of 79 
Westinghouse distribution points across the 
country. This network of supply warehouses 
simplifies your spare part inventory problems. 
Thirty-eight strategically located Westinghouse 
repair plants bring factory facilities to your 
local level. 

Read what Life-Line users say—Your local 
Westinghouse representative has a copy for you 
of 101 Life-Line Case Histories, booklet 
B-4768-A. Ask too, for control booklets B-5887 
and B-6051; or write Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, Pa. 


j-24742 


A sales engineer from the 
local Westinghouse office is your 
source of supply for both Life- 
Line motors and controls. He 
arranges for japplication assist- 
ance, speeds deliveries and 
helps simplify parts buying. 


Quick spare part delivery is 
always available through the 
Westinghouse warehouse near 
you. A network of 79 such ware- 
houses across the country main- 
tain 24-hour service on standard 
motor and control items. 





you can 6e SURE...i¢ is 


Westinghouse 
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General Offices— 
St. Louis 2, Mo. 


Sales Offices in 
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Pasted Valve 
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Electrolimit Comparator Shows 
Piston Clearance for Assembly 








An electrical hand gage and elec- 7 
trolimit external comparator, to- 7 
gether with a DOU meter has been 7 
combined to form the radial internal © 
clearance comparator, being pro- — 
duced by Pratt & Whitney, Division ~ 
Niles-Bement-Pond Co., West Hart- ~ 
ford, Conn. The gage shows the © 


actual clearance between parts 
being checked. In operation, it is 
easy to handle. The electrolimit 
hand gage is used to measure the 
ID of the cylinder, while the piston 
OD is checked on the external com- 
parator. The DOU meter in the 
cabinet will indicate the exact clear- 
ance between the two selected parts. 
The DOU meter has a total scale of 
0.002 with each graduation equal to 
0.0001. 


Diamond Grinding Wheels Use 
Special Alloy Metal Bond 





The fastest diamond wheel cutting 
action on carbide ever developed is 
claimed for the Jetaline diamond 
wheel being made by. the. Action 
Diamond Tool Co., 4545 W. Grand 
Ave., Chicago 39, Ill. Used with a 
coolant, it will plunge cut in a 
single pass a %” slot in a carbide 
blank 1” long. Other carbide grind- 
ing operations are equally as fast. 
The unusual cutting action is due to 
the use of a special alloy metal bond 
which is non-glazing and non-load- 
ing. This avoids overheating and the 
need for diamond wheel redressing. 
It is stated that fine diamond meshes, 
ineffective with previous types of 
metal sheets, can be used for micron 
finishing. It has over 7 times the life 
of a resinous wheel. 
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G. E. Announces New Line of Polyphase 
AC Motors 


ri 


A new line of polyphase a-c 
motors, offering better protection, 
more efficiency, and quieter oper- 


tion has been announced by the 
General Electric Company’s Small 
Integral and Medium Induction 
Motor Departments. 

Called Tri-Clad ‘55’, the new 
motors are the result of more than 
250,000 man-hours of developmental 
engineering and research and are 
built to latest standard NEMA frame 
dimensions. 

With an average size reduction of 
50% by volume and averaging 22% 
less weight per horsepower, the “55’ 
retains rigid cast-iron construction 
and incorporates a new insulation 
system, bearing assembly, and ven- 
tilation plan. 

The keystone of the insulation 
system is a new polyester film which 
is eight times as strong as previously 
used materials. It is used to insulate 
the phases and slot tubes in the 
stator—the points of hardest motor 
wear. 

The new bearing assembly is 
more tightly sealed and is lubricated 
by a grease which lasts at least five 
times longer than formerly used 
lubricants. A double-end ventilation 
system uniformly cools the motor by 
drawing air in from beneath both 
endshields, through baffled air pas- 





and out louvers on the sides 
of the frame. Larger integrally-cast 
rotor fans increase the cooling air 
flow and dissipate rotor heat more 
effectively. 

A major part of the new motor 
design involves noise levels. The 
noise level of the new 10-hp motor 


sages, 


tests as low as the former 2-hp 
model. All new Tri-Clad motors 
must now pass a quality control 
sound test before leaving the fac- 
tory. 

The totally-enclosed fan-cooled 
motor also has been redesigned. 


Electrical parts are completely en- 
closed by tightly sealed cast-iron 
frame and end shields, a compres- 
sion-fit lead seal, and a rotating 
labyrinth seal on the shaft. 

After the first of the year, the new 
motors will be available in the 182 
and 184 frame sizes (1, 1%, and 2 hp 
at 1800 rpm) in horizontal drip- 
proof and totally-enclosed fan- 
cooled models, and a complete line 
of gear-motors. Larger frame sizes 
will become available at regular in- 
tervals. 


Other 


types planned for produc- 


tion during 1954 include vertical, 
single-phase, wound rotor, explo- 
sion- proof, multi-speed, face- 


mounted and flange-mounted mod- 
els. 





Bit Gage Will Not Mar Work 


Stanley Tools, New Britain, Conn., 
claims its No. 47 bit gage is fully 
adjustable, will not mar surface of 
work, and has no parts to lose. 
Clamp is quickly attached to shank 
of any auger bit 3/16 to 16/16 sizes 
Spring is then adjusted for correct 
depth of hole desired, and extra 
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turn of clamping nut locks all parts 
in place. When predetermined hole 
depth is reached, tip of spring con- 
tacts surface of wood. If boring con- 
tinues, spring bends but will not 
mar surface. No loose parts to be 
misplaced, and screw on clamping 
nut is upset so that nut cannot work 
Spring cannot be removed 
from holder. 


free. 
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WELDING 
HEADQUARTERS 


— that’s where you find 
cost-cutting answers to 
welding problems 


P&H AC 
WELDER 


Any heat at 





P&H 
WELDING 
TWINS 


P&H DC 
RECTIFIER 
WELDER 


P&H WN-301 Engine-Driven 
DC ARC 


a 
WELDER *. 


ble—weld 
Diatfecer ange tives you, finger 


ae Ey 


ri npr 


Ped gm 1750 
60375 amps., 


WwW service 
NEMA ret ae 


P&H 
POSITIONERS 


rp: Ht} WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4577 West Nationa! Ave., Milwovkee 46, Wis. 
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SPONGEX 


CELLULAR RUBBER 


VPAD STOCK 


STRIPS 

SHEETS 

TUBING 

CORD 

DIE-CUT SHAPES 
MOLDED FORMS 


Spongex pad stock is natural crude rubber chemi- 
cally blown to yield a finished material similar to 
that of the common household sponge. This material is 
furnished in slabs which can be either sheared or die- 
cut to specification at our factory or by the customer. 


The free expansion process of manufacture causes 
Spongex pad stock to vary in size. The average is 
10” x 76” for soft density, 37” x 50” for medium, 34” 
x 45” for firm. Standard thickness is 1” to 2”, with 
lesser thickness furnished by splitting; greater by 
cementing. 


Standard colors are biege, green, blue and red, other 
colors on request. 


Pad stock is only one of the many forms of Spongex 
cellular rubber. The next time you need cellular 
rubber—check with us—perhaps Spongex is the 


best answer for you. 
NGEX 


THE SPONGE RUBBER PRODUCTS COMPANY, 604 Derby Place, Shelton, Connecticut 
In Canada: Canadian Sponge Rubber Products, Ltd., Waterville, Quebec 


INDUSTRIAL UPHOLSTERY CUSHIONING SEINE FLOATS—BOAT FENDERS—ICE BUCKETS CARPET CUSHION 


* 
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PLASTIC SPONGE RUBBER 











CELLULAR RUBBER 
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Power Industry W-S Screw-End Fittings... 


MORE ECONOMICAL ALL THE WAY DOWN THE LINE 
a 


FOR REAL ECONOMY on your next screwed fitting piping job specify 
Watson-Stillman the Double-diamond brand of Forged Steel Fittings. 


You'll find their long, accurately cut threads, in perfect alignment, 
assure ease of installation. 


You'll find their ‘extra long bands extending well beyond the last thread, 
provide reinforcement at points of severest strain. 


You'll find their heavy uniform fitting wall thickness provides a high 
safety factor to give you years of leak proof, trouble-free service. 


Accurately machined . . . they fit tight and they’re made of forging stock 
especially selected for toughness, strength, and resistance to temperature 
and shock. Available in carbon, stainless and chrome-moly alloy steels. 


Watson-Stillman also makes a complete line of forged Socket-Welding 


fittings. Investigate these superior, life-of-the-system joints. Write for 
literature. 


SOLD THROUGH LEADING DISTRIBUTORS 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
135 ALDENE RD., ROSELLE, NEW JERSEY 











CORR, 
Kors, 
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— @ behind this symbol is an on-hand 


inventory of more than 9,000 items 
and sizes of stainless steel fastenings. 
Ready for immediate shipment, this 
stock is the largest and most com- 
plete in the industry. In addition, 
a production capacity for large or 
small quantities of special orders is 
at your service! A good reason — 
when you think of stainless steel 
fastenings —to think FIRST of 
Anti-Corrosive! Send for Catalog 
53P today! 


ANTI-CCRROSIVE METAL PRODUCTS CO., INC. 


Castleton-on-Hudson, New York 
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Turns Nuts No Other Wrench 
Can Reach 


This Wedg-Head Wrench fits into 
tight corners, against walls and over 
obstructions where sockets, box 
wrenches and other ordinary open 
ends just can’t reach, says its man- 
ufacturer, Blackhawk Mfg., Mil- 
waukee 46, Wis. Its angled head 
permits the wrench to bite solidly 
on thin square or hex shaped nuts 
and lets it clean obstructions with- 
out skinning knuckles. They are 
available in these sizes: 7/16”-12”"; 
9/16"-58”"; and %4"-%”. 


New Type Electric Hammer 
Features Improved Design 


ce 
—. 


Electric hammers with greatly 
improved performance and dura- 
bility are-being marketed by Tempo 
Products Co., 2075 E. 65th St., 
Cleveland 3, Ohio. Operated on an 
exclusive principle of motion con- 
version, the hammers employ new 
type neoprene blocks to give snap 
to each of the 3,000 blows per min- 
ute. The impact motion delivered by 
the reciprocating piston is fast and 
positive. Because of the resiliency of 
the neoprene blocks, the normal 54” 
piston travel is increased to 14%” at 
full speed with resultant powerful 
impact. Weighing only 712 lb, the 
hammers are portable and easily 
operated with one hand on ladders 
or scaffolds. 





Burner Boosts Boiler Capacity 
15% 


Developed by Electric Furnace- 
Man, Inc., Emmaus, Pa., the Fire-Jet 
is a commercial and industrial an- 
thracite burner which converts ex- 
isting steam and hot water boilers 
to automatic firing. Designed for 
either steel or cast iron boilers, this 
conversion unit will burn low cost 
rice coal, and even smaller barley 
sizes. It is furnished in ten standard 
sizes with the length of the burner 
varying from 30” to 84” in incre- 
ments of 6”. EDR ratings run from 
2600 sq ft of steam and 5760 sq ft of 
water to 10,350 sq ft of steam and 
16,560 sq ft of water. 
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You chop a big money-saving chunk off 
ly R washroom expense every time you order 
‘a- ( 4 Nibroc Towels and Toilet Tissue together. 
po 3 The superior softness, strength and absorb- 
rx 48 2 ency of these Nibroc products for industrial 
aaa : f; and institutional use make them a prime 
ew A , oe favorite of Management for increasing user 
ap : y3 satisfaction and reducing maintenance costs, 
in- 
by : _ c- >— 
nd . 
of % ) 3 NEW-NIBROC 
A” ; Fen 5 : TOILET TISSUE | 
a } e\ as " Sd 
ful y 2. ¥ a” 
the 
ily mM Save money! Take advantage of quantity dis- 
ers count by ordering towels and toilet tissue to- 
f gether. For name of your nearest distributor 
P . _ ™ and for towel and tissue samples, write to Dept. 
ly é : ; s NG-11, Boston. 
ce- oF eet QUANTY 
| a ' 
: ae) § BROWN [it 
an- ' i ; \: 
me 3 ‘ COMPANY, Berlin, New Hampshire 
ers OO ae a ee a sc wees el et ee 
for CORPORATION, La Tuque, Quebec 
his General Sales Offices: 
_ 150 Causeway Street, Boston 14, Mass. 
_ Dominion Square Building, Montreal, Quebec 
ner SOLKA & CELLATE PULPS + SOLKA-FLOC - NIBROC PAPERS - NIBROC 
TOWELS + NIBROC KOWTOWLS + NIBROC TOILET TISSUE + BERMICO 
Te- SEWER PIPE, CONDUIT & CORES + ONCO INSOLES + CHEMICALS 
‘om 
t of 
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Avoid Costly Downtime 
of your electronic equipment 


Now YOU CAN AVOID possible production shutdowns due 
to unexpected shortages of key tube types. Without extra cost 


or effort, you can be sure you have the right tubes on hand when 
you need them. 


HERE’S ALL YOU HAVE TO DO... 


Get in touch with your RCA Tube Distributor. Tell him you 
would like to take advantage of the free RCA Tube Require- 
ment Analysis Program. 











Your RCA Tube Distributor will survey your electronic 
equipment, analyze your tube requirements, and prepare a 
suggested inventory control system for your spare tube stock 
... tailored specifically to your equipment and your operation. 
There is no charge or obligation for this service. 


RESULT: No shortages. No “overstocks.”” No costly down- 
time of your electronic equipment. 


RCA’s new Tube Requirement Analysis is available exclusively 
through your local RCA Tube Distributor. 
Call or write him today. No charge or obligation. 





RADIO CORPORATION of AMERICA 


‘@ ELECTRON TUBES HARRISON. H.J. 
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Universal Pallet Dolly Steers 
Without Any Swivel Casters 








A universal pallet dolly that steers 
ard rol_s over any type floor without 
swivel casters is being offered by 
Roll Rite Corp., 801 Jefferson St., 
Oakland, Calif., for easier materials 
handling, especially in refrigerated 
cars and trucks. Twenty-four 6” 
wheels support the load and provide 
surface contact on rough surfaces. 
The large diameter wheels roll 
easily under the load and are avail- 
able with rubber treads or alumi- 
num alloy treads to fit operating 
conditions. Front and rear wheels 
are mounted on spring loaded axles 
to assist in guiding the loaded pallet 
and to allow 360 deg turning. Stand- 
ard production sizes ar 30” x 40” 
and 40” x 48”. 


Electronic Thermometer Gives 
Fahrenheit, Centigrade Reading 








A new remote reading electronic 
thermometer is announced by the 
Yellow Springs Instrument Co., 
Yellow Springs, Ohio. It operates in 
the range from 68 F to 105 F with 
temperature read direct from a large 
dial calibrated in both Centigrade 
and Fahrenheit. The instrument 
consists of a thermistor which, 
because it changes greatly in elec- 
trical resistance with small tem- 
perature changes, can be placed in 
a calibrated circuit that translates 
and indicates flow of current 
through the thermistor as a tem- 
perature reading. This makes it 
possible to hold temperature fluc- 
tuations under constant observation 
from a remote position. 


PURCHASING 








ers 





‘onic 


the 


2s in 
with 
arge 
rade 
nent 
hich, 
2lec- 
tem- 
d in 
lates 
‘rent 
tem- 


fluc- 
ation 


SING 





Crane rental company increases safety with these 
Improved Tiger Brand Boom Supports 


1] 

bt 

| 

Lb. 
The new Tiger Brand Boom Supports 
on this 25-ton Cranemobile can be in- 
spected visually, because there are no 
sockets to hide part of the rope. What's 
more, interwoven ends distribute vi- 
bration over a longer part of the rope 
—keep these improved boom supports 


in safe operating condition 2 to 8 
times longer. 


Last year, Lee Crane Service, Inc., Boston, 
Mass., added an extra measure of safety to 
every one of its 14 truck cranes. It removed 
apparently sound—but potentially dan- 
gerous—boom supports equipped with 
ordinary zinced sockets and installed new 
Tiger Brand Boom Supports. , 

Visual inspection now possible 
Here are the reasons for this change, as 
told by Mr. Joseph Veanor, owner of Lee 
Crane Service: “Easy visual inspection is 
the reason we switched to Tiger Brand 
Pendants. With the old zinced-socket type, 
we could never be positive that a pendant 
was completely safe because the sockets 
hid part of the rope. 

“These Tiger Brand Pendants com- 
pletely eliminate the use of sockets. As a 
result, we can see and inspect every part of 
the rope. If any wires are broken, we can 
replace the pendant before a failure occurs. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL BIVISION, SAM FRANCISCO - TENNESSEE COAL & IRON a en ALA, SOUTHERN DISTRIBUTGRS | Cleveland 13, Ohio 


U°S’S AMERICAN TIGER BRAND 
WIRE ROPE cS Ecellty Poformed 


Ou 1 e522 
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In that way, we can be sure that every one 
of our booms is completely safe.” 


Last 2 to 3 times longer 


Tiger Brand Boom Supports last longer ° 
than the old-fashioned socket type, be- 
cause each end of the wire rope is tightly 
and permanently interwoven. This spreads 
strain and vibration over a much longer 
section of the rope, instead of concentrat- 
ing all the strain right at the socket. As a 
result they last 2 to 3 times longer than 
other types. 


Easily installed 


Lee Crane Service had no trouble convert- 
ing to these modern Tiger Brand Boom 
Supports. All fittings are standard size, so 
no alteration of equipment was required. 

Send the coupon for more information 
on these improved boom supports. Or get 
in touch with our nearest sales office. 


| American Steel & Wire 


Rockefeller Building 


y -opy of your descrip- 
ease send my free copy o > 
uve folder on Tiger Brand Wire Rope Be 


! 
| Support Assemblies. 
| RetiGaskeccscstee nine tOr tn 


Company 


Address --------- eee 
Zone----State------- | 
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ACUSHNET specializes in “precision” molded rubber parts 


custom-engineered to specific requirements. 


Utilizing the most modern ‘eiintques; our Engineering Staff 


constantly is developing new approaches to old problems, with 


notably successful results. By ingenious mold designing and skillful 


compounding, yesterday's skepticism of rubber for certain uses has 


changed to complete confidence in this versatile material as ideal for 


applications in countless vital assemblies. 


PROCESS COMPANY 






Address all communications to 770 Belleville y aig New Bedford, Mass, 


Consult our engineers on your next pre- 
cision molded rubber job. In the meantime, 
send for a copy of the “Acushnet Rubber 
Handbook", a comprehensive rubber data 
reference for molded rubber parts. 
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Spring Connector Splices 
Electrical Wiring 


Two new sizes of “Scotchlok” elec- 
trical spring connector for splicing 
elecrical wiring have been intro- 
duced by Minnesota Mining & Mfg, 
Co., St. Paul, Minn. Type “L” 7 
(large) and “S” (small) connectors 7 
now make firm’s line available on 7 
all wire sizes ranging from No, 6 | 
to No. 18 AWG, solid wire or strand- 
ed, in several hundred combinations, 
Made of zinc-plated steel wire in 
form of tapered coil spring, lubri- 7 
cated connectors are easily screwed ~ 
on stripped ends of wires with finger ~ 
pressure. Notched turning stem pro- 
vides sufficient leverage, and can | 
be snapped off to leave neat splice 7 
with no sharp ends. Spring design ~ 
allows connector to expand during ~ 
application, but provides shake re- ~ 
sistant tension grip after splice has 
been made. Small diameter of con- 
nector makes it valuable for joining 
wires in crowded junction boxes. 


Revolving Bins for Small Parts 
Storage Being Manufactured 












Lyon Metal Products, Incorpo- 
rated, Aurora, Ill., announces the 
production of revolving bins. They 
are designed to serve as complete 
storage units. They are ideal for 
bulk stock, parts, nuts, bolts, screws, 
etc. The shelves revolve easily on 
ball bearing rollers. Each shelf has 
five permanent dividers and con- 
tinuous label-holders. Additional ) 
dividers can be added. Shelves are 
stabilized to prevent sagging when 
unevenly loaded. The broad base 
prevents tipping. The finish is in | 
green baked-on enamel. The bins 
are available in a seven-shelf unit— 
34” diam x 65-11/16” high or in a 
four-shelf unit—34” diam x 37- 
11/16” high. 








Classified Section—Page 374 





PURCHASING 











mw Be 


wovpeosorei 





ih 


so : i = oe * cee iti 
FORGING INDUSTRY application shows typical use of G-E dry- 


type transformers to change voltage at the load. These Type 








D’s serve heating elements of G-E Roller Hearth Electric Furnace 
at Fremont, Ohio, plant of Bingham-Herbrand Corporation. 


| G-E dry-type transformers cut power loss 


because they change voltage at the load 


STRETCH YOUR POWER DOLLARS 
with G-E dry-type transformers; they 
can be installed where you need them 
-at the load. Efficient and economical. 
G-E dry-types eliminate long runs of 
costly secondary feeders, reduce wiring 
costs and cut line losses. That’s the 
way they’re helping cut power losses 
throughout industry. You can use 
them in your plant wherever ma- 
chines, lighting or portable tools 
require voltage changes. 
EASILY INSTALLED, G-E dry-types 
can be mounted out of the way on 


columns, wall brackets, or platforms. 
Large wiring compartments do away 


with need for junction boxes, help 
reduce installation time. 


QUIET IN OPERATION, G-E dry- 
type transformers are designed for 
efhcient cooling and require virtually 
no maintenance. Type M’s can be used 
indoors or out, are rated .25 through 
15 kva. Type D’s, for indoor use, are 
rated 25 kva and above. 

GET FULL INFORMATION on how 
G-E dry-type transformers can help 
cut power losses in your plant. Call 
your nearest authorized G-E Distrib- 
utor today. Or write for new bulletin, 
GED-2024 to Section 411-116, General 
Electric Co., Schenectady 5, N. Y. 


GENERAL 


ELECTRIC 
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EASY HANDLING is feature of G-E Type 
M’s like this one in Multi-Slide Machine 
made by U.S. Tool Co., Ampere, N. J. 
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STEEL WASHERS 
FOR ALL YOUR NEEDS 


Stardind Speci 





Washers that will see you through— 
standards and specials from Joliet. 


A dependable supplier for 39 years. 





Thousands of special dies in many shapes Tour emergency 


and forms, 9/32" to 8" O.D., gauges 
No. 28 to 3/8". A variety of finishes 
available to meet your special needs, 


requirements are 
our special concern 








including: Electro-plating, Galvanizing, After All! THERE IS NO SUBSTITUTE 


FOR QUALITY AND SERVICE 


JOLIET 


WROUGHT WASHER CO. 


Parkerizing and Cyanide hardening. 


203 CONNELL AVENUE 
JOLIET, ILLINOIS 








there’s a db 
ell 


in gears 


"Decibel (db) tolerances in gears can be 
important—and if your gear needs call for 
minimum db tolerances—for silent operation— 
you'll be interested in the unique “extra service” 
offered by The Cincinnati Gear Company: scien- Py 








SPUR 
tific sound inspection. Each gear you order can be WORM 
individually sound-checked with modern electronic INTERNAL 
testing equipment for the most exacting noise limits, | SPIRAL BEVEL 
under a specified load and RPM. No guesswork—the HELICAL 
exact decibel noise ratio is registered on the dial HERRINGBONE 
pictured—your assurance of truly silent gear opera- *CONIFLEX BEVEL 


tion. Inquire today for complete details. SPLINE SHAFT 


*Reg U.S. Pat. Off 









_ Wooster Pike and Marie 
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Line of High Voltage Rectifiers 
Announced 


A completely new line of com- 
petitively priced high voltage sele- 
nium rectifiers has been announced 
by Bradley Laboratories, Inc., New 
Haven, Conn. SE7 line incorporates 
new design in which plates are pro- 
duced on multiple tools. Unit is 
completely enclosed in phenolic tube 
with internal spring closure. Units 
in the line are rated up to 6000 
volts peak inverse. Individual reeti- 
fiers range from 200 microamperes 
de to 12.5 milliamperes dc. Units 
measure from % to 5 inches in 
diameter, and from %& to 5% inches 
long. 


Air Conditioner, Absorbent Re- 
concentrator in One Unit 





An improved apparatus for treat- 
ing air with an absorbent spray to 
fix relative humidity in air condi- 
tioning is on the market. The air 
conditioner and the absorbent re- 
concentrator are combined in one 
machine to make a more compact 
unit easier to install. The equipment 
gives complete control over the 
relative humidity and temperature 
of the air. Since in air conditioning, 
by the means used in this apparatus, 
the temperature and moisture con- 
tent are established as separate 
functions, it is possible to obtain 
exact control by use of thermostats, 
no moisture-sensitive instruments 
being required. The apparatus is 
made by Niagara Blower Co., 405 
Lexington Ave., New York 17, N. Y. 


Paint Stops Fire From Spreading 


This fire retardant paint, called 
Fyr-Kote, is a product of Fyr-Kote 
Co., Division of Morris Paint & 
Varnish Co., 27th & Douglas Sts., 
Omaha, Neb. When exposed to 
flame, Fyr-Kote is said to pour out 
carbon dioxide and calcium chloride 
which smothers fire and keeps it 
from spreading on the surface. This 
interior flat wall paint which is ex- 
tremely washable, has been listed 
by the Underwriters Laboratories 
and carries their label. 
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TAYLOR Commercial Grade Vulcanized Fibre 
is tough, lightweight, abrasion resistant . 

excellent for bending, punching, stamping and Bee: 
resistant to organic solvents, oil and gasoline . 

has excellent electrical characteristics. 





Want to make something of it ? 


Make it into insulating plates, upset washers, arc barriers, 
terminal blocks, switch and appliance insulation, cases, 
face plates for golf clubs . . . or any other electrical 

or mechanical component that can benefit from the unique 
properties of this versatile material. 


Make it in red, gray, black, or special colors. 
Make it from sheets or rolls with these specifications: 


Thickness Range: 
.005" to 1” 


Finish: 
Pressed and calendered 


Punching: 
To 3/16” thick 


Sheet Size: 
56” x 90” 

Roll Width: : 
56" for thicknesses of 
-005" through .060". | 
Coils to 3/16” for thick- 
nesses of .005” through 
090". 








Make it from turned rods. Diameters from 1/8” to 1” with 
ground or buffed finish. 


Make it easy for yourself when you’re buying vulcanized fibre. 
Call your Taylor engineer . . . he will be glad to work with you... 
help select the correct grades to fit your needs 

—Commercial, Bone, Super White, Abrasive and Built-up. 

Also ask him for samples of Taylor Laminated Plastics . . 

Phenol, Silicone and Melamine Laminates . 

suited for a variety of your product requirements. 


Let us make it for you in our Fabricated Parts Division. We are equipped 
to turn out parts to your exact specifications . . . at the right price . 
with deliveries to match your production schedules. 





Tavlor Fibre Company, Norristown, Pennsylvania — La Verne, Calif. 
5 I ’ : 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 
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STRUCTURAL 
WRENCH 





CONSTRUCTION 
WRENCH 


STRIKING FACE WRENCH 


BILLINGS 
NEW TOUGH BABIES! 


tough as the nuts they “crack” or set up! 


Drop forged from Billings own Vitalloy® (special analysis alloy) steel — heat 
treated to deliver maximum strength on the most rugged jobs — accurately 
sized openings machined to perfection — finished in heavy chrome plate with 
polished heads for a long, corrosion-free life. 

Top quality to meet the most rigid requirements of craftsmen in heavy con- 
struction and industry. Each one is UNCONDITIONALLY GUARANTEED. 


New Carbon Steel CRANK HANDLES 


For use as original equipment or 
replacement parts on all types 
of machinery. Available in eight 
different sizes with straight or 


offset handles. Details on request. 


Buy these and other Billings Shop Tools through your Billings Distributor. 
He maintains an active stock of all Billings products and stands ready to 


serve you at all times. Just ask him for — BILLINGS . . 


. the Better BUY! 
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Dimmer Produced for Accurate 
Low Capacity Lighting Control 





A low cost autotransformer dim- 
mer, trade named Varistat, has been 
added by Ward Leonard Electric Co., 
Mt. Vernon, N. Y., to their dimmer 
line. They are designed for accu- 
rately controlling intensities of low 
capacity lighting circuits. The device 
is a continuously adjustable auto- 
transformer mounted on a light cast 
alloy base for convenient installa- 
tion. Ratings are 2,000 watts, 110-120 
v, 60 cycle. Operating torque is only 
30 to 60 inch ounces and weight only 
15 lb. Non-interlocking varistats are 
available in single or multiple as- 
semblies front or back of panel 
mounted. Interlocking types as well 
as remote control motor-operated 
units also available. 


Electric Powered 2000 Lb. Fork 
Truck for Congested Areas 


> 3 oe ae 





Materials handling in congested 
areas is facilitated, according to the 
Elwell-Parker Electric Co., 4205 St. 
Clair Ave., Cleveland 3, Ohio by 
means of the “Cargo Scout”, a new 
electric-powered 2000 lb. capacity 
fork truck. It is designed for freight 
car and highway truck loading and 
unloading, and for operation in nar- 
row aisles or on small elevators. It 
is particularly well-suited for truck 
terminal transfer and loading. Con- 
venient end control speeds the job 
for operators who must get on and 
off the truck frequently. Steering 
wheel kick-backs are eliminated by 
a specially designed device. 
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CLEVELAND 


PHILADELPHIA 


RICHMOND 


MARTINSVILLE 


When a manufacturer orders containers, he 
wants fast delivery and assured delivery. 

Gair’s solution: 11 well-equipped container 
plants strategically spotted in high-density manu- 
facturing areas. These plants have the machines to 
turn out an order in a hurry—whether it’s for a 
regular slotted container to hold cans of coffee, an 
intricate die-cut inner packing to cradle a fragile 
transformer . . . or any type in-between. 

And since Gair produces its own paperboard, 
there’s never a worry over material shortages 


holding up a job. 


’%GAIR 


ROBERT GAIR COMPANY, INC. +¢ 155 EAST 
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y0d Service 


; SYRACUSE “es 
bk TONAWANDA Ne 
PORT! na 


\X 


CAMBRIDGE 


TETERBORYD 


BOGULIA 


... Solves 
shipping 
container 
delivery 
problems 


That's why Gair containers, both corrugated and 
solid fibre, have been chosen to carry to market 
famous brands of foods, medicines, machinery— 
and a host of other products. 


Perhaps Gair can help with your particular 
problem. You can get this help—a combination 
of specialized skill and extensive facilities—from 
the Gair plant nearest you. 


Do you have a copy of the Container Handbook? 


SHIPPING CONTAINERS 
FOLDING CARTONS 
PAPERBOARD 
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The sound of 

your product 
“makes” or “breaks” 
a sale when a 
prospect does this 





ure, 8 u 
Tinniness 
Add Saleability 
to your metal products 


with NOX-SOUND Mastics 


Die your product by dead- 
ening sound and vibrations— 
easier, faster, at lower cost —with 
NOX-SOUND mastic coatings. 
Sprayed on the underside of sheet 
metal panels, NOX-SOUND elimi- 
nates the false ring of ‘‘tinniness”’ 
that often kills sales. 

NOX-SOUND is used by automo- 
tive and appliance manufacturers 
across the nation. It insulates and 
waterproofs products as well as 
adding to their “‘feel’’ of solidity. 


| R 


= 


NOX-SOUND is an exclusive de- 
velopment of the NOx-RUST 
Chemical Corporation, leading 
manufacturer of scientifically for- 
mulated protective coatings. It 
has been thoroughly job-proven 
for effectiveness and-ease of ap- 
plication. Plan today to try a test 
run in your plant. 

Our engineers, located in prin- 
cipal cities, will gladly recommend 
the proper grade and application 
of NOX-SOUND for your operation. 


Clip to your letterhead and mail today! 
r mmm ee ee 
- | NOX-RUST Chemical Corp. 
NOX RUST | Dept. 107, 333 N. Michigan Ave. > 
Chemical Corporation 


| Chicago I, Illinois 
333 North Michigan Ave. 


Send me your folder 
on NOX-SOUND. 
Chicago I, Illinois 


(.] Have a Nox-rust “Sound 
Deadening Specialist”’ call on 
me with facts and figures. 





Offices in Principal Cities 


* Volatile Corrosion Inhibitors | Name Title 
* Rust Preventive Compounds * Metal Cleaners | Firm Name 
* Automobile Undercoating * Sound Deadeners | 4¢47¢s* 

















ee ee ee ee ee ee ee ee ee ee ee ed 
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Coil Stock Racks Afford 
Maximum Use of Floor Space 


Heavy duty coil stock racks that 
may be stacked to ceiling heights 
for maximum use of floor space are 
being manufactured by Rack Engi- 
neering Company, Connellsville, Pa. 

They can be ordered in practical 
dimensions for economical handling 
and storage of all sizes of wire and 
strip coil. 

Extra high tiering is made pos- 
sible because of welded reinforced 
tubular construction. The coil racks 
may easily be handled by crane or 
truck. Safety crane eyes and cross 
bars are optional. 


Four New Ram-Type Milling 
Machines Are Announced 





Four new ram-type milling ma- 
chines are announced by the Van 
Norman Co., Springfield, Mass. They 
have been engineered to provide 
utmost accuracy of work, increased 
range and long operating life. With 
an adjustable cutterhead, they per- 
mit conventional horizontal, vertical 
as well-as angular milling with one 
machine. The adjustable cutterheads 
have been redesigned for ruggedness 
and ease of positioning. A new load 
meter, mounted on the electrical 
control panel of each miller, quickly 
shows “per cent of cutting load.” 
Thus, full capacity can be obtained 
from the millers while preventing 
overloading. 


New Packless Shut-off Valve 
Announced by Imperial Brass 


A packless shut-off valve, with 
solid Teflon diaphragm, has been 
announced by the Imperial Brass 
Mfg. Co., 1200 W. Harrison St., Chi- 
cago 7. Ill. The valve, which is iden- 
tified as the “Red Head”, is listed 
as especially adapted for vacuum 
applications, instrumentation, proc- 
essing, pneumatic service and simi- 

(Please turn to page 170) 
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FRANKE’'S CAFETERIA in Little Rock, Arkansas, 
feeds several thousands of people daily. It 
is one of the oldest and best known eating 
places in the state and travelers have car- 
ried the fame of its fine food throughout 
the Nation. 

left: Mr. C. A. Franke, President, Franke's 
Inc 

Right: Mr. Bruce Menees, Industrial En- 
gineer, Arkansos Power & Light Co. 


You too, can profit by the 





10 POINT PROTECTION of FUSETRON dual-element FUSES 


1 * Protect against short-circuits. 

Protect against’ needless blows caused by 
harmless overloads. 

Protect against needless blows caused by excessive 
heating—lesser resistance results in cooler operation. 





Provide thermal protection—for panels and switches 
against damage from heating due to poor contact. 


Protect motors, against burnout from overloading. 





Protect motors against burnout due to single phasing. 


Give DOUBLE burnout protection to large motors 
— without extra cost. 





Make protection of small motors simple and 
inexpensive. 


Protect against waste of space and money — permit 
use of proper size switches and panels. 


00 ow NOW & YO WN 


FUSETRON is a 
trademark of the 
Bussmann Mfg. Co., 
Division of McGraw 
Electric Co. 






TRUSTWORTHY NAMES IN 
ELECTRICAL PROTECTION 


BUSSMANN Mfg. Co. (Division of McGraw Electric Co.) 
University at Jefferson, St. Louis 7, Mo. 


Mease send me complete facts about FUSETRON 

















FOR MORE INFORMATION wse this Coupon > 


. ‘ » ¢ dual-element Fuses. 
1 Protect coils, transformers and solenoids against 
burnout. t Name nemek 
*Fusetron Fuses have high interrupting capacity as shown by tests Titl 
of the Electrical Testing Laboratories of New York. — 
& Company 
a Address 


City & Zone 
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Got 4 moving 
problem? 








A place for everything — 


ry) and everything in its place - when AMERICAN 
RED BALL moving specialists transfer office equip- 






ger BA, ment, home furnishings! Yet—COST IS LOWER 1 
OF p THAN MOST! Consult yellow pages of your phone 
ar directory for your nearest AMERICAN RED BALL 


agent! FREE PERSONALIZED ESTIMATE! 


Rely on AMERICAN RED BALL 


TRANSIT COMPANY INC. 
PIONEER NATION-WIDE MOVERS 








Perfect Galauce! 


Sterling Wheelbarrows move quick- 
ly and easily because of their 
perfectly balanced construction. 
Actually 80% of the load is on the 
wheel... only 20% on the oper- 
ator. That certainly lightens the 
load for fast, easy wheeling. 
Wood handles are longer, formed 
to fit the operator’s hands. Steel 
channel legs and reinforcements 
are designed for maximum leg 
clearance. Write for new Wheel- 
barrow Catalog No. 63A. 

















STERLING D3¥%.W 
(above) Sturdy wood-handle barrow for dry 
materials. 3142 cu, ft. capacity. 


STERLING C5W 
(right) Ideal for concrete, mortar, etc. 5 cu. 
ft, capacity. 

o 


DEALERS NEEDED — 
WRITE FOR DETAILS. 


STERLING WHEELBARROW CO., Milwaukee 14, Wis. 


Look for this Mark of 








STERLING Quality 


gf 


xy 
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(Continued from page 166) 
lar industrial uses. 

It is designed to withstand un- 
limited openings and closings. It is 
recommended for pressures up to 
300 psi and holds ultra high vacu- 
um. Temperature range is -100 F 
to 450 F. 

Inlet and outlet ports are in line, 
simplifying installation. Valve body 
is a brass forging. 

It is available with 45 degree 
flare or solder connections for tub- 
ing installations in a size range from 
%” to %” O.D., and in 3%” and %” 
female pipe thread sizes. 


Pressure Testing Machines Detect 
Leaks in Assemblies 





Hautau Engineering Co. 721 
Wanda, Ferndale 20, Calif., is pro- 
ducing a line of vertical pressure 
testing machines that detect and 
locate leaks in castings as well as 
brazed, welded and soldered as- 
semblies. These air-operated, elec- 
trically controlled machines subject 
parts to a 10-second automatic check 
in which the part or specified area in 
the part is charged with a given 
volume of air. Loss of air pressure, 
indicating a leak or flaw in the part 
or various areas in the part is in- 
dicated by signal lights through an 
extremely sensitive measuring sys- 
tem. The pressure testing machines 
are claimed to provide maximum 
production speed with minimum 
loading time. 


Gas Fired Unit Heater for Limited 
Installation Space 


Carrier Corp., Syracuse, N. Y., has 
developed a compact, gas fired unit 
heater, designed to meet the in- 
creasing demand for equipment 
combining maximum capacity with 
limited instalation space require- 
ments. The unit is only 23” high, 
less than 23” deep, including fan 

(Please turn to page 176) 
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3 full lines of fite-line” switches 


give one standard of performance for any 
industrial or commercial requirement 


You'll find only one standard of performance in 
Westinghouse A Switches—ruggedly built for 
rugged duty, and in the D Switch for light-duty 
general service. The CA, newest, most versatile 
member of the Westinghouse Safety Switch 
family, brings together in one great switch— 
and at conventional-type C Switch price levels 
—all the Westinghouse Switch values you've 
always relied upon. 

For instance, exclusive diamond-pointed 





you can BE SURE... iF 115 


Westinghouse 
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break jaw keeps arcing outside contact area, 
eliminates burning and beading, prolongs con- 
tact life. This is only one among many familiar 
and exclusive features of all Westinghouse 
Switches that will give you headache-free per- 
formance that can’t be matched anywhere. 
Drop in at your Westinghouse Distributor. See 
the new CA Switch. Look over the full line. 
Write for Booklet B-4723, Westinghouse Electric 
Corp., P. O. Box 868, Pittsburgh 30, Pa. J-30165 


*Trade-Mark 





Clockwise: Left—Type A, Type CA, Type D 
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CAMPBELL 
CHAIN 


Wherever you need chain, 
in any size or grade, to 


any desired specification. 


CAMPBELL CHAIN Gomsany 
Main Office: York, Pa. 
West Burlington, lowa * Portland, Oregon 


Sacramento, California 
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(Continued from page 170) 
and motor assembly and only 19%” 
wide. It has a capacity of 50,000 Btu 
per hour. It is particularly suitable 
for those spaces where headroom is 
at a premium. The heater couples 


etticiency and economy of operation 
with modern styling. The gas is fired 
directly in the tubes of an all- 
welded heat exchanger of sturdy one 
piece construction, made from cor- 
rosion-resistant aluminized steel for 
longer life. 


Double V-Belt Drive, Variable 
Speed Transmission is Offered 


The choice of a standard double 
V-belt drive and a new variable 
speed transmission is offered by the 
Logan Engineering Co., Sales Divi- 
sion, 4901 W. Lawrence Ave., Chi- 
cago 30, I1l., on all models of its new 
12” lathe line. The time-saving 
speed correction of the variable 
speed transmission, and its flex- 
ibility in providing continuous 
optimum speeds, assure more 
efficient and profitable operation and 
reduced costs. The variable speed 
drive also permits a wider spindle 
speed range than the standard V- 
belt drive with an infinite choice of 
speeds between the high and the 
low. In back gear, the range is 38 
to 295 rpm; in direct drive, the range 
is 250 to 1575. 
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A section of the general >. ee kl r a i. ™~ 

offices of the new, ultra- sae ’ eS See 

modern plant of the Inde- — mem, 

pendent Biscuit Co., Dear- 4 

born, Michigan, furnished 
; with Cosco Secretarial 
a Chairs made by Hamilton 
' Manufacturing Corporation, 
Columbus, Ind. 
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Electric Typing 
Doesn't Cost—I# Pays 


by G. H. Gutekunst, Jr. 


HE next time you see a typist 
eturn the carriage of her man- 
typewriter to the next typing 
remember that that action re- 
iired a force of 15 pounds. Multi- 
it by the number of times per 
day she must repeat this action and 
1 have a rough idea of the amount 
fatiguing physical labor involved 
such a “simple” task as typing. 
Just as modern machines have 
ninated much of the back break- 
ng labor on the production line, so 
too have modern developments kept 
ace in the office equipment field. 
Of greatest importance, perhaps, is 
the development of the electric type- 
write! 
Not too long ago, an electric type- 
iter in an office was pretty much 
: curiosity. Today, however, they 
1re becoming -more commonplace. 
What has brought about the change 
to electrics is the realization by man- 
agement that these machines, though 
costing more initially, more than 
pay for themselves by increased 


Underwood All Electric Typewriter. For multiple carbon work or 
stencil cutting, the electric far surpasses the manual. 
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Trend toward electrics results from 


increased speed, efficiency, economy 


production, greater efficiency and 
adaptability to various applications. 

Secretaries and typists, them- 
selves, have been quick to accept 
the merits of these machines. Pri- 
marily, the physical labor of a day 
at the typewriter has been elimi- 
nated as the electric current takes 
over the hard work. 

The 15 pounds of effort required 
to return a manual machine's car- 
riage is reduced to a mere three 
ounces with an electric. Where it 
required two pounds of pressure 
to activate the key of a manual type- 
writer, an electric needs only 2}2 
ounces. What all this adds up to is 
not just a case of less physical work 
but actually a means of increasing 
typing speed and production. 

Another basic attraction of the 
electric machine is the appearance 
of the finished printwork. With 
electricity providing the power to 
strike the keys, every letter and 
every word is of the same degree of 
blackness. Variance in the operator’s 


pressure on the keys has no effect 
on the uniformity of printing with 
the electric. The result is corre- 
spondence that is always attractive 
to the eye due to its neat, uniform 
printwork. This uniformity of print- 
work is most graphically indicated 
by the fact that operators can change 
during the typing of material with- 
out any change of “touch” showing 
up in the finished product. 

Going a step further, the im- 
portance of the electric typewriter 
in preparing multi-page reports is 
of invaluable aid to the busy ex- 
ecutive as well as the busy typist. 
By setting common margins, several 
typists can finish off a 12 or 15 page 
report in a fraction of the time pre- 
viously required and still have each 
page look as though it had been done 
on the same machine. 

For multiple carbon work, the 
manual typewriter cannot come 
anywhere near the efficiency and 
production of an electric. Mast 
typists generally agree that a 


IBM Executive Electric. Electrics more than pay for themselves as 
speed, efficiency and production rapidly increase. 
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better things go into 


Super-refined imported graphite « super 
refined Bavarian clay « super 
rare Waxes « Super-pencil 
craftsmanship 
by Venus 
i 


5 


VENUS § 


that’s 
hy better 
things come out 


e clearer, blacker lines 
e smoother, effortless writing 
e greater economy — 59.00 
e even texture, no hard sp 
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nanual machine, with a little ef- 
fort, ean produce six carbon copies 
in which the first four will be clear 
ind the fifth and sixth “readable”. 
Of course, due to the heavier key 
stroke required, most of the carbons 
vill have letters that give a sort 
of “spread” impression. 

With an electric, the setting of 
the machine’s adjustable carbon 
controls automatically compensates 
for the inerease in copies usually 


by moving the platen and, in some 
instances, by slightly increasing the 
power of the key stroke. Thus, with 
the electric typewriter it is a com- 
paratively simple matter to pro- 
duce 10, 12, 15 or more carbons 
at a time. In other words, an elec- 
tric will readily produce, in one productions of highest quality. 

job, the amount of carbon copies In an organization in which sten- 
that would have to be run througha_ cils are prepared for bulletins, 
manual machine as two jobs. The memos, etc., the electric machine 
electric eliminates costly “double is a veritable “bonanza”. Cutting 


typing” of multiple carbon jobs. 
For producing copy, etc., for the 
various reproduction processes, the 
electric typewriter is unmatched. 
For any photo-copying or photo 
offset miethods, the uniformity of 
impression is bound to result in re- 





OUTSTANDING ELECTRIC TYPEWRITER FEATURES 
STRESSED BY MANUFACTURERS 


liv a 





IBM _ Electric Type 
writer and IBM Execu- 
tive Electric— 


Multiple Copy Control— 
This feature enables the 
typist to produce many uni- 
form carbon copies by using 
« control lever to move the 
machine’s platen backward 
or forward to compensate 
for the thickness of the cop- 
ies desired. 


Four Position Ribbon Con- 
trol—tThis provides for eco- 
nomical ribbon usage. The 
control shifts a solid color 
fabric ribbon to any one of 
three writing tracks or 
completely disengages it for 
stencil work. 

Keyboard Margin Set—A 
contro! on the keyboard 
that provides a_ simple 
means of setting margins. 
Line Position Reset—A 
method of permitting the 
platen to be turned freely 
forward or backward for 
minute spacing adjustments. 
Original line spacing is re- 
sumed as soon as the lever 
is returned to its normal 
position. 


Proportional Spacing Prin- 
ciple (available on the IBM 
Executive Electric only)—This 
automatically gives each 
character the correct 
amount of space according 
to its width through the 
measuring of characters in 
“units”. (An “i” gets two 
units, an “e” three and a 
capital “W” five.) By pro- 
portionally spacing each 
character, copy with straight 
right-hand margins is pos- 
sible. 

in addition, IBM Electrics 
are two-tone combinations 
and are available in seven 
different color combinations. 
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Remington Rand Elec- 
tric Typewriter— 


Standard Keyboard — This 
machine has the same key- 
board arrangement as a 
manual machine except for 
the addition of the electri- 
fied carriage return key and 
“keyboard” switch. 


Speed-Slope Keyboard—The 
slope of the keyboard is the 
same as a manual’s to 
make transition from man- 
val to electric easier. 


Finger-tip Control—in 
maintaining normal key- 
board, Remington Rand has 
moved all its control keys 
to a position on the front 
of the machine, just above 
the keyboard, within finger- 
tip reach. 


Adjustable Key-dip—A 
control to prevent the acci- 
dental tripping of keys 
when resting fingers on 
“home” keys and thereby 
permitting easier transition 
from manual to electric 
machine. 


Four Automatic Repeat 
Keys— By depressing any- 
one of the following keys, 
the machine will automati- 
cally repeat that operation 
until the key is released; 
underscore, hyphen, back 
space, forward space. 


Key Tops— Made of dur- 
able plastic with type sym- 
bols permanently cast into 
them. Design of keys is re- 
sult of research and testing 
to determine most desirable 
shape for comfort and 


speed typing. 


Royal Electric— 


Electric Touch Control — 
An adjustable control en- 
abling operator to vary key 
tripping pressure from two 
ounces minimum to 31 
ounces maximum. 


Uniform Impression — Use 
of a 15 tooth serrated 
metal roller to provide 
metal -on-metal contact 
every time a typebar is 
activated for long-life uni- 
form impressions. 


Automatic Safety Switch 
—A tripping device that cuts 
off all power when lifting 
top plate to change ribbon 
or clean type. 


Magic Margin— A spring 
impelled system for fast 
and accurate setting of 
right and left-hand margins. 


Uniform Scale System — 
Four identical scales to pro- 
vide convenience in posi- 
tioning that requires scale 
calculations. 


Constant 13/64” Key-dip 
Fast Ribbon Change—Roy- 
al’s ribbon mechanism 
makes it possible to change 
ribbons in 60 seconds with- 
out dirtying fingers. 


Dust Protection — Narrow 
printing point opening (only 
2-5/12”) to protect im- 
portant working parts. 


“Carpenter's Square” Pa- 
per Feed—Paper feeds in 
straight through combina- 
tion of single, long rear 
feed roll and paper table 
guide. 


Foolproof Manifold Control 
—Use of only two moving 
parts to regulate speed of 
typebar travel and reduce 
vibration and wear. 


Underwood All Electric 
Typewriter— 


Internal Cushioning — 
Specially designed rubber 
mounting to reduce noise 
and absorb shock of vibra- 
tion. 


Full Length Aligning Scale 
—Makes alignment of copy, 
vertically and horizontally, 
easier through greater visi- 
bility. 

Tabulator Bar— Located 
above the keyboard over 
the numeral line for greater 
accessibility by either hand. 


Repeat Forward Spacing 
Key—Use of key, rather 
than space bar, for auto- 
matic repeat feature. 
Finger-Flite Keyboard— 
Scientifically contoured 
Finger Form keys for ease 
of operation. 

Heading Centering Scale 
—An automatic scale that 
makes it easier to center 
and locate headings. 
Carriage Return Bars — 
Not keys—at both ends of 
keyboard. 


Slip Clutch— A safety fea- 
ture to protect electrical 
controls of the machine 
from damage as a result of 
accidental interference with 
normal operation. 


Color Coded Control Keys 
—Underwood uses a dif- 
ferent color on all control 
keys to provide an easier 
means of differentiating be- 
tween control and typing 
keys. 


In addition, Underwood All 
Electric Typewriters are 
available in five different 
models featuring wider 
writing lines. (From 10 
inch on Model 12 to 25 
inches on Model 26) 
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good stencil has always been a 
tedious and difficult job. Very often 
it has been necessary for each line 
of copy to be typed twice in order 
that a sharp impression is made. All 
to often “e’s” and “o’s” become 
mere ink blots on the final job as 
the operator’s stroke bites through 
the stencil and punches out the 
entire letter. 

With the electric, the setting of 
its controls for stencil work pre- 
pares the machine to deliver the 
correct stroke with the result that 
the stencil is cut to just the right 
degree for quality printing. What 
is more, it has been proven that 
stencils cut on an electric machine 
are of such a high quality that they 
will produce far more legible copies 
than possible with stencils done on 
a manual. In a test, an electric 
typewriter, used by an average 
typist on standard stencils, produced 
a stencil that resulted in a run-off 
of 5,000 copies. The 5,000th impres- 
sion was as clear and readable as 
the first one off the mimeograph 
machine. 

There are many more things that 
today’s electric typewriter can do 
more efficiently and better than the 
older manuals, Everything points 
however. te:the “unseen” values of 
the electric Wersus the manual. By 
“unseen” we mean the extent of the 
superiority of electric typing over 
manual in handling the tasks which 
can be considered normal activities 
for the busy office. 

Regardless of what operation or 
operations a typewriter is used for, 
the electric machine consistently 
out-produces the manual. It is this 
increased production which has 
contributed so much to the accept- 


The Remington Rand Electric Typewriter. Hard physical labor ends 
when the electric current takes over the task of typing. 





ance of the machine through the 
fact that the addea production rep- 
resents a dollar and cents saving in 
the cost of maintaining a typing 
station. 

It is extremely interesting to note 
just how much production can be 
increased. Production increases of 
20 to 25% are common and in some 
instances companies have found 
that electrics have increased paper- 
work output by as much as 50%. It 
is quite evident, through this, that 
during a normal 8 hour day, an 
operator using an electric type- 
writer can do the equivalent of 10 
to 12 hours of work. Or, from the 
standpoint of a week’s typing, six 
days of manual typing can be 
handled in five days by an operator 
with an electric. 

As to the machines, themselves, 
there are four manufacturers of 
electric typewriters in the field to- 
day—lInternational Business Ma- 
chines Corporation, Remington 
Rand Inc., Royal Typewriter Com- 
pany, Inc., and the Underwood 
Corporation. 

As with manual typewriters, there 
are certain characteristics which are 
common for all the makes of elec- 
trics. Electrification of key action, 
carriage return, space bar, tabula- 
tion, and repeat controls are most 
common. In addition, ribbon con- 
trols and impression control for 
carbon work appear on all machines 
with slight variations in their oper- 
ation. 

In discussing electric typewriters 
as a potential purchaser, a careful 
distinction has to be drawn between 
“exclusive” features and “desirable” 
features. In some instances two, 
three or even all four manufacturers 


label cértain featiii'es as “exclusive” 
despite the fact that all the ma- 
chines can produce the same result. 
Yet, these features are “exclusive” 
in that the engineering principle or 
metnod of activation is entirely dif- 
ferent .:om the competitors’. 

lt is therefore, very important, 
from the buyer’s standpoint, to 
make a clear differentiation between 
“exclusive” and “desirable” and 
concentrate on the “desirable”. The 
main use the machine will be put to 
and the operator’s desires must be 
the guiding factor in determining 
which of the four machines is the 
one for a particular application or 
a particular office. 

The accompanying chart lists the 
special features stressed by the re- 
spective manufacturers. 

However, the depth of electric 
typewriting does not end with these 
“standard” models. Important as 
they may be for normal office op- 
erations, the manufacturers have 
readily realized that certain appli- 
cations require special machines. 
consequently, they have developed 
electrics that will perform not only 
the normal tasks, but many other 
desirable ones as well. 

IBM, Remington Rand and Un- 
derwood produce decimal tabulation 
electric typewriters. These ma- 
chines, through the addition of 
touch tabular keys, provide an easy 
and fast way of performing col- 
umnar tabulation for billing or sta- 
tistical work. They make it possible 
for the typist to tabulate accurately 
from column to column or to any 
desired position in relation to the 
decimal point without the compli- 
cation of counting spaces. back 

(Please turn to page 362) 


Royal Electric. Whatever the job is, the electric will do it better 
and at less cost than it has ever been done before. 
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What Purchasing Executives say 
about the methods described in this new book 


“These purchasing systems enable us 
to foresee and forestall emergencies 
long before they become critical.” 










“We purchase regularly 
about 75,000 items. 
Three girls maintain the 
Kardex history records on all 
these items.” 





“Demand for one 
product increased 
by 40 times 
within 2 months 
... but we were 
able to function 
without additional 
personnel or 
overtime.” 





“,.. clerical production 
has been stepped way up.” 











Here, in a clearly illustrated 20 page booklet, are 
described truly modern purchasing methods — 
methods which get time-eating routine work done 
fast, and so give the purchasing executive the time 
he needs for far-sighted, coordinated planning. 
Here are many tested ways to reach this objective. 
Use the coupon; send today for your free copy. 
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Royal Names Five District 
Manager.al Appointments 


This is what we mean by Royal Typewriter Company, Inc., 


New York City, has announced five 
district managerial appointments. 
RUGGED CONSTRUCTION Seemtecdecgs 
manager at Springfield, Mass., has 
been named central district man- 
ager for the company’s Canadian 
organization with headquarters in 
Toronto. 

Succeeding Mr. Gallivan at 
Springfield will be J. F. Byrne, for- 
mer manager at Portland, Me., who 
in turn will be succeeded by Joseph 
Bergen, typewriter salesman at 
Harrisburgh, Pa. 

Also, W. E. Droke, formerly dis- 
trict manager at Oklahoma City, 
has been appointed to direct oper- 
ations at Memphis, Tenn., and has 
been replaced at Oklahoma City by 
E. E. Streepy, who moves up from 
the managership of the company’s 
Sioux City, Iowa, office. 

The remaining appointment moves 
H. H. Foiles, former typewriter 
salesman in Dallas, Texas to the 
Sioux City post vacated by Mr. 
Streepy. 


- o«  ¥ 


Smith-Corona Inc., Ils New Name 


L. C. Smith & Corona Typewriters 
Inc., Syracuse, N. Y., has changed 
its name to Smith-Corona Inc. 

No change in management, cor- E 
porate structure or personnel is , 
involved. 


 - 


Columbia Ribbon & Carbon Has : 
Informative 20 Page Catalog 


A comprehensive, twenty-page 
catalog of ribbon, carbon and hec- 











Considerable engineering skill has been employed in the design tograph products is now available 
and manufacture of Peerless Grade A files to provide the maximum without charge from the Columbia 
in structural strength and lasting rigidity. Heavy gauge cold- Ribbon & Carbon Manufacturing 
rolled furniture steel is used throughout. Three heavy metal Co., Inc., Glen Cove, N. Y. 
channel uprights are welded to each side to form a single solid In addition to product photo- 
unit. The cross pieces between the drawers are heavy and arc graphs and descriptions, there vats 
welded into the front uprights, eliminating the possibility of sections devoted to useful informa- 
torsion even under the severest strain. All parts are welded or tion for buyers and business =e 
permanently fastened together. No bolts, screws or other fastening chine operators. Typical headings 
devices that may work loose are used. Cabinet bases are rounded — What To Look For In A Rib- 
and reinforced, permitting the files to be moved without danger bon”, Pe Tips On Selecting Carbon 
of bending. Knock-outs are provided for easy bolting on all files. Paper’, “Hints To The Duplicator 
Made in 2-3-4 or 5 heights in a wide variety of finishes. Operator”. 
For further information, see your regular dealer, or See 


contact us for the name of Peerless Dealers near you. 


Apsco Names New Representative 

Thomas J. Russell has been named 
STEEL EQUIPMENT CO. sales representative for New Eng- 
land and Upper New York for the 


pencil sharpeners, staplers and 
6624 Hasbrook Avenue, Philadelphia 11, Pa. punches made by Apsco Products 


New York Chicago Dallas Los Angeles Inc., Beverly Hills, Calif. 
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Now...IBM ELECTRIC FORMSWRITER HAS 


NEW PIN FEED PLATEN 


giving you both extra carbon economy 
and accurate registration of forms 


Here is great news for every user of multiple- 
copy continuous forms! IBM’s new Pin Feed Lift 
Platen enables you to use marginally-punched 
continuous forms, assuring accurate alignment 


from line to line and set to set, while enjoying 
the speed and carbon paper savings of the IBM 
Electric Formswriter. 

When one form is finished, carbons are shifted 
to the next set which is held firmly in registra- 
tion by a series of tapered pins. 


INTERNATIONAL BUSINESS MACHINES e@ 


















By holding the forms firmly in alignment, this 
new IBM exclusive feature makes it possible to 


' produce more legible work, faster and without 


the fuss and bother of constant manual adjust- 
ment. It also provides a saving in paper and 
printing costs since forms can be designed more 


compactly. 


TRADE wank 














590 MADISON AVENUE, NEW YORK 22, N. 
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IN THE BEST PLANNED OFFICES (oteaC ane OF COURSE 


STRETCH 
your office 


without 
touching a wall 







You can plan for tomorrow's 
business today, with Security CRESTLINE 
Steel Office Furniture and the CRESTLINE Office-Plan-Rule. 


For one thing, CRESTLINE Office Furniture is built to give you years 
of service. It is designed to be functional and versatile. For these reasons, 
alone, it will return rewards throughout the years. 


Secondly, when you plan your office installation using the 
CRESTLINE Office-Plan-Rule you can accurately forecast the location 

of your future CRESTLINE Office Furniture so that you will, at all 

times, receive the maximum of office efficiency. You can purchase exactly 
what you need, as you need it . . . secure in the knowledge that as your 
business grows you will be able to expand to handle it. 


—— = 
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OFFICE-PLAN-RULE 

Seay su fama coureearon fl h~ & 


SECURITY STEEL EQUIPMENT CORPORATION ~— 
20 MIDDLESEX ROAD, AVENEL, NEW JERSEY 


Please send me the CRESTLINE Office-Plan-Rule and one CRESTLINE 
Catalogue without obligation. 
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Remington Rand Introduces New 
Model 99 Printing Calculator 


Higher standards of operator ef- 
ficiency are now possible with the 
introduction of the Model 99 Auto- 
matic Printing Calculator, made by 
Remington Rand Inc., New York 
City. 

Combining the tested principles 
of its predecessors with new and 
exclusive developments, the Model 
99 assures fast and accurate figure- 
work production. Its ten-key, touch- 
method keyboard activates a high- 
speed mechanism which automatic- 
ally calculates, proves, and prints 
on tape any and all problems in- 
volving fully automatic multiplica- 
tion, division, addition or subtrac- 
tion. 





Contributing to the peak results 
are a number of exclusive, newly- 
engineered features. Chief among 
them are Simpla-Tape, Automatic 
Clearance, Constant Multiplication, 
and Total Control. 

Simpla-Tape, which provides 
positive proof of figurework ac- 
curacy, shows only the essential 
figures of each problem. Super- 
fluous steps are completely elimi- 
nated, facilitating operator checks 
and increasing the readability of 
the tape for record purposes. In- 
dividual factors, such as divisors 
and multipliers, are easily distin- 
guishable, while subtotals and totals 
are automatically printed in red. 

The calculator clears automatical- 
ly at the end of each problem, and 
the total or asterisk on the tape 
also indicates that the machine is 
ready for the next problem without 
preliminaries of any kind. 

Despite the fact that the machine 
clears itself automatically, it can 
retain a multiplicand indefinitely if 
desired. This is the basis of Constant 
Multiplication, an invaluable aid 
where the same number must be 
multiplied by a series of other fac- 
tors for separate totals. 
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The exclusive Total Control fea- 
ture facilitates accumulative multi- 
plication. Here, however, the multi- 
plicands differ and individual totals 
are not desired. Instead, the opera- 
tor may wish to obtain the grand 
total only of a series of computa- 
tions. A flick of the Total Control 
Lever holds the individual totals 
until the final listing. Accumulated 
within the machine, they then ap- 
pear as a Grand Total, printed in 
red on Simpla-Tape. 

Whether multiplying directly or 
switched to Constant or Total Con- 
trol operation, the Model 99 utilizes 
automatic short cut multiplication. 
Rather than cycling up to the num- 
ber of the multiplier, it automa- 
tically multiplies by ten and sub- 
tracts the compliment. This reduces 
the cycles otherwise required by 
over fifty percent, and speeds cal- 
culating time. 

Division is also direct and auto- 
matic. The dividend is entered first, 
then divisor, after which the “di- 
vision” key is depressed. The an- 
swer, with remainder in red, prints 
on the Simpla-Tape and simul- 
taneously clears the machine. 

By using the “extend” key a mul- 
tiplication problem can be carried 
out to as many places as desired, 
even beyond the increased-capacity 
of the Model 99 which is available 
in two sizes: 11 list—12 total and 13 
list—14 total. The Decimal Pointers 
and Decimal Indicator, standard 
equipment on both sizes, enable the 
operator to position the platen for 
correct placement of a printed deci- 
mal point. Subtracting a larger 
from a smaller number on this new 
machine produces a_red-printed, 
distinctively signalled, true credit 
balance. 

The spacing and arrangement of 
the ten numeral keys within a 342” 
square has been retained from pre- 
vious models to accommodate the 
natural span of the operator’s hand. 
The multiplying keys, sequenced 
from 0-9 in a single row, are located 
below the main keyboard. 

The Model 99 maintains a con- 
tinuity of design in certain of its 
features which reflects the stan- 
dardization of ten-key equipment, 
but it surpasses the criteria set by its 
forerunners. Higher input has been 
attained by means of individual 
multiplier keys for fully automatic 
operation. Computation time has 
been cut through automatic short 
cut multiplication and two-speed 
motor that steps up its tempo 24% 
faster for computing than for print- 
ing. 

Also noteworthy is the construc- 

(Please turn to page 188) 
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Webster — long the quality name in duplicating suppiies — intro- 
duces a new improved carbon paper. This latest “Webster First” 
is so long-lasting, so satisfactory in use, that it’s called DURA- 
METRIC. It has all the famous features of Webster’s MultiKopy 
Micrometric plus qualities all its own that will save time and 
trouble and raise work output in your office. 


These famous features: 


yy Webster’s exclusive scale edge to measure typing lines remain- 
ing on page — prevent “running over”’. 


Ww Scale edge protects fingers and papers from carbon smudge. 
yy Webster’s superior inking assures sharp clear impression. 


PLUS these new features: 
vy Special SHURFLAT treatment on the back of every sheet. 
yx Added crispness and durability for easy handling, long service. 


Durametrce will last longer and work better. There’s a weight and finish for 
every office need. Give DURAMETRIC a trial now! Leading office equipment 


dealers stock it. 


IVI 


FOR FREE SAMPLE, write on 
your office letterhead, specifying 
make of typewriter and number of 
carbons required. 


F.S. WEBSTER 
COMPANY 


7 Amherst Street 


Cambridge 42, Massachusetts 
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Finger grip never touches 
ink. No chance for ink to 
touch you. 


@ Fountain bose “‘ink- 
locked” against acci- 


dental spillage. Only the 
pen unlocks the ink. 


Fountain base holds 40 
times more ink than 
ordinary fowntain pen. 
Won't leak. Won't flood. 
Easy to clean as a saucer. 


Model 444 










Here’s a desk pen that’s always ready to 
write the instant you pick it up—a full 
page or more without redipping. Pen auto- 
matically fills itself from ink fountain in 
the base. Fountain base needs filling only 
4 times a year in normal use. 


ASK YOUR STATIONER FOR A DEMONSTRATION 


Gsterbrook 


DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


* The Esterbrook Pen Company of Cancda, Ltd. 
92 Fleet St., East; Toronto, Ontario 


COPYRIGHT 1963, THE ES PEN CO 


¢ * 
eo’ TOSELECTOR “s 
* REPLACE...HERE'S 





ONLY A FEW OF THE MORE 
POPULAR POINT STYLES SHOWN 
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(Continued from page 187) 
tion of the machine, which weighs 
a compact thirty-nine lbs. The 
Model 99 is cushion-powered. All 
working parts are fastened to an 
aluminum frame which, in turn, is 
attached by coil springs to rubber- 
footed corner posts. This reduces 
noise and vibration to a consider- 
able degree. 
oot eee | 


Steel Partition-ettes Offer 
Quick Assembly and Changing 


Itkin Brothers, New York City, 
recently held a preview to intro- 
duce the new steel Arnot Partition- 
ette. These partitions are so simple 
anyone in an office can quickly and 
easily set them up. No special skill 
is required and the only tool neces- 
sary is a screwdriver. 


er) ly 





They provide beautiful, functional 
office partitions and serve as dis- 
tinctive office enclosures for stand- 
ard or modular office furniture. 
Partition-ettes can be extended in 
any direction, are movable and free- 
standing, and may be assembled 
and re-assembled, according to 
changing needs. 

As a result of this unique new 
product, office improvements can 
now be made without work inter- 
ruptions, and there is no need for 
changing basic lighting, ventilating 
or heating, permanent walls and 
floors are not disturbed. 


oF uF 


Scale Manufacturers Warn Of 
Parcel Post Rate Changes 


A special warning to all business 
firms using parcel post for substan- 
tial mailings has been issued by the 
National Association of Scale Manu- 
facturers. 

With the new parcel post rates in 
effect, virtually every parcel post 
scale in the country has become ob- 
solete. 

Scale manufacturers have been 
busy making as many new charts 
as possible. Firms which do much 
mailing by parcel post are advised 
to contact their scale dealer or 
maker about obtaining a new chart. 
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Rerirep IS THE WORD 
for this NYB&P Conveyor Belt! 
Installed in the “big blizzard” 
year of 1888, the belt was still in 
good operating condition when 
taken out of service in a Minne- 
sota grain elevator late last year. 
Subsequent laboratory tests re- 
cently completed on a section of 
the belt indicate it might have 
continued to perform satisfac- 
: R ° d torily for many more years. 
Pee e etire Specifically, these tests revealed 
: that the belt’s ultimate elonga- 
tion was still well below the al- 
lowable maximum for new belts. 
— a er Tested for bucket bolt pull-out, 
this 64-year-old belt exhibited 
85% of the resistance of a new 
belt of equivalent weight and 


6 4 ye ar GS’ construction. 


Few, indeed, were the manu- 

facturers of industrial rubber 

° ! products back in 1888. New York 

Servl1ce Belting and Packing Company, 

@ however, had been established in 

this field for more than 40 years 

when it produced this notable 

example of NYB&P quality and 
durability. 


weemeedias et iit! 


Today’s NYB&P conveyor and 
power transmission belting, in- 
dustrial hose and packings—in- 
corporating today’s newest fibers 
and rubber compounds—may be 
expected to set even more im- 
pressive records in the future. 
Meanwhile, they are available for 
a your use now...through your 
- - local NYB&P Distributor. His 
, _ es : extensive stocks and application 
a ——— ’ experience are at your service. 
| 














; iin V-BELTS and “TIMING”’® BELT DRIVES 
n ‘Sass 
: ior NYB&P INDUSTRIAL RUBBER GOODS 
%, 
no P, 
: ap NEW YORK BELTING & PACKING CO. 1 market st., Passaic, W.1 
d 
* __) America’s Oldest Manufacturer of Industrial Rubber Products 
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First District 8 
Conference at Buffalo 
Outstanding Success 


HE first full-scale purchasing 

conference of District 8, N.A. 
P.A., held at the Statler Hotel, 
Buffalo, N. Y., October 1, 2, and 3, 
was an outstanding success in every 
way. Registrations came close to 
the 700 figure; the program was 
timely and of high calibre; atten- 
lance and interest at the conference 
sessions was well sustained; the 
products exhibit was a sell-out, with 
55 companies represented; and the 
social events crowded the big Stat- 
ler ballroom to capacity. 

Thursday’s program included 
meetings of the Eighth District 
Council, the Education Committee 
and Public Relations Committee, 
a luncheon of the “Women in Pur- 
chasing” group, and plant visits to 
the Ford Stamping Plant and the 
Bethlehem Steel Company. In the 
evening, registrants gathered for a 
(Please turn to page 204) 








Eighth District National Directors meeting at Buffalo, October 1 





“Purchasing Administration Problems” panel members 


+ 


Panel members at the Value Buying Forum 
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New research developments from the great Gould 
Laboratories now make it possible to combine the 
structural bracing of the original Diamond grid with 
the uniform density so perfectly accomplished in the 
“Z”” grid. The result is a grid that’s years ahead of 
requirements, built to the demands of users and 
tested under tough day in and day out service. 

The new Diamond “‘Z”’ grid cannot “‘grow’’ under 
the toughest kind of treatment. Its diamond, bridge- 
like construction has extra strong members that 
withstand abuse and deliver the rugged service future 
demands will require. Another step forward in 
Gould’s research program to give you extra battery 
performance, longer battery life! When you buy, 
buy Gould! 


© Gould-National Batteries, Inc. 


GOULD 


INDUSTRIAL BATTERIES 








Southwest Conference Draws Record 


Attendance In Tulsa 


A record registration of over 500 
nd an outstanding program, com- 
ined to make the Seventh Annual 


Southwest Purchasing Conference, 
1eld on September 22-24 in Tulsa, 
ne of the most successful meetings 
f the series. 


Representatives from the nine 
ocal associations that go to make 
p District Two, N.A.P.A. met in 
he Mayo Hotel in Tulsa to hear 
topflight individual and _ panel 
speakers discussing the most im- 
portant purchasing issues of the 


lay 


Following a call to order by W. 
L. James, Standolind Oil & Gas Co., 
Tulsa, general chairman of the con- 
ference, and invocation by Dr. Paul 
V. Galloway. Boston Avenue Meth- 
dist Church, the delegates were 
greeted by E. C. Wolf, Sunray Oil 
Corp., president of the Tulsa As- 


sociation. He in turn introduced 
John W. Rieves, Southwestern Gas 
& Electric Co., Shreveport, La., 


N.A.P.A. vice-president from Dis- 
trict Two, who presided at the first 
session. 

Opening guest speaker was Her- 
bert N. McGill, N.A.P.A. economic 
onsultant, and head of McGill Com- 
modity Service. Discussing the gen- 
eral economic outlook, Mr. McGill 
declared that the “negative” fac- 
tors in our economy outweigh the 
“stronger” elements enough to 
eause an “orderly readjustment to 
lower ground” some time in 1954. 

The decline that will occur in the 
next year and a half, Mr. McGill 


said, could not be called a “serious 
recession.’ He declared that boom 
conditions of the past 13 years had 
created the feeling among newer 
executives who had never known 
poor economic periods that “pros- 
perity is a permanent proposition.” 
They fail to realize, he stated, that 
the boom has been founded pri- 
marily on war and its consequences 
and therefore is not natural. 


Raw Material Prices Too High 


McGill declared that raw material 
prices are fundamentally too high, 
and that there is room for correc- 
tion. He singled out steel, fuel, 
chemical and paper products prices 
as being abnormally high and 
stated, “I don’t believe that these 
prices should be kept on a pedestal” 
when most others are being read- 
justed.” 

The recent Supreme Court de- 
cision in the Automatic Canteen 
case, which specified that the Fed- 
eral Trade Commission had to prove 
that a buyer not only knew he was 
getting a lower price, but that he 
was getting it with full knowledge 
that it was discriminatory, was 
hailed as a great victory for pur- 
chasing men in the next address by 
H. Thomas Austern, noted Wash- 
ington anti-trust law attorney. 

The decision, Mr. Austern stated. 
“stopped ‘in its tracks the efforts of 
the F.T.C. to fasten upon buyers— 
and particularly upon professional, 
expert and knowledgeable purchas- 





Walter Bell, left, former District Vice 
President, presents program chairman Bill 
James with a gavel made of special Texas 
wood. 


ing agents—a legal strait-jacket that 
threatened both effective competi- 
tion and the usefulness of the pur- 
chasing agent in our industrial so- 
ciety.” 

In view of the Court’s opinion 
in the case, Mr. Austern said, “any 
buyer purchasing on a_ published 
quantity discount typically used in 
the particular trade will normally 
be wholly safe. Where true arms- 
length bargaining is carried on,.any 
troubled buyer can seek and secure 
legal protection by getting assurance 
from his suppliet that price differ- 
ences are cost-justified.” The de- 
cision, he declared, “will restore to 
the buyer provision of the Robin- 
son-Patman Act its original mean- 
ing—that only where an economi- 
cally powerful buyer coerces a seller 
into giving him a patently unfair 
and obviously indefensible discrim- 
inatory price will he be guilty of 
violation.” 

T. A. Corcoran, The Courier 
Journal-The Louisville Times Co., 

(Please turn to page 194) 





Stalwart Texans and N.A.P.A. members (I. to r.) Bob Kelley, Sun Oi! representatives at the meeting were (I t.o r.): C. L. Chapman, 
Ben Newberry and Charlie Wilson get in early for one of Calgary; George Fecel, Beaumont; Ray Langford, Dallas; R. R. Burris, 


the conference sessions. 


192 


Tulsa; Jack Collins and Howell Adair, Dallas; Bob Guest, Tulsa. 
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HY-PRO HAS 
SPECIALIZED 


PRODUCTION 


...f0 cut man-hours from your schedule 


Tap production is a specialty at Hy-Pro. Our full set-up, from de- 
sign engineer to shipping clerk, is concentrated toward one end— 
perfecting tap output and service. Over the years our proven record 
in the tap field has won Hy-Pro recognition among production men 
as ‘‘the tap specialist’’. 














Whatever your particular needs may be—from a special tap prob- 
lem to your regular set-up—it will pay to make use of our engineer 
specialists. They are always ready to answer your call. 


We can be reached directly or through your local Hy-Pro jobber. 
A complete line of top quality Hy-Pro taps plus our specialist engi- 
neers can help cut man-hours from your production schedule. 





HY-PRO TOOL CO., NEW BEDFORD, MASS., U. S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF, DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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mtinued from page 192) 
Louisville, Ky., and past president 
N.A.P.A., spoke on “Purchasing 
Horizons of N.A.P.A.” 


Opportunities Also A Threat 


Mr. Corcoran summed up the in- 
cations of bright new horizons 





E. C. Wolf, president of the Tulsa Asso- 
ciation at the opening session. Herb Mc- 
Gill is at left. 


head for purchasing men, with the 
broad opportunities for those who 
will properly prepare themselves to 
take on added _ responsibilities. 

3ut” he warned, “these opportuni- 
ties represent a real threat to those 
ndividuals who are not willing to 
help themselves.” 

Then he outlined the large and 
helpful educational program being 
undertaken by the National Asso- 
ciation of Purchasing Agents, and 
showed how individual members 
could share in the fruits of that pro- 


gram. 


“Necessity would seem to require” 
Mr. Corcoran said, “that we improve 
ourselves and our purchasing pro- 
cedures if we are to stay on the 
first team. But aside from this sel- 
fish reason for doing the best pos- 
sible job of procurement, there are 
other more important and exciting 
reasons.” These he indicated as: 
helping to stop inflation, finding 
markets for our tremendous produc- 
tive capacity, reducing prices, and 
stabilizing business genera!ly. “This 
means study and hard work for all 
of us in purchasing,” he said. “But 
the job can be made easier if we 
will make full use of our N.A.P.A. 
organization, and particular'y the 
fine program of the Committee on 
Education.” 

Standardization as it affects stores 
operation, purchasing, manufactur- 
ing and engineering was the theme 
of a panel discussion that closed the 
first session of the conference. Par- 
ticipants included Haylett O’Neill, 
buyer; J. H. Anderson, general 
store keeper, refinery department; 
C. A. Dunlop, section head of equip- 
ment engineering coordination, all 
of Humble Oil & Refining Co., Hous- 
ton; Charles S. Frink, purchasing 
agent, Texas division, Dow Chemi- 
cal Co.; Freeport, Tex., and J. H. 
Grundy, materials manager and as- 
sistant plant manager, Reed Roller 
Bit Co., Houston. 

The traditional banquet was held 
on Wednesday, evening, September 
23, in the ballroom of the Mayo, 
preceded by a reception. W. L. 
James presided at the banquet ses- 
sion. George E. Sokolsky, noted 





A congenial group talking things over between sessions: C. O. Brotherton, Gulf Oil, 
Houston; A. F. Peters, Hunt Tool Co., Houston; C. W. Patchen, Phillips Petroleum, 


Bartlesville; F. L. Scott, Baker Oil Tools, Houston; and B. W. Wright, Brazos Oil 
& Gas, Houston. 
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author, columnist and public 
speaker, gave the principal address. 
His subject was, “America in the 
Middle.” 

E. F. Andrews, national presi- 
dent of N.A.P.A., made his first 
district conference appearance sinve 
his selection in May, on the second 
day of the meeting. In a vigorous, 
stirring talk, Mr. Andrews warned 
the purchasing men that executive 
status would not come to them as 
a gift from their corporate manage- 
ments. “Perhaps some of us have 
done too much complaining that top 





John W. Rieves, District Il Vice Presi- 
dent, and H. W. Cosgrove, secretary of 
the Tulsa Association, which played host 
to the conference. 


management has not recognized the 
profit potential in modern, efficient 
purchasing,” he declared. “I feel 
that management is aware of what 
purchasing can do. They have been 
sold on executive purchasing, but 
they are waiting delivery of the 
goods.” 


P. A. Must “Deliver the Goods” 


It is up to each individual pur- 
chasing agent to deliver those 
“goods”, Mr. Andrews said. He can 
do this, the association president 
stated, by constant improvement in 
his own business education, close 
attention to new techniques in pro- 
curement, such as value analysis of 
all items bought, by rigid yet ef- 
ficient cost reduction not only in 
buying, but in the administration 
of his department. By this type of 
action, Mr. Andrews said, today’s 
purchasing agent can demonstrate 
his qualifications for an executive 
capacity—a capacity management is 
willing to offer him if he has shown 
that he can contribute to the profit 
standing of his company. 

(Please turn to page 198) 
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STAR PERFORM 


through the years. Powell has probably done more valve 
research, solved more valve problems and makes more types 
of valves than any other organization in the world. 


We're sure that you will be enthusiastic about Powell Valves 
too once you see how they perform. Following are just a few 


From coast to coast, Powell Valves have won enthusiastic members of the Powell all-star cast of valves which are avail- 


approval. For every Powell Valve is a star fo 


performance. They have a record of dependability since 1846. 


r outstanding able through distributors in principal cities. If a distributor is 
not located near you, just write us. We'll be pleased to tell you 


Small wonder that Powell Valves have made such a hit more about these valves—and our complete line. 


BRONZE ‘‘W.S."" FULL FLOW 
GLOBE VALVE (Fig. 2608) for 
200 pounds W.P. Regrindable, 
renewable, hardened stainless 
steel seat and disc. Nominal 
pipe size opening through seat 
permits fuller flow, with pres- 
sure drop and turbulence cut 
to minimum. 


“MODEL STAR" GATE VALVE (Fig. 
1793) for 125 pounds W.P. Iron 
body, bronze mounted. Supplied 
with taper solid wedge. Sizes 2” to 
30”, inclusive. 


CAST STEEL SWING CHECK VALVE (Fig. 156/) 


150 pounds. Bolted flanged cap. Heavy rug- 


ged construction. Available in sizes %4” to 


BRONZE ‘“‘WHITE STAR’’ GATE 
VALVE (Fig. 375) for 200 
pounds W.S.P. Union bonnet 
with inside screw rising stem. 
Renewable ‘Powellium” 
Nickel-Bronze wedge. 


18”, inclusive. 
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Unusual Care... 


When Stutzi, this six year old Dachs- 
hund of a Bavarian farmer, lost her 
litter of pups, these two little pigs 
were substituted. Both the pigs and 
the dog seem quite content with the 
arrangement. 


for Unusual Care on Long-Distance Moves 


Go the MAYFLOWER Way! 


» When you move company personnel from one city to another, you want 
a mover who will take special care to see that the job is done quickly, 
efficiently and with a minimum of bother. That’s why you'll want to try 
Mayflower Moving Service. Mayflower has pioneered more major refine- 
ments in long-distance moving than any 
other carrier. Mayflower service means ex- 
tra precaution, extra protection and atten- 
tion to even the smallest details. When you 
move by Mayflower, not only are special 

ads and covers used on all finished pieces, 
= Mayflower even provides special cloth 
bags for casters and screws so that they will 
not get lost or separated from the piece to 
which they belong. Mayflower Moving Serv- 
ice is complete in every respect. It’s the safe, 
easy way to move. Whenever you have per- 
sonnel to move, call your local Mayflower 
representative. 


AERO MAYFLOWER TRANSIT COMPANY - Indianapolis 


Mayflower’s organization of selected warehouse agents provides on-the-spot rer. ea 
representation at the most points in the United States and Canada. Your local Good Housekeeping 
Mayflower agent is listed in the classified section of your telephone directory. 





Special pads and covers are used for all 
finished pieces, 


res oversee EH 


Mayiigive 


yneutao Fryea 
NATION-WIDE FURNITURE MOVERS 
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(Continued from page 194) 

J. W. Owings, manager of sales, 
pipe division, Republic Steel Corp., 
Cleveland, told the session that 
steel pipe will not “be elbowed 
aside” by plastic pipe, a “compara- 
tive upstart in the tubular field.” 





Earl W. Shoupe and Marion E. Loose of Ohio 
Oil Company, Findlay, Ohio 


Mr. Owings, formerly a partner in 
Owings-Sharpe, manufacturer of 
plastic pipe, joined the steel com- 
pany in July when Republic bought 
out his company and entered the 
plastic pipe field. 

“Each type of pipe has certain 
advantages” Owings said. “Each has 
certain limitations. Each has its own 
fields of application. Each is a ma- 
terial in its own right and neither 
is a substitute for the other.” 





H. Thomas Austern speaking on the 
Automatic Canteen case 


In a brief review of the steel pipe 
market, Mr. Owings said it would 
not be appropriate to predict that 
“all your troubles on oil country 
goods and line pipe will be history 
by next year. But at this year’s 
drilling rate, the use of foreign and 
conversion pipe will be relatively 
small. Your cost per ton of pipe used 
will more closely approximate the 

(Please turn to page 202) 
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SAVE ON PICKUP AND DELIVERY 


SAVE ON PACKING WITH NO SIZE 
OR WEIGHT LIMITS 


SAVE ON CHARGES FOR MULTIPLE- 
PACKAGE SHIPMENTS 


SAVE ON LIABILITY COVERAGE 
SAVE ON RECEIPT RECORDS 


SAVE ON INVESTMENT WITH 
“CHARGES COLLECT” SERVICE 





Ask your Expressman about these 
and other Railway Express services 


NILW, 
SimPaese 
ale. E NCS 


THE COMPLETE SHIPPING SERVICE 


‘Gale integrating truck, rail 
and air transportation 

> in one swift, sure, 

to Sie nationwide service. 
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CLEVELITE 


Laminated Phenolic Tubing 


ENSURES BETTER PERFORMANCE IN 
COUNTLESS ELECTRICAL PRODUCTS ° 
AND ... LOWERS PRODUCTION COSTS. 


Clevelite is known the world over for its moisture 
resistance, dimensional stability, high dielectric 
strength, low loss and great physical strength. It 
meets the most exacting specifications. 


Proven applications include . . . armature shaft 
spacers, insulators and brush holders; relay stack 
insulators and spacers, rectifiers, and as the outer 
casing on mercury contact relays, as well as re- 
placements for other materials in tubular form. 


Available in diameters wall thicknesses, and 
lengths as desired. 


Why pay more? For the best .. . Call CLEVELAND! 


* Reg. U. S, Pat. Off. 


Ye CLEVELAND CONTAINERG/ 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 


e All-Fibre Cans © Combination Metal and Paper Cans 
® Spirally Wound Tubes and Cores for all Purposes 
a *« * 


PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit, Memphis, Plymouth, Wisc., 
Ogdensburg, N.Y, Jamesburg, N. J. © ABRASIVE DIVISION at Cleveland. 
SALES OFFICES: Grand Central Terminal Bldg., New York City; Washington 
Gas Light Bldg., Washington, D.C.; West Hartford, Conn; Rochester, N.Y. 


Cleveland Container Canada, Ltd.;: PLANTS AND SALES OFFICES: Toronto and 
Prescett, Ont. © SALES OFFICE: Montreal. 


Please mention PURCHASING Magazine when writing to advertisers. 
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(Continued from page 198) 
card prices of domestic mills than 
at any time in -the last several 
years.” 

Nelson J. Gibbins, national chair- 
man of the Public Relations Com- 
mittee, and George Renard, execu- 
tive secretary-treasurer of N.A.P.A., 
presented their sparkling observa- 
tions in their particular fields, under 
the titles, “Public Relations” and 
“From One P.A. to Another.” Rus- 
sell F. Hunt, vice-president and 
assistant to the president, First Na- 
tional Bank and Trust Company, 
Tulsa, spoke on “Purchasing Hori- 
zons in the Southwest”, and Paul V. 
Farrell, associate editor of Purchas- 
ing, spoke on “The Facts Behind 
the Figures.” 

Other session chairmen included: 
Walter L. Bell, Tarrant County, 
Fort Worth, Tex.; W. Barron Chap- 
man, Southwest Public Service Co.., 
Amaril!o, Tex.; and John R. Guynes, 
Magnolia Petroleum Corp., Dallas, 
president of the Dallas Association. 


7, eee 


Agents See Film “Georgia— 
Empire State Of The South” 


At a recent meeting of the Pur- 
chasing Agents Association of 
Georgia, Alfred Camp, Southern 
Scientific Co., was elected editor of 
the associations new monthly maga- 
zine. 

Highlight of the program was the 
showing of the film “Georgia—Em- 
pire State of the South”. 

New members announced at the 
meeting were: W. H. Jones, Pitts- 
burgh Plate Glass Co.; W. R. 
Saacke, Warren Co.; and W. L. 
Thompson, Genuine Parts Co. 


©. + 2 


H. K. Hallett Addresses Meeting 
of Virginia-Carolinas Agents 


H. K. Hallett, president of the 
American Cotton Manufacturers In- 
stitute, told the members of the Vir- 
ginia-Carolinas, Purchasing Agents 
Association that industry’s headlong 
advance in efficiency, improved out- 
put and exploratory progress is in- 
creasing the purchasing power of 
millions but is also causing top man- 
agement to recognize its purchasing 
department to be “as important as 
the eleventh player on a football 


Mr. Hallett, who was guest speaker 
at a recent meeting of the group, 
devoted a large part of his address 
to the problems and situations in- 
volved in setting up the most effi- 
cient purchasing department. 
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© Standard. a senaisaneaal ability t to produce 
weldless rings all the way up to 144” O.D. is 

| one of SIX REASONS t 

WHY YOU SHOULD ALWAYS CALL | 

STANDARD STEEL FOR RINGS | 


: 
WeldiessRings| srmencrs 


1. TESTING—tradiographic tests, tensile tests, hardness A 
Wl tests, ultrasonic probing of internal structure, etc. 2 
from 1 2 (} l) 2. QUALITY STEEL—through production of own steel ie 
* by the acid open hearth process. : 
3. UNIFORMITY—assured by precise control of forg- 
Vi ing and rolling operations. 
10 l) 4. CAPACITY—unsurpassed ability to produce weldless 
d " rings all the way up to 144” O.D. 


5. EXPERIENCE—produced by skilled workmen with 
20 to 40 years experience. 


pe 6. FAST SERVICE—a vital factor in the continuing 
growth of Standard Steel for over 150 years. 






Ay 


~ DIVISION 


Burnham, Pennsylvania 


BALDWIN-LIMA-HAMILTON 


General Offices: Philadelphia 42, Pa. Offices in Principal Cities 
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Dress formed grinding wheels 
to a OOOT accuracy with the 


B-1 Angle tangent 
to radius DRESSER 


This easily operated formed wheel 
dresser is of sturdy construction and 
has exceptional built-in accuracy. 
Simple or complex forms can be 
dressed on grinding wheels to an 
accuracy of .0001”. Years of use in 
thousands of plants have proved 
the worth of the Vinco Model B-1 
dresser on production work as well 
as tool room and gage grinding 
operations. 


Prompt Delivery 


VINCO CORPORATION 
9119 Schaefer Hwy., Detroit 28, Mich. 








FREE! Send for this fully illustrated 
folder today. It's full of operating 
information and details concern- 
ing the famous B-1 dresser. 





THE TRADEMARK OF DEPENDABILITY, 
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(Continued from page 190) 


gala “Early Birds Dinner” featuring 
top grade entertainment and lots 
of it. 

Formal conference sessions got 
under way on Friday morning, when 
Program Chairman W. B. Wight 
called the meeting to order. After 
the welcome by Buffalo’s mayor 
and Senator Walter J. Mahoney, 
Professor Sumner Schlichter of 
the Harvard Graduate School of 
Business Administration spoke on 
“The Economic Outlook”. Professor 
Schlichter noted certain indications 
of a possible contraction of business 
in the months ahead, but declared 
that this could be avoided if bus- 
iness improved its products and 
adopted a pricing policy that would 
persuade consumers to spend in- 
stead of save. Further, in the ab- 
sence of continuing high expendi- 
tures on plant and equipment, he 
called upon business to distribute 
its earnings more liberally to pro- 
vide increased purchasing power. 
On government’s part, he advocated 
reducing personal income taxes as 
the most effective means of check- 
ing a business contraction. His re- 
marks appear elsewhere in this is- 
sue. 

This address was followed by the 
first of three unrehearsed panel 
discussions, a technique enlisting the 
services and experience of practical 
purchasing men in developing vari- 
ous correlated phases of purchasing 
activity. This method proved to be 
most interesting, with give and take 
among the panel members bringing 
out complete and constructive con- 
sideration of the subject from a 
variety of viewpoints; at the same 
time, it demonstrated the wealth 
of sound experience and leadership 
to be found within the Association 
membership. 

Topic of the Friday morning 
panel was “Purchasing Administra- 
tion Problems”. Peter J. Clarke of 
Rohm & Haas Co., Philadelphia, 
was moderator. The panel included 
A. J. Dickinson of Virginia-Carolina 
Chemical Corp., Richmond; H. L. 
Hopkins of American Can Co., New 
York; S. L. MacKenzie of United 
States Rubber Co., New York; S. V. 
Masterson of E. I. du Pont de Ne- 
mours & Co., Buffalo; and W. H. 
Old of Babcock & Wilcox Co., New 
York. 

The principle of organization was 
defined as getting the most out of 
the department in attaining the ob- 
jectives for which it exists and 
meeting the responsibilities placed 
on it by management. Good organi- 
zation starts by defining the func- 

(Please turn to page 208) 
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*ALMOST ANY SHAPE can be pro- 
duced as an Alcoa® Aluminum Extru- 
sion—hollow, semi-hollow, solid. 
Extrusions put the metal where it’s 
most needed, yet use less metal than 
rolling or fabricating by welding 
or riveting. 





CASTINGS—Aluminum standard per- 
manent mold castings, like parts for 
this meat slicer, are strong and 
sound when Alcoa makes them. 
They compete in price with castings 
of any metal when you figure their 
cost machined, finished and com- 
pletely assembled. 


*TREAD PLATE—Strong Alcoa 
Aluminum Tread Plate is widely 
used in refineries and chemical 
plants because it is nonsparking— 
in trucks and tractors because it is 
lightweight. 


NovemMBeEr, 1953 


LARGE STRUCTURES are usually arc- 
welded, but aluminum assemblies 
also can be joined by torch weld- 
ing, all three resistance-welding 
processes—spot, seam or flash, and 
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*SUBSTATIONS built of lightweight 
Alcoa Aluminum Structural Rolled 
Shapes are quickly fabricated and 
erected. Aluminum’s corrosion 
resistance eliminates current shut- 
downs for maintenance painting. 





ALCOA ALUMINUM FORGINGS meet 
the need in products that must be 
light in weight, high in strength. 
Alcoa forge shops are ready with 
expanded facilities and new produc- 
tion methods, 








your local 
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Products marked* 
are available from 


Alcoa Distributor 








ALABAMA 
Birmingham 
Hinkle Supply Co. 


CALIFORNIA 

Los Angeles 
Ducommun Metals 
& Supply Co. 
Pacific Metals 
Co., Ltd. 

San Francisco 
Pacific Metals 
Co., Ltd. 


COLORADO 
Denver 
Metal Goods Corp. 


CONNECTICUT 
Milford 
Edgcomb Steel of 
New England, Inc. 


FLORIDA 
Hialeah 

Florida Metals, Inc. 
Jacksonville 

Florida Metals, Inc. 


Tampa 
Florida Metals, Inc. 
GEORGIA 


Atlanta 
J. M. Tull Metal 
& Supply Co., Inc. 


ILLINOIS 
Chicago 

Central Steel & 
Wire Co. 

Steel Sales Corp. 


INDIANA 
Indianapolis 
Steel Sales Company 
of indiana, Inc. 


LOUISIANA 
New Orleans 
Metal Goods Corp. 


MARYLAND 

Baltimore 
Whitehead Metal 
Products Co., Inc. 


MASSACHUSETTS 
Boston 
Edgcomb Steel of 
New England, Inc. 
Cambridge 
Whitehead Metal 
Products Co., Inc. 


MICHIGAN 
Detroit 
Central Steel & 
Wire Co. 
Steel Sales Corp. 


MINNESOTA 
Minneapolis 
Stee! Sales Co. 
of Minn. 


MISSOURI 
Kansas City 

Metal Goods Corp. 
St. Louis 

Metal Goods Corp. 
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NEW JERSEY 

Harrison 
Whitehead Metal 
Products Co., Inc. 


NEW YORK 


Buffalo 
Brace-Mueller- 
Huntley, Inc. 
Whitehead Metol 
Products Co., Inc. 


Products Co., Inc. 
Rochester 
Brace-Mueller- 
Huntley, Inc. 
Syracuse 
Brace-Mueller- 
Huntley, Inc. 
Whitehead Metal 
Products Co., Inc. 


NORTH CAROLINA 


Charlotte 
Edgcomb Steel Co. 


OHIO 
Cincinnati 

Williams & Ce., Inc. 
Cleveland 

Williams & Co., Inc. 
Columbus 
Williams & Co., Inc. 
Toledo 

Williams & Co., Inc. 


OKLAHOMA 


Tulsa 
Metal Goods Corp. 


OREGON 


Portland 
Pacific Metal Co. 


PENNSYLVANIA 
Philadelphia 


Products Co., Inc. 
Pittsburgh 

Williams & Co., Inc. 
TEXAS 
Dallas 

Metal Goods Corp. 
Houston 

Metal Goods Corp. 
UTAH 


Salt Lake City 
Pacific Metals Co., Lid. 


WASHINGTON 
Seattle 

Pacific Metal Co, 
WISCONSIN 
Milwaukee 


Central Steel and Wire Co. 
Steel Sales Corp. 
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AMERICAN 
Tubular and Split 
| RIVETS 


In all metals, all styles 


for all industrial applications 


W= rife £0) mee 0161: 
AMERICAN RIVET COMPANY 


849 N. Kedzie Ave Chicago 51, Ill 
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TUM TRAE 


PAPER AND SPOOL SHAPES 


We are equipped to make a wide variety 
of paper shapes for industrial users, in- 
cluding cones, tubes, cores, spools as well 
as moulded shapes. We can impregnate, 
color, stamp, wrap, print, perforate, flock, 
lacquer and construct and finish in any 
combination of the above processes. 


Our complete laboratory and engineer- 
ing departments are available for con- 
sultation and experimental develop- 
ment. If it can be made out of paper, 
as a substitute for metal, plastic or 
wood and will save money, we can 
make it. 


Sonoco Propucts CoMPANY 


MAIN OFFICE—HARTSVILLE. S. C. 
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tion and examining the set-up to 
assure proper areas of responsibility, 
in proper relationship to each other, 
with clearly established lines of 
authority, adequate supervision and 
communication, and means of con- 
trol. Policy and procedure manu- 
als were commended as effective 
administrative tools, provided they 
are not permitted to dull the think- 
ing of department personnel by 
blindly “following the book” when 
judgment and deviations are indi- 
cated, or to stand in the way of 
improvement and change. The im- 
portance of personnel training was 
emphasized as an administrative re- 
sponsibility, since performance can 
be no better than the personnel; 
due attention should be given to 
providing for long range replace- 
ment, age brackets, flexibility, ori- 
entation and plant training. The 
final point in this discussion was 
the earning of management recogni- 
tion of purchasing through verbal 
and written reports and the devel- 
opment of superior personnel. 


District Vice President G. W. H. 
Ahl presided at the luncheon meet- 
ing introducing N.A.P.A. President 
E. F. Andrews of Indianapolis as 
the principal speaker. Mr. Andrews, 
in a stirring address, declared that 
“Management has already ‘bought’ 
purchasing as a key function in 
business, but is waiting on delivery.” 
And that, he said, is a responsibility 
of the individual. He prescribed a 
10-point vitamin program for meet- 
ing this responsibility. At this time, 
also, a suitably engraved gavel was 
presented to Conference Chairman 
J. S. Rutherford of Buffalo, in 
recognition of his fine work. 

A. Kemp Stevens of Syracuse 
presided at the afternoon session, 
introducing the second of the panel 
discussions. This was enlivened by 
first producing a dramatization in 
four brief acts, under the general 
title of “The Interview”. The parts 
in this dramatization were ably ta- 
ken by members of the Syracuse 
& Central New York Association. 
The four acts presented problems 
in contract purchasing, price nego- 
tiation, specifications, and value an- 
alysis. In the ensuing discussion, 
panel members were Haro'd F. 
Jones of du Pont, Wilmington; W. L. 
Thompson of Westinghouse, Phila- 
delphia; and Leonard T. Thomasma, 
Sales Manager of The Todd Com- 
pany, Rochester; with Stuart F. 
Heinritz, Editor of PURCHASING, as 


moderator. 
The Conference Banquet was held 


(Please turn to page 210) 
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Great Ideas of Western Man 


ONE OF A SERIES 


Mr. Justice Lindley on Protection from Government 
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I know of no duty of the court 

which it is more important to observe, 
and no powers of the court 
which it is more important to entorce, 
than its power of keeping 
public bodies within their rights. 
The moment public bodies exceed their rights, 


they do so to the injury and oppression of 











private individuals, and those persons 


— are entitled to be protected from injury 


arising from such operations 


——— | 





of public bodies. 


JUDGMENT IN ROBERTS VS GWYRFAIL DISTRICT COUNCIL, 1899 
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Container Corporation of America 
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on Friday- evening. Music for 
this occasion was provided by the 
“Belladiers”, widely known choral 
group of the Bell Aircraft Co. @ 
The speaker of the evening, intro- 
duced as Stefanovitch Popoff, Indus- 
trial Advisor to the Russian Delega- 
tion of United Nations, entertained 
and mystified his hearers with a 
discussion of “Purchasing’s Role in 
Plan 5”, eventually revealing his 
true identity as Leo Kaplan, Presi- 
dent of the Great Lakes Press, 
Rochester. The Buffalo Association 
was host for dancing following the 
banquet. 

James M. Berry of Greensboro, % 
N. C., presided at the Saturday 
morning session, moderating the 
third panel discussion on “Value 
Buying”. The three panel mem- 
bers presented three aspects of the 
subject: R. O. Keefer, Aluminum 
Company of America, Pittsburgh, 
The Materials You Work With; L. D. 
Miles, General Electric Co., Sche- 
nectady, The Men You Work With 
—Selling Value to Others; A. S. 
Pezoldt, Jr., Morrison Steel Prod- 
ucts, Buffalo, The Methods You 
May Use—Application and Varia- 
tions in the Value Buying Principle. 
A spirited question and answer pe- 





United States Gasket Company Sales Representatives—located in 
principal cities throughout the world—are a sales-service organi- 
zation trained for one purpose...to make the application of 
U.S.G. products more advantageous and more profitable. 





Back of these men stands the most complete line of Fluorocarbon 
Products and the greatest specialized engineering and manufac- 
turing ““Know-how”’ that any sales organization in the industry 
may draw upon to serve their customers. 


Let our salesman be your “‘Man Friday.”’ Tell him your problems. 





He will supply the answers. 


UNITED STATES GASKET COMPANY PRODUCTS INCLUDE 


e Gaskets and packing that are im- 


mune to all chemicals (except 
molten sodium and fluorine). Are 
non-contaminating. Out-last other 
materials several times over. 


® No-lubricant, non-contaminating 


bearings and bushings. 


@ Chemical-proof pump impellers and 


other machine parts. 


e High temperature, high frequency, 


high voltage insulating materials 
(sheets, rods, tubing, tape, cylinders, 
bars, molded and machined parts 
for the electronic and electrical 
industries). 


@ Tefion “Alloy” materials that possess 
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most of the pure polymer’s charac- 
teristics and offer additional de- 


*du Pont trademark 


UNITED 
STATES 


GASKET 
COMPANY 
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sired physical or electrical charac- 
teristics. “Alloys” include metals, 
glass, alnico, ceramics, carbon, sili- 
cate, mica, graphite, quartz, asbes- 
tos, etc. 

Solderable Teflon’ and Cementable 
Tefion. 

Electronic components including min- 
iature tube sockets, crystal sockets, 
connectors, stand-off insulators, 
feed-through insulators and termi- 
nals, trimmers, etc. 

Perforated Teflon for filtering and 
sifting chemicals that would attack 
other filtering media. 

Metal and metal-asbestos gaskets 
for pipe flanges and boilers, water 
walls and other steam accessories. 


FLUOROCARBON U 
PRODUCTS DIVISION 
CAMDEN 1, 


Representatives in Principal 
Cities Throughout the World 


NEW JERSEY 








riod followed their introductory re- 
marks with active audience partici- 
pation indicating the keen interest 
in this timely topic. 

Closing feature of the conference 
was an address by George A. Re- 
nard, Executive Secretary of N.A. 
P.A. on the question, “Can the 
1953 Purchasing Agent Do the Job 
in a Buyers’ Market?” Mr. Renard 
pointed out that whereas the eco- 
nomic problem of the iron curtain 
countries is still one of scarcity, 
our problem is surplus products and 
capacity. Under these circumstances, 
the purchasing agent’s duty is to 
check his thinking to fit current 
conditions, to shop for value, and 
to make the dollar an honest one. 
‘Don’t sell Uncle Sam short,” he 
said, “when our biggest shortage is 
parking space for our automobiles.” 

The Ladies’ Program included, in 
addition to the social events already 
listed a visit to the General Mills 
Food Processing Plant, and a bus 
tour of the Niagara Frontier, includ- 
ing Niagara Falls and the scenic 
Canadian shore of the St. Lawrence. 

The Conference Committee of the 
Buffalo Association was headed by 
J. S. Rutherford Aluminum Com- 
pany of America, with Joseph K. 
Silvernail of Socony-Vacuum Oil 
Co. as co-chairman. 

(Please turn to page 214) 
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fastener ideas of the future 


Back in 1942, the Size-Mark on Socket Cap Screws was con- 
sidered a visionary idea, attainable only in the distant future, 
by most fastener authorities. Ground Threads on Socket Set 
Screws were thought another of such “dream” developments. 


But Parker-Kalon licked the problems, delivered both im- 
provements within the year, on P-K Socket Screws. 





“3 Originator of so many of the fasteners essential to modern 
. assembly methods, Parker-Kalon has always preserved the 
Po org 2s pioneering spirit. You can continue to look to P-K for the 
a fastener ideas of the future, delivered today. 

Get samples of P-K Socket Screws . . . and compare. See 


why they'll put your product a step ahead . . . assembly-wise 
oo and sales-wise. 


PARKER-KALON’ 


~ 


* SOCKET SCREWS 









The only Size-marked Socket Cap Screws 
The first Ground Thread Socket Set Screws 


ay The 
PIPE PLUG 
G INDUSTRIAL 
SET 








CAP FLAT HEAD BUTTON HEAD SHOULDER HEX KEY DISTRIBUTOR 
steers your 
ie z\ SOCKET SCREW DIMENSION FINDER supply dollars 
a : r Helps you plan assemblies. Pocket size plastic slide chart gives 
essential dimensions of all types of P-K Socket Screws. For a free to the best 
Dimension Finder, Socket Screw samples, or other data, see your 
P-K Distributor. Or write: Parker-Kalon Corporation, 200 Varick values. 





Street, New York 14, 
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MALLEABLE 
IRON CASTINGS 


that you can depend upon! 


The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you. 


Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to uphold the quality of 
their products. 


Good service, quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 
We invite your specifications for quota- 
tion. 


WE SHIP QUICKI 
Phone 4-5676 for Service 


The parts shown here are 
representative of our produc- 
tion for automotive, farm 
implement, appliance and rail- 
rood customers. 


MOLINE IRON WORKS 


Moline, Illinois. U. $. A. 











“TLEXIBILIT 


IN YOUR SHOP 





Harden, heat treat, temper and anneal 
with one furnace .. the Johnson No. 706. 


Another in the Johnson line of dependable gas equip- 
ment has won its place in both large and small shops 
and plants. Operators like its easy adaptability. Six 
Johnson Direct Jet Bunsen Burners with individual shut 
off valves and pilot lights provide steady, easily control- 
led heat from 300 to 1850° F. Semi- muffled type with 
berners operating below Carbofrax hearth. Firebox: 7°x 
13°x 16%". Also available bench style. Write for com- 
plete and factual information. 

A smaller version of this highly flexible furnace is the 
No.654. Four burners deliver 300 to 1800° F. Firebox: 
5° x 7%" x 13%". Available as pedestal or bench style. 

JOHNSON GAS APPLIANCE CO. 
603 E Avenue, N. W., © Cedar Rapids, lowa 
Johnson No. 706 Pedestal Style 
Bench Styie .... . 


Johnson No. 654 Pedestal Style 
Bench Style 


- + $275.00 
, Model No. 
JOH 7 
INDUSTRIAL GAS EQUIPMENT 


Furnaces @ Burners @ Torches Valves @ Mixers @ Blowers 
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Registration: E. Kidd, Worthing- 
ton Corp., and J. J. Schwalbach, 
Barcalo Mfg. Co. 

Publicity: Henry Wodtke, Donner 
Hanna Coke Corp., and Ed Pemp- 
sell, Wildroot Co., Inc. 

Program Arrangement: Richard 
Fuller, American Machine & Foun- 
dry Co., and John Murphy, General 
Mills, Inc. 

Plant Visits: Harry O'Grady, Ford 
Motor Co., and S. W. Kirchmeyer, 
Hewitt-Robins, Inc. 

Finance: Leo Norton, Globe Wo- 
ven Belting Co. 

Reception: Russell Unkrich, Hinde 
& Dauch Paper Co., and Thomas 
Beecher, Globe Woven Belting Co. 

Entertainment: Al Chipman, R. C. 
Neal Co., Chester Bell, Durez Plas- 
tics & Chemical Co., and Mrs. Esther 
Rick, Buffalo Brake Beam Co. 

Exhibits: J. K. Silvernail, Socony- 
Vacuum Oil Co., and George T. 
Weimert, Beals McCarthy & Rogers. 

W. B. Wight, Bausch & Lomb 
Optical Co., Rochester, was Program 
Chairman, assisted by A. Kemp Ste- 
vens of Air Cooled Motors, Inc., 
Syracuse, and J. M. Berry of Vick 
Chemical Co., Greensboro. N. C. 


oF ¢ 
Connecticut Resumes Meetings 


The Purchasing Agents Associa- 
tion, of Connecticut resumed its 
monthly meetings, in September, 
with a dinner meeting at the Weth- 
ersfield Country Club. 

Leo A. Golden, general manager 
of Eastern Motor Freight Confer- 
ence, Inc., was guest speaker and 
addressed the group on the subject 
“Today’s Transportation in Indus- 
try”. 

ee 


NTDMA Has Sound Film Available 
Describing Tool And Die Making 


The National Tool and Die Manu- 
facturers Association has released a 
motion picture entitled “Tool and 
Die Making—Keystone of Mass Pro- 
duction”, 

It is a 22-minute, full color, 16mm 
sound film which was produced 
during the past year in leading in- 
dustrial plants and tool and die 
shops in the East and Middle West. 
It not only shows mass production 
techniques in manufacturing such 
diverse items as automobile crank- 
shafts and zippers for clothing, but 
it features the craftsmanship in tool 
and die making. 

Prints are available for loan or 
purchase through the association’s 
national headquarters, 907 Public 
Square Building, Cleveland 13, Ohio. 
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HINDE & DAUCH 


for over 50 years has been giving You 
EU EMG La 
corrugated boxes 














Engineers and designers of industrial and com- 
mercial buildings know galvanized sheets to be supe- 
rior building material for this type of construction— 
particularly for roofing and siding. They know that 
raters | galvanized sheets offer: 


¢ SHORT-TERM plus LONG-TERM 
ECONOMY 
Low initial cost, low application cost, low 
per-year cost 


e STRENGTH OF STEEL; RUST-PROTEC- 
TION OF ZINC 
Withstand rough treatment, add structural 
strength and are fireproof 
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All galvanized sheets give years 
of useful service. But the heavier 
the zinc coating, the longer the life 
of the base sheet. Because various 
weights of zinc coating look alike 
on the surface, it pays to specify a 

de-marked sheet . . Get the 

eaviest coating you can buy! 






IT’S THE ZINC THAT STOPS THE RUST 


For long, rust-free service, specify a heavy duty sheet such as the 
“Seal of Quality” with a zinc coating of 2 ounces per square foot. 
For heavier coatings order according to ASTM Specification A 93. 


ATTENTION : 
MAINTENANCE 


DEPTS. E> 


Get the facts on MZP (Metallic Zine 
Paint) for structural steel and gal- 
vanized surfaces. Also, zine for 
cathodic protection and grounding 
electrodes. Check coupon below. 


Send For FREE VALUABLE BOOKLETS 


Send booklets checked without cost or obligation 


(_] CaTmopic PROTECTION with Zinc Anodes 
(_]) GRADE-MARKED GALVANIZED SHEETS for Industrial Buildings 


Company 


Name of Individual 


Address. 


0 mzp Metallic Zinc Paint 


American Zinc Institute, 60 East 42nd Street, New York 17, N. Y. Dept, PM-11 | 
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City or Town 






Zone. State. 
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Judge Sterrett Guest Speaker 
At Dallas Association’s Meeting 


Judge W. “Lew” Sterrett of Dal- 
las County, Texas, was the guest 
speaker at the October meeting of 
the Purchasing Agents Association 
of Dallas held in the Brazilian Room 
of the Melrose Hotel. Judge Sterrett 
addressed the group on “County 
Government”, 

Four new members were wel- 
comed into the Dallas association. 
They were: James W. Conley, Rock- 
well Valves, Inc.; Thomas M. Jones, 
Farwell Company, Inc.; Lawrence 
Z. Stotts, Peterson Construction 
Company; and C. L. Moss, Peterson 
Construction Corhpany. 

Plans were also discussed for & 
visit to the Field Research Labora- 
tories of the Magnolia Petroleum 
Company, an event which took place 
on October 22nd. 

It was also announced that John 
W. Reives, purchasing agent, South- 
western Gas and Electric Company, 
and vice president of District 2, 
N.A.P.A., would be the guest 
speaker for the association’s Novem- 
ber meeting. 


TF ¢ 


Matt King Honored At Toledo 


The Toledo Yacht Club was the 
site of the September meeting of the 
Toledo Purchasing Agents Associa- 
tion. The entire evening’s affair was 
devoted to a program honoring Matt 
King, who is retiring as national 
director. 


ee a 


Dr. May Tells Of Eurepean Tour 
At Rochester Ass’n Meeting 


Dr. Arthur May, professor of his- 
tory, University of Rochester, was 
the principal speaker at a recent 
meeting of the Purchasing Agents 
Association of Rochester. Dr. May 
spoke about his recent tour of 
Europe. 

Eleven new members were also 
introduced at the meeting. They 
are: John W. Averill, Stromberg- 
Carlson Co.; Anthony D’Ambrosio, 
Wood-Mor Products; Richard A. 
Lynch, Will Corp.; Edward H. Lee, 
Paul T. Freund Co.; James A. 
Palmer, Metal Arts Co.; Robert B. 
Fisher, Stanbern Aeronautics; Rob- 
ert A. Copeland, Archer Mfg. Co.; 
Paul V. Cavanaugh, Sargent- 
Greenleaf; Alfred D. Jackling, Art 
Craft Optical Co.; Harold T. Jenkin- 
son, Projection Gages, Inc.; and 
Donald B. Brown, University of 
Rochester. 


PURCHASING. 












































~ 


) 
A. 
e, 
A 
B 


|}A SUCCESSFUL PRODUCT 
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x iS FUSSY ABOUT ITS “CLOTHES” 
| There's a lot more to fitting a container to your product than just 
getting the right size. For example, consider an “ordinary” tin can. 
First, the can must fit your product chemically. Some products 
are quite at home in an unlined can—others require one of Continen- 


/ tal’s twenty-five special enamel linings. 





Next, our “can tailors” carefully consider the way your product is 
to be used, recommend what would be most convenient for your 
customers—a plain top, push-on lid, hinged lid, sifter top, pouring 
spout, handle, or any of a dozen other special features. 

We consider, too, the closing and sealing methods and equipment 
employed in your plant. Whether or not the product develops internal 
pressure, and how much, how the product will be shipped and stored, 


whether it will be lithographed. And, of course, the cost of the con- 





tainer must be in line with the proposed selling price of your product. 
It may be that your product doesnt belong in a can at all. The 
right container for it may be one of Continental's paper cups, light- 
weight fibre drums, bags or a steel drum or pail. But you can be sure 
that whatever container your product requires, Continental can pro- 
vide a perfect fit. 
If you are planning a new product or improving an existing one, 


let us take its “measurements before you decide on a container. 








CONTINENTAL (C CAN COMPANY 


CONTINENTAL CAN BUILDING 100 E. 42nd ST., NEW YORK 17 


Hoof d B&O & 


TIN CANS SRE ORUMS PAPER CONTAINERS STE, PANS AND DRUMS Cart ano CORK 








New York or San Francisco. 


oe E FENCE 


AMERICA’S FIRST WIRE FENCE e 








Opps 


oie 


" : 
1... you blame yourself if failure to safeguard 


property resulted in loss? After all, isn't property protection a 
responsibility of all management? Security is a job for Page 
Chain Link Fence, available in heavily galvanized Copper- 
Bearing Steel, long lasting Stainless Steel or corrosion-resist- 
ing Aluminum. But PAGE means more than a quality product. 
It is a complete fence service, performed by more than 100 
firms having technical training and fence erecting know-how, 
and conveniently located throughout the country. For illustrated 
data on Page Fence and name of experienced firm nearest you— 


While to PAGE FENCE ASSOCIATION in Monessen, Pa., 
Atlanta, Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 





See Better! Work Better! ~. 
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| UXO LAMP 


\ Acclaimed the World over _ 

















Brackets to Desk, 

_ Board, Lathe, Bench, 
Well or Table 
(Floor Mount also Available 


——————— 


Raises, Lowers, 5 
Tilts, Traverses, Turns COLORS 
Fingertip Stay-put Control Shock 
. Green 


Stainless Steel Tube Arms 
Nickel Steel Tension Springs 
Vented Aluminum Shade 

Radius 45 Inches 
Weight 4 kbs. 
DRAFTING ROOM 
CONSUMERS: Ask for LUXO LAMP Ze 
ot your nearest dealer's 3 
DEALERS & JOBBERS 
Line up with LUXO LAMP. 
Write Today! 


FACTORY & SHOP 
REPRESENTATIVES 
Territories stilt open 


fr ay 
LUXO LAMP CORPORATION 


290 MADISON AVE., NEW YORK 17,N. Y. LABORATORY 
emer amie 
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FIRE BRICK CEMENT 
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NATIONALLY USED FOR BONDING 
STOPPER ROD ASSEMBLIES 





Stopper Rods enter sama Note 
the liberal application of ADAMANT 
to the Stopper Rod pin. 
ADAMANT—Ready-Mixed and easy to use 
—available in air-tight drums of 100, 250 
and 500 Ibs. capacity. 
ADAMANT Felder and/or list of users’ 
names gladly sent upon request. 


BOTFIELD REFRACTORIES CO. 


789 S. Swanson St., Philadelphia 47, Pa. 


in Canada, Canadian Botfield Refractories Co., Ltd. 


171 Eastern Avenue, Toronte 








New Association Holds First 
Regular Meeting in Stamford 


The first regular meeting of 
the Southern Connecticut Purchas- 
ing Agents Association was held re- 
cently at Half Way House, Stam- 
ford. 

The principal speaker was Dr. 
R. M. Scott, director of engineer- 
ing at the Perkin-Elmer Corp., Nor- 
walk, whose topic was “What Pur- 
chasing Can Do For Engineering”. 
The talk was followed by a panel 
discussion on remaining priorities 
and government regulations in rela- 
tion to purchasing. 

The association was organized last 
Spring by Joseph Czescik, purchas- 
ing agent at Pitney-Bowes, Inc., 
who was elected president. 
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Okonite Co. Releases Film On 
Laying Puget Sound Power Cable 


The Okonite Co., Passaic, N. J., 
has just released a 20-minute long, 
16mm sound color film, “Underwater 
Giant”, which gives the history of 
the manufacture and laying of a 
three-quarters of a million pound 
submarine power cable across Puget 
Sound. The huge cable required 
1400 miles of copper wire and 
18 tons of rubber. Any interested 
groups can arrange for viewing 
dates by writing the Motion Picture 
Department, the Okonite Company, 
101 Canal Street, Passaic, N. J., 
specifying a choice of dates. 
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Baltimore Sponsors ‘Annual 
Manufacturers’ Products Exhibit’ 


Sponsored by the Purchasing 
Agents Association of Baltimore, 
the “Eleventh Annual Manufactur- 
ers’ Products Exhibit” was held 
November 3rd, 4th and 5th at the 
Emerson Hotel in Baltimore. 

There were sixty-five booths dis- 
playing the latest in mill and fac- 
tory equipment (exclusive of office 
equipment) by forty manufacturers 
or their distributors. 
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Dr. Teal Tells Of Transistor 
Development To Dallas Ass’n. 


Dr. Gordon K. Teal, Texas Instru- 
ments, Inc., one of the three scien- 
tists who jointly developed the tran- 
sistor, addressed the Dallas Pur- 
chasing Agents Association at a 
meeting held in the Melrose Hotel. 
Dr. Teal also demonstrated the tiny 
device which may replace the vac- 
uum tube in electronics equipment. 
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any Purchasing Agent can have his 











own nationwide staff of expediters on hand— 


day or night—by calling... 





EMERY 





Today’s manufacturing methods 

put the Purchasing Agent on the 
spot. He must maintain a steady inflow of 
parts and assemblies to meet the output of 
high-speed production lines. Yet he must also 
maintain an absolute minimum inventory to 
keep high warehousing costs down. 

To get out of this spot he must match pro- 
duction-line techniques with a conveyor-belt 
transportation system. He needs a transporta- 
tion service that will provide him with: 


DEPENDABILITY — so he knows exactly when his 
shipment will arrive. 


CONTROL — so he knows that every step in the 
door-to-door movement of his shipment will be 
under constant check. 


FLEXIBILITY — so he knows every means of rout- 
ing will be used, air or surface. 


SPEED—so he knows deliveries will be made in 
the fastest possible way. 

By combining “The World’s Fastest Transpor- 
tation System” with a unique and exclusive PER- 
SONAL EXPEDITING SERVICE, Emery provides 


AIR PROCUREMENT SERVICE 


you, the Purchasing Agent —in fact, all American 
industry — with a procurement service that is the 
answer to your specific need for dependability, 
control, flexibility and speed in moving shipments. 

This special Emery service, which provides you 
with hundreds of expediters across the nation at 
a cost you could not possibly duplicate, has been 
given the acid test where it counts—in the Air 
Procurement Field—and proven its worth by 
enabling Purchasing Agents to: 


@ Maintain tighter inventory control. 
@ Cut costly stock-piling. 
@ Reduce production delays. 


EMERY AIR PROCUREMENT SERVICE IS EASY 
TO USE. Alert your supplier that Emery Air Pro- 
curement Service will pick up your shipment...or 
just specify “Emery Air Procurement Service” on 
your original Purchase Order... then call your 
local Emery Office, give us the facts, and Emery 
does the rest. 

So call Emery...and you'll see why more and 
more Purchasing Agents in America’s leading cor- 
porations find it profitable to use “The World’s 
Fastest Transportation Service” when shipments 
must be delivered on time. 
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Offices or Agents in all major cities and towns in the United States 













DO YOU NEED BOTH 


ROUND and tLAl 


STEEL STRAPPING? 


















































Buy both from 
U°S’S GERRARD 
-eeand save! 


@ If you use both Round and Flat Steel Strapping in your plant, you 
will find that single source purchasing from U-S-S Gerrard can save 
you time, work and money. 


You can save time and simplify your paper work by ordering both 
types of steel strapping, in whatever sizes you require, on a single 
purchase order. 


You can save on freight charges by combining shipments of your 
Round and Flat Steel Strapping in a single carrier. 


Contact a U-S-S Gerrard engineer for information about advan- 
tages of Gerrard Round and Flat Steel Strapping in specific applica- 
tions. His advice is available free of charge. Send for a free copy of 
Blue Book of Packaging and literature about Gerrard’s new Flat 
Steel Strapping. 


GERRARD’S Packaging Service Includes: 


ROUND STEEL STRAPPING From 8 gauge for carload reinforcement and 
palletizing to 18% gauge for small bundles, cartons and parcel post 
packages. May be applied with either hand-operated or semi-automatic 
Gerrard machines. 


FLAT STEEL STRAPPING In heavy duty sizes for palletizing and carload 
reinforcement. 


BAG TIES 12 to 21 gauge wire for tying bags of every material and for 
bundling posts, rods, pipe and numerous other applications. 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 
4713 South Richmond St., Chicago 372, Ill. 


U-S°S GERRARD 


Round Steel STRAPPING Fiat Steel © 
MmiTEDB STATES 82 © L 

















Governmental Purchasers 
Meet at Racine 


The quarterly meeting of the Wis- 
consin Chapter, National Institute 
of Governmental Purchasing, was 
held at the City Hall, Racine, on 
September llth. Barney Gill, City 
P. A. at Madison, and vice presi- 
dent of N.ILG.P., reported on a re- 
cent Institute meeting at Bedford, 
Pa., where plans were made for the 
preparation of a comprehensive re- 
port on federal excise taxes. Muni- 
cipalities are exempted by law from 
the payment on such taxes on pur- 
chased equipment and materials, 
but the matter is frequently com- 
plicated or obscured by suppliers’ 
billing practices. It is recommended 
that suppliers be required to in- 
dicate inclusion or exclusion of ex- 
cise taxes on their invoices, rather 
than showing merely lump sum 
charges. Another N.I.G.P. project 
is the preparation of a basic pur- 
chasing department manual, based 
on the one in use by the City of 
Milwaukee. 

Gil Guetzkow, Milwaukee’s liaison 
representative in matters of federal 
allocation of equipment and ma- 
terials purchases, reported that in 
case of a new emergency, it would 
require 30 days to get the allocation 
and similar control programs back 
into effect. A new Bureau, the Bus- 
iness Service Administration, is be- 
ing organized but is not yet op- 
erating fully. Consequently there is 
some question at the moment where 
to go for help when materials are 
needed in a hurry. Some difficulty is 
still being experienced in getting 
certain structural materials; also in 
getting funds for fire fighting equip- 
ment under CDA regulations. A new 
committee is to be formed to study 
inter-governmental relations: re- 
sults are expected to be only on a 
state level. 

Problem clinics covered the use 
of salt and calcium chloride on icy 
pavements, purchase of tires, and 
typewriter inspection and _ repair 
service. Representatives of the Wis- 
consin Paint Mfg. Co. and the S. C. 
Johnson Co. discussed the purchase 
of paints and waxes, warning par- 
ticularly against the use of products 
for applications for which they were 
not specifically intended. 


Pr Ta Ff 
New Castle Agents Discuss 
Pa. Sales Tax At 1st Meeting 


Forty-seven members and guests 
were present for the first meeting 
of the Fall season of the Purchasing 
Agents Association of New Castle 
held at the Castleton Hotel, New 

(Please turn to page 226) 
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PLUGGIN cece: tistritutin PANELBOARDS 


You'll save time, labor and money by using this 

new type panel for all your feeder distribution needs. 
Approved by the Underwriters’ Laboratories, Inc., 

for label service, these new and improved panels are 

of the “panel base assembly” type, which means 

that mounting back with main bus bar and lugs, 

box and front, and required switching units 

are readily available from @ distributor’s stocks 

for quick and easy assembly on the job. 

(Factory assemblies also available.) 

Two dependable @ switching units — the Pulfuzswitch 
and the Klampswitchfuz — make these panelboards 

the finest in safety and efficiency. Both types combine 
switch and fuse in one unit so that current is “off” 
when the fuse carrier is removed and the door opened. 
This makes replacement of fuses safe, quick and easy. 
Boxes are standardized in width, height and 

depth to meet almost any combination or job require- 
ment. Standard knockouts in ends are provided in 19” 
wide boxes; removable ends to permit drilling of 
conduit openings on the job are provided in 

the 24” wide boxes. Generous wiring space and ease of 
installation are other features of these 

new and better panelboards. 


Srank (dam 
Glectric Co. 








Another extremely popular feature 

of these new assemblies is that they 

are expandable. Not only do they 
provide the branch circuits needed for 
today but they are so designed that future 
additions of circuits and changes 

in capacity are a simple matter of 
plugging in new units. 

Use these new panelboards for all your 
feeder distribution needs. Capacities 
are, 250 volt AC or DC and 600 

volt AC service, 200, 400 and 600 
ampere mains and 30, 60, 100 and 200 
ampere, 250 volt branches; and 30 and 60 
ampere, 600 volts, all in the 24” boxes. 
200 ampere, 250 volt maximum mains, 

30 and 60 ampere maximum branches 
(illustrated above) in 19” boxes. 

For further information about these 

new and extremely efficient panelboards, 
see your nearest @@ Distributor 

or consult your nearest @ Representative 
listed in Sweet's. 


BOX 357, MAIN P. O. 
ST. LOUIS, MISSOURI 


Makers of: BUSDUCT « PANELBOARDS e SWITCHBOARDS ¢« SERVICE EQUIPMENT e SAFETY SWITCHES © LOAD CENTERS « QUIKHETER 


NoveMBER, 1953 
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if | 
YOURE 
looking 
for 


the 


best.... 
HEXAGON NUTS 
FOR FASTER ASSEMBLY | 


Atlas brings you the highest standards of accuracy and 
quality. To save time and motion Atlas nuts are DOU- 
BLE COUNTER SUNK (can be applied either side), 
DOUBLE CHAMFERED and FREE OF BURRS. Coarse 
and fine threads. Standards and specials. Atlas nuts 
are manufactured, finished, inspected, and packed in 
our plant in Waterbury, Conn. 


ATLAS SCREW & SPECIALTY CO. 





450 BROOME STREET - NEW YORK 13, N.Y 








FULLER BRUSH 


makes 


PROMPT 
VERY 


on stock sizes 


FULLANCHOR 
WIRE 

WHEEL 
BRUSHES 







You Deal Directly with us. 
Manufactured . . . Guaranteed . . . and Sold by... 


INDUSTRIAL DIVISION 





3554 MAIN STREET ¢ HARTFORD 2, CONN. 





Power driven brushes, Factory & Institutional cleaning tools, Waxes & Detergents 
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(Continued from page 224) 


Castle, Pa., September 16th. 

The feature speaker for the even- 
ing was E. D. Odenbaugh from the 
Bureau of Corporation Taxes, Penn- 
sylvania Department of Revenue. 
After addressing the members, Mr. 
Odenbaugh held a question and 
answer period in connection with 
the problems involved in the new 
Pennsylvania State Sales Tax. 
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Color Slides, Motion Pictures 
Shown At Cincinnati Meeting 


Color slides and motion pictures 
taken by members at the recent 
national convention in L.A. and at 
local picnics provided an evening’s 
entertainment for the Purchasing 
Agents Association of Cincinnati. 
This was the first meeting under the 
leadership of the association’s new 
president, John M. Teipel. 
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Pittsburgh Ass’n Hears Taxes 
And Economics Discussions 


Serge Klotz, Gilbert Associates, 
N. Y., discussed the “Economie and 
Price Outlook for 1954” at a recent 
meeting in the University Club of 
the Purchasing Agents Association 
of Pittsburgh. 

A panel discussion on the clarifi- 
cation of the new Pennsylvania 
State Sales Tax was moderated by 
Frank C. Campbell, Jr. 
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Athletic Director Is Guest Of 
Tri-City P. A. Association 


The athletic director and football 
coach at Davenport High School, 
A. J. “Butch” Stolfa, was the guest 
speaker at the September meeting 
of the Tri-City Association of Pur- 
chasing Agents. Mr. Stolfa discussed 
the prospects for Tri-City football 
triumphs and gave some general in- 
formation on the game. 
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Reynolds Metals Plays Host To 
Members Of Alabama Ass’n 


Members of the Purchasing 
Agents Association of Alabama in- 
spected the reduction and frabrica- 
tion plants of the Reynolds Metal 
Co. at Listerhill, recently. 

The tour was arranged as an 
educational feature of the 1953-54 
program of the association. Basil T. 
Horsfield, Jr., and L. C. Highfill, 
purchasing agents for Reynolds 
Metals and Reynolds Alloys, respec- 
tively, were in charge of arranging 
the tour. 
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“CASE” HISTORIES 


FROM ATLAS PLYWOOD'’S 


SHIPPING CONTAINER CLINIC 
(Safe-Transit Certified ) 





A single Atlas Plywood case does the job 
of two cases previously used .. . 
greatly increases protection ... 
cuts shipping weight 20% 














S 

; E 

t 

: WASTED MONEY 

le 

v This Bevador cooler* used to be shipped in two heavy 
wooden cases — shown here with fronts removed to reveal 
makeshift blocking methods. Sample was received at Atlas 
Plywood “Shipping Container Clinic’’ with foot-long hole 
in crate bottom. Total gross shipping weight: 1,010 lbs. 

3, 

d 

| THIS CASE 
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SAVED MONEY 


























a 
y In Atlas Plywood’s “Shipping Container Clinic”, engi- 
neers designed a single cleated plywood case to hold both 
units. Note improved blocking — also that cases are shipped 
in horizontal position, with skids on bottom and end for 
easy handling. Cleated plywood virtually eliminates transit 
damage. Total gross shipping weight: 800 lbs. — 210 /bs. of 
1 shipping cost saved. 
a 
st 
s 3] IN YOUR CASE — 
d POSSIBLY A SIMILAR SAVING 
v 
* What you pay for shipping includes what you pay for the 
containers, what you pay for shipping the containers (at the 
rate for the contents), and what you pay for damages. 
Have Atlas Plywood — the ‘‘greatest name in plywood” 
‘0 — help you save all you can on these costs. Our “Shipping 
Container Clinic’ offers a free service for testing your 
present containers under all kinds of simulated conditions 
ig — and recommending improvements. There’s no cost or 
he obligation — and you are invited to come along and watch 
isc the tests. 
al Your Atlas Plywood representative (see Classified Tele- 
phone Directory) will be glad to make the arrangements. Or 
an write to — Rodney P. MacPhie, 1432 Statler Building, 
54 Boston, Mass. »* 
+ 
4 % $ PLYWOOD 
u, Atlas Plywood y | one 
P FLUSH DOORS 
ae CORPORATION ~~ HARDWOop 
ng FROM FOREST TO FINISHED PRODUCT arco rwees | PANELS 
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SURVIVES 
RAIL WRECK! 


“Compact bundles 
of M.E. flats were 
undamaged when load 
shifted and wrappings 
were torn. Other types 
of boxes would have 
been severely damaged, 
and production held up.” 





MORE BOXES... 
FASTER, TOO! 


“With M.E. we produce 
25% more boxes in 
half the time spent 
assembling folding 
boxes. Now packaging 
keeps up with pro- 
duction...we get 
stronger, better looking 
boxes, too!” 






“BEST BY TEST” 
FOR PISTON RINGS! 


“Wartime tests showed 
M.E. boxes delivered 
our aircraft piston rings 
in perfect condition to 
meet rigid government 
standards. Now we use 
M.E. for our automotive 
line, too.” 





METAL EDGE—the engineered method—has solved diverse 
packaging problems in over 100 American industries. 


NATIONAL METAL EDGE BOX CO. 


PACKAGING « MATERIALS HANDLING « INVENTORY CONTROL 


1214 Callowhill Street, Philadelphia 23, Pa. 








State Senator Brydges Speaks 
At Buffalo Association Meeting 


State Senator Earl W. Brydges 
was the featured speaker at the 
September meeting of the Purchas- 
ing Agents Association of Buffalo 
held at the Sheraton Hotel. He 
spoke most interestingly and au- 
thoritatively on the responsibilities 
of the State Government and spoke, 
in detail, on the subject of the 
New York State Highway. 

Ten new members were voted into 
the group by the association’s mem- 
bership. They were: Gerald T. Mc- 
Crone, Lake Erie Engineering Co.; 
Samuel J. Reino, J. A. Webb Belt- 
ing Co., Inc.; M. A. Losee, H. D. 
Taylor Co.; Clark A. Ralph, Wales- 
Strippit Corp.; Frank A. C. Emery, 
Excel Machine Co.; Miss Miriam 
Sixby, Eastman Machine Co.; Wil- 
son I. Hedley, Hard Manufacturing 
Co.; Elmer A. Barrett, Buffalo Arms, 
Inc.; Robert D. Berk, Dusing & 
Hunt, Inc.; and Robert L. Schmitt, 
Silver Creek Precision Co. 
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Financial Agents Elect New 
Officers for Ensuing Year 


At the meeting of the Financial 
Purchasing Agents Conference held 
at the New York Clearing House, 
the following officers were elected 
for the ensuing year: Joseph W. 
Percival, Public National Bank & 
Trust Co., president; Richard F. 
Sheehan, United States Trust Co., 
vice president; George N. McNally, 
Discount Corporation of New York, 
treasurer; and Charles Lombardi, 
New York Trust Co., secretary. 
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Los Angeles Agents Learn 
About Computers from Dr. Ware 


Dr. Willis Ware, research engi- 
neer of the Rand Corp., Santa Mon- 
ica, was the principal speaker at a 
recent meeting of the Los Angeles 
Purchasing Agents Association held 
at the Elks Club. 

“Computers Unlimited”, subject of 
Dr. Ware’s address, centered around 
the spreading effect the high speed 
electronic devices will have on to- 
morrow’s general business. 
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Chicago Women’s Division Meets 


Harvey A. Scribner, president of 
Russell T. Gray, Inc., was guest 
speaker at the October meeting of 
the Woman’s Division of the Pur- 
chasing Agents Association of Chi- 
cago. The dinner meeting was held 
in the Electric Club, Civic Opera 
Building, Chicago. 
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INDUSTRIAL SAFETY FOOTWEAR 
COMPENSATION CLAIMS! 
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Yellow toe cops for identification 
There’s a “U.S.” boot for almost every job you do— 
no matter how specialized your work. And “U.S.” has “engineered” 
its industrial footwear line to give you comfort, fit and maximum 
protection everytime! Special “U.S.” Features: You'll want to 


work in. U.S. NEOPRENE RUBBER is compounded 


C2 


. . . - ° ° we,’ SOS SSS 
especially to withstand the harmful effects of chemicals, oils, and Be Sesteseesecesos 
acids. STEEL TOES built for safety when handling loads. BAR-FLEX 


SOLES with cleats prevent sag under your weight—give arch 


support and foot comfort for all-day standing! 











STEEL TOES WITHSTAND 2,000 POUNDS PRESSURE 
This tough steel guard engineered by “‘U. S.”’ has pro- 
tected many feet from injury. 











hac 


see es. SS U.S. ROYAL WORK SHOES —The 


boot that’s built like a fine shoe. 
Made of tough tempered rubber. 
Special “U.S.” features. Steel arch 
shanks and Shockproof Insoles for 
standing comfort. Also available in 
plain toes. 


NEW BAR-FLEX DAIRY BOOT— 


The white, non-marking sole 
helps keep dairy floors spotless. 
BAR-FLEX soles insure foot com- 
fort and arch support. 


NEW NEOPRENE DAIRY BOOTS 


— Of handsome maroon rubber, 
these 12-inch high boots are 
easy-on-and-off, have snug-leg 
comfort, strap top. Gray anti- 
slip cleated soles and heels for 


NEW HIGH-CUT RUBBERS — 
The high-cut rubbers that pull 
on, and fit close. Extra height 
gives extra protection. Avail- 
esfety. For standing comfort, able in acid and oil resisting 
“Shockproof”’ Cushion Insoles. NEOPRENE rubber, or tough 
tempered rubber. Anti-slip soles. 
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ROCKEFELLER CENTER, NEW YORK 
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BUSINESS IN MOTION 





Te eu Colleagues om a Ranieane or 


Many people think that copper is just 
copper, and brass is brass, whereas there 
are several types of copper, and many 
kinds of copper alloys, all available in 
various forms, finishes and tempers. 
Choice of the correct metal, temper, 
shape and fabrication methods often 
makes a tremendous difference. Here are 
some examples: 

e A communications-equipment manu- 
facturer began development of a new re- 
lay. The original design called for a 
rectangular copper tube of a size that 
could not be made economically. The 
Revere Technical Advisory Service and 
our Methods Department discussed this 
problem with the cus- 
tomer at considerable 
length. Design changes 
were made which sat- 
isfied everybody, and 
made the relay com- 
mercially practical at 
no sacrifice in per- 
formance. 

e A lock maker was 
generating a lot of 
scrap in machining cylinder lock sleeves 
from bar. We suggested tube, but analy- 
sis showed only an even break on cost 
of material. Further. study, however, re- 
vealed that tube would bring about sub- 
stantial savings, due to longer tool life, 
less collet wear, less scrap to handle, and 
a smaller inventory of metal for the same 
output. The customer switched to tube 
to obtain these economies. 

e When a maker of electrical lugs and 
terminals found a pile of 40,000 rejected 
parts we were asked for advice, though 
the copper strip did not come from 
Revere. The Research Department worked 
all night, and reported embrittlement of 
the metal caused the cracking, and in 


addition, brazing practices were incor- 
rect. The proper metal and better braz- 
ing licked the problem. 

@ We had the opportunity to study the 
fabrication methods employed by a cus- 
tomer, and found they could be improved 
materially. Changing from silver solder- 
ing to welding, and working out better 
jigging methods cut fabricating costs by 
an amazing 90%. 

@ When a competitive metal wouldn’t 
work for a soap dish maker because it 
cracked at the bottom corners, Revere was 
called in. The Technical Advisory Service 
studied the dish, which is of the wall- 
recess type, and also the drawing proc- 
ess. Revere’s 70-30 
brass was recommend- 
ed in a specified tem- 
per. This cured the 
difficulty at once. 

@ Once in a while it is 
not the metal at all 
that causes difficulty. 
A large manufacturer 
of flashlight cases was 
troubled with staining 
of the brass. The Technical Advisory 
Service and the Methods Department 
could find nothing wrong with our metal, 
so asked the oil company engineers to 
collaborate. They changed the die Tubri- 
cant, thus solving the problem. 

One of the important facts about 
American business is that it is competi- 
tive, and an important part of competi- 
tion is the endeavor to give a little extra 
service. Often it turns out to mean a lot, 
as in the cases just cited. Please remem- 
ber that your suppliers, no matter who 
they may be, are eager to give you the 
benefit of their special knowledge. Call 
on them for it and let them supply you 
with much more than materials. 






REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N.Y. 
See “MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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Borg-Warner Plant Visited by 
Kalamazoo Valley Association 


The Kalamazoo Valley Association 
of Purchasing Agents started its 
Fall meetings with a plant tour of 
the Ingersoll Products Division ot 
the Borg-Warner Corporation. The 
buyers toured the defense plant 
until 6 p.m. when they went to 
the Hotel Harris for cocktails and 
dinner. Later in the evening, the 
group went to the firm’s purchas- 
ing department for a brief resume 
on the company’s purchasing pro- 
cedures and forms. 
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Central lowa ‘Buy-Sell Outing’ 
Proves an Outstanding Success 


More than 450 purchasing agents, 
company Officials and sales repre- 
sentatives attended the fifth annual 
“Buy-Sell Outing” of the Purchas- 
ing Agents Association of Central 
Iowa in Waterloo on September 15th. 

A full day’s outing was planned 
at the Sunnyside Country Club with 
golf, swimming and some plant tours 
prior to a dinner meeting. 
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Trenton Club Meets New Officers 


The Purchasing Agents Club of 
Trenton held their first meeting for 
the year recently at the Carteret 
Club in Trenton, N. J. Featured for 
the evening were a short film pro- 
duced by the N. J. State Police and 
the introduction of the association’s 
new officers. 

Officers for the year are: William 
Predhome, president; J. W. Devy, 
vice president; J. W. Kramer, secre- 
tary; M. J. Furey, treasurer; and 
F. W. Strock, H. B. Hershberger, 
and N. S. White, directors. 


Pr Poe 


Harvard’s Howard T. Lewis Is 
Speaker at Dayton Association 


The November meeting of the 
Purchasing Agents Association of 
Dayton was held at the Miami Ho- 
tel with Howard T. Lewis of the 
Graduate School of Business Ad- 
ministration, Harvard University, as 
guest speaker. It was announced 
that C. Warner McVicar, vice pres- 
ident and director of purchases and 
traffic, Rockwell Mfg. Co., would 
be the speaker for December. 

Four new members joined the 
association; Thomas E. Becker, John 
A. Becker Co.; Mrs. Harriette B. 
Peters, Simonds Worden White Co.; 
John L. Trostle, Globe Industries, 
Inc.; and R. J. Aufdemkampe, East- 
ern Motors Division, A. O. Smith 
Corporation. 
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Au too often, price seems to be confused with 
value in buying lubricating oils. 

Sure, you can save a few cents a gallon on the 
lubricating oil for an expensive machine by buy- 
ing a specification product on a bid basis. But re- 
member that you’re asking for the lowest quality 
oil that will meet your specification. And remem- 
ber, too, that there is not much relationship be- 
tween an oil specification and actual lubricating 
performance. 





SERVES 


INDUSTRY 


NovEMBER, 1953 





but one may cost you 
$200 more a barrel 


The chances are that a low-priced, specification 
oil will not deliver the same degree of protection 
as a branded quality oil made specifically for the 
job. Actually, it can well cost you $200 a barrel or 
more in needless maintenance expense! 


For best performance of equipment, and lowest 
maintenance costs, don’t settle for less than the 
best lubrication you can buy. What other impor- 
tant products do you buy by the gallon that are so 
inexpensive as quality lubricating oils? 


GULF OIL CORPORATION + GULF REFINING COMPANY 


Gulf Building, Pittsburgh, Pa. 
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...the preferred 
Dial Indicators 








One of America’s largest and most 
famous mass-producers recently chose Ames as preferred source of 
supply for indicator gauges. 

The reasons behind this decision are the very reasons why you 
should standardize on Ames dial indicators and dial gauges: — the 
Ames “Hundred Series” indicators available in four sizes, fit 
every measuring requirement; they are accurate, sensitive, low 
in friction, yet are rugged and tough — give more on-the-job 
time. All Ames products embody latest design and 
highest-quality materials; they are manufactured 
by methods and machines that are exc/u- 
sive with B. C. Ames Co. 





Ames 
Amplifying 
Dial Comparator 
No. 26 





Ames 
Dial Depth Gauge 
No. 11C 


Dial oe Send today for your free copy 
No. 517 of Catalog No. 58 
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President Andrews Speaks At 
Dinner Meeting of Denver Ass’n 


The Purchasing Agents Associa- 
tion of Denver had the privilege, 
recently, of having N.A.P.A. Presi- 
dent Andrews as their feature 
speaker. Mr. Andrews, who was in- 
troduced to the gathering by Dis- 
trict 3 Vice President A. W. Bal- 
dock, spoke on the subject “What 
the N.A.P.A. Means to Me”. 

During the business session of the 
meeting, plans were outlined for 
programs for the next two meetings 
by Vice President Woodward and 
for plant visitations by Elmer Werth 
of the plant visitation committee. 
Ernie Waters, in reporting for the 
Education Committee, pointed out 
the value of a course in purchasing 
at the Opportunity School with Bob 
Jameson as instructor. 
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New Orleans Agents Hear 
Purchasing Manual Discussed 


President Milton “Pete” Hilbert 
had ninety members present for the 
first meeting of the new year of the 
Purchasing Agents Association of 
New Orleans. C. Warner McVicar, 
director of purchasing and traffic 
for the Rockwell Manufacturing Co., 
Pittsburgh, led a lively discussion 
on the “Importance of a Manual to 
Purchasing and Management”. 

On the same program, Robert 
Elsasser, economist and _ business 
consultant, continued in his capacity 
as a regular speaker at the meetings 
and presented an economist’s out- 
look for the remainder of the year. 

Three new members were intro- 
duced by Vice President Ed Kohl. 
They were: Wilfred I. Binnings, In- 
dustrial Bearings, Inc.; W. S. Rhea, 
Chrysler Corporation; and C. A. 
Koehring, Dearborn Machinery 
Movers, Inc. 
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Color Film On Oil Pipe-Line 
Featured At B. C. Ass’n Meet 


The first regular monthly dinner 
meeting of the Purchasing Agents 
Association of B. C. was held in 
Salon “A” of the Hotel Vancouver. 

John Orrange, national director 
and president of the association last 
year, was presented with a leather 
traveling case by the members. 

A color film, “Oil Across the 
Rockies”, showing the tremendous 
task undertaken by pipe-line build- 
ers, was the feature event of the 
evening. 
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Walter C. Klawitter is typical of the 
friendly and efficient personnel in Stand- 
ard Oil service-supply centers throughout 
the Midwest. 





Fast local delivery 


@ Anywhere in the Midwest; a simple, local phone call will bring you 
any petroleum product you need—double-quick! Here’s why: a service- 
distribution set-up— unique in the oil industry —has a Standard Oil office 
and warehouse located practically in your own backyard! Adequate stocks 
of the lubricants and fuels required for the efficient operation of your 
plant are warehoused at that service-supply center. You can always get 
the product you need — when you need it—delivered right to your door. 

Here, too, are the local headquarters for a Standard Oil lubrication 
specialist. He is close at hand, will give you on-the-spot engineering 
service. He has plenty of practical experience. He has been specially 
trained for his job in a Standard Oil Lubrication Engineering School. 
He is backed by Standard Oil's extensive research and technical facilities. 

Let this lubrication specialist and Standard Oil’s efficient supply 
service help you make real savings. Phone your local Standard Oil 
(Indiana) service-supply center* today. 

Standard Oil Company (Ind.), 910 South Michigan Avenue, 
Chicago 80, Illinois. 
*Service-supply centers are located throughout: Colorado, Illinois, Indi- 
ana, lowa, Kansas, Michigan, Minnesota, Montana, Missouri, 


Nebraska, North Dakota, South Dakota, 
Oklahoma, Wisconsin, Wyoming. 


STANDARD OIL COMPANY | STANDARD ) (indiana) | 
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SIMONDS 


ABRASIVE CO.| 


Grinding Wheels 


In buying wheels . . . as in hiring men . . . intelligent selec- 
tion pays off in production. Simonds offers you productive 
grinding wheel selection in three ways: (1) through our 
free data book with wheel specifications for all your grind- 
ing jobs... plus information on Simonds complete line, 
including grinding wheels, mounted wheels and points, 
segments, polishing grain: (2) through Simonds field 
engineering service, ready at any time to help you get 
wheels for your specialized jobs: (3) through your Simonds 
distributor—constantly abreast of the latest developments 
in industrial grinding,and equipped to supply you promptly 
with Simonds wheels for superior results. 





Write for data book and name of your Simonds distributor. 





DISTRIBUTORS IN PRINCIPAL CITIES : 
Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- 
port, N.Y. Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que 


Double-Header Plant Visits Top 
Washington’s September Meeting 


Industrial, commercial and gov- 
ernmental purchasing agents of 
Western Washington were guests of 
the Northwest Steel Rolling Mills 
Inc. and Northwest Bolt & Nut Co. 
for a double-header plant visit late 
in September, according to Andrew 
McQuaker, Jr., chairman of the 
Plant Visitations Committee for the 
Purchasing Agents Association of 
Washington. 

Luncheon was served the visiting 
buyers in the Wharf Restaurant and 
was followed by a tour of the two 
plants. Don J. Langlois and Fred 
Henning, purchasing agents of the 
two plants, handled the arrange- 
ments. 


1 
Ft. Worth Studies Safe Driving 


The Purchasing Agents Associa- 
tion of Fort Worth studied safe 
driving during a program presented 
by the Department of Public Safety. 


, 














- he see 4 


Banking, Insurance, Office 
Buyers Hold Fall Conference 


The fall conference of the Bank- 
ing, Insurance & General Office 
Buyers Group, and the Insurance 
Buyers of New England was held 
on October 19 and 20 in the War- 
wick Hotel, Philadelphia, Pa. 

The meeting opened Monday 
morning with an address by P. J. 
Clarke, purchasing agent for Rohm 
& Haas Co. and past president of 
the Purchasing Agents Association 
of Philadelphia. Mr. Clarke’s talk 
was entitled “Mr. Purchasing Agent 
—1953.” This was followed by a panel 
discussion on “Improving Purchas- 
ing Department Operation.” 

Howard C. Petersen, president of 
Fidelity-Philadelphia Trust Com- 
pany, was guest speaker at the 
luncheon session. 

Highlight of Monday afternoon’s 
program was a “work shop session” 
featuring forum discussion on a 
number of assigned topics and sev- 
eral subjects submitted from the 
floor. Among the items covered 
were: tax and shipping problems; 
responsibility for payment of bills; 
requisitions; personnel; reports to 
management; work simplification; 
planning and methods; form stand- 
ardization; inventory management. 

George Rheingold of the Furni- 
ture Guild was the principal speaker 
at the Tuesday morning session. His 
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shows tank of soapy water (suds on top) being raised without a ripple in the water line. 


THE PARKER APPLIANCE COMPANY 
Section 201-D 

17325 Euclid Avenue 

Cleveland 12, Ohio 


Please send me the following information: 


(_] Hydraulic control valve Bulletin 1551 A 
[_] Information about these other Parker products: 


cite 
COMPANY 
ADDRESS 


ent badass STATE 


What other Parker products for hydraulic and fluid sys- Send for catalog of complete information about Parker hydraulic 
tems interest you? Triple-lok flare fittings? Ferulok flareless control valves. If you'd like to know more about other Parker 
fittings? Synthetic rubber O-rings? Any other products? products, list them on the coupon or write to the above address. 
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JOHNSON 
SLEEVE BEARINGS 
AND BEARING 
METALS 


7 these types of bearings 
and both Johnson Universal Bronze and 
Johnson Quality Babbitt are available 
from stock at your local Johnson Dis- 
tributor’s. In fact, he is able to furnish 
practically all your sleeve bearing needs 
from his stock. There are over 400 sizes 
of Universal Bronze in cored and solid 
bars. The range of sizes in Johnson Cast 
Bronze GP (General Purpose) Sleeve 
Bearings has been increased to over 900 
sizes. For special applications, Johnson 
Bronze will design and manufacture 
sleeve bearings to your requirements. 


JOHNSON BRONZE COMPANY 
450 South Mill Street, New Castle, Pa. 


BABBITT 
* 


BEARINGS. 


ype 






JOHNSON 


leeve - 
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(Continued from page 240) 
topics included: “The Use of Color 
in the Modern Day Office”: “The 
Value of Color and How to Use It”; 
“Furnishing, Not Fitting, An Of- 
fice.” A presentation of new ideas 
and new equipment followed. 

The conference closed with a tour 
of the Esterbrook Pen Company, 
Camden, N. J. 


a AES. 


FBI Agent Is Feature Speaker 
At Washington Ass’n Meeting 


The October meeting of the Pur- 
chasing Agents Association of Wash- 
ington held in Seattle’s Olympic 
Hotel presented an interesting and 
topical program. Featured speaker 
at the meeting was John Holtzman, 
assistant agent in charge of the 
Seattle office, Federal Bureau of 
Investigation, who spoke on “Cur- 
rent Work of the F.B.I.”. 

Mr. Holtzman was followed by 
Arthur Erickson, purchasing agent 
for the Northwest District, Union 
Oil Co. of California, and national 
director of the association. He re- 
ported on the recent District 1 
Council Meeting of the N.A-P.A. 
held in San Francisco. 


Ts = 


New Orleans Association Tours 
Falstaff Brewing Corporation 


Through the cooperation of asso- 
ciation member “Pete” Kissgen, the 
Purchasing Agents Association of 
New Orleans was invited to visit the 
plant of the Falstaff Brewing Cor- 
poration during October. The tour, 
which ran from 12:00 to 4:00, began 
with a luncheon on the patio of the 
brewery. 

Arrangements were also made for 
the group to tour the facilities of 
the Esso Standard Oil Refinery at 
Baton Rouge during November. 


ee 


Rhode Island Agents Hear 
Address by Roderick Pirnie 


A recent meeting of the Rhode 
Island Purchasing Agents Associa- 
tion featured an address by Rod- 
erick Pirnie, president of the Rhode 
Island Development Corporation and 
chairman of the Greater Provi- 
dence Development Committee of 
the Providence Chamber of Com- 
merce. Mr. Pirnie’s talk was given 
to the group at a dinner meeting 
held in the Narragansett Hotel, 
Providence. 
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ake ait compressor tanks ror example: 





COST Modern equipment and advanced production techniques 
provide Scaife Company customers with quality pressure 
vessels at the right price . . . a price that helps you hold down 
the cost of the equipment you manufacture. 






















EFFICIENCY Scaife engineering skill and ingenuity plus continuous research 
are available to work for you in supplying the most efficient 
pressure vessel for your application . . . a vessel from Scaife’s 
broad line of standard units that fits exactly the operating 
standards of the equipment you manufacture. 


UNIFORMITY Rigid quality control practices are carried on throughout 
every step in the manufacture of Scaife pressure vessels. The 
result—volume production of uniform, quality cylinders and 
tanks precisely to the customer’s specification. 


A history of more than 150 years of continuous operation 
provides evidence that Scaife Company has proved itself a 
dependable source of supply. 


Whether you require ASME Code, ICC, other code or 
non-code pressure vessels, for air, water or gases, Scaife 
Company is qualified to serve you. Send for more 
complete information on Scaife Pressure Vessels today. 


SC AIRE CORFPANY 


MAKERS OF PRESSURE VESSELS AND DRAWN SHAPES 
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Wherever 
Drip, Splash 
or Squeeze-out 

ls a Problem 


Jse SUNTAC 


Suntac Oils stay put, leave no gummy residue. They 








are ideal for lubricating gears, sprockets, chains, cables, 
couplings, linkages and bearings where throw-off must 
be avoided. Call your nearest Sun office or write SUN 
OIL COMPANY, Philadelphia 3, Pa., Dept. PG-11. 






INDUSTRIAL PRODUCTS DEPARTMENT 
SUN OIL company ™UNOCH 


PHILADELPHIA 3, PA. ® SUN OIL COMPANY LTD., TORONTO & MONTREAL 





Abrasive Belt Sharpening 
Method Accepted By Tool Users 


Use of coated abrasive belts to 
sharpen tungsten carbide tipped 
tools has been emphasized in recent 
weeks by stiffening government re- 
strictions on allocation of industrial 
diamonds. The new _ sharpening 
method, developed by Behr-Man- 
ning Corporation of Troy, N. Y., 
and Fenlind Engineering Company 
of Rockford, IIL, has been accepted 
by many metal fabricators as the 
standard means of maintaining cut- 
ting tool performance. Timeliness of 
the new development is evident 
from government reports showing 
that the use of tungsten carbide 
tipped tools has been increasing at 
a rate of 50 to 70% per year while 
the supply of bort, used in diamond 
wheels, has not changed. 

The first six months of wide- 
spread experience with the abrasive 
belt method not only proved it 
practical, but also expanded its 
scope of usefulness, and resulted in 
numerous refinements. 

Belt life, at first expected by 
many observers to be short, has 
proved better than development en- 
gineers had anticipated. Where nor- 
mal rough grinding techniques are 
employed, belt life, in terms of cost, 
averages approximately one cent 
per tool sharpened for %4 in. to 1% 
in. tool bits; belt life, in terms of 
cost, averages one-half cent per too! 
sharpened for %4 to 5g in. tool bits. 

In a few installations where spe- 
cial rough grinding practices are 
employed, belt life is phenomenal'y 
high. One eastern metal fabricator 
uses an intermediate rough grind on 
a 100 grit silicon carbide grinding 
wheel between the initial rough 
grind on a 50 grit silicon carbide 
wheel and the abrasive belt grinder. 
This user grinds approximately 200 
single point tungsten carbide tools 
of 3% in. to 1% in. size per belt. 

A manufacturer of heavy equip- 
ment claims to be sharpening ap- 
proximately 150 tools per belt. To 
achieve this extended belt life, a 
three-step sharpening process is 
used. The first step is a rough grind 
on a 60 grit silicon carbide wheel, 
dressed with a star dresser. The 
second step is an intermediate rough 
grind made with the same wheel 
redressed with a diamond point. The 
intermediate grind obtained with 
this procedure is approximate to the 
grind produced by a 100 grit sili- 
con carbide wheel. In the third stev 
the rough ground tool is finished 
on the 150 grit coated abrasive belt. 


(Please turn to page 250) 
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This check list shows you how to 
get the most for your money in 
terms of resistor performance 





/ 
RESISTOR CORE. Ward Leonard’s 


“O.K. But what's 
your price for 
performance?” 





Here’s a purchasing agent buying resistors 
on a price basis. But doing it the right way. 

Some day we may even be able to quote 
resistor prices in terms of performance — so 
many cents per thousand hours of trouble- 
free operation. Then we'll be able to tell you 
exactly how much less Ward Leonard re- 
sistors really cost than the so-called “bargain” 
resistors now on the market. 

But until then, remember, it’s performance 
you pay for when you're buying resistors. 
There’s a lot more than just a few cents dif- 
ference in the performance you'll get from 
the two resistors above. 

The one made by Ward Leonard will per- 
form at its rated value for the life of the 
product it goes into. There’s a chance the 
pseudo “bargain” resistor will, too. But you 
can’t afford to take any chances on your 
product’s failure — even once out of a hun- 
dred times. Not when you consider the actual 
cost of such failure, figured in terms of re- 
turned merchandise, replacement costs, and 
customer and dealer dissatisfaction. 

That’s why, even on a price basis, the ac- 
curacy, dependability and uniformity of 
Ward Leonard resistors make them better 
buys than any “bargains” you'll find on the 
market. Send for new 64-page Resistor Cata- 
log No. 15. Ward Leonard Electric Co., 50 
South Street, Mount Vernon, New York. 3-22 


‘“\ 
‘“ 
‘\ 
‘ 


‘\ 
‘ 





own manufactured cores upon 
which the resistance elements 
are wound consist of a perfectly 
cylindrical ceramic body of 
high density, low porosity, and 
high dielectric strength, with a 
thermal coefficient of expansion 
correlated to other components. 


TERMINALS. In Ward Leonard 
resistors, special alloy terminals 
to insure proper expansion and 
adherence to the enamel are 
designed to provide strong an- 
chorage. Every wire-to-terminal 
junction is joined mechanically 
first, then specially silver- 
brazed for lasting contact. 


\ : 
RESISTANCE WIRE. The resist- 


ance wire is drawn to Ward 
Leonard’s own specifications for 
each particular resistor type. It 
will withstand heavy overloads, 
has a uniformly low coefficient 
of resistivity. Many “bargain” 
resistors are wound with ordi- 
nary grade resistance wire. 


™ WARD LEONARD (°) * 


U 
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COATING. Vitrohm enamel coat- 
ing of al] Ward Leonard resistors 
provides a complete hermetic 
seal highly resistant to shock, 
high humidity, extreme tem- 
peratures, acids, alkalies, and 
electrolysis. Unlike most resistor 
manufacturers, we manufacture 
our own vitreous enamel. 
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towels... 




















Because Every Square Inch is Usable—and 
industrial Wiping Towel Rental Service... 


Is more economical 


Supplies towels that are safe to use 


Simplifies handling 


Saves man hours 


Better equips our men 


Relieves me of shopping around 


Is a national service | can depend on 


Is available to all my plants 








“KEX 





REG. US. PAT. OFF. 


® For complete information see your 

Classified Telephone Directory for nearest 
Kex distributor, or write Kex National Service, 
295 Fifth Avenue, New York 16, N. Y. 


5 oh ARES, 
RY ni be a | he 


Mace eh 


w NATIONAL 
SERVICE 


It isn’t Kex unless it’s imprinted with the Kex name 
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(Continued from page 246) 


Experience shows that the abrasive 
belt method is properly limited to 
the final sharpening process. It is 
not practical to use it for roughing 
or shaping tools. These operations 
should be done on silicon carbide 
wheels. 

However, the belt method pro- 
duces a smoother and longer lasting 
cutting edge on a tungsten carbide 
tipped tool than can be produced 
with other sharpening methods. 
Field reports indicate that the 
sharper cutting edges last longer 
and the well formed nose radius 
produces a finer finish on the work. 





Accumulative experience proves 
conclusively that a lubricant should 
be used on the belt. The lubricant 
appreciably increases belt life, and 
more important, it improves the 
finish on the tool. A new grease de- 
veloped especially for use on car- 
bide tool finishing belts has been 
introduced by Fenlind Engineering 
Company of Rockford, Ill. Being a 
light-bodied lubricant, the new 
grease spreads over the belt thinly 
and retards glazing but does not in- 
terfere with the grinding action of 
the abrasive grain on the belt. 

Applications of the new method 
have been expanded successfully by 


many users from _ sharpening 
straight-faced tools, as originally 
planned to simple form _ tools. 


Round-nosed tools are especially 
adapted to the abrasive belt method 
of sharpening and several manu- 
facturers are sharpening angular 
form tools also. Suéh form tools 
can be sharpened if the cutting 
edges are straight and can be pre- 
sented to the abrasive belt. 
Several manufacturers who origi- 
nally bought the abrasive belt ma- 
chines to sharpen tungsten carbide 
tipped tools now also use their ma- 
chines extensively for sharpening 
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PRODUCT * NOMINAL COMPOSITION USES PRODUCT * NOMINAL COMPOSITION USES 
MANGANESE ALLOYS cont. SILICON ALLOYS cont. 
“Mansiloy” Alloy Manganese... 60 to 63% Used in production of Magnesium-  —_sSilicon......... 43 to 47% For ladle addition to cast 
WOON, - ccsecee 28 to 31% __ stainless steels to reduce Ferrosilicon Magnesium....7.5t09.5% iron to obtain special 
oo em max. 0.07% metal oxides from the properties. 
Phosphorus....max. 0.0594 slag back into the bath. eS —S SSS = == 
ccananguners TITANIUM ALLOYS 
Max. 1.50% Manganese.....65 to 68% A versatile alloy useful Ferrotitanium Titanium. ...... 27 to 32% For stabilized austenitic 
Corken Grade Silicon. ........18 to 20% 98 furnace block, deoxi- Carbon ...... max. 0.10% stainless steels and high- 
. s7 dizer, and also for mak- temperature metals. 
. 2.00 Manganese. .... 65 to 68% | = P 
Shen ia Silicon, sa 17.50% ing manganese additions Silicon-Titanium Titanum.......40t050% For additions of titanium 
7 -'0 steel in the ladle or ee 45 to 50% to steels or non-ferrous 
Max. 3.00% Manganese.....65t0 68% i, the furnace. ven max.3% lle 
Carbon Grade Silicon.......12 to 14.50% teem rated ee Ae wha Mb conrad 
Manganese-Nickel- = [itanium....... 43 to 48% Deoxidization of nickel 
Medium-Carbon Manganese..... 80 to 85% For making low- and me- Titanium Nickel....... approx. 25% alloys. 
ferromanganese ee max. 1.25 dium-carbon manganese Manganese. ..... max. 8% 
to 1.50% steel and Hadfield steel. 
low-lron Manganese..... 85 to 90% ~—s For high manganese ad- TUNGSTEN ALLOYS 
ferromanganese Carbon (eee approx. 7.007% ditions to certain non- Ferrotungsten Conforming to A.S.T.M. For production of tool 
OO ncdecns ba8 max. 3% ferrous alloys, particu- Spec. A 144-50 and die steels; also high- 
ere 2% larly aluminum. temperature alloys. 
Manganese Metal Manganese...min. 95.50% Used both as deoxidizer Tungsten Metal Powder 
Carbon....... max. 0.20% and alloy in production Melting Grade Tungsten.....min. 98.80% Production of tungsten 
— seeeeese max. : nate of numerous non-ferrous Total Carbon. .max. 0.25% steels and cast tungsten 
TOR, oc ccccces max. 2.90% metals and alloys. Prontiinn Grade Tungsten... min. 99.60% carbide. 
“EM” Silico- Manganese...........21b. For adding manganese Carbon....... max. 0.20% 
manganese Briquets § Silicon............. Ya lb. (with silicon) to cast iron Calcium Tungstate Tungstic Oxide. .68 to 72% For makin 
. +. g tungsten 
(Square Shape) Total Weight....... 31% |b. in the cupola. ‘ chemicals and other tung- 
“EM” Ferro- Manganese.......... 2\lb. For adding manganese sten products. 
manganese Briquets [otal Weight......... 31b. (without silicon) to cast 


(Oblong Shape) 


iron in the cupola. 








SILICON ALLOYS 





50% Ferrosilicon 
Regular Grade 
Blocking Grade 
low-Aluminum Grade 


Se i xnxe son 47 to 51% 
eae 47 to 51% 
ae 47 to 51% 


Aluminum..... max. 0.40% 


Deoxidizer for most 
grades of killed or semi- 
killed steel. Blocking 
grade specially sized for 
maximum efficiency. 





65% Ferrosilicon 
Regular Grade 
low-Impurity Grade 


eer 65 to 70% 


Silicon. .. .61.50 to 66.50% 
Aluminum..... max. 0.50% 
Total Impurities max. 1.00% 


For furnace or ladle ad- 
dition to steels. 


Mainly for production 
of electrical sheet steel. 





75% Ferrosilicon 
Regular Grade 
Low-Aluminum Grade 


Deoxidizer and alloy for 
production of high-silicon 
spring and electrical 
sheet steel. Graphitizing 
inoculant for cast iron. 





85% Ferrosilicon 
Regular Grade 
Low-Aluminum Grade 


ee 73 to 78% 
eee 73 to 78% 
Aluminum..... max. 0.50% 
WENO. « dsicticax 83 to 88% 
Silicon... ......83 to 88% 


Aluminum..... max. 0.50% 


Enables melter to add 
higher percentages of 
silicon without chilling 
metal in ladle. Graphitiz- 
ing inoculant for cast iron. 





90% Ferrosilicon 
Regular Grade 
low-Aluminum Grade 


eer 92 to 95% 


WOON. cccccces 92 to 95% 
Aluminum..... max. 0.50% 


Permits large additions 
of silicon without harmful 
chilling effect. 





Silicon Metal 
Regular Grade 


Purified Grade 


low-Calcium Grade 


low-Aluminum Grade 


Silicon..... min. 97 or 96% 
Pree max. 1 or 2% 


Silicon. .. .99.70 to 99.90% 


Additions of silicon to 
non-ferrous metals, par- 
ticularly aluminum and 
copper. 

For applications in non- 
ferrous industry requir- 
ing silicon of high purity. 
For high-silicon aluminum 
alloys where calcium is 
detrimental. 

For the production of 
silicon-copper alloys 
where aluminum is detri- 
mental. 





"SMZ" Alloy 


Particularly strong 
graphitizing inoculant 
used in cast iron. 





“EM” Silicon Briquets 
large Size 
(Cylindrical or 
ick-Shape) 
Small Size 
(Cylindrical Shape) 


WOR. scones 005 to .015% 
Silicon..........min. 97% 
eT re 
Calcium.......max. 0.10% 
Silicon..........min. 98% 
Mins sén0avkann max. 1% 
Aluminum..... max. 0.10% 
Ae 60 to 65% 
Manganese..... 5to 7% 
Zirconium...... 5to 7% 
Rr 2 Ib. 
Total Weight......... 5 Ib. 
a Pee 1 Ib. 
Total Weight....... 2% |b 


For adding silicon to cast 
iron in the cupola. (Brick- 
shape briquets are 
available on pallets.) 





“Electromet,” “EM,” “Mansiloy,” “Simplex,” “SM,” and “SMZ,” 
are trade-marks of Union Carbide and Carbon Corporation. 





Calcium Tungstate Tungstic Oxide. .68 to 72% 


Making tool steels and 














Nuggets high-temperature alloys. 

Ammonium Tungstic Oxide. min. 88.7% Intermediate for tung- 

Paratungstate sten products. 
VANADIUM ALLOYS 

Ferrovanadium Vanadium...... 50 to 55% Production of tool and 


Carbon... .max. 0.20, 0.50, 
or 3.00% 

Silicon. . .. max. 1.50, 2.00, 
or 8%; and approx. 10% 


engineering steels, high- 
strength structural steels, 
non-aging rimming steels, 
and wear-resistant irons. 





Vanadium Oxide V.05..........-80 t0 89% 


For addition of vanadium 

















Fused Na,O........approx. 10% to steel and for man- 
eT approx. 2% ufacturing catalysts. 
Sodium eicsitin dene approx. 85% 
Polyvanadate 7, approx.9% For manufacture of 
(Red Cake) vanadium compounds, 
High-Purit including vanadium 
Poe V20s..... . approx. 99.50% adios. 
Sheteeeiniiedis ee -min. 99% 
ZIRCONIUM ALLOYS 
12 to 15% Zirconium...... 12 to 15% _— This is a powerful deoxi- 
Zirconium Alloy ae Se 39 to 43% = dizer. It also increases 
Carbon........ max. 0.20% depth of hardening. 
35 to 40% Zirconium...... 35to 40% Deoxidizer for fine 
Zirconium Alloy ae 471052% grades of alloy steels. 
Carbon....... max. 0.50% 
Nickel-Zirconium Zirconium...... 25 to 30% For deoxidizing and de- 
Nickel..........40t0 50%  gasifying nickel alloys. 
“EM" Zirconium Zirconium......... 0.551b. For adding zirconium and 
Briquets (Cylindrical Ee | 1.90 1b. silicon to cast iron in the 


Shape, Reddish Color) 





cupola. 








IF YOU HAVE A METALS PROBLEM 


More than 50 different alloys and metals are produced by 
Evectromert. If you need help in selecting the proper alloys, 
be sure to consult one of ELECTROMET'S specially trained metal- 
lurgists and engineers. Address your inquiries to one of the 


offices listed below. 


Birmingham 3, Ala......... satthbaas Brown-Marx Building 
Chicago 1, llll....... she dbecgues 230 N. Michigan Avenue 
Cleveland 14, Ohio. ......+56+. Union Commerce Building 
Detroit 2, Mich..........- 6-240 General Motors Building 
Houston 11, Texas. .......+++5 6119 Harrisburg Boulevard 
Los Angeles 58, Calif........ -«+.+-2770 Leonis Boulevard 
New York 17, N. Y...... éovebeeneas 30 East 42nd Street 
Pittsburgh 22, Pa.........+. Sesedew cece . Oliver Building 


San Francisco 6, Calif 


ee ee ee 


22 Battery Street 


In Canada: Electro Metallurgical Company of Canada 


Limited, Welland, Ontario 
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turning tools of high-speed steel. 
These manufacturers report that a 
lubricated coated abrasive belt pro- 
duces much better finishes on high 
speed steel tools than a grinding 
wheel of corresponding grit. Conse- 
quently, they obtain longer tool life 
with tools sharpened on belts. 

Several refinements in the design 
of the original machine for sharpen- 
ing carbide tipped tools were in- 
troduced during the first six 
months of industry use. The grinder 
is now equipped with an automatic 
belt tensioning device and is fully 
guarded. The angle adjustment gage 
now indicated relief angles up to 
20° and extensions are now built 
onto the table to accommodate off- 
set tools. 


Specifications on Tough 
industrial Floor Issued 


Standard requirements for a floor 
that will stand up under severe 
service in industrial plants or pub- 
lic buildings have just been an- 
nounced by the American Standards 
Association. 

Details have been released by the 
Association under the title, “Ameri- 
can Standard Specifications for In- 
dustrial Granolithic Oxychloride 
Flooring and Its Installation.” The 
standard is one of a group on oxy- 
chloride flooring issued this year. 

These specifications provide for a 
floor of the terrazzo type which is 
extremely hard, tough and durable. 
The aggregate is crushed granite, 
trap rock or similar hard stone 
chips, and is not ground to such an 
extent as to produce a high polish. 
This type of flooring is used mostly 
where decorative effects are not re- 
quired. 

The standard gives detailed re- 
quirements for ‘materials used in 
mixing the aggregate, conditioning 
of the area to be covered, prepara- 
tion of subfloors, method of appli- 
cation, thickness, sealing, and the 
protection of the finished installa- 
tion. 

Also included in the specifications 
are methods of testing the consis- 
tency of the flooring, material, linear 
change, flexural and compressive 
strength, and method of gauging the 
flooring solution. 

The project was sponsored by the 
American Society for Testing Ma- 
terials and the National Bureau of 
Standards under the procedure of 
the American Standards Associa- 
tion. 
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Over FOOO Standard 


LUMINUM 
EXTRUSIONS 






AVAILABLE 
WITHOUT DIE SERVICE CHARGE 


Precision Extrusions catalogs over 4000 standard 
sizes and shapes of extruded aluminum rods, 
bars, shapes, and tubing, serving a wide 
variety of applications in transportation, 
architecture, and general industry. Or, if your 
product requirements call for a specially. 
designed extrusion, PE engineers will work 
with you in answering your problems of design, 


alloy-selection, and production. 


G PERSONALIZED SERVICE and specializa- 
tion in aluminum extruding assures you of 
prompt handling of your inquiry, careful pro- 
duction supervision, and extrusion quality 
meeting the highest standards of the industry, 


anincsits FACILITIES include design 
engineering, die making, billet casting, extrusion 
production, and standard finishing operations. 


€ ENGINEERING ASSISTANCE is available 


without obligation. If your present or future — 


plans call for quality aluminum extrusions in 
standard or special shapes, call on PE, of 
wrife, on your company letterhead, for our new 
complete catalog. 


QUALITY e SERVICE 


PRECISIC 


BENSENVILLE, ILLINOIS 
CHICAGO: TUxedo 9-1701 @ BENSENVILLE 98 
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Toronto, Montreal, Calgary, Edmonton, Winnipeg, Vancouver, New Glasgow, N. S. 
sentatives in Principal Cities in Mexico, Central and South America 
Cable Address: “MINSAF" Pittsburgh 


the M.S.A. man on your every safety problem .. . his job is to help you 
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ET’S BE FRANK about it . . . First Aid Kits haven’t shown 
the continuing improvement recorded by other items 

of safety equipment . . . so we did something about it! 

We “put the finger” on every place where modern design, 
latest quality control, color keying, and improved manufac- 
turing techniques could produce BETTER First Aid Kits. 

Then we MADE these improvements. Many of the changes 
are small in themselves, but they add up to a BIG DIFFER- 
ENCE. Let us prove we have something BETTER—something 
you don’t want to miss! 


NEW PRODUCT PROTECTION ... added Quality 
Control Methods give you Pharmaceutical thoroughness 


To assure purity, freshness, sterility, every 
Unit ‘“D” box “‘signs-in” and is perma- 
nently stamped with a number. This 
Quality Control number means unit 
responsibility, covering every operation. 

Sterilization gets the full treatment! 
All compresses and dressings are sterilized 
in their Unit “D” boxes. A recording 
thermometer and a tell-tale glass vial that rides with every batch 
confirm temperature, exposute and penetration of purifying steam. 
The chart and vial are numbered and filed. This number is stamped 
on every box in the batch . . . another step in our program of im- 
proved, responsible protection for you. 


THE NEW LOOK ... a dressing-up 


that pays off in convenience, use! 

Even the color is NEW. New blue gives the case 
and Unit “D’’ boxes a clean, distinctive appear- 
ance. Hard wearing surface of baked enamel on 
the case resists grease, dust. New, simplified illustrated instructions 
on many Unit “D” boxes aid user. Our labeling meets latest require- 
ments of the U. S. Pharmacopeia and Food and Drug Administration. 


THE CASE with the built-in extras 


No overlapping lid to complicate handling, stor- 
age. Unit ““D’’ boxes extend free of the base, give 
““finger-room” for quick removal of any package. 
Tubular rubber gasket sits securely in strong metal channel in base, 
adds extta pressure, more contact surface when lid is closed. Truly 
an ““M.S.A. All-Weather” feature. The wall-mounting brackets are 
positioned in center of kit for better balance, support.” 


FIRST AID MATERIAL Features 


M.S.A. Visual Swabs have gauze tips which are less 
absorbent to assure full utilization of antiseptic and 
4 no loose fibers to catch on tissues. Color keying 
of labeling assures positive, quick identification. 
Ammonia Inhalants contain pure, uncolored solution. They are 
wrapped in special treated covering that turns brown in case of 
leakage. A two-week test period is maintained before final packaging. 
You'll find “extras” in our Ammonia Ampoules, too. “Color- 
Break”’ line on the glass vial gives clean, quick break. Labeling is 
printed on both the protective sleeve, and the glass vial for identif- 
cation and as a precaution against misuse should the sleeve be lost. 























AND THERE’S MORE, LOTS 
ORE. Complete size and 
style selection from more 
than 70 different items .. . 
this BIG NEWS applies to 
all sizes... 10, 16, 24, and 
36-Unit Kits! But seeing is 
believing . . . so call your 
M.S.A. man NOW. 














Before You Buy 
Packings — 
GET THE FACTS ON... 












Jannate 


LEATHER PACKINGS... 


By custom-manufacturing Tannate 
Packings to your specifications, Rhoads 
can exactly fit your individual require- 
ments. In this way, Rhoads assures 
more profitable operation through 
long, uninterrupted production with 
more pieces turned out per hour. 


U PACKING 


VEE PACKING 
Unlike other types, Tannate Packings 
do not require lubrication; will not 
score or abrade. In addition, your 
needs can be anticipated, for Tannate 
Packings may be stored indefinitely. 


Send us your packing requirements for 
quotation: Include type, service, pres- 
sure, temperature, dimensions and 
quantity. 


FLANGE PACKING 





J. E. RHOADS & SONS 







CUP PACKING 
35 N. Sixth St., Philadelphia 6, Pa. 
Send for the - 
Rhoads Packing 
Data File i 
No Obligation s3% 


INDUSTRIAL LEATHERS 


PHILADELPHIA * NEW YORK « CHICAGO * ATLANTA 
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59 Conference Sessions on 
Maintenance Show Program 


Fifty nine conference sessions are 
on the program of the three-day 
Plant Maintenance & Engineering 
Conference at the Hotel Conrad 
Hilton, Chicago, Jan. 25-27. The 
conference, largest of its kind in 
the industrial field, will be held 
concurrently with the Plant Main- 
tenance & Engineering Show, which 
is scheduled for the International 
Amphitheatre, Chicago, Jan. 25-28, 

The meeting will be divided into 
three general sessions, 16 sectional 
conferences and 40 round table dis- 
cussions. Conference topics were 
selected after questioning every par- 
ticipant in the 1953 meeting to de- 
termine what subjects were con- 
sidered most urgent. 

The show, which has risen in a 
short period to a place among the 
five largest annual industrial ex- 
positions, is expected to attract 20,- 
000 visitors. More than 350 com- 
panies are expected to conduct 


demonstrations and display prod- 
ucts. 


ae.” 


Controls On Nickel 
Ended By Government 


The Business and Defense Serv- 
ices Administration, Department of 
Commerce, has revoked its controls 
over the distribution of nickel and 
its use in the civilian economy, ef- 
fective November 1. 

The action is taken as the result 
of the announcement earlier by 
Arthur S. Flemming, Director of the 
Office of Defense Mobilization, that 
he had approved a finding by the 
Secretary of Commerce, made in ac- 
cordance with section 101 (b) of the 
Defense Production Act of 1950 as 
amended. 

The finding was that the require- 
ments of the national defense for 
nickel and nickel products can be 
met without creating a significant 
dislocation of the normal distribu- 
tion of these materials in the civilian 
market, and that no appreciable 
hardship results from meeting the 
requirements of nickel and _ nickel 
products for national defense. 

In making the announcement, 
Commerce Secretary Weeks said: 
‘Decontrol of nickel will be a boon 
to thousands of small business firms, 
especially fabricators and electro- 
platers. 

“For two years small businessmen 
have registered justifiable complaint 
that Government restrictions © 
nickel were causing them to lose 

(Please turn to page 262) 
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Wire forming, metal stamping or deep-draw- 
ing, every Eastern Tool & Mfg. Co. job begins shai tes 
in our design and tooling department, where or 7 the bockerovnd 
experienced department heads prepare pro- wate 
duction plans and specifications on the neces- 
sary tools and dies. From design to delivery 
every job remains under close supervision, 
another reason why we have grown over the 


years. 


Eastern Tool & Mfg. Co. 
Belleville 9, New Jersey 
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QUA-FLEX FIRE HOSE 


It’s leak-proof and dependable! It gets water to the fire 
yet protects your plant equipment from leak-damage. 
Quaker Qua-Flex Fire Hose is cotton-rubber lined .. . 
yet is as flexible as linen hose. It fits any rack or 
reel... folds flat, easy to handle and store. Every 
length is tested to 300 P.S.I. The jacket is carefully 
woven of long-staple, sturdy cotton to permit the use of 
this hose again and again. Here’s quick-drying rugged- 
ness, long wear and big value! Factory Mutual approved. 
Insist on Quaker Qua-Flex! 


Write for name of nearest distributor 


Belting, Hose, Packing and 
Moulded Rubber of every 


construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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(Continued from page 258) 
business, with resultant hardship to 
themselves, employees and custom- 
ers. 

“We have been working on the 
problem since last winter, making 
sure defense requirements in nickel 
could be met so small business could 
get its long-needed break. Inasmuch 
as defense and stockpile require- 
ments can be assured, the ban now 
can be lifted. 

“Manufacturers can start using 
the metal again in hundreds of 
items, including cooking utensils, 
plumbing fixtures, precision instru- 
ments, furniture, ornaments, equip- 
ment for dairies, offices, hospitals 
and many other products.” 


F. a ae 


Develop New Technique for 
Rapid Drying of Paints, Ete. 
Cuts Time from Hours to Seconds 


A radically new technique for 
rapid drying of protective and dec- 
orative coatings of inks, paints, and 
varnishes has been developed by 
Armour Research Foundation of Il- 
linois Institute of Technology in a 
project sponsored by the Meyer- 
cord Co. 

The process, called Chem-Dry, 
shortens the drying time on coated 
products from 24 hours to from 2 
to 20 seconds. 

Leonard H. Knopf, president of 
Meyercord, said the Chem-Dry pro- 
cess is now available to industry. 
He said each industry would require 
engineering and production tech- 
niques especially designed for its 
own operations. 

Combining improved quality with 
reduced costs, Chem-Dry packs a 
new economic-punch for those in 
the fields of printing, wood finish- 
ing, paper and fabric coating, metal 
decorating, and wire coating. 

The Chem-Dry process hardens 
coatings of drying oils and resins 
in a few seconds without the use 
of heat. It is based on a chemical 
reaction between the applied coat- 
ings and sulfur dichloride vapor in- 
stead of the commonly accepted 
polymerization or oxidation. 

Coated material resulting from 
printing, roller coating, brushing. 
spraying, or dipping operations is 
conveyed into a chamber through 
which a mixture of sulphur dichlor- 
ide vapor and air is circulated. 

The machine doing the work is 
constructed so that vapors adhering 
to the material are removed. All 
air exhausted from the system is 
scrubbed with dilute caustic soda 
solution to remove any remaining 
vapor. 
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for BETTER 


Surface Grinding 


Use QUALITY Segments 


Facts about BAY STATE 
segments... 


1. COMPLETE RANGE. All standard 

shapes and sizes, plus many special 

ones, in both resinoid and vitrified 
bonds. 


RAPID SERVICE. Excellent delivery 
schedules from large stocks and 
completely modern manufacturing 
methods. 


HIGHEST QUALITY. Consistently 
uniform cool-cutting structure and 
exact specification are built in by 
BAY STATE under the most rigid 
standards of quality control. 


PRICE ADVANTAGE. BAY STATE’s 
special 8A abrasive, at a non- 
premium price, will work wonders 
on your tool room surfacing jobs 
. .» further, there is no extra charge 
for the BAY STATE bonus of out- 
standing, consistent performance. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Mass., U.S. A. 


~ Branch Offices and Warehouses: 
Chicago, Cleveland, Detroit, Pittsburgh 
Distributors — All Principal Cities. 
in Canada: 
Bay State Abrasive Products Co. 
(Canada) Ltd. Brantford, Ont. 


Novemser, 1953 Please mention PURCHASING Magazine when writing to advertisers. 

















WL representative. 


OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 


LOE JOY 


COMPANY. 


Write today for your FREE COPY of the 
Wheelock, Lovejoy Data Book, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 


WHEELOCK, 


IVC. 


“B" No. 3X 
HEAT-TREATED 





This higher-priced alloy steel can save you money! 


‘B” No. 3X heat-treated bars offer many production economies, 
even though machined at about ths the speed of annealed bars. 
They are supplied to your desired physical properties, and can be 
machined more easily than standard heat-treated bars with equiv- 
alent properties. The expense of scaling, distortion, straightening, 
and often grinding, are eliminated — as well as the cost of extra 
handling and heat treating of finished parts! 


Although the cost is a little more than for ordinary annealed 
stock, a trial order will convince you of the true economy of 
HY-TEN “B” No. 3X heat-treated bars! Just call your nearest 


Warehouse Serrice 
* 


CAMBRIDGE « ¢ 
CHICAGO + HILLSIDE, N.J 
DETROIT « BLEFALO 
CINCINNATI 


LEVYELAND 


In Canada 
SANDERSON-NEWBOULD, LTD MONTREAI 


and ASI 


% "and Cleveland © Chicage ° P petrell 
140 Sidney St., Cambridge 39, Mass.:" piicige,N.j. © Bullalo © Cincinnati 
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See Need for Amendment 
To Internal Revenue Rules 
On Inventory Systems 


Tax experts are on record that an 
amendment to one section of the 
Internal Revenue Code is needed to 
enable industrial firms now using 
the Government-approved price ac- 
counting system called LIFO to ac- 
quire and maintain essential raw 
materials without committing them 
to carry such inventories at values 
in excess of current prices, Ameri- 
can Iron and Steel Institute said 
recently. 

The LIFO (last-in, first-out) sys- 
tem assumes that the last item ac- 
quired for inventory is the first 
consumed, according to the experts. 
Therefore, inventory values include 
the earliest goods bought and at 
their original cost. This accounting 
method is one of two recognized by 
the Treasury Department. 

Students of taxes assert that an 
amendment to the 1939 law which 
would permit taxpayers using LIFO 
to value their inventories at cost or 
market, whichever is lower, would 
provide a basis for more sound ac- 
counting and make it practical for 
all manufacturers to acquire inven- 
tories of scarce materials without 
fear of penalties under the Revenue 
Code. 

The other, system of aceounting 
for showing inventory values is 
called FIFO, and assumes that the 
first items acquired are the first con- 


y sumed. As prices of materials al- 


ready acquired mount, inflation ac- 
cumulates in inventories which 
creates large segments of what ac- 
countants call unrealized profits in 
the economy. A good, part of the 
profit reported under FIFO in re- 
cent inflationary years may be, tied 
up in the companies’ inventories: it 
exists only on paper and cannot bé 
realized until the inventory is sold. 
In the meanwhile, dividends, wages 
and taxes must be paid on it. Then 
if deflation comes suddenly, this 
unrealized profit may vanish or turn 
into losses. 


ee Se 


Steel Warehouses Expect Sales 
To Stay Up During 1954 


“Sustained sales during the re- 
mainder of the year and through 
the first quarter of 1954 are confi- 
dently expected by industrial steel 
warehouses serving over 500,000 
consumers throughout the United 
States,” stated F. H. Lovejoy,Chair- 
man, Executive Committee, Ameri- 

(Please turn to page 268) 
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ALL YOU HAVE TO DO is mention the number 
HM89410 on the bearing cone above— plus the 
number HM89644 on the cup—to specify a 
tapered roller bearing of a certain size. But when 
it’s on a Timken bearing, you also specify the 
bearing’s quality and the service that comes with it. 


Look what 
you can say with 
numbers 


YOU ARE SPECIFYING EXTRA SERVICE that can 
help solve your design problems. For instance, tests 
in our physical laboratory on the front axle of one 
manufacturer showed him how to get longer bear- 
ing life. Engineering service like this is only one of 
the many extras we give our customers. 


YOU ARE AUTOMATICALLY SPECIFYING bearings that 
pass the closest inspection. For example, we inspect every 
roller under a magnifying glass to guard against surface flaws. 
Result: less friction, quieter operation, longer life. 


YOU ARE SPECIFYING A BEARING STEEL so fine we had 
to make our own to get it. Above: each billet is stamped to 
assure closer quality control. Quality and sefvice make Timken 
bearings your number 1 value and their public acceptance 
helps you sell your Timken bearing equipped products. So, 
when you specify a bearing number, specify “Timken” along 
with it. The Timken Roller Bearing Company, Canton 6, O. 


Quality, service and public acceptance make TIMKEN number | for VALUE 


1 \i/ 
NOT JUST A BALL O NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL ® AND THRUST -)- LOADS OR ANY COMBINATION “ue 
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HODELL 


WELDED AND WELDLESS 


CHAIN 


for every purpose 


When you buy chain... be sure 
to buy from the quality line of 
Hodell Chain that includes 
types and sizes for every in- 
dustrial use. Hodell also man- 
ufactures many formed wire 
specialties and can make chain 


assemblies to your specifica- 
tions. Hodell welcomes the 
opportunity to quote on your 
requirements. Write for the 
Hodell Chain catalog, giving 
complete information, 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 
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can Steel Warehouse Association 
and President, Wheelock, Lovejoy & 
Co. Inc., Cambridge, Mass. Reporting 
at a recent meeting, members of this 
Committee told of increasing sales 
in September as compared with 
August and they expressed optimism 
in the nation’s economy despite sup- 
p.y-demand adjustments. 

In the opinion of these steel ware- 
house executives, who represent all 
sections of the country fear, of 
severe recession is not justified by 
current or near future business acti- 
vity. Inventories are not abnormally 
large, new construction continues at 
an encouraging rate, consumer de- 
mand for household products is 
strong, and even after adjustments, 
automotive, farm implement and 
similar requirements for steel will 
remain at high levels. 

Shipments of steel from ware- 
house stocks thus far this year are 
substantially ahead of last year and 
indicated declines in sales are not 
expected to bring the volume of dis- 
tributor business below the 1952 
level which broke all previous 
records. 


Pas Ff 


United Parcel Service Begins 
Low Cost Air Package Delivery 


A new delivery service for pack- 
ages which brings together, for the 
benefit of shippers and receivers, 
modern air speed and the familiar 
brown cars of United Parcel Service 
that now deliver to a quarter of a 
million homes daily in the country’s 
major metropolitan areas, has been 
developed by United Parcel Service- 
Air, New York. 

United Parcel Service-Air will 
link shippers and their customers 
in New York, Philadelphia, Detroit, 
Chicago, Los Angeles and San Fran- 
cisco and will also carry shipments 
to San Diego, Seattle and Portland, 
Oregon. According to the company, 
rates are more than 50% lower than 
air express and air parcel post. In 
addition, it is felt that the new 
service will attract many packages 
now moving by surface parcel post 
in view of the dependability and 
speed offered at rates only pennies 
more than increased parcel post 
rates due October Ist. 

The program announced for Octo- 
ber 1st represents an expansion of 
east-bound service which was in- 
augurated in July as a test. The 
three-month development period 
proved to United Parcel Service 
that there is a definite need for 
devendable air delivery of packages 
at low cost. 


The best soft” 
hammer your 
money can buy! 


Tough, resilient water buffalo 
faces deliver needed power, 
cushioned to protect fine finishes 
and delicate parts. Faces 
quickly and easily replaced. 
Safety-Flare handle gives com- 
fortable, non-slip grip. When 
you need a “soft” hammer, 
make sure it's a C/R RAWHIDE 
Jaw-Head. 


FACES REPLACED 


IN SECONDS 

Merely loosen- 
ing a nut re- 
leases jaws for 
replacing faces. 
Tightening nut 


holds faces in 
vise-like grip. 


@ Available from leading 
industrial suppliers. Also 
C/R Rawhide mallets and 
Rawhide mauls. 


For further information write Dept. 27 


cnicaco (yaw AQ MFG. CO. 


1301 Elston Ave 


Chicago 22, Ill 
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AMI 


make non-yellowiig 





— show outstanding res 


The long-felt need for polyester resins which 
would resist the yellowing caused by long ex- 
posure to sunlight now has been answered by 
Cyanamid’s new light-stabilized LAMINAC Resins. 


These remarkable resins are particularly appli- 
cable to the fabrication of corrugated and flat 
sheets reinforced with glass fiber. Clear castings 
show no color change after 500 hours sunlamp 
exposure, while conventional resins begin to dis- 
color after only 50 hours. 


The new light-stabilized resins currently in 
commercial production are LAMINAC Resin 4113 
LS-1 and LAMINAC Resin 4123 LS-1. Of medium 
viscosity, they cure at room temperatures and 
may be used for general purpose molding. We 
recommend their use in such products as trans- 
lucent building panels, lighting fixtures, boat 
hulls, outdoor furniture, fishing rods, outdoor 
displays and other applications in which light 
stability offers added sales advantages. 


Mae. 
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Sheets 
of Sunlight _ 


These new stabilized polyester resins are 
but a few members of the large LAMINAC family. 
Only in this large group of polyesters will you 
find precisely the combination of service prop- 
erties you need in superior degree. Our staff of 
conveniently located Field Engineers will be 
glad to help you determine whether there is a 
LAMINAC resin that can meet your processing 
and design needs. 


LAMINAC® polyester resins . . . 


BEETLE® urea-formaldehyde molding 
compounds. . 


MELMAC® melamine-formaldehyde molding 
compounds... 


Made under rigid controls to 


American Cyanamid’s high standards of quality 











PLASTICS DEPARTMENT 
33-C Rockefeller Plaza, New York 20, N.Y. 





in Canada: North American Cyanamid Limited, ‘ 
Royal Bank Building, Toronto, Ontario, Canado 


AMERICAN Ganamid COMPANY | 
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Personalities 





Glenn L. Martin Company, 
ore, Md., has named Erle M. 
Constable as Assistant Vice President- 
rement. Mr. Constable joined 





Erle M. Constable 


Viartin after spending most of his busi- 
s career with Trans World Airlines. 
was treasurer of TWA at the time 
made the change. 


ry 


Ralph C. Nelson has been named 
Purchasing Agent of Benjamin Electric 
Manufacturing Co., Des Plaines, IIl., 
» succeed the late L. W. Kester. 

Mr. Nelson is a veteran of 30 years 

vice with Benjamin Electric and 
1as been Assistant Purchasing Agent 
since 1935. 


Bonney Forge and Tool Works, 
Allentown, Pa., has appointed Clifford 
©. Richards as Purchasing Agent. He 
ucceeds W. H. Emrey, Jr., who has 
ined the organization of a container 
nanufacturer. 

Mr. Richards has served as president 
und director of the Lehigh Valley As- 
sociation of Purchasing Agvnts. He also 
was a director of the National Associa- 
tion of Purchasing Agents. 

Prior to joining Bonney, he was pur- 

asing agent of the Magnetic: Wind- 
is Division of the Essex Wire Co., 
Easton, Pa. 


_ 
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IN THE NEWS 


Walter L. Bell, purchasing agent for 
Tarrant County, Texas, has been 
named Executive Director of the State 
Board of Control. 

Mr. Bell will be top executive of 
the agency which supervises the spend- 
ing of about $60,000,000 per year. 
The job was cre:ted by the last legis- 
lature when it reorganized the board, 
which formerly was made up of three 
full-time members. 

The Board of Control is purchasing 
agency for about 200 state departments, 
including colleges, sanitariums, prison 
system and schools. Mr. Bell will also 
supervise operation and maintenance of 
all state-owned buildings. 





Walter L. Bell 


He had been Tarrant County pur- 
chasing agent since 1941 when J. M. 
Williams, then purchasing agent, was 
named county auditor. 

Mr. Bell has served as president of 
the Fort Worth Purchasing Agents As- 
sociation for two terms and also has 
been director of the National Associa- 
tion of Purchasing Agents. He is now 
chairman of N.A.P.A.’s committee on 
standardization. 


Charles F. Eger has been made As- 
sistant Purchasing Agent of the Wm, S. 
Merrell Co., Cincinnati, Ohio. 


William J. Heckman has been ap- 
pointed Director of Purchases for 
Mathieson Chemical Corporation, Bal- 
timore, Md. He will be located at the 





William J. Heckman 


Mathieson executive offices in Balti- 
more, and will be in charge of the 
corporation’s purchasing activities, in- 
cluding those of the E. R. Squibb & 
Sons Division. 

Before his appointment, Mr. Heck- 
man was vice president in charge of 
purchasing and traffic of Aramco Over- 
seas Company, wholly owned sub- 
sidiary of Arabian-American Oil Com- 
pany. 

Prior to this he was _ production 
manager and director of purchases of 
William R. Warner & Co., Inc., and 
Richard Hudnut, now Warner-Hudnut, 
Inc. 


Donald H. Lyons, Purchasing Agent 
for the Johns-Manville Corporation, 
New York City, was among the 34 
members of the company recently in- 
ducted into the firm’s Quarter Century 
Club. 

L. M. Cassidy, chairman of the board, 
complimented Mr. Lyons on his record 
of achievement with Johns-Manville 


and presented him with a gold watch. 


and pin emblematic of membership in 
the club. 
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HERE’S A 
CANVAS GLOVE 
> WITHA 


Safer, Surer 














. rl od 


AND GUARANTEED 
TO SAVE YOU MONEY! 


In a series of gripmeter tests of “Plastic-Dot” versus regular canvas 
gloves, Sailor White, the famous strong man, more than doubled 
his gripping power when he wore “Plastic-Dots.” 





Riegel “Plastic-Dot” work gloves are guaranteed to outwear two 
or more pairs of heavy canvas gloves. They will save you money 
On any operation where you are now using any weight or make of 
regular canvas gloves. At the same time, they provide a safer, surer 
grip... with full working comfort. 


See. for yourself how this amazing glove wears and wears! Send for 
free sample swatch for testing, together with full information and 
complete list of local distributors. 


ae FREE 
SAMPLE 


SWATCH! 


“PLASTIC-DOT” cove :sscaianitan acacia 


naan RIEGEL TEXTILE CORP., 260 Madison Ave., N. Y. 16 | 


Send me free sample of Riegel ‘’Plastic-Dot” work glove | 
fabric and list of distributors. 








GUARANTEED TO OUTWEAR TWO OR MORE 
PAIRS OF HEAVY CANVAS GLOVES 





RIEGEL TEXTILE CORP. + 260 Madison Avenue * New York 16, N.Y. + Atlanta 
Boston * Chicago * Cleveland * Dallas* Jackson (Miss.)* Los Angeles* Pittsburgh L. 


Name eee ae 

Now in a wide range of styles... stocked by over WORE SR ot nievaadill 
1,000 distributors from coast to coast. ae Eee hae rs ; 

' 

' 

i 
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Lawrence K. Baker has been ap- 
ointed Purchasing Agent of the Holan 
Engineering Co., Elwood, Ind. 

Prior to joining Holan, Mr. Baker 
vas with the Aladdin Mantle Lamp 


‘ompany and the U. S. Rubber Com- 





Lawrence K. Baker 


ny from 1935 through 1946, when he 
vas called into the armed forces. Dur- 
ng his tour of duty, he was with the 
rocurement division of the United 
States Air Force. 


Lamson & Sessions Co., Cleveland, 
has announced the promotion of Frank 
J. De Crane from Purchasing Agent to 
Director of Purchases. 

Mr. DeCrane has been with the 
ompany 33 years and has worked in 

irtually all departments. Active in 
purchasing development for the past 
ten years, he served as president of 
the Cleveland Association of Purchas- 
ing Agents during 1948-1949. 


Martin J. Reed has been appointed 
Purchasing Agent of the Auto-Lite 
Battery Corporation, Owen-Dyneto- 
Division, in Syracuse, N. Y., according 
to an announcement by J. H. Lambrix, 
Vice President and Director of Pur- 
nasing. 

In making the announcement, Mr. 
Lambrix also stated that Phillip Giblin 
nad been elevated to the post of As- 


sistant Purchasing Agent at the Syra- 
cuse plant. 


Acme Marking Equipment Co., De- 
troit, has appointed John R. Parker as 
General Purchasing Agent. .Mr. Parker, 
formerly a purchasing assistant, is a 
12-year veteran with the company, 
having previously been employed as 
traffic manager with Hudson Naval 
rdnance, also of Detroit. 


E. S. Howell, a buyer for Fisher Body 
vision of General Motors, Detroit, 
ince 1943, has succeeded Fred J. 
Walker, who is retiring as Senior Buyer 
n charge of trim materia and all tex- 
tile buying since 1945. 

Mr. Howell joined Fisher Body in 
1931 and has had considerable experi- 
nee in textiles. Since 1951, he has 
veen buyer at its Grand Blanc, Mich., 
tank plant. . 


D 


William B. Huntley, Jr. has been ap- 
po.nted Director of Purchase for 
Brauce-Mueller-Huntley, Inc., with 
warehouses in Buffalo, Rochester, and 
Syracuse, N. Y. Karl M. Meisler has 
been named General Purchasing Agent 
of the newly centralized department. 


Airway Products, Inc., Pontiac, Mich., 
has appointed George D. Gareau as 
General Purchasing Agent. Mr. Gareau 
had been with the Ford Motor Com- 
pany’s tank division purchasing depart- 
ment. 


David Q. Holton, former member of 
the Edenton City Council and the 
State Ports Authority, has been named 
to succeed Charles Williams as Direc- 
tor of North Carolina’s State Division 
of Purchase and Contract. The division 
handles contracts for millions of dol- 
lars worth of items every year for 
the Highway Commission, the public 
schools and other state agencies. 


Alois A. Frymark has been named 
to succeed the late Herman Hansen as 
Director of Purchases for Milprint, Inc., 
Milwaukee, Wis. 


The Cory Corporation, Chicago, has 
announced the appointments of Con- 
rad Bouchard and Leo Grost as Pur- 
chasing Agents for the Fresh’nd-Aire 
Company. In their new positions, Mr. 
Bouchard and Mr. Grost become mem- 
bers of the staff at Fresh’nd-Aire’s new 
Grayslake, Ill., plant where the Cory 
division manufactures room air condi- 
tioners, fans, electric air circulators, 
heaters and other air treatment appli- 
ances. Both men will work with Chief 
of Procurement Elmer Smith. 

Previously Mr. Bouchard has been a 
purchasing agent with the Automatic 
Screw Machine Company, an assistant 
to the manager of the Jewel Electric 
Company and a staff member of the 
electrical and refrigeration department 
of Pullman Standard Company. 

Prior to joining Fresh’nd-Aire, Mr. 
Grost was assistant purchasing agent 
with the Eugene Dietzgen Company 
and did office management work with 
the Automatic Steel Products Com- 
pany. 


The appointment of Robert E. Dick- 
son as Director of Purchases for Ains- 
worth Manufacturing Corporation, De- 
troit, was announced recently. 

Mr. Dickson, well known in Detroit 
purchasing circles, joined Ainsworth 
after 16 years with Burroughs Corpora- 
tion. Prior to that he was with Fisher 
Body Division of General Motors, 
Western Electric, Revere Copper and 
Brass, and Bohn Aluminum & Brass 
Corporation. 


M. F. McGinley has been named 
Purchasing Agent for the Lehigh Val- 
ley Coal Company, Pittston, Pa., to 
succeed the late F. W. Emerson. Mr. 
McGinley has been with the firm for 
46 years, 33 of which have been in the 
department he now heads. 


General Motors Corporation, Detroit, 
has announced the appointment of 
Floyd J. Compson as Director of Pur- 
chases for the Buick Motor Division. 

Russell H. Eddy, acting director of 
purchases, is retiring under the pro- 
visions of the General Motors retire- 
ment plan. 

Conn L. Glifford has been appointed 
Assistant Director of Purchases. 


Joseph Fiori, Jr., has been promoted 
to Purchasing Agent of Stone Container 
Corporation, Franklin, Ohio, to suc- 
ceed Joseph H. Gribble, who has been 
promoted to plant manager. 


H. A. Cornelius has been promoted 
to Assistant Purchasing Agent for 
Caterpillar’s Joliet, Ill., plant. 

Mr. Cornelius joined Caterpillar 13 
years ago as a price file clerk in the 
firm’s Peoria plant. He was transferred 
to the Joliet plant last year as Buyer 
for the newly organized Steel and 
Forging Division. 


Harold W. Bonekat has been named 
Purchasing Agent of Conoflow Corpo- 
ration, Philadelphia. 





Harold W. Bonekat 


Mr. Bonekat, who joined Conoflow 
in 1951 as a Buyer, was formerly em- 
ployed as a Buyer at General Electric’s 
Switchgear Division in Philadelphia. 


Harry Todish has been elected Vice 
President in Charge of Purchasing for 
the Metal Carrier Corporation, Grand 
Rapids, Mich. 

He was in the purchasing department 
of Nash-Kelvinator Corporation nine 
years and was with the Jarecki Ma- 
chine & Tool Co. a year as a purchas- 
ing agent. From 1943 to 1945 he was a 
field engineer for Borg-Warner Cor- 
poration in Kalamazoo and was pur- 
chasing agent for AMI, Inc., in Grand 
Rapids from 1945 to 1947. He was pur- 
chasing agent for the Metal Carrier 
Corporation starting in 1947. 


Harry W. Taylor Co., Detroit and 
Kalamazoo, Mich. announced that 
James V. Cole had joined the organ- 
ization as Purchasing Agent. He for- 
merly occupied a similar post. with 
Davis Bros., Inc., Detroit. 
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Presenting some outstanding “portraits” from 
g g Pp 


THE LYCOMING GALLERY 
OF FAMOUS 
AMERICAN PRODUCTS 


... featuring Lycoming’s contributions to 
these products as seen through the eyes of 
Boris Artzybasheff, one of America’s 








great contemporary illustrators. 


“Sinews” 

to give cars “go” 
For vital automotive parts— 
precision-machined compo- 
nents that can “take it,” year 
after year, leading automobile 
manufacturers like ForD, have 
long looked to Lycoming. 


Look closely—one of these achievements for America’s 
industrial and military leaders may indicate how Lycoming 





can solve your metal-working problem. 

See how these “portraits” help interpret Lycoming’s 
abilities. See why you can depend on Lycoming’s versatil- 
ity of skills, extensive facilities, and well-rounded experi- 
ence to meet your most rigid metal-working requirements. 

Whatever your problem—whether you need creative 
engineering for “just an idea” or precision or volume pro- 
duction of a finished product—‘“‘Look to Lycoming!” 
For a more complete story on Lycoming’s varied abilities 


and facilities, write—on your company letterhead—for the 
interesting, illustrated booklet ‘‘Let’s Look at Lycoming.” 





Presenting some of America’s leaders who 
LOOK TO LYCOMING 


AERO DESIGN AND ENGINEERING COMPANY 





INTERNATIONAL BUSINESS MACHINES CORPORATION 


AMERICAN CAR AND FOUNDRY COMPANY KAMAN HELICOPTER CORPORATION 





AIR MATERIEL COMMAND NAVY BUREAU OF AERONAUTICS . 
BEECH AIRCRAFT CORPORATION NEW IDEA FARM EQUIPMENT COMPANY “Blasts” for jets 
aenere A¥iarios composamenen PIASECKI HELICOPTER CORPORATION To precision-produce tough, 
cannes ‘imecndate Cimnaniila PIPER AIRCRAFT CORPORATION unfailing major components 
THE CLEVELAND PNEUMATIC TOOL COMPANY PRATT & WHITNEY AIRCRAFT that put the “blast”’ in its su- 
DOMAN HELICOPTERS. INC. RYAN AERONAUTICAL CORPORATION perb J-47 jet engine—GENERAL 


SYLVANIA ELECTRIC PRODUCTS, INC, 

THOMPSON PRODUCTS, INCORPORATED 
ARMY ORDNANCE 

WESTINGHOUSE ELECTRIC CORPORATION 

WRIGHT AERONAUTICAL DIVISION 

CURTISS-WRIGHT CORPORATION 


FOOD MACHINERY & CHEMICAL CORPORATION ELECTRIC looks to Lycoming. 

FORD MOTOR COMPANY 

GENERAL ELECTRIC COMPANY 
GENERAL MOTORS CORPORATION 

CHEVROLET-AVIATION ENGINE DIVISION 

DETROIT TRANSMISSION DIVISION 





How a helicopter 
hangs by its “elbows” 


For flexible “‘elbows’’—rotor 
assemblies that control the 
amazing maneuversofits H-2] 
“W ork-Horse”’ Helicopter 
PIASECKI looks to Lycoming 
for precision production. 





New “ticker” for tanks 
Foradependable tank*‘heart” 

500 horsepower’s worth of 
rugged, air-cooled engine 
U. S. ARMY ORDNANCE looks to 
Lycoming, pioneer in the air- 
cooled engine field. 





How a jet engine 
runs on its “nerves” 
To produce the auxiliary 
“nerve center” for its J-40 
jet engine—a complex gear- 
box that transmits power to 
vital accessories—WESTING- 

HOUSE looks to Lycoming. 


“Air horses” for 
lifesaving over the sea 
To help swell the production 
ofthe mighty Wright-Cyclone 
engine —dependable“horses”’ 
for air-sea rescue work— 
CURTISS-WRIGHT and the U. s. 
AIR FORCE look to Lycoming. 








FOR RESEARCH * FOR PRECISION PRODUCTION 


—"LYCOMING 


Lycoming-Spencer Division, Williamsport, Pa. (AQ) Bridgeport-L ycoming Division, Stratford, Conn 


AIR-COOLED ENGINES FOR AIRCRAFT AND INDUSTRIAL USES + PRECISION-AND-VOLUME MACHINE PARTS « GRAY-IRON CASTINGS « STEEL-PLATE FABRICATION 
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The cost isin 
Pennies -— 


=but the results 
are in Dollars! 


Never underestimate the importance of name plates on your 
product! Their worth is far out of proportion to the few pennies 
they add to your costs. As the “signature” on a product, the 
appearance of the name plate should reflect the maker’s pride; 
its durability should match the quality of the product. 















We have the experience, the skilled 
craftsmanship, plus the latest and 
best equipment to produce high 
quality metal plates—to provide 
standout identification at the right 
price. We produce instruction 
plates that are clearly and easily 
readable—and stay that way for the 
life of the product. Quality plates 
will pay you dividends. 


ALUMINUM ANODIZING 
We are equipped to apply this pro-*>- 
ective coating to aluminum parts and 
products, by the exclusive Alumilite 
rocess—-in a wide range of attractive 
olors. Write for quotation. 

GET OUR QUOTATION 
Send a rough sketch, blue print or 
sample, with specifications, for quota- 
tion. Or write us fully about your re- 
quirements in name plates, instruction 
plates, dials, panels, scales, etc. 

Write for our new book, “Etched or 

Lithographed Metal Products of Qual- 

ity,” containing full color examples 


CHICAGO THRIFT-ETCHING CORPORATION 


1555 NORTH SHEFFIELD AVE., CHICAGO 22, ILL., DEPT. C 





Write for this 
Booklet! 





Metal Name Plates, Dials and Panels, Etched or Lithographed « Etched Metal Scales, 
Clock Dials, Trophy Plates, Plaques, Advertising Specialties * Etched Metal Panels 
for elevator and architectural uses * Coin Banks « Lithographed or Screened Plastic 
Name Plates or Dials * Aluminum Anodizing by the Alumilite Process. 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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Willys Motors, Inc., Toledo, Ohio, 
has announced several new appoint- 
ments in the Purchasing Department, 
resulting from the recent consolidation 
of the automotive divisions of Kaiser 
Motors Corp. and Willys Motors. 

They are: L. K. Pollard, formerly 
Chassis Purchasing Agent, now General 
Purchasing Agent replacing Gordon S. 
Yost, resigned. 

M. P. Williams, formerly Purchasing 
Agent of bodies, frames and front end 
suspension parts, succeeding Mr. Pol- 
lard in the chassis section. 

George L. Dibble, Purchasing Agent 
in charge of standard and screw ma- 
chine parts. 

I. A. Degner, Purchasing Agent for 
machinery, plant equipment and per- 
ishable tools, and manager of by- 
products plus all non-productive pur- 
chases 


E. B. Sulkoske, Senior Buyer for the 
Pittsburgh Equitable Meter Division of 
Rockwell Manufacturing Company, 
Pittsburgh, has been named Purchas- 
ing Agent for the Bellefontaine, Ohio, 
plant of the company’s Delta Power 
Tool Division. 

Mr. Sulkoske served as senior buyer 
for the Pittsburgh-DuBois Division for 
six years before assuming the Equitable 
Meter Division position in 1951. 


William H. Taylor has been named 
Director of Purchasing for Packard 
Motor Car Co., Detroit, to succeed 
Roger E. Bremer, who has been ap- 
pointed assistant to the president. 


The Cott Beverage Corporation, New 
Haven, has appointed Thomas R. Wil- 
liams as Chief Purchasing Agent. 


William. C. MacAdam has been pro- 
moted to the position of Assistant 
Treasurer and Purchasing Agent of 
Champion-International Paper Co., 
Lawrence, Mass. 

Mr. MacAdam first became associ- 
ated with the firm in 1949 as a con- 
sultant on pulpwood supply and later 
became pulpwood manager and as- 
sistant purchasing agent. In 1952 he 
was appointed manager of the newly 
organized Woodlands Division head- 
quartering in Concord, N. H. 


A. J. Baker has been appointed 
Purchasing Agent and Storekeeper 
with headquarters at Cleburne, Texas, 
for the Atchison, Topeka & Santa Fe 
railroad. 


Harlan Cross, Purchasing Agent for 
U. S. Pipe and Foundry, Birmingham, 
Ala., was guest speaker, recently, at a 
meeting of the Charlotte Engineers 
Club. Mr. Cross discussed “Standardiza- 
tion”. 


Donald S. McCleary was named Dis- 
trict Purchasing Agent by Continental 
Foundry & Machine Co., Pittsburgh, 
to succeed the late E. M. McNally. 
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For “OFF-THE-SHELF” Answers To Your 
SPECIALIZED SPRING STEEL REQUIREMENTS 
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Sandvik stocks a wide variety of specialized 
spring steels in hundreds of different sizes. 


When you're looking for a strip steel with 
special physical properties, a better surface 
finish, more accurate and uniform gauge or 
higher fatigue life, check first with Sandvik. 
There’s a good chance that Sandvik can sup- 
ply what you want in the correct size, right 
“off-the-shelf.” Even when you can’t get a 
perfect “fit”, your Sandvik representative 
can often suggest a satisfactory alternate. 








SANDVIK specialty steels are available: 
@ in straight carbon and alloy grades. 
@ In special analyses for specific applications 


@ Annealed, unannealed or hardened and 
tempered 


@ Precision-rolled in thicknesses from .001” 


@ With bright finish or polished bright, yellow 
or blue 


@ With round edges or square edges 
@ In a wide range of widths 


Write, on your letterhead, for your free copy 
of the new, Sandvik Spring Steel catalog. 
Technical advice also available on request. 


Please mention PURCHASING Magazine when writing to advertisers. 
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These wrenches stand up on tough 
obs long after ordinary wrenches 
have to be scrapped. 


That's because they are scientifically 
lesigned and drop-forged from im- 
proved quality carbon steel and then 
heat-treated for additional strength 
to Williams exacting specifications. 
Openings are milled or broached, 
surfaces and edges smooth, sizes 
stamped on heads, hardened and 








Wrenches, Structural Wrenches 
Face, Pin, Hook, Adjustable-fac 
Adjustable Wrenches. 


Please mention PURCHASING Magazine when writing to advertisers. 


CARBON STEEL WRENCHES 


AVAILABLE INDIVIDUALLY AND IN SETS. Catalog 301 shows the broad- 
est line of its kind. Describes and Details: Engineer's Wrenches, Check Nut 
thin’’ Wrenches, Hex-Box Wrenches, Square Box Wrenches, 

, Construction Wrenches, “’S” or Car Wrenches, 
e, Adjustable-Hook Spanners, Socket Wrenches, 





black enameled (baked on) ... heads 
polished bright. 


When you work with a Williams 
wrench, you'll recognize its quality 
and utility at once. When you con- 
sider there are nearly 1000 sizes in 
a wide range of patterns, you can be 
sure of the right one for the job. 
Reason enough why the Williams 
brand is the “buy” word for those 
who want quality and service in a com- 
plete line of carbon steel wrenches. 


Your Industrial Distributor can supply 
your requirements from local stocks. 


J. H. WILLIAMS & CO. 
524 Vulcan St., Buffalo 7, N. Y. 


Tool Post 








Floyd J. Compson has been named 
Director of Purchases for the Buick 
Division of General Motors Corporation, 
Detroit. 

Mr. Compson, who went to Buick in 
1932 as Assistant Purchasing Agent, 
started in the automobile business in 
1913 at Lansing, Mich. He served in 
World War I and returned to Olds- 
mobile after the war. In 1925 he joined 
Pontiac where he became Assistant 
Purchasing Agent. 


Six promotions in the purchasing 
department of Kaman Aircraft, Spring- 
field, Mass., were announced recently 
by William F. Gerety, Director of 
Purchases. 

Daniel W. Carpenter, formerly sub- 
contract manager, has been named 
Staff Assistant to the Director of Pur- 
chases and Purchasing Agent. 

J. F. Squires has been promoted from 
sub-contract supervisor to sub-con- 
tract manager. 

The four other promotions are: 
P. H. Rooney, Chief Buyer, sheet metal 
parts and assemblies; E. N. Kelly, 
Chief Buyer, machined parts; R. G. 
McKay, Chief Expediter and J. J. 
Blessley, Engineering Change Co- 
ordinator. 


Dominion Textile Co., Ltd. Mon- 
treal, Canada, has appointed J. G. Brigg 
to succeed retiring Sydney E. Webster 
as General Purchasing Agent. 


J. R. Pye has been made Vice Presi- 
dent in charge of Purchases for Petro- 
leum Heat and Power Co., Inc., Stam- 
ford, Conn. 

Mr. Pye, who has been with the firm 
for more than 30 years, started as a 
branch purchasing clerk in the com- 
pany’s New York office. When the 
home office was established in Stam- 
ford, he was made General Purchasing 
Agent. 


Two members of the purchasing divi- 
sion of Servel, Inc., Evansville, Ind., 
have been promoted, according to a 
recent announcement. 

Byron Getman is now Supervisor of 
Purchasing Follow-up. He joined Ser- 
vel in 1942 and moved to the purchas- 
ing division from the electric refrigera- 
tion division. 

Louis R. Smith, formerly a clerk in 
the purchasing division, is now Buyer 
of fabricated metal parts, washers, 
chemicals and outside plating. 


Elmer C. Swackhamer, formeriy City 
Hospital Purchasing Agent, has been 
named Purchasing Agent for the city of 
Springfield, Ohio. 


Edwin Gaines Lollar has been ap- 
pointed administrative assistant in the 
Purchasing Department of the State of 
Kentucky. The position formerly was 
held by Tolbert A. Taylor, who be- 
came Assistant State Purchasing Agent. 
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= View of deaerating feedwater heater and 
piping in Reading Company power plant, 
Reading, Pa. Designing and Consulting 
Engineers: Gilbert Associates, Inc., 
Reading; Insulation Contractor: 
Armstrong Cork Company. 
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USED IN MODERNIZATION OF - 
READING COMPANY POWER PLANT 
When the Reading Railroad recently mod- efficient insulator for a lifetime, too— 
ernized its repair shop power plant, unaffected by vermin, moisture, vibration, 
“Featherweight” 85% Magnesia was exten- or temperature change. It is made in vari- 
sively used. The illustration above shows ous shapes and thicknesses for easy appli- 
some of the piping and feedwater heater cation over any equipment or piping. 


which was covered with this depend- 


; The K&M distributor in your area is an 
able insulation. 


experienced applicator who will gladly tell 


For insulating piping and equipment with you more about “Featherweight” 85% 
temperatures upto 600°F., **‘Featherweight”’ Magnesia. Call him today! Or, write directly 
85% Magnesia is unexcelled. It acts as an to us for information. 


Nature made asbestos... 
Keasbey & Mattison has made it 
serve mankind since 1873 


KEASBEY & MATTISON 
COMPANY - AMBLER - PENNSYLVANIA 
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INDUSTRIAL Developments 





\n expanded program for the pro- 
tion of zirconium strip and other 
ypes for atomic energy applications 
announced recently by Allegheny 
Ludlum Steel Corporation, Pittsburgh, 
Pa. The program is a result of more 
than two years of research and produc- 
experience accumulated by the 
ympany in melting and shaping zir- 
ynium metal. Allegheny Ludlum’s 
ork in this field has been carried on 
1 project in cooperation with the 
\tomic Energy Commission’s Bettis 
Plant, Pittsburgh, operated by the 
Westinghouse Electric Corporation. 
Allegheny Ludlum’s current maxi- 
um capacity for zirconium melting 
in the order of 120,000 pounds per 
ear, and present commitments are ex- 
rected to use most of that capacity. 


The company hopes to be fabricating 
for other customers within the next 
year, and may increase its melting 
capacity within that time. 


Plans for an expanded research pro- 
gram, including a further addition to 
its laboratories, have been approved 
by the board of directors of E. F. 
Houghton & Co., Philadelphia. 

An additional floor will be added 
over the present Research Laboratory 
to provide required facilities for the 
program, and the staff of chemists will 
be increased. 

It is expected that the company will 
start its expanded research program 
with the completion of the construction 
early in 1954. 





Aluminum coils weighing up to 2,000 pounds each move through the first cold-rolling 
operation in the new aluminum mill just opened by Scovill Manufacturing Co., Waterbury, 
Conn. This is the latest mill development by the firm in its 60 years of research and de- 
velopment of new controls in processing aluminum. 
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With the completion of a 30,000 
square foot addition to its Memphis, 
Tenn., plant, Flexonics Corporation, 
Maywood, IIl., is transferring its brass 
bellows production to Memphis from 
the pilot plant at Elgin, Il. 

The new plant addition is a one-story 
brick structure of modern architectural 
design. The total value of the plant and 
equipment at Memphis will be more 
than $2,000,000. 


Goodyear Tire & Rubber Co., Inc., 
Akron, Ohio, has completed the con- 
struction of its new industrial ware- 
house at Gadsden, Ala. 

Measuring 1,000 feet by 400 feet, the 
modern steel and masonry building 
will be used as a field warehouse serv- 
ing the company’s sales districts at 
Birmingham, Ala.; Atlanta, Ga.; Char- 
lotte, N. C.; Richmond, Va.; Jackson- 
ville, Fla.; New Orleans, La.; and 
Memphis, Tenn. 

Means for unloading or loading 16 
railroad cars and 20 trucks at the same 
time are available at the warehouse. 
Finished products, including _ tires, 
tubes, industrial rubber products and 
associated merchandise will be handled 
by more than 100 employees at the 
new building. 


Tube Turns, Inc., Louisville, Ky., has 
established a branch plant in Houston, 
Texas, to provide special service to the 
southwest’s petroleum industry. The 
Houston plant, of modern design, is at 
7120 Katy Highway. 


The design and manufacturing rights 
of the industrial filter for the electro- 
plating market of Titeflex, Inc., New- 
ark, N. J., have been sold to Wagner 
Bros., Inc., 400 Midland Ave., Detroit, 
Mich. Titeflex still retains the design 
and manufacturing rights of its filters 
for the chemical and other industries. 
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ve» Byron Nelson 


stepped aside... 






he revealed an interesting thing 
about famous MacGregor i irons 








When Byron Nelson stepped aside he revealed 
heads in the MacGregor Sports Products Inc. plant a large drum of Pure Oil's Koolkut S-7—the 


Byron Nelson, left, inspects finished golf club 


at Cincinnati, Ohio. He's near one of the machines superior cutting oil used at MacGregor in this 
that is used in making the irons. It's called a broaching operation. Because the clubs are 
broaching machine and at the time the picture was made of tough stainless steel forgings, the 


taken it had finished more than 145,000 heads. broach bar takes a terrific beating. 


* : ; . 
“Interesting to everyone with metal-working problems 


Pure Oil's KOQUMUT S-P = sessions tw 


Metal-working operations that save the most tremely well on light as well as heavy operations. 


time are often the toughest on tools—surface Pure Oil specializes in high-quality multi- 

broaching, for example. purpose lubricants—oils and greases designed 
The right cutting oil is one of the most im- to do several different jobs equally well. To help 

portant factors; and they know that, at you reduce inventory, simplify procedure, 

MacGregor. So they use Koolkut S-7 and stretch and minimize waste and error. 

the life of all broach bars. Use the coupon below for complete details on 
One of the great things about Koolkut S-7 is its Pure Oil’s plan to help you... i, 

multi-purpose quality—making it perform ex- SIMPLIFY AND SAVE. 





PURE OIL sec = 
INDUSTRIAL = 
LUBRICANTS =~ = 
ia a 4 CITY : ___. ZONE__ STATE___ 


Be sure with Pure Sales offices located in more than 500 cities, including: Atlanta ... Birmingham . .. Charleston... Charlotte .. . Chattanooga 
Chicago... Columbus. ..Indianapolis. .. Jacksonville... Madison... Memphis... Miami... Milwaukee... Minneapolis...Norfolk... Pensacola... Pittsburgh... Richmond 
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AMERICAN BOSCH 


- « « great name in automotive electrical equipment .. . 


KEEPS PRODUCTION UP 
COSTS DOWN 


with Millers Falls Power Drivers 


When it comes to really rough competition, few busi- 
nesses are tougher than manufacturing original equip- 
ment for the automotive industry. 

For many years, American Bosch has been a highly 
successful supplier of voltage regulators, electric 
windshield wipers and other automotive products. 
For years, too, Millers Falls No. 52 Electric Drivers 
with the patented “Adjustomatic’’"® Clutch have been 
standard equipment at American Bosch. 

In multiple and single-unit applications, scores of 
these rugged, vibrationless drivers help keep costs 
at a minimum, hold torque specifications to rigid 
standards, and maintain peak production. 





“TRIPLETS”. Typical 

f the highly efficient a 

tiie Gale tae Whatever your driving problems, these powerful, 

tions ot American high-speed tools with the super-sensitive ‘“Adjusto- 
J 


Bosch are the ingeni- matic”’® Clutch can give you a big edge on competi- 
ous three-driver appli- 


pr henigie crane: se tion. There are sizes and 
aah en ae y ws for practically every MILLERS FALLS 
tration. Both speed riving operation. Write Laciei a= 

production of WWC for full details — or let us 


wipers. 





SINCE 
. ® 
arrange a demonstration. pees 


MILLERS FALLS COMPANY £ ; : 
Greenfield, Mass. She Mark f Syperiorilp 








Jacobson Manufacturing Co., Inc., 
Kenilworth, N. J., has purchased the 
Nut Manufacturing Division of the 
Eagle Lock Co., Terryville, Conn. 


Construction of a plastics develop- 
ment plant at the site of the large Ko- 
buta chemical plant of Koppers Com- 
pany, Inc., Pittsburgh, was announced 
by the firm’s Chemical Division. 


The Diversey Corporation, Chicago, 
has announced the purchase of the 
Selcon Engineering and Chemical Com- 
pany of Chippewa Falls, Wis., manu- 
facturers of automatic solution con- 
trols and sanitation chemicals. Diversey 
now has factories in Newark, N. J.; 
South Gate, Calif.; Port Credit, On- 
tario, Canada and Honolulu, Hawaii. 


The Carlon Products Corporation, 
Cleveland, has announced the establish- 
ment of facilities for the manufacture 
of plastic pipe and fittings in the far 
west. The new plant is situated at 
Klamuth Falls, Oregon, and will be 
utilized to alleviate distribution of Car- 
lon plastic pipe throughout the area. 


Bird & Son, Inc., East Walpole, Mass., 
is building a roofing plant and a 
granule plant at Charleston, S. C. The 
$2,250,000 expansion project will be lo- 
cated on 48 acres of land at Stark In- 
dustrial Park on the Ashley River. 
Plans call for completion of the fa- 
cilities by next summer. 


The Trane Company, La Crosse, Wis., 
manufacturers of air ‘conditioning, 
heating and ventilating equipment, has 
announced the new locations of its 
two sub-offices for the Greensboro, 
N. C., sales office. 

The Charlotte office, managed by 
Loy F. Thompson, is located at 531 
Northgate Ave. The address of the Ra- 
leigh office is 510 Rose Lane. Banks W. 
Clark is sales manager. 


Eclipse Fuel Engineering Co., Rock- 
ford, Ill, has recently acquired the 
Solenoid Valve Division of Wheaton 
Engineering So., Wheaton, Ill. The pur- 
chase includes complete production 
equipment, patents, engineering draw- 
ings, ete. 

Production of solenoid valves, to be 
listed as Eclipse Series “DO”, began in 
October. Valves range in size from 
34” to 114” with operating pressures 
ranging from .5” w.c. to 150 lbs per 
square inch. 


Brad Foote Gear Works, Inc., Cicero, 
Ill, has purchased larger quarters for 
its subsidiary, Pittsburgh Gear Com- 
pany, which will enable them to pro- 
duce a wider range of types and sizes 
of gears in addition to the present line 
of steel mill and coal mining machine 
gears and parts. The company will 
move from its present location on 27th 
and Smallman Streets, Pittsburgh, to a 
site on Neville Island. 
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16” long, 842” 
de, 6” deep 


e+ - - - BUT WE DO 
KNOW HOW! 


There are “knacks” in the production of 
deep drawn stampings . . . things learned 
only by experience . . . never found in 
books. That is one reason why you should 
consult with a T&W Stamping Specialist 
. .. perhaps he will save you money by 
the “knacks” he has learned. Many of the 
leading users of deep drawn stampings 


have benefited from this association with 
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Transue & Williams 


Sales Offices: NEW YORK, DETROIT, 
CHICAGO, CLEVELAND, PHILADELPHIA, 
INDIANAPOLIS 
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Braided through and through 


GARLOCK 
LATTICE BRAID® PACKINGS 


APPLICATIONS 


On rotating shafts, reciprocating rods 
r rams, expansion joints and valve 
stems 


TYPES OF SERVICES 


oil, solvents, acids, steam, 
gases, etc., at temperatures up to 
700° F. 


W ater, 


AVAILABLE MATERIALS 


Asbestos (Canadian or Blue African) 
Asbestos—wire reinforced 

Flax 

Cotton 

Teflon” or asbestos with “Teflon” 
mpregnation 


AVAILABLE FORMS 
Ring, coil, or reel 





for 
longer service, 


less 
maintenance! 


GARLOCK 
732 RINGS 





GARLOCK 
731 COW 


Every strand of Lattice Braip packing 
passes diagonally through the body of the 
packing to form a completely unified 
structure—braided internally as well as 
externally. This patented Lattice Braip 
method has these advantages: 


) 


4. 


Prevents the packings from disintegrating 
when subjected to wear. 


Makes the packings flexible so they can be 
formed into rings without distortion. 


Allows us to control porosity so that the right 
amount of liquid is absorbed for lubrication. 


Imparts a semi-automatic action to the pack- 
ings. This eliminates the need for frequent 
gland adjustments. 


For complete information send for Lat- 
TicE Braiw Folder AD-131. Write the 
nearest Garlock branch or to our main 
office. 


THE GARLOCK PACKING COMPANY, PALMYRA, NEW YORK 


Sales Offices and Warehouses: Baltimore ¢ Birmingham ¢ Boston ¢ Buffalo « Chicago 
Cincinnati « Cleveland ¢ Denver ¢ Detroit e Houston e Los Angeles ¢ New Orleans « New 
York City « Palmyra (N.Y.) ¢ Philadelphia ¢ Pittsburgh ¢ Portland (Ore.) ¢ Salt Lake City 


San Francisco e St. Louis ¢ Seattle ¢ Spokane ¢ Tulsa. 


In Canada: The Garlock Packing Company of Canada, Ltd., Toronto, Ont. 


*Registered Trademark 


(;ARLOCK 
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PACKINGS, GASKETS, OIL SEALS, 


MECHANICAL SEALS, 
RUBBER EXPANSION JOINTS 








Air foam fire extinguishing systems 
designed and manufactured by the Py- 
rene Manufacturing Co., Newark, N. J., 
are now being offered for sale and in- 
stallation through the nationwide or- 
ganization of the Grinnell Company, 
Inc., Providence, R. I. 

The non-exclusive arrangement with 
Grinnell does not alter the sale of 
Pyrene air foam systems through Py- 
rene’s own district offices and air foam 
jobbers. 


Dravo Corporation, Machinery Divi- 
sion, Pittsburgh, Pa., has announced 
that its Heating Department is now lo- 
cated in the Chamber of Commerce 
Building, 411 Seventh Avenue, Pitts- 
burgh 19. : 


The W. G. Le Count Tool Works, 
Norwalk, Conn., has recently been in- 
corporated as the Le Count Tool Works, 
Inc., and has moved to larger quarters 
in Hartford, Conn. 


A new and larger location housing 
manufacturing, engineering and the 
general offices of Lehmann Machine 
Company has been opened at 4389 Dun- 
can Avenue, St. Louis 10, Mo. 

The building, which contains the 
entire Lehmann Boring Tool Division, 
affords an increase of 100% in possible 
manufacturing capacity. Both Lehmann 
Machine Co. and Lehmann Boring Tool 
are divisions of Novo Engine Company, 
Cleveland. 


National Can Corporation, New York 
City, is expanding production facilities 
at its Hamilton, Ohio, plant. 

The first phase of the expansion 
program calls for the purchase of com- 
pletely automatic double-die press units 
for the production of can ends. 

Other steps in the program will be 
the installation of new can manufac- 
turing lines and the acquisition of ad- 
ditional press equipment. 


American-Marietta Company, Chi- 
cago, Ill., has completed its third ex- 
pansion move this year with the ac- 
quisition of controlling interest in the 
Universal Concrete Pipe Company of 
Columbus, Ohio. 

Universal, with a total of 26 
strategically located plants producing 
concrete pipe and other products, gives 
further diversification to American- 
Marietta’s activities. 


The increasing demand for products 
to combat noise problems has prompted 
Owens-Corning Fiberglas Corporation, 
Toledo, Ohio, to organize a Sound Con- 
trol Products Sales Division. 

Production facilities for the manu- 
facture of Fiberglas sound control 
products are being increased and will 
double the present capacity by January, 
1954. 

Ben F. Leaman, Jr., has been ap- 
pointed sales manager of the new di- 
vision. 
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LEAD SHEATHED CABLES used in certain 
applications by public and private utilities, chem- 
ical plants and the petroleum industry are often 
impaired by electrolysis or chemical corrosion. 
But such corrosive action can be effectively re- 
duced, and cable life extended, by using Roebling 
Paper Insulated and Varnished Cambric Cables 
with either of two outer protective coverings. 
One of these coverings is an extruded thermo- 
plastic sheath employing a special high-molecular 


weight polyethylene. The other is ROESHEATH, 


ROEBLING PROTECTIVE COVERINGS ON 
LEAD SHEATHED CABLE 


for utilities, chemical plants and the petroleum industry 





built up of neoprene and neoprene-filled fabric 
tapes and‘vulcanized directly over the lead sheath. 
Both coverings not only provide essential protec- 
tion, but, in some cases, may permit the thickness 
of the lead sheath to be reduced. 

For longer, more dependable cable life and 
worthwhile economy write for full information... 
and get our recommendations for solving any spe- 
cial problem. 

John A. Roebling’s Sons Corporation, Trenton 
2, New Jersey. 


A subsidiary of The Colorado Fuel and Iron Corporation 
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ROUND 


Ye" to 4" O. D. 9 to 22 gauge 


}QUARE-RECTANGULAR 
2” to 2” 20 gauge, 1” to 2%’, 
14, 16, 18 gauge 


Carton 1010 to 1025 


Michigan Tubing 
‘ rm strength, weight, duc- 
tility D. and O. D., wall thick- 
ness, machinability, and weld- 
ability. It can be flanged, expanded, 
p swaged, beaded, upset, 
ed, forged, spun closed, 
and rolled. Available in a 
ange of sizes, shapes and 
nicknesses, prefabricated by 
Michigan or formed and machined 
own plant. 
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Electric Resistance 


For automobiles is just another of hun- 
dreds of difficult tubing fabrications manu- 
factured in large quantities and at low 
cost by Michigan for its customers. 


The overfiow pipe is brazed to the filler 
tube at two points and the fastener clamps 
projection welded to the tube. The cam is 
spot welded to the tube mouth. 


if you have not yet examined the possi- 
ble adaptability of welded steel tubing to 
your product, Michigan engineers will be 
glad to discuss with you the many advan- 
tages of design simplification, production 
savings and product improvement made 
possible by the use of Michigan tubing. 


Res Consult us for engineering and 


technical help in the selection of 
i> tubing best suited to your needs. 


Plus Fabricating of our own tubing Michigan is interested ONLY IN THE 
FABRICATION OF Stainless steel, copper, brass and aluminum tubing. 





Tank Giller Tube 


Consolidated Industries, Inc., West 
Cheshire, Conn., has announced the 
completion of a new die shop designed 
to help meet the aircraft industry’s 
growing demand for aluminum, titani- 
um and alloy steel forgings. 


The Timken-Detroit Axle Company 
and Standard Spring Steel Company 
have been consolidated into one corpo- 
ration to be known as Rockwell Spring 
and Axle Company. 


David C. Eisendrath has been ap- 
pointed works manager of Pheoll 
Manufacturing Company, Chicago. Mr. 
Eisendrath was previously chief manu- 
facturing engineer of Pheoll. 


Cramet Inc., wholly owned sub- 
sidiary of Crane Co., Chicago, has 
awarded a contract for project manage- 
ment of the construction of its pro- 
jected $25,000,000 titanium plant to 
Vitro Corporation of America, New 
York City. 

The new plant will increase domestic 
production of titanium sponge by 6,000 
tons annually. It is scheduled for partial 
production in 1954 and full production 
a vear later. It will include facilities for 
the production of ingots of titanium and 
titanium alloys as well as sponge. 


The Westinghouse Electric Corpora- 
tion, Pittsburgh, plans to build a multi- 
million dollar ultra-modern packaged 
air conditioning plant near Staunton, 
Va. 

The new plant is an important part 
of the current $296,000,000 Westing- 
house expansion program, second such 
major expansion the company has un- 
dertaken since World War II. The cur- 
rent program, now nearing completion, 
will increase production by 50 per 
cent. 


The Chester, N. Y., plant of Chester 
Cable Corporation will soon have 25,- 
000 feet of additional plant area in full 
production. 

The additional facilities will make 
Chester Cable Corporation one of the 
largest specialty wire manufacturers 
in the United States. New machinery 
will make it’ possible to produce new 
types of wires and cables in both the 
industrial and commercial fields and 
special constructions for military serv- 
ice. 


The Automatic Control and Uni-Flo 
Divisions of the Barber-Colman Co., 
Rockford, Ill, have announced the 
opening of two new factory branch 
offices; one in Indianapolis, Ind.; and 
the other in Omaha, Neb. 

Don Horock is manager of the In- 
dianapolis office located at 1537 Cen- 
tral Avenue and Tom Peterson will 
manage the Omaha office at 1245 South 
13th Street. Both offices will handle 
the sale and services of automatic con- 





, . 4 
mse s oh 
sil Diecast thn nace aacinn dy 


trol and air distribution products. 


PURCHASING 

















zr Ft - 


NG 








Make Your Own Hose Lines with Aeroquip 


f. | INVENTORY! 
me CUT DOWNTIME! 
| cosTs! 


Aeroquip Fittings are designed, developed, and produced to go with Aeroquip 
Hose. They form such a foolproof combination that Aeroquip guarantees per- 
formance. Thus, the hose lines made right in your own plant always measure 
up to Aeroquip’s exacting standards of quality, the highest in the industry. 
A small supply of Aeroquip Bulk Hose and Fittings assures you of quick hose 
line replacements at all times . . . and Aeroquip Fittings are detachable 
and may be used again and again when making new hose assemblies. 


= \eroquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 

SALES OFFICES: Burbank, Calif. e Dayton, Ohio « Hagerstown, Md. « High Point, IN CANADA: Prenco Progress and Engineering Corporation Ltd., Toronto 

N. C. e Miami Springs, Fla. e Minneapolis, Minn. « Portland, Ore. e Wichita, Kan. IN ENGLAND: Siper Oil Seals & Gaskets, Ltd., Birmingham 
AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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Whether your fastener requirements call for special bolts .. . or 
standard ... you can get experienced cooperation and service 
from Buffalo Bolt. 

In using Circle ® specials ... you can often simplify product 
design... gain extra holding strength ...speed assembly... 
and cut your unit costs. 

In specifying Circle ® standard bolts . . . you get quality built 
in by modern methods and machines designed to meet your vol- 
ume demands. 

In both cases, you can depend upon the experienced counsel 
of a concern which is satisfactorily supplying leading industrials 
known for their purchasing and production efficiency. 

Let us discuss and demonstrate to you the many practical ad- 
vantag& of dealing with Buffalo Bolt. Your inquiry will receive 
our prompt attention. 


PRODUCERS OF C€ 
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The RCA Victor Division of the 
Radio Corporation of America, Harri- 
son, N. J., has acquired a new modern 
warehouse in Dallas, Texas, as part 
of a program to improve and speed its 
service to distributors of CA electron 
tubes, component parts and radio bat- 
teries in the southwest. 

The new distribution center is lo- 
cated at 130 Express Street and will 
be managed by John Cavallaro. 


Gussett Boiler & Welding, Inc., Can- 
ton, Ohio, producers of tanks, pressure 
vessels, steel bins, hoppers, etc. has 
moved to a new plant at 1545 Whipple 
Rd., S.W. 

This new, modern daylight plant and 
new facilities, including a 20-ton capac- 
ity crane, will greatly increase the 
company’s productive capacity and 
permit numerous production refine- 
ments. 


A new 10,000 suare foot addition to 
the Monroe Tube Company, Inc., plant 
at Monroe, N. Y., has been completed. 
This increase in production space will 
make it possible to further shorten 
shipment time of Monroe’s precision 
cold drawn steel tubing, mechanical 
seamless tubing, condensor tubing, heat 
exchanger tubing and pressure steel 
tubing. The new plant wing is now 
completely equipped, including a con- 
tinuous annealing furnace and up-to- 
date tube pointing equipment. 


National Welding Equipment Com- 
pany of California has announced the 
purchase of buildings and parking area 
adjacent to its present plant. Of the 
newly acquired 16,000 odd square feet 
of buildings, some 1,700 square feet will 
be used for display; the shop will be 
enlarged by nearly 10,000 square feet 
while the storerooms will get an added 
2,200 square feet. The Engineering and 
Development Departments will be ex- 
panded by 2,200 square feet of floor 
space. 


Mass-produced precision _ stainless 
steel wire has become a reality in the 
metropolitan New York area with the 
construction of a new plant of the 
Kenmore Metals Corporation, Jersey 
City, N. J. 

The new Kenmore mill is equipped 
with the most modern facilities for 
mass-production and utilizes a special 
electro-plating technique for nickel 
plated steel wire that was introduced 
by Kenmore Metals a few years ago. 


Milwaukee Gear Company, Mil- 
waukee, Wis., has completed its new, 
air conditioned plant. 

The new plant contains 110,000 square 
feet of floor space, to allow for an in- 
crease in capacity of approximately 
30%. New equipment has been pur- 
chased and delivered and more new 
machines are on order to complete 
Milwaukee Gear’s $1,500,000 expansion 
program. 
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BEARING | 
RELIABILITY 


In a Rollway Thrust Bearing the rollers 
are precision machined to uniform cross- 
section . . . thrust plates are held to ex- 
tremely close limits of parallelism. As a 
result, there’s no skewing effect, no wedg- 
ing of the rollers. Wearback of roller ends 
is held to a minimum. 


That’s why, in any given dimensional 
limit, Rollway Thrust Bearings give you 
more efficient, heavy-duty service and in- 
creased bearing life. 


Accurate parallelism between the roll- 
ers and the matched thrust plates is 
repeated in the parallelism between 
the separator slots and the rollers . 
themselves—all adding up to quiet, PARALLELISM T 
smooth rolling. 











PARALLELISM 


Our engineers are available without cost or obligation to assist 
you in selecting the correct Rollway Bearing for your needs. 
Contact your nearest Rollway sales office. 


Rollway Bearing Company, Inc., Syracuse 4, N. Y. 
_ SALES OFFICES 

Syracuse bes Angeles ‘ 

Cleveland Houston 

Pittsburgh Chicago S 


Boston Milwaukee ; 
Sgn 
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with RESISTOFLEX 
HYDRAULIC ASSEMBLIES 
















Synthetic fibre-braid 
carcass and non-aging 
compar tube in this 
Resistoflex hose pro- 
vide strength for me- 
dium-high pressure 
hydraulic systems 
without need for metal 
reinforcement. This 
construction means 
more hose value per 
dollar. Here’s how. 


. High burst strength— 

stays high even as hose 

working age increases. 

. High pull strength —cou- 

plings don’t pull out. 

. High impact strength— 

hose regains original cross 

section after crushing 

load. 

Long life—immune to 

fatigue from hydraulic im- 

pulse and flexing. 

Full flow — fittings and 

hose have same I.D. 

No gumming or clogging 

of hydraulic circuit—com- 

par inert to oils. 

Write for Data Sheet 
No. MH-1 


RESISTOFLEX 


CORPORATION 
Belleville 9, New Jersey 
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Colonel Lyman F. Stangel, district chief, New York Ordnance District, accepts the 
5,000,000th 3.5” Anti-Tank Rocket Head manufactured by Hubeny Brothers, Inc., Roselle, 
N. J. Shown, left to eight; James McShane, chief, Ammunition Branch, NYOD; Nelson An- 
derson, vice president, Eastern Tool & Manufacturing Co.; Anthony Hubeny, president, 
Hubeny Brothers, Inc.; Colonel Stangel; John Hubeny, works manager, Hubeny Brothers, Inc.; 
and Daniel Ludwig, contract administrator, NYOD. 





Plans for a new paper specialty 
plant, to be built at Crossett, Ark., 
have been announced by Bemis Bros. 
Bag Company, St. Louis, Mo. The new 
plant will be located on a four acre 
site in the recently developed Crossett 
industrial addition, and will contain 
approximately 20,000 square feet of 
floor space. 

The Crossett plant will be devoted to 
the manufacture of kraft paper special- 
ty products such as covers and liners 


for packaging objects of unusual shapes 
or sizes. 

This plant will be the Bemis Com- 
pany’s first operation in Arkansas. 

The recent purchase of the Froll 
Manufacturing Co., Inc. by Spring 
Packing Corporation, Chicago, will 
make the present line of Spring-Felt 
and Spring-Cork pressure sensitive 
tapes and gaskets the most complete 
offered to industry. 





y 


PICTURED FOR COMPARISON, at the Rockrite Division of Tube Reducing Cor- 





ies 


poration, Wallington, N. J., are dies used in tube reducing machines of existing 
sizes that take ingoing tubes up to 62” dameter, and a mock-up of the 50” 
diameter giant for a new machine that will take ingoing tubes up to 18” diameter. 
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basic types fer taking up end-play 
INVERTED BOWED BEVELED 
#5000 #5100 #5008 #5108 #5001 +5101 #5002 #5102 
(internal) (external) (internal) (external) (internal) (external) (internal) (external) 
ve 
e, 
n- 
it, 
ees Tapered design principle permits Inverted construction provides Bowed construction permits re- | Beveled construction permits 
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Some good things 


to know about 


Metal Cleaning 


Get this FREE Handbook 


THIS HANDY REFERENCE BOOK answers many questions that 
affect your production, your profits ... questions like these: 


» How to remove buffing compounds and pigmented drawing 
compounds? 


Why clean ferrous and non-ferrous metals in separate tanks? 


Can you electroclean brass without tarnishing? 


20 cents per 1,000 square feet? 


Can you clean steel and condition it for painting for less than 
. How to remove rust and oil at the same time? 


What's the best way to clean parts too large for tank or 
machine? 


¥ Must you dry steel parts before anti-rusting? 


Chances are this booklet will answer your questions, too. If you 
don’t have a copy, ask your Oakite Technical Service Repre- 


sentative, or write Oakite Products, Inc., 54 Rector St., 
- ¥.6, NY INDUSTRIA 
gD t 

cau? Clean, ‘ 
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A modern manufacturing plant is 
being constructed by Barrett-Cravens 
Co. at Northbrook, IIl., about 20 miles 
north of Chicago. This 150,000 square 
foot building will be ready for oc- 
cupancy in April, 1954, and will cost 
approximately $1,000,000. 

The new plant will combine the 
manufacturing operations of two Bar- 
rett-Cravens Co. plants located in Chi- 
cago and a part of the operations of 
the Crescent Truck Co., a subsidiary 
located in Lebanon, Pa. The company’s 
general offices and Engineering De- 
partment will be located in the new 
plant, which will also house the Bar- 
rett-Electronics Corp., recently estab- 
lished for the development of elec- 
tronic equipment for practical indus- 
trial use. 


Facilities for producing steel and iron 
valves at the Carthage, Ohio, plant of 
the Lunkenheimer Co., are being ex- 
panded to meet the growing demand 
for these products. 


Plax Corporation, West Hartford, 
Conn., has opened a west coast district 
office at 4501 S. Santa Fe Ave., Los 
Angeles, with Richard W. Hall, former 
Cleveland district manager, in charge. 

To service the San Francisco area, M. 
Walthall Turner, assistant to Mr. Hall, 
will establish headquarters at 300 Sev- 
enth St. 


Construction of a 19,600 square foot 
fireproof steel building, which will re- 
place one recently razed by fire, is 
scheduled for completion, soon, at the 
gray iron foundry of the Lindgren 
Foundry Co., Batavia, Il. 

The building, which will measure 140 
x 140 feet, will enable the Lindgren 
Company to increase its pattern storage 
capacity by 50%. 





NEWS OF YOUR SUPPLIERS 





Ralph C. Nelson has been appointed 
Purchasing Agent of the Benjamin 
Electric Mfg. Co., Chicago, succeeding 
the late L. W. Kester. Mr. Nelson was 
formerly Assistant Purchasing Agent. 


The Modern Equipment Co., 52 West 
Second South Street, Salt Lake City, 
Utah, has been appointed as an ex- 
clusive representative for the NesTier 
small parts materials handling system 
of Charles William Doepke Mfg. Co., 
Rossmoyne, Ohio. 


T. J. Druding has been appointed 
sales manager for Eaton-Dikeman Co., 
Mt. Holly Springs, Pa. 


Lewis-Shepard Products, Inc., Water- 
town, Mass., has announced the appoint- 
ment of Henry V. Armagnac as district 
manager for the Middle Atlantic Re- 
gion. 
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IMPERIAL FLEX FITTINGS — The tube coupling IMPERIAL FLEXIBLE HOSE and FITTINGS 


with the vibration and shock absorbing sleeve. —For use where there is tube movement in lines for oil, 


grease, air, liquids, etc. 
a ial — i | 
cae, ; fer 
a ct 


IMPERIAL HI-DUTY FITTINGS — Unsurpassed 


for speedy, low-cost assembly. Withstands vibration. 


No loose sleeves to contend with. No flaring. IMPERIAL ALUMINUM HI-DUTY FITTINGS 
— Ideal for all-aluminum installations. Lightweight, 


strong, good corrosion resistance. 
a e> s IMPERIAL SHUT-OFF 


VALVES -2, 3 and 4-way. 
HI-DUTY and standard 


types. 








IMPERIAL FLARE FITTINGS — Both standard 
and heavy-duty types. Withstands severe tensile pull 
and high pressures. 


IMPERIAL 
\ TUBING TOOLS 
A complete line of the 


leading tools for cut- 


ting, flaring, bending, 
IMPERIAL COMPRESSION FITTINGS reaming and swedg- 


—Simple, efficient, economical ing tubing. 


See Your Industrial Distributor ¢ Ask for Catalog No. 3500 


IMPERIAL ~—. 


THE IMPERIAL BRASS MFG. CO. 512 S. Racine Ave., Chicago 7, Ill. In Canada: 334 Lauder Ave., Toronto, Ontario 














Tube Fittings and Tube Working Tools | 
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Announcement has been made of the 
appointment of Big River Equipment 
D 3 P E 7 D A Rg : L » md Co., Inc., 1344 W. Third St., Davenport, 

Iowa, as a franchised distributor for 
Parker Sweeper Co., Springfield, Ohio. 


Henry W. Fritz has been appointed 
mid-west sales manager for the Qui- 





Henry W. Fritz 
THE CORRECT FASTENER jada Tool Division of Gaines-Collins, 
FOR THE JOB! Los Angeles. 
Precision and Quality Work- 

hi Sects oe “9 38 American Wheelabrator & Equipment 
mansup, ac — y Corp. Mishawaka, Ind., has appointed 
years of Erie experience, are Leroy J. Wieschaus to the post of dis- 
yours for thoughtful buying. trict manager for the company’s Birm- 
Whether you require a fastener ingham sales office. 


made from carbon, alloy or 
stainless steels, to special de- 
sign, to exacting specifications, 
Erie fasteners will save you 
time and expense .. . from 
your planning, to procure- 
ment, to fabrication. Sub- 
mit your fastener require- 
ments to us, Erie Service 
will meet the challenge. 





George Wood 


Barrows Porcelain Enamel Co., Cin- 
cinnati, has appointed George Wood as 
director of industrial sales. 


The appointments of J. Harold Martin 
Aegina) ee as assistant vice president and Paul 
K. Wolfram as sales manager for the 
Cleveland Merchandising Division were 
announced, recently, by Insulation 
Manufacturers Corp., Chicago. In as- 
suming his new post, Mr. Martin will 
also retain the position of national 
distribution division manager which he 
has held since 1950. 
Mr. Wolfram, in his new post, will 
be sales manager of the Cleveland, 
Dayton and Pittsburgh branch offices. 
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sl vn versatile, rugged Poulan Chain Saw is a boon to woods- 
men everywhere. Its portability and ease of handling have 
made it a profitable piece of equipment to those engaged in the 
lumbering industry. Lightweight, strong die castings by Parker 
serve to lighten the load of the operator. The die cast engine 
cylinder and cover have helped reduce production costs since 
machining of the die cast part is eliminated. The die cast fins 
on the cylinder wall are strong and clean, diffusing heat evenly. 
This is another of the hundreds of instances where Parker Die 
Castings have lowered costs for manufacturers in nearly every 
industry. Parker Die Castings are lightweight, strong and clean. 
Machining is virtually eliminated. Consult with Parker on your 
next die casting requirements. 








oe 


rea Parker White-Metal Company © 2153 McKinley Ave., Erie, Pa. 


a gig oe eB Dic Ca a ZINC 
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DESIGN, DEVELOPMENT | ux © noener. president of res- 


eral Telephone and Radio Co., Clifton, 


N. J., has been designated vice pres- your S T pay R relRsaaieliiaela 
and PRODUCTION of ident in charge of the administration 
*** | of the domestic divisions of the Inter- 
national Telephone and _ Telegraph 
Corporation. These divisions are; Fed- 
eral Telephone and Radio Co.; Federal NEED 
Telecommunication Laboratories, Nut- 
ley, N. J.; Kellog Switchboard and 
Supply Co., Chicago, Ill.; Coolerator 
Co., Duluth, Minn.; and Capehart- 
MOLDED RUBBER Farnsworth Co., Fort Wayne, Ind. METAL 
Replacing Mr. Roemer as president of 
Federal Telephone and Radio is Ray- 
COMPONENTS mond S. Perry, former vice president CUTTING 
and director in charge of all domestic 
and government sales activities. OPERATIONS 
Complete engineering and produc- 


tion facilities to solve your rubber The board of directors of the Wau- 


problems, fill your, rubber require- kesha Motor Co., Waukesha, Wis., an- HAND HACKSAW 
ments — even on limited runs! BLADES & FRAMES 


POWER HACKSAW BLADES 


has whatever you 


SHORT RUN 





in your 





Morgan R. Butler, Sr. 





Molded rubber components in an nounced the election of Morgan R. . METAL AND WOOD 

infinite variety of contours, shapes Butler, Sr., as director of the com- CUTTING BANDSAWS 

and sizes can be produced quick- —- “s arene tec 

ly, flawlessly by Spencer. Expert , 

rubber technicians can work close- J. L. Wagoner, after 32 years with 

ly with you—developing a molded Westinghouse Electric Corporation, has 

part to add new utility and dura- joined Multi-Amp Corporation, Harri- 

bility to the finished product. Short son, N. J., as vice president and na- | Back of every Star Blade are 75 
Runs ah Aenean tional sales manager. 


years of metal cutting experience. 
When you ask for Star, you get a 


thousands of components can be 


neodinied- de Seeneitaacentih te Pennzoil Company, Oil City, Pa., has 


Be oct : named Arthur W. Clinger as vice presi- product made of the finest steels 
exacting specifications. Investigate dent in charge of wholesale marketing. available. You get a product made 
armas s short run advantages on specially designed equipment 
toc lay 


B. F. Hantz has been elected vice which assures uniformity, ship- 
president in charge of sales for the ment after shipment. 


— _— orporation, New Your nearby Industrial Distribu- 
Ye tor is the man to call for Star Metal 
Harry J. Scott has joined the Pesco Cutting Blades. He is your logical 
Products Division of Borg-Warner | source of supply not only for Star 
oe at ee Ohio, as a | Blades, but for all the industrial 
sales engineer specializing in automo- : * 
tive hydraulic steering applications. Mr. supplies you need ~~ 
Scott came to Pesco from the Saginaw ularly and quickly to 
Steering Division of General Motors | keep your production 


Corp. where he was project engineer | running on schedule. 
in charge of new developments on 


hydraulic power steering. 


Rubber Products Co. Arthur T. Safford, Jr., has been ap- 


pointed manager of sales of the Olin 
Cellophane Division, Ecusta Paper Cor- 

10 Chapel Street poration, subsidiary of Olin Industries, 
Manchester Connecticut Inc., New York. 










Let Spencer's facilities 
— mold department, en- 
gineering and develop- 
ment laboratory, mold- 
ing presses for every 
type of requirement — 
work for you. Send for 
the Spencer Brochure 
TODAY! 





Sold Only Through Recognized Distributors 


EMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hacksaw Blades, 
Frames, Metal and Wood Cutting Band 











Saw Blades and Clemson Lawn Machines. 
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FOR RUGGED SERVICE... 


All motors are 
NOT alike f” 






Reliance Totally-enclosed Fan-cooled 
A-c. Motor. All other standard en- 
closures available, with wide choice 
of mechanical designs and special 
mountings. Ratings from 3/4 to 300 bp. 


xp Heavy shafts, bearing to bearing 
xp Indestructible pressure-cast rotors 


x+ Shock-resistant frame and 
bearing-bracket construction 


.-- AND THE BEST PRE-LUBRICATED BEARING DESIGN 
The Reliance pre-lubricated bearing provides four times more operating 
hours without re-lubrication than any other bearing used in motors today. 
And—whatever your lubrication schedule—you just can’t grease'’em wrong! 
To get the complete “inside story” on motor bearings, write today for 
Bulletin B-2201. It contains hard facts on the advantages of the Reliance 
pre-lubricated bearing design, with cutaway view, cross-section dia- 
gram, comparison chart, and statements by bearing manufacturers. 8-165 











ELIANCE -figiiittze 
(1056 Ivanhoe Road, Cleveland 10, Ohie © Salad Répressntatives in’ Prindipal Citiaell i" 
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TWO MILLION WITHOUT A FAILURE! 


parts: small connecting rods 


alloy: “600” series metal, a high 
trength bearing bronze that contains 


no tin 

quantity to date: over 2,000,000 
number of failures: none 
forged by: Mueller Brass Co. 


advantages: no bearing insert is 
necessary on either the wrist pin or 
crankshaft end because each rod acts 
is its own bearing. Dense homogen- 
eous grain structure, close dimensional 
tolerances and high mechanical 
properties often permit redesigning 
for weight savings as high as 15% to 
25%. “600” alloys have low coefficient 
of friction, high resistance to corrosion 
and tensile strength 24 times greater 
than cast phosphor bronzes. 


uses: compressors, outboard motors, 
small high speed gasoline engines. 
Best results are obtained if they 
operate against hardened, ground and 
polished shafts. | 


600” SERIES ROD is produced 
in standard 12-ft. mill lengths and a wide 
range of sizes and special shapes. This rod 
has a fine, uniform grain structure and 
the mechanical properties are rigidly con- 
trolled in the cold drawing process. Scrap 
loss is greatly reduced in machining ep- 
erations because of the complete absence 
of defects. For complete information, 
write us today. 


MUELLER BRASS CO. 


PORT HURON 21', MICHIGAN 
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Air Reduction Co., Inc., New York 
City, has elected Howard H. Foster as 
treasurer to succeed William Winters, 
Jr., who is retiring after serving with 
Air Reduction for the past 35 years. 


Three new appointments of sales 
representatives for territories along the 
middle and southeastern seaboard have 
been announced by MHanson-Van- 
Winkle-Munning Co., Matawan, N. J. 





Howard L. Wright 


Howard L..Wright, who will cover 
the Philadelphia area, southwestern 
New Jersey and easternmost Pennsyl- 
vania, will be district manager. He will 
be assisted by Frank W. Mountain. 





T. M. Rodgers F. W. Mountain 


Thomas M. Rodgers, whose head- 
quarters will be in Baltimore, will take 
over the territory south of Wilmington, 
Del. 


The Levinson Steel Company, Pitts- 
burgh, has named Tom L. Murray as 
assistant sales manager. Mr. Murray 
formerly was manager of industrial 
sales. 


The Rod Cutting Company of Cleve- 
land, a veteran screw machine products 
manufacturer, has changed its name 
to the Cayce Corporation. 


Spring Packing Corporation, Chicago, 
has opened eastern regional offices at 
Suite 869, Suburban Station Building, 
1617 Pennsylvania Blvd., Philadelphia. 


Z. R. Meredith has been named 
comptroller for the American Box Co., 
Cleveland, and its subsidiary, Ameri- 
can Wood Products Corp., South Caro- 
lina. 
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or misalignment. 


TORRINGTON HEAVY DUTY 
NEEDLE BEARINGS 

... heavier carburized races 
for rugged service 

with maximum wear 
resistance, long service life. 





SPHERICAL ROLLER BEARINGS 


. inherent self-alignment allows 
compensation for shaft deflection 


for replacement, 


order your TORRINGTON Pearings 


from your Bearing Distributor. . . 


CAM FOLLOWERS 





... anti-friction cam rollers 
with strength to withstand 
heavy shock loads. 


“* ROLLER THRUST 
BEARINGS 


.-.- handle heavy 
loads parallel to the 
shaft axis. 

















oe es eee 
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TYPE DC NEEDLE BEARINGS 


... for a given load, the 
most compact anti-friction 
bearing made. 


you'll get fast service and experienced counsel 


Your bearing distributor carries complete stocks of all 
types of anti-friction bearings, including Torrington 
Self-Aligning Spherical Roller Bearings. 

Torrington Spherical Roller Bearings are designed 
and produced to carry heavy loads in heavy-duty equip- 
ment—to roll with the punch whenever shaft deflection 
or housing misalignment is prevalent. 

Their low friction reduces power consumption and 


allows higher loads and speeds to be maintained. They 


are easy to install because of their unit construction — 
no adjustment for running clearance is necessary after 
bearing mounting has been made. 

Your bearing distributor can help you by showing 
you the factory-approved methods for installation and 
maintenance of Spherical Roller Bearings. He’ll show 
you how to get maximum service life with minimum 
maintenance from them — helping you to cut costs and 


raise operating efficiency of your equipment. 


Your bearing distributor also carries complete stocks of the other widely used Torrington Bearings illustrated. 


THE TORRINGTON COMPANY 


TORRINGTON, CONN. * SOUTH BEND 21, IND. 


DISTRICT OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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lL) DED DM WALID Us eilkes eane che ot bone aaa 
i Co., has b ferred 

DEFENSE TIME . senigilie wet gaa hae Aaa 
the same capacity. 

EVERY TIME 


Taylor Fibre Co., Norristown, Pa., 
has announced the promotion of L. 
Talbot Adamson from sales engineer in 
the Philadelphia branch office to dis- 
trict manager of the area under that 
office 











James J. Ratchford 


In addition, the company announced 
that James J. Ratchford is the new dis- 
trict manager in the company’s New- 
ton, Mass., branch sales office. 


S. Whitney Dickey has been named 
district sales manager for the Brake 
Shoe and Castings Division of Ameri- 
can Brake Shoe Co., New York City. 
He will be located in the company’s 
New York office. 


Fielden Instrument Division, Robert- 
shaw-Fulton Controls Co., Philadelphia, 
Pa., has appointed R. M. Stotsenburg 
as sales manager. 


James A. Swan has been appointed 
New York district manager for brass 
and copper water tube and plastic pipe 
for Triangle Conduit & Cable Co., Inc., 
New Brunswick, N. J. 





, Walter C. Thompson, formerly vice 
a president in charge of sales, has be- 
THE STANDARD TUBE CO. come executive vice president of the 
Torrington Co., Terrington, Conn., to 
, ee succeed Alfred W. Burg, who has re- 
Detroita, —,} Michigan tired after 37 years with the company. 
Welded Tubing ° —— Ray B. Nichols, president and gen- 
eral manager of the Torrington Com- 
pany of Indiana, South Bend, a sub- 
sidiary, succeeds Mr. Thompson as v ce 
president in charge of sales. Mr. 
Nichols, who will make his headquar- 
ters at Torrington, Conn., continues as 
president of the Indiana company. 

Rodney T. Dunlap, formerly assistent 
general manager of the Indiana organ- 
ization, has been named vice president 
and general manager of the division. 
Other promotions at the South Bend 
plant include Chief Engineer John A. 
Toth, promoted to assistant general 
manager, and Walter Fisher, formerly 
assistant chief engineer, who now be- 
comes chief engineer. 
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++ dd Mom, dont torget the pumpkin pie!” 


“I’m comin’ home!”’ Simple, Ameri- 
can words. How magically effective! 
Magical, too, is the fact they carried 
halfway around the world. 

At the rapid pace of today’s tele- 
phone progress, it’s not difficult to 
imagine dialing direct to London, or 
Lisbon, or Tokyo, in the future. 
Whether that day is close at hand, 
or in the not-too-distant future .. . 
thousands of Exide telephone bat- 
teries, just as today, will help pro- 
vide dependable telephone service. 


There are dependable Exide batteries 
for every storage battery need . . . they 
are used to power battery-electric 
trucks, mine locomotives, trammers 
and shuttle cars. Railroads use them 
for diesel-locomotive starting, car- 
lighting, air-conditioning, signal and 
communication systems. 


Exide batteries are used by telegraph 
and cable companies . . . electric light 
and power utilities . . . radio and tele- 
vision stations ...ocean, river and 
harbor vessels... municipal firealarm 


1888... DEPENDABLE BATTERIES FOR 65 YEARS...1953 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 © Exide Batteries of Canada, Limited, Toronto 


Novemeser, 1953 


and police telegraph systems. ..over 
250 different applications in all. And 
on millions of cars, trucks, tractors 
and buses, they daily prove that 
““When it’s an Exide . . . you start.” 


Exide 


BATTERIES 


“EXIDE” Reg. Trade-mark U. 8S. Pat. Off 


Please mention PURCHASING Magazine when writing to advertisers. 311 














Compact and rugged . - - this elec- 
trically operated reset counter is specially 
designed for tough jobs that demand longer 
counter life. 

Here’s another instance of the infinite 


applicability of Veeder-Root Countrol — 
cal or manual. And 


electrical, mechani 
here’s another instance, too, of the endless 


resourcefulness of Veeder-Root engineer- 
ing, and the ability to design a complete 
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counting package that fits the job fully and 
exactly. Now... what’s your problem? 


VEEDER-ROOT INCORPORATED 
“The Name That Counts” 
HARTFORD 2, CONNECTICUT 
Chicago 6, Ill. + New York 19,N.Y. * Greenville, 
Montreal 2, Canada * Dundee, Scotland 
Offices and Agents in Principal Cities 
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100 miles of <SEBANES CW steel pipe Ae? 
Water the stock in the . 
Texas “Big Bend’ 





Water scarcity in the Texas “Big Bend” Country used 
to be a constant major crisis for ranchers. Back in the 
“old days,” cattle and sheep were forced to walk 
miles and lose valuable weight in search of natural 
springs. And in drought years, cattlkemen had to make 
superhuman efforts to save their herds. 

But today, with pasturelands fenced in, ranchers 
are drilling wells in central locations and piping water 
to pastures. Down at Mitchell Ranch in Antelope 
Springs, Texas, 100 miles of pipe lines, varying from 





















half a mile to 15 miles in length, carry water to the 
farthest points of the 192,000-acre ranch to water the 
5,000 head of cattle. 

The 863 tons of Spang CW Steel Pipe used in this 
project are arranged so that cattle will find water 
troughs no farther than a mile away from any point 
on the ranch. With this system, cattle are more con- 
tented and can maintain important weight for market. 

Spang CW Steel Pipe will give the Mitchell Ranch 
years of dependable service, because Spang Pipe is 
quality-controlled throughout its manufacture. This 
means Spang is made of the best steel, is uniform 
in every way, is easy to cut, bend, thread and weld; 
and is tested and inspected before shipping to 
assure a perfect product. 

Spang CW Steel Pipe is the first choice of 
engineers, architects and contractors for heat- 
ing, plumbing and air conditioning systems. 
Next time you order pipe, tell your dis- © 
tributor you want Spang CW. 


Creer 
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SERVE YOU.. ANYWHERE 
IN THE U.S.A. 







IS READY TO 











oering ELECTRONIC COMPONENTS 





AN Types 





RF Types 





Rack and Panel 





Cable Assemblies 


AND PARTS ..MADE BY THE 
WELL-KNOWN HHB CRAFTSMEN 


Now! ... experienced HHB Engineering 
Representatives will call to serve 

you ... where, and when, you are in need 
of a reliable source of electronic 
components, and parts. They offer the 
complete facilities of HHB including 
research, design, engineering, as well 
as manufacturing of quality products. 


The HHB staff is eager to work with 
engineering departments on standard 
requirements, and special components 
parts problems. Over the years HHB 
has consistently surpassed the rigid 
specifications of America’s leading users 
of connectors, cable assemblies, and 
many types of miscellaneous 
electronic parts. 


Wherever you are. . 


. we invite your 


inquiries. 








TOLEDO 4, OHIO 





Sales Engineers in All Principal Cities 
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Earl F. Slick, chairman of the board 
of Slick Airways, Inc., has been elected 
to the board of directors of Mack 
Trucks, Inc., New York City. 


Russell B. Malloy, formerly district 
sales manager covering Indiana, Il- 
linois and part of Michigan, has been 





Russell B. Malloy 


appointed national sales and export 
manager for Maurey Manufacturing 
Corporation, Chicago. 


The appointment of John C. Hamm 
as manager. of the St. Louis sales office 
of the Trane Company, La Crosse, Wis., 
was announced recently. Mr. Hamm 
had been with the company’s St. Paul, 
Minn., office for the past seven years. 
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All Grades of Induwrap Now 
Meet Stricter Military 
Specifications 


Angier Corporation, Framingham, 
Massachusetts announces that all 
grades of Induwrap_ greaseproof 
barrier paper now meet stricter re- 
quirements of Military Specification 
JAN-B-121, Amendments 1 and 2. 

Issuance of Amendment 2 tight- 
ened requirements for Grade A 
greaseproof barrier wrap and limited 
the number of suppliers able to 
certify their products as meeting the 
revised specification. 

Induwrap, the original Grade A, 
developed in 1942 for greaseproof 
wrapping of slushed metal parts, 
meets requirements with its con- 
struction of top grade acetate lami- 
nated to red kraft by a neutral ad- 
hesive. Until recently high-quality 
cellulose acetate has been in limited 
supply, thus restricting the output 
of this product certified for use un- 
der Amendment 2. 

This month, Angier will introduce 
a new structure for Type I Indu- 
wrap. Heavy-duty Type I will now 
be acetate-backed to 60# red neu- 
tral kraft, similar in construction to 
the long accepted single ply Medi- 
um-duty, Type II Induwrap. 
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Alcoa 


and Screw Machine Products 


Aluminum Caps and Seals — 
Richmond, Ind. 


Aluminum Die Castings — 
Chicago, Ill.; Garwood, N. J. 


Aluminum Extruded Shapes — 
Cressona, Pa.; Los Angeles, Calif.; 


New Kensington, Pa.; Lafayette, Ind. 


aluminum Forgings — 


Cleveland, Ohio; Los Angeles, Calif. 


Aluminum Impact Extrusions — 
Edgewater, N. J. 


Aluminum Sand and Permanent 
Mold Castings — 
Bridgeport, Conn.; Cleveland, Ohio; 
Detroit, Mich.; Los Angeles, Calif. 


Jobbing Products — 
New Kensington, Pa. 


Magnesium Die Castings — 
Garwood, N. J. 


Magnesium Extruded Shapes — 
New Kensington, Pa. 


Magnesium Forgings — 
Cleveland, Ohio; Los Angeles, Calif. 


Magnesium Permanent Mold Castings — 
Los Angeles, Calif.; Cleveland, Ohio 


Magnesium Sand Castings — 
Buffalo, N. Y.; Los Angeles, Calif. 


. 





CASTINGS—Sand, permanent mold, plaster 
and die. All have smooth surfaces as cast, 


close tolerances to lessen finishing, lower cost. 


Alcoa castings with their dimensional stability 
won't creep or grow even at elevated 
temperatures. 
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FORGINGS —Complete facilities to produce 
aluminum and magnesium forgings, large or 


small, by all processes—vupset, press, drop 
hammer and ring roller. Combine high 
strength and low weight with excellent 
machining qualities and high dimensional 
stability. 





EXTRUDED SHAPES—Four Alcoa plants... 
and a fifth coming in 1954... offer world's 
largest source for aluminum extrusions. Extru- 
sion permits you to reproduce in metal prac- 
tically any cross section you want, 
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GASOLINE 
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This ONE Hose Does All SIX Jobs 


How to simplify your hose buying 


Why buy and stock 6 different hoses when one will do the trick? 
Continental’s “902” is a versatile, all-purpose hose. It gives 
outstanding service for air, water, gasoline, oil, welding or 


Immediate delivery from 
15 CONTINENTAL 


BALTIMORE 1, Md. 
122 Seuth Howard St. 


' BOSTON (Alliston 34), Mass. 
12 Franklin Sv. 


BUFFALO 3, N. Y. 
115 Clinton St. 


CHICAGO 10,1. . 
10 West Hubberd St. 


CINCINNATI 2, Ohie 
49 Central Ave. 


CLEVELAND 15, Ohic 
2731 Prospect Ave. 


DETROIT 27, Mich. 
1380) Schoolcraft Ave. 


INDIANAPOLIS 2, Ind. 
309 Nerth Capitol Ave. 
LOS ANGELES 15, Calif. 


1432 South Los Angeles St. 


MEMPHIS 3, Tenn. 

268 Madison Ave. 
NEW YORK 7,N. Y. 

147 Chambers St. 
PHILADELPHIA 6, Pa. 

311 North Randolph St. 
PITTSBURGH 21, Pa. 

607 Brushton Ave. 


ST. LOUIS 8, Mo. 
4018 Olive St. 


SYRACUSE 2, N. Y. 
1606 West Genesee St. 


WAREHOUSES —___ 











CONTINENTAL RUBBER WORK: 





coolants. Truly, a “‘jack of all’’ hose-jobs 

. yet master of all. 

Continental “‘902’’ Multi-Purpose Hose 
is all neoprene. It’s light weight, flexible, 
non-kinking, easy-to-handle. In a range 
of sizes, this one hose will handle 90% 
of your needs. 

Delivery? Right now from stocks car- 
ried at all times in our 15 warehouses at 
left. Sizes %” through 142”. 

Call or write the nearest Continental 
Warehouse and ask for Multi- ppm 
Hose. You’ll like the hose— 
and the service—you get. 


Send now for Se oe 
CONTINENTAL'S Special 
Industrial Hose Catalog 


CONTINENTAL 





1983 LIBERTY ST. + ERIE 6 » PENNSYLVANIA 
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Says Bright Copper Process Ups 
Plating Production by 60% 


A new bright copper process that 
increases plating production up to 
60% has been developed by 
Smoothex, Inc. of Cleveland, Ohio, 
according to Lloyd Portzer, presi- 
dent of the firm, 

Many desirable characteristics are 
said to be contained in this new 
process. It is faster, easier to control, 
extremely economical and readily 
adaptable for both large scale and 
average job shop production. 

Operating expenses can be: re- 
duced with the process. There is no 
need for purchasing new plating de- 
partment equipment since present 
equipment may be used. 

The process is 98% efficient. It 
saves nickel and eliminates the op- 
eration of copper buffing. Instant 
sparkling brilliance that occurs at 
the beginning of the plating cycle in 
a Rochelle cyanide solution is no- 
ticed immediately. It has exceptional 
speed of deposition and excellent 
throwing power. Brightness is 
achieved over a much greater range 
from zero to eighty amperes per 
square foot. Ductile deposits and 
low copper concentrations are fea- 
tured in this process. Periodic re- 
verse or intermitting current may 
also be applied. 
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Consumers’ Prices Rose To 
All-Time High In August 


The Consumers’ Price Index rose 
0.8% from July to August, 1953, to 
reach an all-time high, according to 
the National Industrial Conference 
Board. The Board notes that this is 
the fourth consecutive month in 
which consumers’ prices have con- 
tinued their gradual rise. 

The all-items index for the thirty- 
nine U. S. cities surveyed in August, 
1953, was 183.7, compared with 
182.3 (R) in July, 1953, and 182.6 
in August, 1952. (Base date of the 
Board’s index is January, 1939= 
100.) Since April, the index has 
risen 2.4% and is now 0.6% above its 
previous all-time high, reached in 
August of last year. 

The purchasing value of the dollar 
in August, 1953, was 54.4 cents, 
reaching its lowest point in the his- 
tory of The Conference Board’s in- 
dex and representing a decrease of 
0.7% over the year. In August, 1952, 
the dollar was valued at 54.8 cents. 
(January, 1939, dollar=100 cents.) 





SEE 
CLASSIFIED SECTION 
PAGE 374 
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BULLDOG BUStribution’ DUCT 
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: You can use a single standard 10-foot section of 

: BullDog Plug-in BUStribution DUCT to do the 

l work of a switchboard, or purchase any desired 

t length to provide flexible, plug-in power for light- 

s ing and other ciscuits, 

You can add sections without limit. For this duct’s 

d absolute flexibility and salvability enables the 

= BullDog Plug-in BUStribution DUCT System to 

. grow or change as conditions require. 

y With BullDog Plug-in Duct, too, you are assured 
of maximum installation speed and economy, made 
possible by the exclusive BullDog scarf-lap joint. 
Sections clamp together smoothly, quickly, rigidly. 
Bulky, complicated, time-consuming joint fittings 
are eliminated. 

se 

to For complete details, write BullDog Electric 

to Products Company, Dept. P-113, Detroit 32, 

ice Michigan; or contact your BullDog Field Engi- 

* neer—located in all principal cities. 
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TWOROUGHBRED IN ELECTRICAL EQUIPMENT ELECTRIC PRODUCTS | COMPA N | 
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You can see the difference in 


HONED RACEWAYS 








exclusive with 


HOOVER BALL BEARINGS 


The photographs reproduced above are magnified one 
hundreds times so you can see the difference between 
ground, pclished and honed raceways. The process and 
the special machines for the honing operation are ex- 
clusive, patented, Hoover developments. Honing by 
Hoover goes far beyond grinding and polishing to 
achieve a surface that assures amazing quietness plus 
longer bearing life and greater load capacity. That’s 
why Hoover Ball Bearings are the choice of distin- 
guished American manufacturers of fine ma- 
chines and equipment. 


The Hoover Engineering Manual will be mailed 
free to engineering and purchasing executives re- 


THE ARISTOCRAT questing a copy on their business letterhead. 








37? 










Air Express International 
Agency Issues New Rate Guide 


A handy new rate comparison 
guide to airfreight shipment of goods 
from San Francisco to 93 world 
destinations has just been made 
available by Air Express Interna- 
tional Agency, Inc., 415 Washington 
St., San Francisco 11, Calif. The 
new 16-page guide presents to 
shippers side-by-side comparative 
airfreight rates charged by AEIA, 
the airlines, and air parcel post. 

The chart, which opens like a 
book for the convenience of users, 
lists 60 trans-Atlantic destinations 
out of San Francisco served by 
AEIA, the airlines and air parcel 
post. Among these are points in 
Spain, Switzerland, Germany, India. 
England, France and Italy. It lists 22 
San Francisco-to-Latin American 
destinations, including points in 
Colombia, Cuba, Dominican Re- 
public, British West Indies, Haiti, 
Peru, Mexico and Venezuela. In 
addition it gives 11 trans-Pacific 
points, including New Zealand, Aus- 
tralia, Hawaii, Philippine Islands 
and Japan. 


eee . 


5 Incandescent Lamp Standards 
Revised And Available for Use 


Five American Standards guar- 
anteeing interchangeability of in- 
candescent lamps have just been re- 
vised, according to an announce- 
ment from the American Standards 
Association, New York 17, N. Y. 

The standards include American 
Standards for general service lamps, 
115-, 120- and 125-volt circuits; 
projector and reflector spot and 
flood, 115, 120 and 125 volts; infra- 
red lamps for 115-125 volt service; 
miniature lamps and R-30 screw 
base lamps. 

The Committee on Standards for 
Electric Lamps, C78, whose activi- 
ties started in 1946, has developed 
and secured approval on more than 
40 standards for incandescent lamps. 

The committee is composed of 
eight producers, six consumers, and 
eight general interest representa- 
tives to insure participation on the 
part of manufacturers, who are 
closest to the problems involved; of 
consumers, who have to live with 
the products; ‘and of people who 
have general interest in the prod- 
ucts. 

The following American Stand- 
ards may be obtained from the 
American Standards Association, 70 
East Forty-fifth Street, New York 
17, N. Y., at. 25 cents per copy, 

(Please turn to page 324) 
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THIS CMH DISTRIBUTION NETWORK 


assures you of ‘‘on the spot” service 
for every flexible metal. hose need! 


© PLANTS 


yy FIELD 


OFFICES 


e DISTRIBUTORS 


You'll find CMH distributors 


Akron, O. 
Albany, N. Y. 
Amarillo, Tex. 
Atlanta, Ga. 


Birmingham, Ala. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Cambridge, Mass. 
Canton, O. 

Cedar Rapids, ta. 
Charlesion, W. Va. 
Charlotte, N. C. 
Chester, Pa. 
Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 


Columbia, S$. C. 
Dallas, Tex. 
Davenport, ta. 
Dayton, O. 
Denver, Colo. 
Des Moines, Ia. 
Detroit, Mich. 
Duluth, Minn. 
Paso, Tex. 
Evansville, Ind. 
Flint, Mich. 
Garfield, N. J. 
Grand Rapids, Mich. 
Great Bend, Kan. 
Hartford, Conn. 
Houston, Tex. 
indianapolis, Ind. 
Jackson, Mich. 
Jackson, Miss. 
Jacksonville, Fla. 








Flexon identifies 
CMH products thot 
have served industry 
for over 50 yeors. 
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Kalamazoo, Mich. 
Kansas City, Mo. 
Knoxville, Tenn. 
Les Angeles, Cal. 
Louisville, Ky. 
Macon, Ga. 
Memphis, Tenn. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Mobile, Ala. 
Muncie, Ind. 
Muskegon, Mich. 
Nashville, Tenn. 
Newark, N. J. 

New Orleans, La. 
New York, N. Y. 
Oklahoma City, Okla. 
Omaha, Neb. 
Pittsburgh, Pa. 
Plymouth, N. C. 


Portland, Ore. 
Providence, R. I. 
Richmond, Va. 
Rochester, N. Y. 
Saginaw, Mich. 
St. Lowis, Mo. 

Salt Lake City, Ut. 
San Antonio, Tex. 
San Francisco, Cal. 
Seattle, Wash. 
Shreveport, La. 
Springfield, Ill. 
Syracuse, N. Y. 
Trenton, N. J. 
Tulsa, Ckla. 
Washington, D. C. 
Williamsport, Pa. 
Wilmington, Del. 





Recognizing the need for prompt, local service 
on operating and maintenance supplies, Flexonics 
Corporation has established and is continuing 
to expand its broad distributing organization. 
By reaching out to virtually every center of manu- 
facturing activity, Flexonics Corporation has 
made it possible to provide immediate service 
on the majority of CMH products. 


Keep this in mind when setting up your flexible 
metal hose source and talk to your local CMH 
distributor. You'll find his name in the classified 
pages of your telephone directory or we'll be 
happy to send it to you. 


CHICAGO_METAL HOSE Division 
4 








Flexible metal hose 


‘ 


1316 South Third Avenue, Maywood, Iilinols 


In Caneda: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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Expansion joints 


Metallic 
bellows 


Aircraft components 
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WE RECOMMEND 
THIS LUBRICANT 
TO OUR 
CUSTOMERC” 


—says PACKAGE MACHINERY COMPANY 
Springfield, Mass. 








<s 


“We have found LUBRIPLATE 

Lubricants to be very effective 
and use them extensively in our ma- 
chines. To assure the proper use of 
LUBRIPLATE Lubricants for re-lubrica- 
tion, we place tags on our machines 
before shipment. Thus the purchasers 
of those machines know the LUBRI- 
PLATE Product we recommend for each 
application and where to obtain it.” 





For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page ‘“‘LUBRIPLATE 
DaTA Book”’. .. a valuable treatise on 
lubrication. Write LUBRIPLATE DIvI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 




















PREVEN, 
SORROSION , 








(Continued from page 322) 
American Standard Incandescent 
Lamps, General Service, for 115- 


120- and  4125-Volt Circuits, 
C78.100-1953. 

American Standard Infrared 
Lamps, C78.106-1953. 

American Standard Projector and 
Reflector Spot and Flood In- 


candescent Lamps for 115, 120 and 
125 Volts, C78.107-1953. 

American Standard Miniature In- 
candescent Lamps, C78.140-1953 
American Standard R-30 Bulb, 
Medium Screw Base Incandescent 
Lamps, C78.251-1953 
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Electrochemical Constants 
Symposium Papers in 
NBS Volume 


Electrochemical Constants, Pro- 
ceedings of the National Bureau of 
Standard’s Semicentennial Sympo- 
sium on Electrochemical Constants 
held at the NBS on September 19-21, 
1951, National Bureau of Standards 
Circular 524, 310 pages, 127 figures, 
84 tables, buckram bound, $2.00. 
(Order from Government Printing 
Office, Washington 25, D. C.) 

The thirty papers in this volume 
present some of the latest results, 
both experimental and theoretical, 
in the field of fundamental electro- 
chemistry from many leading estab- 
lishments in the United States and 
abroad. The symposium at which 
these papers were presented was 
planned and conducted by the 
Bureau’s electrochemistry section, in 
particular by Dr. 
chairman of the symposium, who 
arranged the program and prepared 
this volume. 

Research in electrochemistry was 
one of the Bureau’s first functions. 
Maintenance of standards of electro- 
motive force and determinations of 
standards of resistance and current 
were authorized as legal functions 
of the Bureau in 1901. 

Among the outstanding scientists 
presenting papers at the symposium 
were: J. O’M. Bockris, Imperial 
College of Science and Technology, 
London, England; Marion Eppley, 
The Eppley Laboratory, Inc.; A. R. 
Gordon, University of Toronto, 
Canada; Herbert S. Harned, Yale 
University; Charles A. Kraus, 
Brown University; Wendell M. Lati- 
mer, University of California; D. A. 
MacInnes, The Rockefeller Institute 
for Medical Research; J. Th. G. 
Overbeek, University of Utrecht, 
The Netherlands; Robert A. Robin- 
son, University of Malaya, Singa- 
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Potter & 
Brumfield 
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offer you 
important 





advantages 


PROVEN 
DESIGN 


P & B's 20 years’ 
experience in relay 
design is your assur- 

ance of long, trouble- 


free performance 


LOWER 
cost 


These relays are 
already tooled. Mass 
production economies 

are passed on 
fo you. 


FAST 
DELIVERY 


Orders for 
standard relays can 
be filled from 
stock or with a 
minimum of delay 


DISTRIBUTOR 
SALES 
Popular types 
available through 
P & B Distributors 
located in all 
principal cities 


OPas 
STRUCTURES 
RICAL AND 


Write for new master 


catalog describing our 

wide line of basic relay 

structures, housings 
and enclosures. 
Samples, quotations 
and recommenda- 
tions promptly 
furnished on 
special problems. 


<=> 





POTTER & 
BRUMFIELD 


PRINCETON, INDIANA 


pore, A. J. Rutgers, University of Export: 13 E. 40th Street, New York, New York 
(Please turn to page 326) Sales Engineers in Principal U. S. and Canadian Cities 
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TO OPERATE — 


“EO Crnneuiswen yPRiget 


ALL HANDS ARE “SKILLED HANDS” 


ANSUL ou, cnsmica: 


FIRE EXTINGUISHING EQUIPMENT 


With Ansul Extinguishers near-expert results are obtained by inex- 
perienced operators. In fact, all Ansul Extinguishers are designed 
to provide a maximum of extinguishing effectiveness in the hands 
of inexperienced personnel. 


This feature, plus benefits listed below, account for the outstanding 
preference for Ansul Equipment by fire protection men in all phases 
of industry the world over. 





} Water-tight construction through- 5 Ansul “PLUS-FIFTY” Dry Chem- 
out. ical used exclusively. 
2 Easy on-the-spot Recharging (No° 6 Corrosion resistant construction 
tools needed.) . throughout. 
' 3 Quick, positive puncture oper- 7 Greater fire-stopping power. 
Send for File No. A-111. You will ation : 
receive a variety of helpful printed 4 8 Field tested by thousands of sat- 
matter. Included is our latest catalog + Special cartridge guard protects isfied customers. 
which describes Ansul Extinguishers of cartridge . + « rugged construc- 
all sizes — from the small Ansul Model 4 to tion throughout. 


Ansul Piped Systems and Ansul 2000 Ib. Sta- 
tionary Units. 


OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES Ch , L1 Ge t 
IN THE U. S$. A., CANADA AND OTHER COUNTRIES nylany 
FIRE EQUIPMENT DIVISION © MARINETTE, WISCONSIN 


MANUFACTURERS OF DRY CHEMICAL FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES. 
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cut your costs... where 
you cut your materials 


Now maybe you can see better!’ 





Those who make decisions in industry really want to 
get a clear and unobstructed view of their cutting 
problems. When they do, they find great advantages 
in the abrasive method. Actual performance records 
prove that abrasive cutting with Allison job-tested 


wheels increases production and lowers costs. 


Why not prove it to your own satisfaction? Simply 
get the facts and you will see why more production men 


turn to Allison Abrasive Cutting. 





The best way to cut many materials . . . 





the way to cut some. 


THE ALLISON CO., 259 ISLAND BROOK AVENUE, BRIDGEPORT, CONN. 


4AL853 
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(Continued from page 324) 


Ghent, Belgium; George Scatchard, 
Massachusetts Institute of Technol- 
ogy; H. J. V. Tyrrell, Sheffield Uni- 
versity, England; and W. F. K. 
Wynne-Jones, University of Dur- 
ham, Newcastle-Upon Tyne, Eng- 
land. 
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A. S. A. Publishes Four New 
Standards for Magnet Wire 


Four new American Standards for 
magnet wire have just been pub- 
lished by the American Standards 
Association. 

The new standards were devel- 
oped by Sectional Committee C9 
under the sponsorship of the 
National Electrical Manufacturers 
Association. These American Stand- 
ard specifications, also bearing a 
NEMA designation, are for enam- 
eled-coated, cotton-covered, silk- 
covered and nylon fibre-covered 
round copper magnet wire. The 
nylon fibre-covered wire is new. 

The first three of these American 
Standards replace others issued 
some years ago (C8.5, C8.6, C8.7 and 
C8.20). The new standards include 
tables of maximum overall diame- 
ters, scrape tests and tests for soft- 
ness. 

Magnet wire is used in great 
quantities in the windings of motors, 
transformers, control equipment 
and in coils for electronic, radio and 
communications equipment. There- 
fore, a uniform arrangement has 
been followed in each of the four 
standards, so that a user, becoming 
familiar with one standard, can 
readily find the corresponding pro- 
vision in the others. 


ee. 


Worthington Corp. To Publish 
New Technical Magazine 


Worthington Corporation, Harri- 
son, N. J., has announced that they 
will issue a new technical publica- 
tion called “Power and Fluids”. 

The magazine will be presented 
quarterly and the editorial content 
will consist of useful and authorita- 
tive information in the power and 
fluid handling fields. It will describe 
new product applications, processes 
and methods. Subjects covered will 
include installations, operation and 
maintenance of industrial apparatus 
and applications of particular inter- 
est becuse of specific problems in- 
volved. All material will be slanted 
to serve as a technical aid to the 
reader. 
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You know you can count on his help 


When the need was grim and the time was 
short, this man somehow always got there to 
see things through. You called him, knowing 
he would come. 

And this “old-fashioned” idea of responsibility 
and service still lives today, in those individuals 
and enterprises that have been fortunate enough 
to inherit it. It governs this enterprise, for one, 
in its relationships with all those who depend 
on it for knowledge, integrity, and willing ac- 


ceptance of full responsibility in time of need. 
We honor these men with missions, because we 
understand them well. 


The BristoL Brass CORPORATION, makers of 
Brass since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Day- 
ton, Detroit, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Providence, Rochester. 


"Gritel Fain. meat Bross ot ite Bet 
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makes it! 


HERE IS a single source able to supply 

all your requirements for screws, bolts and 
nuts. Pheoll offers the most complete line... 
the most extensive stocks available. 

Call Pheoll on your next order. 





PHEOLL MANUFACTURING CO. 


5700 ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 





NUTS e BOLTS e SPECIAL COLD HEADED PRODUCTS 


328 Please mention PURCHASING Magazine when writing to advertisers. 





Says Steel Industry Should 
Welcome Sharpening Competition 


Signs of sharpening competition 
appearing in steel should be wel- 
comed by the industry, Edward L. 
Ryerson, chairman of the executive 
committee of Inland Steel Company, 
recently told a regional meeting 
here of the American Iron and Steel 
Institute. 

Ryerson said that veterans of the 
industry were amused to hear less 
experienced steelmen bemoaning the 
fact that operating rates had 
dropped to 95 per cent of capacity in 
view of the many prewar years 
when 80 per cent operations were 
considered good. 

Anything around 90 per cent of 
capacity is healthier than the 100 to 
110 per cent levels that have been 
maintained in recent years, Ryerson 
said. The bite of competition alerts 
the industry to clean house, he said, 
and to find ways and means of 
eliminating waste and _ increasing 
efficiency. 

At the same time, Ryerson pointed 
out that because of expansion of the 
industry, steel users are better sup- 
plied today at 95 per cent operations 
than they were a year ago at capac- 
ity output. 

He cited that production in the 
current week, scheduled at 94.6 per 
cent for the entire industry, should 
amount to 2,132,000 tons of ingots 
and steel for castings. In the same 
week last year operations were at 
106.6 per cent of the industry’s rated 
capacity at that time, yet production 
was only 83,000 tons greater, or 
2,215,000. In other words, he said, 
the operating rate is down 12 per 
cent but actual production is only 4 
per cent less. 


T +. 


New Leaflet Released To Aid 
Small Business Firms 


A new leaflet designed to assist 
small business firms by helping them 
establish a sound materials controi 
system, was announced today by 
William D. Mitchell, Administrator 
of the Small Business Administra- 
tion. 

The leaflet, Materials Control for 
Small Plants, is Number 35 in the 
series of Management Aids and may 
be obtained from SBA field offices. 

In order to compete effectively 
with other firms, small businesses 
must have a sound materials control 
system, the leaflet points out. This 
means the establishing of a program 
so that management will be able to 
order the right materials meeting 

(Please turn to page 330) 
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It pays to“ shop around” before you 
make’ your power transmission or conveyor chain 
selections. Because, in order to get the most for your 
money, you need the right chain for your machines 
and conveyors. For example, a precision-finished 
roller chain is ideal for high speed drives. But, rol- 
ler chain is not the economical, efficient choice for 
slow speed, heavy-duty service. A heavy-duty steel 
or cast chain may be your answer here. That’s why 
it will pay you to “shop” through the complete Chain 
Belt line before you make your choice. There’s a 
size and type to fit any power transmission or con- 


window shopping costs nothing... 
can save you (ery 


veyor need. Don’t be handicapped by relying on a 
supplier with a limited line to answer all your needs. 
It may cost you more...may handicap the expected 
performance of your machines. 

Your Chain Belt Field Sales engineer will be 
happy to assist you in making the exact chain selec- 
tion that best fits your requirements. He is not 
prejudiced by the limitations inherent in an incom- 
plete chain line...can recommend the chain that 
will give you the service you want...at the lowest 
possible cost. For complete information or engi- 
neering assistance, mail the coupon. 





Chain Belt company or milwaukee 






& 
REX CHAIN BELT COMPANY 53-5038 
4764 W. Greenfield Ave., Milwaukee 1, Wis. 


Gentlemen: 
Please send me information on Rex and Baldwin-Rex chains 


(0 For Power Transmission [) For Conveying [J For Tension Linkages 
0 Slide rule drive selector for slow to medium speeds 


Atlanta + Baltimore + Birmingham « Boston «+ Buffalo + Chicago 
Cincinnati « Cleveland « Dallas * Denver « Detroit « El Paso « Houston 


Indianapolis . Jacl ille ° Kansas City e Los Angeles 2 Louisville Name PPYTTTTTITITITIITTTTTrrifrt eerie tt 

Midland, Texas « Milwaukee » Minneapolis « New York « Philadelphia a ee we Be” UN Oye 

Pittsburgh + Portland, Ore. « Springfield, Mass. «+ St. Louis 

Salt Lake City « San Francisco + Seattle « Tulsa * Worcester BTR concccccccescccccccccepenesescccecceccenccanconsnseeseeennes 
Disiributors located in principal cities in the United States and throughout the world Din csuscvtecuiuntaneteciiyenyebdeees isi Rides bili cneriwtiquie 

EXPORT OFFICES: 4800 W. Mitchell Ave, Milwaukee 1, ond 19 Rector St, NYC. HE 
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the proper specifications; make eco- 
nomical purchases; buy in reason- 
able quantities to avoid too large 
or too small inventories; have a 
procedure for receiving, inspecting 
and storing materials; establish full 
accounting for all materials used; be 
able to measure the material used 
against established standards; and 
ae ol \ follow up on excessive material 
M I C we © SWITCH — usage so costs may be reduced. 
TT In many small businesses a pro- 
TENSION SPRING duction control pg, one as ar: 
Wie >) may not exist; nevertheless, the 
UNDER COVER / -\ function of production control should 
be carried on to a greater or less 
degree by some one in authority, 
the leaflet says. This person must 
see to it that there is adequate plan- 
ning of what is to be produced be- 
fore materials are ordered. 

The advantage of having a sound 
materials control system is this: 
When inventories get out of line, or 
other materials problems develop, 
the difficulty can be quickly pin- 
pointed and corrective action taken 
to forestall possible loss. 


How MICRO switch 
solves band saw 
tension problem 


- "9 


TENSION 


Slight Payroll Drop Slows 
ADJUST MENT 


Personal Income Rate Rise 


Personal income in August was 
at an annual rate of $287 billion, 
io Vciaa - about the same as the July total of 
TOP ‘ $287 billion, the Office of Business 
Wt Economics, U. S. Department of 
Commerce has announced. 

For the first eight months of the 
3 year, personal income was at the 
' annual rate of $284 billion, almost 
$20 billion higher than in the same 
period of last year. 

Personal income estimates include 
wage and salary receipts, the net 

@ Improper tension is a frequent cause of accidents from broken band eee ee ee 
saw blades. This tension is regulated by a “band screw” on a sliding 


well as dividends and interest, net 
sleeve at either the upper or lower band:saw wheel. The position of the rents received by landlords, and 
sleeve indicates the tension. 


other types of individual income. 


+ 
} 
‘ 
i 


SAW BLADE 


One plant engineer connected a MICRO switch so that when the sleeve The annual rates, which are used to 
travels beyond the danger point, the switch turns on a warning light. facilitate comparison with previous 
The operator then knows the blade tension is incorrect and can shut off annual totals, represent the sea- 
the machine and make immediate adjustment. sonally adjusted dollar totals for 

This plant-made application is typical of the hundreds of uses that nom wovers multipited by on 

ype : ‘ Private industry payrolls in Au- 
plant superintendents, electricians and maintenance men are making of gust, at an annual rate of $167 bil- 
MICRO switches to make present equipment safer, more efficient and lion, were about $% billion lower 
more productive. 


than in July. This decline was large- 
ly in durable-goods producing fac- 
tories, where, after allowance for 
seasonal factors, employment: and 
weekly hours of work in the trans- 


There is a MICRO authorized distributor near you with a full stock 
of these versatile switches to meet YOUR needs. Look in your classified 
telephone directory under ‘‘Switches, Electric.” 











portation equipment, metals, and 

4 re | A DIVISION OF lumber industries were reduced 

MINNEAPOLIS-HONEYWELL REGULATOR COMPANY marginally. Payrolls in most other 

MAKERS OF PRECISION SWITCHES H major industries were maintained at 
FREEPORT, ILLINOIS fonevon i ise the high July totals, 
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TYPE ““c”’ 


Known ‘round the\World 
for Dependability — 


ALL-STEEL 


and lubricated — ready to lock on the shaft. 
They are normally available from distributors’ 
stocks ...in a wide range of sizes. Call your dis- 
* In millions of installa- _tributor or write us for Dodge-Timken bulletins. 


tions Dodge-Timken bearings have proved their « nonge MANUFACTURING CORPORATION 
ability to cut costs and increase production. 1300 UNION STREET, MISHAWAKA, INDIANA 


Their dependability is unquestioned under 
every condition of service. Available in five 
different types, including the new Dodge-Timken 
All-Steel Pillow Block for grueling, heavy duty 
jobs. All are sealed both on and off the shaft. 


Dodge-Timken bearings are fully assembled 








CALL THE TRANSMISSIONEER, your local quay 
Dodge Distributor. Factory-trained by 
Dodge, he can give you valuable assistance 
on new, cost-saving methods. Look for his 
name under ‘Power Transmission Machin- 
ery” in your classified telephone book. 





TORQUE-ARM ROLLING GRIP AND TAPER-LOCK SHEAVES; 
SPEED REDUCERS DIAMOND D CLUTCHES SEALED UFE V-BELTS 


ChéME Faas FOR YOUR NAME PLATE REQUIREMENTS, WRITE OUR SUBSIDIARY, 
CHICAGO THRIFT-ETCHING CORPORATION, 1555 N. SHEFFIELD AVENUE, CHICAGO 22, ILLINOIS 
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NEWARK... 


Offers more 
than just 
wire cloth 






[. addition to supplying wire cloth in bulk, a fast- 
growing division of our company specializes in the 
fabrication or assembly of parts made from wire cloth. 
Many companies who formerly fabricated their own 
mesh parts now avail themselves of this service. After 
all, we know wire cloth—we've been making it for more 
than 75 years. We have the facilities, the skilled help, 
and the experience necessary to turn out these parts accurately and in small lots 
or in production quantities to meet your production schedules. 


Some of our recent jobs are illustrated above. Perhaps one or more of these 
comes close to something you're working on right now. Write us giving complete 
details and specifications. If desired our experienced engineers will work with 
yours in the design of the part so as to make the most effective and economical 
use of the wire cloth. We shall be happy to quote on your requirements. 


Jewark 


lire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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Chicago P. A.’s See Tightening 
Up, But Report That Business 
Is “Still Very Good” 


Indicators used by the Business 
Survey Committee of the Purchas- 
ing Agents Association of Chicago 
to judge economic indicators show 
a “general tightening up—but busi- 
ness is still very good” according to 
the group’s latest report. 

Here’s how the Chicago purchas- 
ing men view the situation, accord- 
ing to a release by Richard M. 
Berry, chairman of the committee: 

Deliveries Made by Vendors: De- 
liveries continue faster in Septem- 
ber, which is a continuation of the 
acceleration begun last March. It 
looks like production is pushing the 
market and is reaching the point of 
being in excess of demand. 

Prices Paid for Principal Items 
You Buy: Prices are still strong but 
the uptrend has been stemmed. The 
most recent price bulge, beginning 
in January, seems to have run its 
course. With prices stabilizing, Pur- 
chasing Agents wil. have more op- 
portunity to improve their company 
profit position. 

Inventories of Principal Items You 
Buy for Production and Resale: The 
September report is identical with 
the August findings indicating that 
buyers are exercising inventory con- 
trol. The majority of Purchasing 
Agents are still reporting in the 
smaller inventory category indicat- 
ing conservative buying for future 
production. 

Number of Employees in Your 
Company: Employment demand has 
dropped slightly in the Chicago area 
with more reporting fewer em- 
ployees than at any time this year. 
This report indicates the peak may 
have been reached and that overali 
business activity may follow suit. 

Production: Production continues 
at a high rate and accounts for the 
fast deliveries by vendors. It is well 
to look at this segment of the re- 
port before analyzing the keystone 
category of the backlog of orders. 

Your Backlog of Orders for the 
Products Your Company Sells: 
Overall backlog of orders worsened 
with about one-half reporting a 
lower backlog. The persistence of 
this trend which has continued since 
April will spell over-production in 
some lines and should cause a pry- 
ing look forward into markets and 
the absorptive ability of the Ameri- 
can economy. 

How Far in Advance Must You 
Buy in Order to Have Principal Ma- 
terials on Hand When Needed: Pur- 
chasing Agents seem to have antici- 

(Pleasa turn to page 334) 
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DE LAVAL 


from dwarf to giant size 


SPEED REDUCERS 





ee 





Pair of giant 36-inch center distance over 55,000 Ib. The De Laval worm 
speed reducers designed and builtby gear units, with a reduction ratio of 
De Laval for slab transfers ina slab- 26% to | ina single set of gearing, 
bing-blooming mill. These slab transfers are each driven by a 200 hp, 410 
are used to convey steel slabs up to rpm motor coupled directly to the 
12 in. thick and 42 in. wide, weighing input shafts of the slab transfers. 





De Laval heavy-duty worm gear speed reducers seldom 

require attention under the most rugged operating conditions. 

They make a quiet, close-couple compact drive. They permit high ratio 
reductions in a minimum of space and withstand severe shock 

loads without damage. De Laval builds all sizes from 3” to 

36” center distances for transmission ratios of 3.1:1 to 100:1 in 
single reduction units and ratios of 50:1 to 8000:1 in double 
reduction units. Whether you need dwarf or giant worm 

gearing, consult De Laval for engineering assistance. Send for 

De Laval Manuals G-WBV and G-WWH containing data on single 


and double reduction units. 


DE LAVAL Speed Reducers 





Here's one of the smaller De Laval worm gear 


speed reducers with a 3” center distance being DE LAVAL STEAM TURBINE COMPANY 
used for a new coal drilling machine. 


807 Nottingham Way, Trenton 2, New Jersey oL210 
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how two 
companies 


cut packing 
costs 


Read this if you ship in cor- 
rugated or fibre cartons! 
it tells how two well known manv- 
facturers cut packing costs . . . by 
thousands of dollars annually .. . 
with International Carton-Stapling 
Machines. Here’s the story: 





$28,000 saved by Harrison 
Steel Cabinet Co., manufacturers of 
kitchen wall, base and sink cabinets. 
Harrison improved working condi- 
tions . . . doubled production. 





*20,000 saved by Varco, Inc., 
manufacturers of business forms. 
Closing 2,500 cartons formerly took 


48 man-hours .. . now it takes 12 
man-hours. 


40 models...from portable units 
to big multi-head automatic 
models. Write for details. 


INTERNATIONAL 
STAPLING MACHINES 


INTERNATIONAL STAPLE 
& MACHINE COMPANY 


804 E. Herrin St., Herrin, tlinois 
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pated a slowing of demand, 77% 
report that they are in the less than 
60-day buying bracket. This position 
was held in the face of rising prices 
and now that prices are stabilizing 
such buying policy appears to be 
justified. 

Standpoint of Volume: 5% report- 
ing better volume last month shifted 
to the worse column this month. 
After analyzing the above factors it 
is not surprising that this shift oc- 
curred. 

Standpoint of Profit: The manage- 
ment team appears to be hard at 
work improving the profit position 
while economic adjustments of pro- 
duction and volume, employment, 
and backlog of orders are under 
way. The profit position is some- 
what better than last month. 


7,  F 


0. B. E. Reports Drop in Sales 
of Durables and Non-Durables 


Sales of all manufacturers totaled 
$254 billion in August, or 4% under 
the July seasonally adjusted rate, 
the Office of Business Economics, 
U. S. Department of Commerce has 
announced. Shipments of both dur- 
ables and non-durables increased 
less than is usual in August. 

Among the hard goods industries, 
the drop in seasonally-adjusted sales 
centered in metals and motor vehi- 
cles—the latter being affected by 
the fire at the Lavonia transmission 
plant. Improved deliveries of ma- 
chinery partially offset small de- 
clines in sales of other durables. 
Major nondurable-goods industries, 
except paper reported decreases in 
sales after seasonal adjustment. 

Net new orders received by man- 
ufacturers in August were $23.1 bil- 
lion, representing a seasonally ad- 
justed rate 5% under July. The de- 
cline was more a reflection of can- 
cellations of defense orders than a 
decrease in new business. As a re- 
sult, the fall in net new orders was 
sharper for durables than for non- 
durables. Shipments made during 
the month exceeded order’ so that 
unfilled orders moved down about 
$2 billion, with practically all of the 
contraction in durables. 

Manufacturers’ inventories at the 
end of August showed a total book 
value of $45.8 billion. After seasonal 
adjustment, stocks rose $400 million 
from July—in part reflecting higher 
replacement costs. The increase was 
equally divided between hard and 
soft goods with nearly all manufac- 


turing groups reporting higher book 
values. 








HOTEL 
Fensgate 


From warm-hearted welcome to fond 

farewell, enjoy .. - 
. luxurious 
and suites 


accommodations, rooms 


. convenience to all activities 
. intimate dining at the Cafe Society 
. reasonable rates 

From $6 single to $8 double 


. and COME AGAIN! 
Bernard Sheperd Snider, Manager 
534 BEACON STREET 
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mail coupon for 
this famous 
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Business | Getter 


button gives 4 
blade leng!! 





IMlustrates firm 
name imprint 











No obligation . . . it’s 
free. . . a beautiful, 
always useful, GITS 
Sliding Blade Knife to 
acquaint you with GITS 
“Business ee — 
appropriate gift items for 

vor Gohan this Christmas. 


“Free to business firms—attach letterhead 











GITS MOLDING CORPORATION 
| 4600 W. Huron St, Chieago 44, Ill. 
| Send me free GITS KNIFE and name of Adver- 
| tising Jobber to show GITS “Business Getters.” 
Name Title. 
Company 


City. Zone. 
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for year long 
remembrance 
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PUSH BUTTON HEALING— 
thank to 






HIS ingenious hypodermic delivers its healing 
Seen via push button. A flick of the finger 
automatically inserts the needle and injects the 
medication—quickly and painlessly. Fear and 
nervousness are subdued by its simplicity. 

Principal part in this unique instrument is a 
steel tube, supplied by Frasse, that controls 


needle penetration — serves as a casing — and 


The Kayden 
Corp. 


guides the pressure mechanism governing flow of usually complete inventories are handy in seam- 


medication. less and welded mechanical tubing, stainless 

Quality tubing, to meet these and similar ex- tubing, aircraft tubes and pressure and condenser 
acting requirements, is easily obtained when you tubes. Call Frasse, the tubing warehouse, when 
work with Frasse. And you can be choosey—un- you next need steel tubing. 


Yve WITH SEAMLESS TUBING 


“Mechanical Applications” is a 24 page booklet pre- 
pared to help you cut costs with seamless tubing. You'll 
find it jam-packed with ideas and suggestions that can 
mean more profit for you. Send for your copy today. 










for Steel Tubing 


Seamless and Welded Mechanical 
Tubing e Stainless Tubing, Seamless 
and Welded e Acipco Centrifugally 
Cast Tubing © Swepco Large O.D. Sean Title 
Welded Tubing e Aircraft, Condenser, ; 

| 

| 

! 


PETER A. FRASSE AND CO., INC. 39AA 
17 Grand St., New York 13, N. Y. 


Please send me a copy of your helpful tubing booklet “Mechanical 
Applications.” 





Hydraulic and Pressure Tubes e Stainless 
Pipe, Valves and Fittings 
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Ir You Use “TEFLON”... 


ETHYLENE 





PRICE — Specializing in Tefion 
has produced operating econo- 
mies permitting Ethylene to pio- 
neer in lower prices. 


DELIVERY — Ethylene keeps a 
large stock of most items, others 
are usually available in a week 
or two. 


QUALITY — up to date on in- 


strumentation and process control 
insures maximum quality. 


VARIETY — Ethylene stocks di- 
mensions close to your finished size 
—saving material. 


WMilihi lll 





ACCURACY — Close tolerances 


are available as standard practice 
in large or small quantities. 


DEVELOPMENT—Ethylene 


offers engineering experience to 
help solve your problems. 


Send for 
illustrated 


fizke)ete 


jersey 


ATION 
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Small Inventory Rise Indicates 
Adjustment Already Under Way 


Business inventories at the end of 
August are estimated at $77.8 bil- 
lion, the Office of Business Econom- 
ics, U. S. Department of Commerce 
has announced. After adjustment for 
seasonal variations, the book value 
of inventories rose $450 million 
from the end of July. 

The August book value increase 
was considerably less than the aver- 
age rise during recent months. This 
was particularly true of the growth 
in the volume of stocks; in Augus* 
higher replacement costs accounted 
for one-third of the book value rise. 
The lower-than-average rise ap- 
pears to indicate that a widespread 
and orderly adjustment of inven- 
tories has been under way for sev- 
eral months now. 

More than four-fifths of the book 
value increase from July was in 
higher stocks of manufacturers. Re- 
tailers’ inventories were up slightly 
while wholesalers’ stocks showed no 
change. 

Retailers’ inventories at the end of 
August are estimated at $21.8 billion. 
An increase of $100 million in sea- 
sonally adjusted nondurable-goods 
stocks was partially offset by 
slightly lowered book values of 
durable-goods stocks. 

Among the  nondurable-goods 
dealers, an increase of $100 million 
was shown for inventories of ap- 
parel retailers. Changes in other 
nondurable-goods groups were small 
and offsetting. The various lines of 
durable-goods trades indicated only 
minor changes in stocks. 


re 7 


Lead Bearing Alloy Steels Now 
Shipped From Warehouse Stocks 


Two qualities of lead bearing al- 
loy steel are now available for ship- 
ment from warehouse stocks, it is 
announced by Joseph T. Ryerson & 
Son, Inc., Chicago. 

The first is lead bearing AISI 
4140, which is the standard AISI 
4140 alloy to which .15 to .35% lead 
has been added. Based on facts 
known at this time, it is said that 
lead bearing AISI 4140 will machine 
up to 50% faster than standard 
medium carbon alloy steels. Not 
only is it faster cutting, but it is 
cooler cutting, and life of cutting 
tools is said to be increased as much 
as 100%. 

According to information fur- 
nished by Ryerson, in the annealed 
state lead bearing AISI 4140 can be 


(Please turn to page 338) 
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“Our new coal installation produces steam at 
a cost of 32¢ per 1000 Ibs. . . . reduces some 
operating costs about one half,”’ 


says Walter H. Proescholdt 
Asst. Chief Engineer 
The Quaker Oats Company 





basi 8 ° 





Control center for combined boiler and turbine room operations at Quaker Oats’ modern, new plent 


Many power plants over ten years old areas dated 
in efficiency as the automobiles of the same period. Ton 
for ton, coal burned in a modern plant can produce 10% 
to 40% more power. Modern coal- and ash-handling 


equipment can also cut labor costs substantially. 


Why not let a consulting engineer look over your 
plant? Chances are he can point out ways of remodel- 
ing so that you can burn bituminous coal the modern 
way ...and save dollars. 


It pays to burn coal efficiently, because coal is not 
‘only an economical, but a dependable fuel. Coal re- 
serves are virtually unlimited. America’s coal industry 
is the world’s most efficient and progressive. Thus 
you're assured of a plentiful supply of coal at relatively 
stable prices for generations. 


Quaker Qats 


REDUCES STEAM COSTS BY 








To gain economy plus dependability, Quaker 
Oats Company modernized the boiler room in 
its paper-making plant. One efficient, coal-fired 
unit now supplies all steam needed for heating, 
processing, and power generation. 


Boiler and turbine room operations combined. 
With automatic controls and coal- and ash-han- 
dling systems, two men per shift can operate the 
combination boiler and turbine generator room 
shown at left. Quaker Oats has found that burn- 
ing coal the modern way certainly increases 
efficiency of operation and cuts operaiing costs. 
Additional case histories, showing how plants of other 


types have saved money by burning coal the modern way, 
are available upon request. 








If you operate a steam plant, you can’t 
afford to ignore these facts! 


BITUMINOUS COAL in most places is today’s lowest- 
cost fuel, and coal reserves in America are ade- 
quate for hundreds of years to come. 


COAL production in the U.S.A. is highly mechanized 
and by far the most efficient in the world. 


COAL prices will therefore remain the most stable of 
all fuels. 


COAL is the safest fuel to store and use. 


COAL is the fuel that industry counts on more and 
more—for with modern combustion and hand- 
ling equipment, the inherent advantages of 
well-prepared coal net even bigger savings. 





BITUMINOUS COAL INSTITUTE 


A Department of National Coal Association 
Southern Building, Washington 5, D. C. 


FOR HIGH EFFICIENCY ig FOR LOU COSF 


YOU CAN COUNT ON. COAL! 
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JOMAC 


INDUSTRIAL WORK GLOVES 


For better hand protection. Jomacs will increase production by 

helping reduce injuries in your plant. Made of Jomac Cloth — the 

famous thick, twisted loop pile fabric. Write for free catalog. 
WASHABLE » FLEXIBLE - INTERCHANGEABLE + RESIST CUTTING - PROTECT AGAINST HEAT AND COLD 


Write for samples and prices — describe intended use 





©. WALKER JONES CO. ¢ PHILADELPHIA 38, PA. 


Plants in Philadelphia, Pa., and Warsaw, Ind. 
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(Continued from page 336) 
machined at the same feeds and 
speeds as recommended for C-1117 
which has a machinability rating 
within about 15% of that of B-1112 
screw stock. In the heat treated 
condition, lead bearing AISI 4140 
also machines 50% faster than 
standard heat treated AISI 4140. 

It is further stated that the addi- 
tion of lead to standard AISI 4140 
does not change the heat treating 
characteristics or hardenability 
Mechanical properties developed in 
lead bearing AISI 4140 through heat 
treatment are said to be identical to 
the properties developed in AISI 
4140 without lead. 

In the low carbon, carburizing 
alloy field, lead bearing AISI 8620 
has been made available from stock 
by Ryerson. This quality offers the 
same improvement in machinability 
as lead bearing AISI 4140, and may 
be heat treated in the same manner 
as standard AISI 8620 and with the 
same results. 

Because lead bearing alloy steels 
are faster, cooler cutting than 
similar analyses without lead, and 
because their use results in greatly 
lengthened tool life, it is said that 
lead bearing alloys can effect im- 
portant economies in the production 
of machined parts. Further informa- 
tion on these lead bearing alloys 
may be secured from Joseph T. 
Ryerson & Son, Inc., Box 8000-A, 
Chicago 80, Il. 


. FF # 


New Grease Lubricates Bearings 
From —65F Temperature to 125F 


A “global grease” which performs 
effectively in desert or arctic opera- 
tions has been developed by The 
Texas Company, New York, N. Y., 
research laboratories for use in mili- 
tary vehicles. 

Known as Texaco All Temp 
Grease, the new lubricant contrib- 
utes to the solution of a difficult 
logistics problem. This problem can 
best be demonstrated by citing the 
case of a vehicle which might have 
to be flown from a desert military 
post to an installation where sub- 
zero temperatures are normal. 

In times past it has been necessary 
to completely relubricate the vehicle. 
This meant ordering, storing, trans- 
porting, and applying a large variety 
of greases. Texaco All Temp helps 
to eliminate this logistics problem 
with a lubricant which efficiently 
lubricates vehicle bearings in am- 
bient temperatures ranging from 
minus 65 degrees (F) to plus 125 
degrees (F). 
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y What exactly do you specify when you order 

solder: Composition? Form? Quantity? 

n These are necessary details, of course. 

- But you really expect to get certain extras be- 

¢ sides ... extras that will stamp the solder you buy 

\, “top quality.” And when you order Dutch Boy* 

Get solder from National, you get these extras. 

eeeeeeveeeeeeeeeeeeeeeeeeeeeee Fe For example, in “Dutch Boy” solder you get on- 
. - . the-button formulation. You get prompt, smooth 

ys . somet h in G extra : melting and efficient “wetting.” You get the proper 

F cee eee errr eee eesrseeeesseseeeeee plastic range for every application. And you get 

pre-tested performance. 

ne wh en you buy And measured in performance, measured in 

he results, every “Dutch Boy” solder gives you a uni- 

* 


formly strong, tight, lasting joint time after time. 
li- 
Ss c & i For something extra when you buy solder, 


np specify “Dutch Boy”... made by the leader in lead 





b- and lead alloys. 
ult 
an A good soldering job calls for a good flux. In 
he the NALCO* line there’s the right flux for every 
ive soldering need. 
ry 
ib- 
ary Solder 
cle. 
ns- with a NATIONAL reputation 
ety 
* 
is LEAD COMPANY 
e 
tly New York 6; Atlanta; Baltimore 3; Buffalo 3; Chicago 8; 
m- Cincinnati 3; Cleveland 13; Dallas 2; Philadelphia 25; 
Pittsbur, oe St. Louis 1; "New En land: National Lead 
“om Co. of , Boston 6; Pacific Coast: Morris P. Kirk ® Son, 
125 Inc., ine a Angeles 23, Emeryville 8 (Calit.), Portland 10, «neg. U. 8. 





Seattle 4; Canada: Canada Metal Co., Lid., Toronto 8, 


Pat. Of. 
Montreal, Winnipeg, Vancouver. . 
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LAMSON 
AIRTUBES... 


the QUICKEST WAY 
between any two points 
for handling mail, reports, 
punch cards, drawings, 

test samples, file folders, 
small tools, and many other 
similar items. 





Plants at Syracuse 
and San Francisco 


























Conference Board Steel Survey Notes 
Slowing Inventory Accumulation 


A year-long program of rebuild- 
ing steel inventories, which were 
sharply depleted during the 55-day 
steel strike of June and July, 1952, 
has apparently been completed, ac- 
cording to a report issued by 
the National Industrial Conference 
Board. 

The rapid rate of inventory ac- 
cumulation in all positions since the 
steel strike of 1952, coupled with the 


evident slowing or stopping of addi- * 


tions since midyear, suggests that 
supplies in the hands of consumers 
are close to balance. 


Auto Output One Key to the Future 


Automotive firms have been 
chewing up steel at a 14 million ton 
annual rate—the equivalent of 7 
million cars a year. Since automo- 
tive use accounts for such a large 
share of total steel use (16% in the 
second quarter of 1953), the Board 
notes that a decline in assemblies to 
even a 5-million rate could alone 
cause a drop of 4% to 5% in total 
steel demand. A drop in assemblies 
at year-end to a 4-million annual 
rate could pare total demand by 7%. 
A cessation of inventory growth (or, 
possibly, some inventory liquida- 
tion) and a decline in automobile 
production could by themselves hold 
the steel ingot rate below 90% in the 
last months of this year. However, 
strength in other areas, notably con- 
struction and oil and gas drilling, 
could act as offsets to any decline in 
automobile production. 


The Board found that, except dur- 
ing the period of the steel strike, 
steel demand has actually been 
moving toward balance with supply 
since the beginning of 1952. But 
until recent months the gap between 
supply and demand was so large 
that efforts to measure it were aca- 
demic. Carbon steel requirements of 
steel users (submitted to the Na- 
tional Production Authority) were 
52% higher than supply during the 
first quarter of 1952. By the second 
quarter of 1953, requirements were 
only 27% above anticipated supply. 
For alloy steel the supply-demand 
gap declined from 79% to 17%. 

This closing of the gap does not 
hold equally for all products, ac- 
cording to The Conference Board. 
Demand for cold rolled sheets, heavy 
plate, large carbon bars, structurals, 
and seamless tubing continues 
strong. Merchant wire, alloy bars, 
galvanized sheet, tin plate, long 
ternes and some stainless products 
show signs of weakening. Delivery 
on almost all products, though, has 
improved. 


Inventory Picture 


NICB found that steel inventory 
accumulated at about a million tons 
a quarter during the first half of 
1953, with more than three fourths 
of the growth in metal-working es- 
tablishments and the balance in 
warehouses. 


(Please turn to page 342) 








Offices in 
principal cities 
COO ewww ewww enenccns acceeg 
LAMSON CORPORATION 
' 1711 Lamson Street, Syracuse 1, N. Y. 
: Yes, I'd like to know more about Lamson Airtube 
; Systems. Please send me the descriptive case-history 
: brochure. Airtubes on Target. No obligation, please. 
Name 
: 
Title. ' 
; Company PRODUCTION ON THE MOVE... . This busy spring coiling machine hardly skipped a 
' beat in recent moving operations at Seaboard Coil Spring Division of Associated Spring 
; Address “a Corporation. Operated in transit by a small gasoline engine, the machine kept producing 
Fr : torsion coils for TV tuners as it moved from the former Seaboard plant in Los Angeles 
beamynpmmempensarnenc AMT oy to its new home at 15001 S. Broadway, Gardena, Calif. 
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Illustrated are but a few of the many popular W & B 
drills and reamers. Complete lines of High Speed and 


Carbon Steel drills and reamers are also available. 
Catalog No. 105, available upon request, lists and 
illustrates the complete Whitman & Barnes line of 
i i i, quality tools. 


W & B Carbide Drills 
and Carbide Reamers 

































For efficient high speed drilling of cast iron, plastics, non- 
ferrous and abrasive materials. Diameters from 4%” to 1%”. 





G S 
ah’ > 
Have the same application and high speed efficiency char- - ot oF 


e 
acteristics found in above standard length drills. Diameters 22? 
from 4%” to %”. Cc 











These drills are specifically designed to efficiently enlarge 
cored, drilled or punched holes. Diameters from 4” to 1%”. 





Particularly applicable for reducing costs on turret lathe € — 
and screw machine reaming of metals. Diameters from pe ~K\ 
die” to 1%”. oF. Ave 





Provide fast, easy drilling of concrete, cement, brick, slate, 


marble, stone and all types of masonry. Diameters from 
Ye” to 1%”. 





. ‘ .Or ~ ps 
Carbide extends full length of barrel preventing scoring or are” Re 
galling and insuring high-finish hole. Diameters from .1881” C or 
to 1.010”. own 

— -et 





Quickly drill smooth, uniform holes in glass with little or no 
chipping and without cracking. Diameters from 4%” to %”. 





: . : : : - is 
For cost saving reaming of dowel pin holes in hardened die aire nw RE 
steels—eliminate time consuming annealing. Diameters oor an 

from %” to 4”. 








Save time by drilling hardened steel in the range of Rock- 
well C40-65 without expensive annealing. Diameters from 
Li” to %”". 

16 








W&B carbide straight flute shell reamers are carefully de- meni 
signed for easy and firm arbor mounting. Diameters from CARBIDE STRAIGHT FLUTE 
%,” to 3”. 


SHELL REAMERS 
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Contact your local W&B Distributor. “fAfahers of Gine Jools Since 1848" 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
NEW YORK e CHICAGO e« LOS ANGELES e¢ HOUSTON 
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Pittsburgh brushes in use 
at Westinghouse Electric 


Corp., removing slag 
from test plates used in 
welding equipment. West- 
inghouse reports better 
finish in less time, in 


comparison with former 
hand methods. 





Replace hand finishing with power-driven 
Pittsburgh Brushes for 


Better Cleaning 
Lower Labor Costs 
Fewer Rejects 


—as these companies did: 


Removal of imbedded slag in welding 
test plates formerly was done. by hand at 
the Westinghouse Electric Corp., Traf- 
ford, Pa., using a wire brush and weld- 
er’s hammer. Pittsburgh brushes, pow- 
ered by a % h.p. motor, now remove 
more slag in less time, and produce a 
better finish. In addition, Westinghouse 
reports their Pittsburgh brushes “‘stand 
up better than average in use.” 


Complete cleaning of dried concrete, 
rust and scale from steel frames used in 
concrete forming is essential prior to re- 
using the forms. Pittsburgh wire brushes 
were installed at the Universal Form 


WRITE TODAY FOR FREE BOOKLET! 


Write for a free copy of our booklet that shows, through actual 
case histories, how Pittsburgh cuts brushing costs. Address: 
PITTSBURGH PLATE GLASS COMPANY, Brush Div., Dept. W-2, 
3221 Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 


Clamp Co., Chicago. Working on a 
conveyor-fed machine, the brushes now 
remove all foreign material at a rate of 
50 pieces per hour, replacing former la- 
borious hand brushing and scraping. 


De-scaling preheated bar stock at the 
Dominion Forge & Stamping Co., Ltd., 
Canada, was formerly done by hand 
scraping. This never did a complete job, 
and inclusions resulted which produced 
defective forgings. Pittsburgh brushes, 
on specially-designed machines, now do 
the job, and have “‘increased efficiency, 
decreased the amount of scrap, im- 
proved work quality, and saved labor.” 





Fewer Vriver. 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS + FIBER GLASS 





PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


~ 
= 
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(Continued from page 340) 


Total inventories were estimated 
at over 13 million tons of mill and 
foundry products at midyear—nearly 
11 million tons in manufacturing es- 
tablishments and 2.5 million tons in 
warehouses. Inventories at con- 
struction sites, on farms, in railway 
yards, and in oil and gas fields are 
not included. Their total, however, 
is probably small. 


oe ee: 


Organic-Inorganic Union Makes 
New Non-Yellowing Enamel 


Using a new method of harness- 
ing inorganic to organic materials, 
the paint industry has formulated a 
heat-resistant, non-yellowing 
enamel in the medium cost bracket 
for coating household appliances 
and other equipment exposed to 
sustained, moderately high temper- 
atures. 

Chemists for The Sherwin- 
Williams Co., Cleveland, Ohio, de- 
veloped the new finish after four 
years of research. 

Currently the finish is offered in 
white only, but the company is 
prepared to produce the material 
in a range of colors if manufacturers 
want it in different shades. 

The protective coatings industry 
has utilized the inorganics for some 
time in finishes designed to with- 
stand extreme temperatures, but 
this type of material involves com- 
paratively high production costs. 
The newly developed enamel, is of- 
fered at a price approximately one- 
half that of present silicone finishes. 
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Pennsalt Enters Chemical 
Specialties Field 


The Pennsylvania Salt Manufac- 
turing Co., Philadelphia, Pa., has 
entered the field of chemical spe- 
cialties for phosphatizing metals for 
corrosion resistance and paint bond- 
ing with a complete line of prod- 
ucts for the field under the trade 
name “Fosbond”. 

The basic principle of phosphate 
coating technique is that they apply 
a stable, controllable and chemical- 
ly bonded crystalline surface to 
metals. 

The Fosbond line includes a com- 
plete range of phosphating com- 
pounds for application of various 
types of iron phosphate, zinc phos- 
phate or manganese phosphate coat- 
ings. These cleaning and surface 
preparation compounds employ new 
activators which improve control of 
the ultimate coating desired. 
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Stops shipping damage; cuts costs 46% 
with Brainard Strapping Service 


HAT would you do if shipments of 


your products continually arrived 
broken and damaged? This manufacturer 
of industrial tires called in the nearest 
Brainard Strapping System salesman, 
Rudy Schulz of Wooster, Ohio, for his 
ideas. 


After following this shipping problem 
right into the boxcar, Rudy came up with 
specific recommendations, followed by a 
demonstration on the job. The old method 
of wood blocking was dropped. Now the 
pallets of tires are loaded tightly together 
and steel strapped to walls and toa special 


Write for complete information. 
Brainard Steel Division, Sharon 
Steel Corp., Dept. FF-11 Griswold 
Street, Warren, Ohio. 


—sianonarees> 


STEEL DIVISION 


bulkhead designed around the pallets. 


Results—damage in shipment and cost- 
ly claims have been completely eliminated. 
A source of customer dissatisfaction has 
been removed. Yet this improved ship- 
ping method actually has cut costs 46% 
per boxcar shipment. 


Brainard salesmen are factory trained 
to give you recommendations and demon- 
strations that can improve the efficiency of 
your materials handling and shipping 
operations. Put Brainard’s experience to 
work for you now. Offices located 
throughout the U.S. 


SHARON STEEL CORPORATION 
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a 
New Portable Strapping Kit — the 
Brainard Utilikit is a completely self- 
contained, strapping outfit. Easily 


carried from job to job. Ideal for the 
small volume user. Write for booklet. 


STEEL STRAPPING 
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IMPROVED 
TURNBUCKLES 


have 


Laughlin’s exclusive pear shaped 
turnbuckle eyes were designed to 
eliminate need for special shapes. It's 
the only eye that will take the ear of a 
shackle one size smaller than the turn- 
buckle. The shape makes it stronger 
than a round eye. It looks better and 
works better. The next time you need 
turnbuckles order Laughlin and see 
for yourself. 


All Laughlin turnbuckles have hexa- 
gon ends and rugged reins. Easily 
adjusted with a wrench. Wheel- 
abrated finish dipped in a rust pre- 
ventive or hot dip galvanized. 


FOR SAFETY’S SAKE SAY 


The Full Line of 


; Tt Wire Rope & Chain Fittings 


THE THOMAS LAUGHLIN CO., 114 Fore St., Portland, Me. 


Please mention PURCHASING Magazine when writing to advertisers. 























@) 





Full Data on Bakelite Plastics 
Given in New Booklet 


Comprehensive information about 
the properties, test values, molding 
techniques and applications of 
Bakelite phenolic plastics is pre- 
sented in a new booklet published 
by Bakelite Company, a Division of 
Union Carbide and Carbon Corpo- 
ration. 

The 20-page booklet, “Bakelite 
Phenolic Molding Plastics,” offers 
data about the five types of Bakelite 
phenolic molding plastics—general 
purpose, improved impact, heat-re- 
sistant, low-loss electrical and spe- 
cial purpose. 

The booklet has a property data 
table which lists the values of each 
type of phenolic when subjected to 
24 mechanical, electrical and mis- 
cellaneous tests. General steps in the 
production of a molded product from 
these materials are set forth. Copies 
may be obtained by writing to 
Bakelite Company, 300 Madison 
Avenue, New York 17, N. Y. 
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SKF Ups Bearing Capacity 
Life Through Roller 
Bearing Design 


Increased anti-friction bearing ca- 
pacity of from 25 to 50 per cent, 
and service life 2 to 34 times longer 
than formerly possible, is now ob- 
tained with SKF Industries, Inc., 
improved spherical roller bearings. 
This outstanding performance -im- 
provement has been accomplished 
without any change in size or 
weight, according to the Philadel- 
phia ball and roller bearing manu- 
facturer. 

The inner race of the improved 
bearing is a new design without 
undercuts and integral flanges. Its 
capacity is increased because longer 
rollers are used, with more effec- 
tive contact between rollers and 
rings, in the larger area provided 
by the new design. A separate guide 
ring, between the two rows of roll- 
ers, allows them to take the posi- 
tion which their contact with the 
rings dictates. 

Each row of rollers is held in 
a window-type cage made of high- 
tensile-strength, cold rolled brass. 
Mechanically, the cage is very 
strong and very well supported. 
Even when used in applications 
where stresses upon the cage are 
most severe, such as the eccentric 
locations in shaker screens, trouble- 
free operation results. Each cage 
centers on two large areas, one di- 


(Please turn to page 346) 
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MOTORS+>- FANS ~~ 


ae 
"lonesome part of @ 
sei) popular product 


~ : { .° ape 
\ SU AY 
= \ a=? ee 
He A) gg2e 
vine The hermetic motor—that part of a modern 
. 2@ . . . . 
Vere ‘ refrigerating unit the user never sees—is truly 
Mgt? “out of sight... out of mind.” 
Mh ou 
“Sve re ss a 
0; Pe And the fact that it is forgotten is a tribute 
2 


to its design and construction, for here is a 
motor that must always function perfectly, 
while permanently enclosed in the compres- 
sor housing. The “forgotten” part of many of 
America’s most dependable refrigeration units 
is an Emerson-Electric Hermetic Motor. 


You can benefit from Emerson-Electric’s 63 
years of experience in motor design and 
production. If you have requirements in rat- 
ings from 1/20 to 5 h.p., or hermetic motors 
from ¥% to 20 h.p., Emerson-Electric has the 
right motor for you. Your inquiry is invited, 


THE EMERSON ELECTRIC MFG., CO. 















~, St. Lovis 21, Mo, 
wee 
a-@ 
0 \¢@ 
© dM, 
ad iv a 
er %, _ J 
es Write for these < 
. ore Emerson-Electric 
ws? ‘ Motor Data Bulletins 
- ite ry Manufacturers requiring motors 


1/20 to 5 h.p. can profitably use these reference 
guides. Specifications, construction and 


° Rez performance data are included for these motors: 
‘ (€ 456-A Capacitor-Start [) 456-E Oil-Burner 
¢ C) 456-B Split-Phase 456-F Jet Pump 
456- ral Cj 456-G Blower 
456 
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Buy Better... 





Water Coolers 
Air Conditioning 
Refrigeration 


More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, and real de- 
pendability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
General Motors Corp., Dayton 1,0. 


“o FRIGIDAIRE 





Buy FRIGIDAIRE 


(Continued from page 344) 
rectly on the inner ring—outside of 
the rollers—and the other on the 
O.D. of the guide ring. 

Equipment designers will effect 
economies with the new roller bear- 
ing as the desired life can be ob- 
tained, using bearings of the same 
size, but under more severe loading 
conditions, and getting steadier op- 
eration performance. 





Where combined loads are pre- 
sent, the improved spherical bearing 
is capable of carrying heavier com- 
binations of radial and thrust loads, 
or pure thrust loads of greater mag- 
nitude. 

SKF stresses the fact that the im- 
proved bearing delivers more capa- 
city and longer life size for size. 

The improved spherical roller 
bearing, designated as the “C” type, 
is available in series 222 and 223. 
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Truck And Trailer Bodies Made 
Of Vibrin Polyester Resin 


A new development in the rapidly 
expanding use of plastics in motor 
vehicle manufacture is announced 
by Seaboard Transportation Com- 
pany of Antioch, California. It is the 
production of truck and _ trailer 
bodies constructed of Vibrin poly- 
ester resin, made by Naugatuck 
chemical division of U. S. Rubber 
Co., and glass fiber. 

To date, the largest plastic trailer 
bodies built by Seaboard are 24 feet 
long by 8 feet wide and 8 feet high. 
This particular size is the one most 
commonly used by the company, 
which operates more than 300 heavy 
duty trucking units, capable of 
carrying any type of load, in Cali- 
fornia, Oregon and Washington. 
These units are used in “trains”, 
consisting of a tractor and two semi- 
trailer combinations, with a gross 
over-all weight of 76,800 pounds, 
maximum permissable in coast 
states. The equipment is subjected 
to extremely heavy usage in all 
types of weather conditions and 





the most complete line of refrigeration and temperatures, from the desert areas 
air conditioning products in the industry. in California to the snow and ice 
covered mountains of the northwest. 
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SERVICE 





TEXTILE 











The many 
sections of SOLVAY’S 
Industry-Wise TECHNICAL SERVICE 


WATER & 
INDUSTRIAL 
WASTE 
SECTION 


are always ready to help you! 


SOLVAY has a Technical Service Staff of 


engineers, chemists and technicians spe- - 


cifically trained for individual industries! 
They are available at all times—to assist 
you with your problems—AT NO COST OR 
OBLIGATION ! 


THESE TOP-NOTCH CONSULTANTS are 
ready to cooperate with you—in the de- 
velopment of a new or improved process 
for your particular situation . . . suggest 
better methods of handling, storing and 
using industrial alkalies . . . and furnish 
complete details on all soLvay products. 


THESE SERVICES INCLUDE: SOLVvAyY’s field 


SOLVAY PROCESS DIVISION 
: ; ALLIED CHEMICAL & DYE CORPORATION 
Ae 61 Broadway, New York 6, N. Y. 

7 BRANCH SALES OFFICES: 


Boston * Charlotte * Chicago * Cincinnati ¢ Cleveland 
Detroit * Houston * New Orleans * New York * Philadelphia 
Pittsburgh ¢ St. Louis * Syracuse 





service . . . SOLVAY’S laboratory service 
(with the best alkali research facilities 
in the world) .. . and SOLVAy’s extensive 
series Of technical bulletins. 


EACH SEPARATE SECTION is prepared to 
work with you on your individual prob- 
lems — in complete confidence. Among 
these sections are: glass, paper, textiles, 
ceramics, water and industrial waste, 
dairies and launderies, concrete, highway 
construction and maintenance. 


. .. So today—why not ’phone or write 
your nearest SOLVAY office for further in- 
formation ? 


Soda Ash Sodium Bicarbonate 








Caustic Soda * Caustic Potash 
Potassium Carbonate « Chlorine 
Sodium Nitrite * Ammonium Chloride 
Ammonium Bicarbonate «Cleaning 
, Compounds * Snowflake® Crystals 
Calcium Chloride © Para-dichlorobenzene 
Ortho-dichlorobenzene * Monochlorobenzene 


SOLVAY 
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WALLINGFORD 
STEEL 





ORNAMENTAL 


MECHANICAL 
or PRESSURE 


that TUBING is used 
and UNIFORM 
WALL THICKNESS 
isa 

requirement, 
WALLINGFORD 
WELDED 

CARBON 

ALLOY or 
STAINLESS 
TUBING 

MEETS 
SPECIFICATIONS 





AND IT’S 


THE 
WALLINGFORD 
SINCE Va _— 1922 £ “hy 
co Z | 


WALLINGFORD, CONN., U.S.A. 
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Book On Rubber-Insulated High 
Voltage Power Cables 


In view of the tremendous in- 
crease in the use of high voltage 
cable, a new 128-page book, OK- 
1075, entitled “Rubber-Insulated 
High Voltage Power Cables Up To 
35,000 Volts” has been released by 
the Okonite Co., Passaic, N. J. 

The book contains complete tech- 
nical information, including current 
carrying capacity tables, aluminum 
conductor conversion factors, form- 
ulae for calculating the eftects of 
shie-ding, dimensional data on bare 
conductors and single conductor 
cable construction, installation rec- 
ommendations, methods for deter- 
mining conduit sizes, fill and area, 
and methods for determining bend- 
ing radii and pulling tensions. It 
contains 29 pages of detailed draw- 
ings and instructions for splicing 
and terminating high voltage rub- 
ber-insulated cables. 

Copies may be obtained by writ- 
ing to the Okonite Company. 
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Cast Iron Glass Container 
Moulds Repaired By Welding 


Cast iron glass container moulds 
that develop chips, cracks or flaws 
during manufacture or operation 
can now be easily repaired without 
preheating by applying a low tem- 
perature welding process developed 
by Wall Colmonoy Corporation, 
19345 John R Street, Detroit 3, 
Michigan. 

In this process, the area to be re- 
paired is first ground to remove ail 
oxide and provide a bright base 
metal surface. Then the area is 
heated to about 200F with an oxy- 
acetylene flame. 

A small amount of Colmonoy 
Ferrus Flux is next applied to the 
area and heat applied until the flux 
flows. In the final step, Colmonoy 
No. 20 nickel base alloy in rod form 
is applied by welding using a reduc- 
ing flame with a feather about twice 
as long as the inner cone. After the 
weld is completed, it is finished by 
grinding or filing. 

The use of minimum heat 
throughout the entire process avoids 
fusion of the cast iron and conse- 
quent formation of hard spots ad- 
jacent to the weld. The Colmonoy 
No. 20 alloy will not discolor or 
mark the finished glass. Since the 
alloy has a hardness of from 15 to 
20 Rockwell C., the welded surface 
can be easily smoothed by filing. 
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OKOLITE~OKOPRENE 
used in new MERAMEC POWER PLANT 


OCATED on the banks of the Missis- 
$: sippi below St. Louis, the new 
Meramec Plant of the Union Electric 
Company of Missouri is another fine 
example of modern power plant engi- 
neering and construction. Every com- 
ponent, from the terminals to the two 
110,000 KW turbines, was selected for 
quality and durability. 

Following a trend that has become 
almost a national practice today, 
Okolite-Okoprene wires and cables were 


purchased. Virtually all the single and 
multi-conductor control cables are 
Okolite-Okoprene, as are the low volt- 
age power cables and the lighting 
feeders. 

You will find that Okolite-Okoprene 
cables give dependable performance in 
every service, whether in new installa- 
tions or for replacement. For full in- 
formation, write for Bulletin PG -1056. 
The Okonite Company, Passaic, New 
Jersey. 


a 3%, 
. Go iT Es insulated cables Le. 
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NEEDS my 





MARRISBURG STEEL 


‘100 4 
100.000 


HIGH-PRESSURE GAS 
CYLINDERS 


Order Them From 
The Reliable Source... 


HARRISBURG STEEL 


We suggest: now is the time to 
establish contact with time-tested 
sources of supply ... for high-pres- 
sure gas cylinders, in capacities 
from 14 to 400 cubic feet, that's 


Harrisburg Steel. 






WRITE TODAY for catalogs 


and current prices. 







Harrisburg § Steel 


coerpoore at 
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Gifts for Industry, Ine. 


Pre sents 


YOUR PERFECT GOODWILL BUILDER 


for Customers — Prospects — Suppliers— (even Employees 


Give your business Christmas gift list 


CALENDAR - DATED MEN’S JEWELRY by 





FLEXLET 











NEVER BEFORE such an exciting personal 
gift for each man on your Christmas list! — 
Golden monthly calendars with his birth- 
day (or any significant date) circled in red. 
We'll obtain the birth dates for your list. 


Write, phone, wire for sales representative 
or sample presentation tray. No obligation. 


Gifts for Industry, Inc. 
140 Fifth Avenue, New York 11 + WAtkins 4-8337-8 


FLEX-LET CALENDAR-DATED MEN'S JEWELRY 
(Available individually or in sets) 
3 piece sets from $14.00* retail— 
includes: A. Cuff Links $4.95* 8. Tie Bar or 
C. Tie Chain $4.10*b. Money Clip $4.95* 
Beautifully Gift Boxed! 


Quantity discounts on 50, 100 or more units 
*Plus 20% federal tax 
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Freight Car Deliveries Up; 
Order Backlog Lower 


Deliveries of new domestic freight 
cars in September totaled 5,706 com- 
pared with 5,557 in August and 3,762 
in September 1952, the American 
Railway Car Institute and _ the 
American Association of Railroads 
have announced. 

The announcement added that or- 
ders for 3,914 freight cars were 
placed by the railroads in Septem- 
ber. The backlog of cars on order as 
of October 1 was 42,198, a shrinkage 
of 3,537 below the September 1 
backlog, and 38,098 below that of 
January 1, which stood at 80,296. 
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See Coal Ash As Possible 
Source of Germanium 


An intensive search for new 
sources of germanium, used in in- 
creasing amounts in the electronic 
industry, has led to the discovery 
of new possible sources of thig rare 
metal in the,ashes of certain Ameri- 
can coals, according to a research 
report of the Geological Survey re- 
leased this week. 

Based on the findings of its scien- 
tists and technicians, the Geological 
Survey reports that some coals may 
contain enough germanium in their 
ashes to make its recovery economi- 
cally feasible, thus adding another 
“by-product value” to coal. Prelimi- 
nary details of these findings are 
contained in Geological Survey Cir- 
cular 272, copies of which are avail- 
able on request of the Chief of Dis- 
tribution Geological Survey, Wash- 
ington 25, D.C. 

This is a report of the early re- 
sults of an extensive and continuing 
geochemical study of representative 
coal and lignite deposits to deter- 
mine what minor elements are pres- 
ent and in what quantities. Germa- 
nium is only one of 15 such ele- 
ments. 

Germanium is a rare metal essen- 
tial to the defense effort. It is pro- 
duced in the United States as a by- 
product in refining zinc ore, but the 
present annual output is only about 
three tons a year. Scientists predict, 
however, that within a few years the 
electronics industry alone will be 
demanding 40 tons or more annu- 
ally. At present, industry uses it in 
very small quantities. The pure 
metal sells at around $350 per 
pound, and only about one pound 
is recovered from every 20 carloads 
of zinc ore. The richest coal source 
has been found in portions of Ohio 
where the coal ash contains 0.2 per 
cent germanium. 
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a All of us who are inside our new, ultra-modern 50,000 sq. ft. warehouse 

res- can’t help feeling a great sense of pride. We are proud that our policy 

ela of service, at all costs, has helped us grow through the years. Now, this Warehouse Distributors: 
a ideal of service can be realized to the fullest. To our many friends, this antennas t atin 

sen- means “SERVICE” in meeting your requirements, no matter how large COMMERCIAL QUALITY ALLOY, 
Nel or small. To those seeking a truly dependable source of supply, we suggest > eae ps 

t the that we be given an opportunity to prove that this is the plant that serv- 
me ice built. You'll be pleased with our friendly efficiency, from initial ALLOY BARS © BOILER TUBES 
ns ial inquiry to speedy delivery from our large stock, designed to meet 
ll be your normal and special requirements. 
nnu- 
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to108 GARDEN CITY, NEW YORK e Telephone: GArden City 3-5000 
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IT'S A SMART MOVE TO ORDER 


Spectal Washers 


FROM A LEADER 


ANY METAL 


ANY SIZE 


ANY QUANTITY 


Over 15,000 Sets of 
tools at 
your disposal 


6400 PARK AVENUE ¢ Diamond 1-1740 « CLEVELAND 5, OHIO 
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309 BELMONT AVENUE, BROOKLYN 7, N. Y. 


DICKENS 2-4900 ©. 
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P.A.—Player > ae 


(Continued fron 
that, like the coach, his success is 
based on surrounding himself with 
competent men who, in pursuing 
their ambitions, will carry the de- 
partment and the “boss” to new and 
greater heights of accomplishment. 
A Purchasing Agent who belittles 
or constantly harrasses the efforts of 
his subordinates can never hope to 
reach a top job unti] he realizes 
that, by pushing downward, the 
weight of his own actions carries 
him down too. 4 

One strategy used by coaches that 
a Purchasing Agent need not em- 
ulate is the pre-season “playing 
down” of his squad. A coach adver- 
tises these pessimistic statements in 
the hope of breeding overconfidence 
in the competition, or leading them 
to “pefnt” their top performance 
against’ a team scheduled to be 
played on the Saturday before or 
after they are to meet his own. That 
line of thought has no place in pur- 
chasing department strategy. Rather, 
the constant effort should be to 
build up the department in the 
esteem of management of other 
departments, and of suppliers, as 
the means of helping toward con- 
tinually better relationships, coop- 
eration, and performance. 

When the football squad is ready 
for the season, “skull practice” is 
stressed along with field practice. 
The coach has devoted long hours to 
the development of strategy, study 
of the problems to be encountered 
in the tactics of the competition, and 
direction of his coaching staff. Now 
the assistant coaches take over the 
practice sessions with linemen, 
backs, and ends, kickers and passers, 
and work with the players within 
the scope of their respective spe- 
cialties. The policy or strategy de- 
veloped is explained and assigned to 
the various players. All members of 
the team are aware of the particular 
jobs assigned to them, and of their 
importance in achieving the over- 
all goal. All the players are expected 
to know all the plays and signals so 
they can work together as a well 
coordinated unit. This certainly is 
comparable to the smooth operation 
of a purchasing department in to- 
day’s complex and exacting com- 
petitive business conditions. 

A coach’s duties nominally end 
with the culmination of the season. 
But the wise coach has been looking 
forward to the next season as well. 
He has been bringing along the 

(Please turn to page 356) 
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CAPABLE COMPONENTS OF ALL 
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Aetna Bearings and Precision Parts are helping equipment 
do a better job in almost any field you can name. Reason is, 
designers, engineers, and manufacturers know that nothing 
contributes more to equipment efficiency and servicability 
ou than quality anti-friction components. 


ted Aetna cooperative engineering has successfully solved 
; $0 over 2000 special anti-friction problems for American manu- 
vell facturers. Tackling such problems and designing special 
r is bearings or precision parts to solve them has been a basic 
tion part of Aetna’s business for more than a third of a century. 
to- As an executive it may pay you handsomely to find out 
om- what Aetna products can do to help make your product 
more useful, easier to sell, or cheaper to make. A letter, 
end wire or phone call will place our engineers at your disposal, 
son. Standord and Special Ball Thrust 
cing Bearings @ Angular Contact Ball 


Beorings @ Special Roller Bearings 


- beorings © Speco! Baler Bearing AETNA BALL AND ROLLER BEARING COMPANY 


the Ground Washers @ Sleeves @ Bush- 4600 Schubert Avenue © Chicago 39, Illinois 


ings @ Miscellaneous Precision Parts. 
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P.A.—Player or Coach? 
(Continued from page 354) 


sophomore understudies to his sen- 
ior stars and, without jeopardizing 
the success that depends on sea- 
soned experience, he has given the 
younger players an opportunity to 
get that “feel” of actual competition 
in the game. 

The Purchasing Agent’s job knows 
no “season”. His responsibility is a 
year-round and_year-after-year 
proposition. The purchasing team is 
his to perfect. He does not have to 
contend with the annual loss of 
personnel through graduation. But 
if the progress of some key man on 
his team involves transfer to some 
other department—or some other 
company!—he too has an under- 
study on the way up, ready to take 
over that position in the new line- 
up. 

The head of the purchasing de- 
partment is most successful when he 
realizes that his own success hinges 
on the success of the members of 
his staff. It has been proven time 
after time that the Purchasing 
Agent who combines professional 
skill with common sense and good 
human relations not only builds the 
most effective “purchasing team” for 
his company, but finds himself se- 
curely situated on the company’s 
“management team”. 


=~ - 


When Can Lost Profits 
Be Claimed As Damages? 


(Continued from page 83) 


this manufacturer, refused to comply 
with the terms of the agreement. 
The manufacturer under the cir- 
cumstances was entitled to recover 
prospective profits.” 


Only Foreseeable Losses 
Are Compensated 


This rule permitting the recovery 
of anticipated profits in an action 
for the failure or delay in the de- 
livery of a purchase is however 
restricted by a provision laid down 
in a recent New Hampshire deci- 
sion. 

“In awarding damages compensa- 
tion is given’ for only those injuries 
that the party violating the terms 
of the contract had reason to fore- 
see as a probable result of the 
breach when the contract was made. 
If the injury is one that follows the 
breach in the usual course of events 
there is sufficient reason for the 


(Please turn to page 358) 
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the fittings that 
revolutionized 
pipe welding... 


In the year 1931 Taylor Forge gave industry its 
first real line of seamless, butt-welding pipe fittings. 
We say it was the first real line because it was the 
first to include nct only long and short radius ells, 
but also full branch and reducing tees, concentric 
and eccentric reducers, stub ends, caps and welding 
neck flanges. 

This was a fully planned development. Many 
years before Taylor Forge had foreseen the future 
of the butt-welding fitting .. . had realized that pipe 
welding could not go beyond its then crude stage 
until pipe users were given all the fittings necessary 
to make up complete piping systems. 

So Taylor Forge went to work on this and after 
long research and development came out with the 
full line that became the inspiration of modern 
pipe welding. 

Naturally the organization that started ahead 
has kept ahead .. . in design, in quality, in breadth 
of line. That is why so many men who have followed 
the development of the WeldELL 
line, refuse to consider any other 
kind of welding fittings. 














For up-to-the-minute facts, 
see your Taylor Forge distributor 


S$ | 
TAYLOR FORGE 


TAYLOR FORGE & PIPE WORKS, General Offices and Works: P.O. Box 485, Chicago 90, Ill. 


Offices in all principal cities. Plants at: Carnegie, Pa.; Fontana, Calif.; Hamilton, Ont., Canoda 
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For maximum “‘see-ability”... 7 4 


better work...increased production... 





LUSTRA 
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HERE’S THE ONE AND ONLY fluorescent tube that has ever been 
designed for super-service in critical work areas. Lustra Jade-Lite 
gives a special quality of light that steps up ‘‘see-ability”’. In addi- 
tion, its unique tone, in the blue-green spectral range, reduces 
glare, helps eliminate eye-strain, and results in a better quality of 
work and increased production. 


From end to end, Lustra Jade-Lite Double Duty Fluorescent 
Tubes maintain their full light output during the whole of their 
extra-long-burning lives. Wherever they have been tried . . . in 
factories, shops, laboratories, drafting rooms, accounting offices, 
etc. ... Jade-Lites have been immedict=ly adopted as infinitely 
more efficient and economical. 


Your local Lustra Man will be glad to demonstrate the new 
Jade-Lite tube under your actual working conditiofis. What's more, 
practically any of your lighting problems can be solved with the 
complete line of Lustra Double Duty Lamps, Fluorescent Tubes 
and allied electrical products. Write us for literature giving the 
full Lustra story. Lustra Corporation, Dept. 
V-11, 36 Washington St., Brooklyn 1, N. Y. 


AMERICA’S DATED LAMPS 





RUGGED DUTY LAMPS, FLUORESCENT FIXTURES AND STARTERS 


Please mention PURCHASING Magazine when writing to advertisers. 


JADE-LITE 


DUTY REFLECTOR LAMPS, INCANDESCENT LAMPS, FLUORESCENT TUBES, SPOTLITES AND FLOODLITES, 





When Can Lost Profits 
Be Claimed As Damages? 


(Continued from page 356 


party violating the contract to fore- 
see it, otherwise it must be shown 
specifically that the party liable 
had reason to know the facts and 
foresee the injury.” 

In this instance the purchaser of 
a used steam shovel paid $25 down, 
promised to pay an additional $200 
before he moved the shovel and, 
in the purchasing negotiations, re- 
marked to the seller that he needed 
the shovel on a job, that he had a 
shovel that wasn’t working and 
needed another. 

Three months later and the pur- 
chaser having made no further pay- 
ment, he was told by the seller that 
the bill was long overdue and that 
the deal was off. In the action for 
breach of contract brought by this 
would-be purchaser for his loss of 
profits on the job he had mentioned 
to the seller of the shovel, the New 
Hampshire court said in its decision: 

“The mere knowledge on the sell- 
er’s part that the buyer was pur- 
chasing the shovel with the general 
intention of using it ‘on a job’ would 
not charge them with notice that the 
loss in question would naturally 
result from the breach of their 
agreement. It could not reasonably 
be found that the sellers knew or 
ought to have known that their 
repudiation of the agreement would 
be likely to entail the particular 
loss claimed.” 


Basis of Damage Claim Not 
Contemplated in Contract 


The acquittance of a seller for 
liability for the loss of profit by a 
purchaser of which the seller has 
been given neither facts nor sug- 
gestions in advance was sharply out- 
lined in a recent Pennsylvania 
decision. 

An order had been received dur- 
ing World War II by a moulding 
company in that state for 92,000 
sets of tool parts to be used by the 
United States Army Signal Corps 
in connection with radio or radar 
apparatus. Later suit was brought 
by the moulding company for the 
price and the purchaser, although 
admitting liability for the price, set 
up as a counterclaim its loss of 
profit through delivery delays. 

In its refusal to allow this counter- 
claim for loss of profit the court 
said, 

“Damages for which compensa- 
tion may be justly claimed and al- 


(Please turn to page 360 
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Black & Decker 
Cases for Comment 


In thousands of 
cases, industry finds 
Black & Decker Power 

gives production 
a big boost 


Here’s power to drive drills (and 
‘ saws, grinders, hammers, screw- 

drivers) ... produce more per 

machine .. . per man-hour. 




























ION ° 
(Case History 10691) 
Black & Decker 
Drill speeds up 
production and 


operation 100%. 
: Hall-Neal, 
Indianapolis, Ind 





Here’s power custom-built for 
the job. Power built into every 
B&D Portable Electric Tool be- 
cause every B&D Tool is driven 
by a B&D-built motor. And every 
B&D Tool is built to the latest 
design with husky housings, 
precision parts. Year in, year out 
you can depend on B&D Tools 
to do the job faster... saving 
time, trouble, money, and man- 


power. 


Hall—Neal manufactures 
furnaces, installs them 
and air-conditioning 
equipment. Photo shows 
i” B&D Drill used to 
drill hole in 22 gauge 
steel. Also used for 
general maintenance. The 
use of the drill has re- 
sulted in 100% speed up 
in operation and produc- 
tion. Company also uses 
B&D Screwdriver, Heavy 


a Dutyrinder..Some on 
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. cS Se eas Don't just take our word for 
t- it. Ask around industry. Ask 
ia production specialists. Ask time 
“i and motion experts. Then try 
ng Black & Decker Drills . . . Black 
100 & Decker Power. See your B&D Distributor for 
wa demonstration. And write today for free, detailed 
on catalog. Address: THE BLACK & DECKER MEG. CO., 
sht 607 Pennsylvania Ave., Towson 4, Maryland. 

the 

igh LEADING DISTRIBUTORS EVERYWHERE SELL 


set 
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er- Black & Decker © Black & Decker 
urt 4" Standard Va" Heavy-Duty 
Electric Drill HOLGUN * Drill PORTABLE 


ELECTRIC TOOLS 


* Trade Mark Reg. U. S. Pat. Off. 
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product 


YOU draw the Shape 


—Page can draw 
the Wire 


Tell us the way you 

want it. We'll follow your 
specifications. 

Cross-sectional areas up to 
.250” square; widths up to %"; 
width-to-thickness ratio 

not to exceed 6 to 1. 


Were or 
Write Toe 


" _ PAGE STEEL AND WIRE DIVISION 
J,AMERICAN CHAIN & CABLE 





Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 
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When Can Lost Profits 
Be Claimed As Damages? 


(Continued from page 358) 


lowed are such only as naturally 
and ordinarily flow from the breach 
of contract complained of. They 
should be such as may fairly be 
supposed to have entered into the 
contemp.ation of the parties when 
they made the contract, or such as 
might according to the ordinary 
course of things, be expected to fol- 
low its violation. 

“Anticipated profits on a resale 
are not recoverable unless in con- 
templation of the parties when the 
original contract was made. 

“Parties when they enter into con- 
tracts may well be presumed to 
contemplate the ordinary and nat- 
ural incidents and consequences of 
performance and non-performance, 
but they are not supposed to know 
the condition of each other’s affairs 
nor to take into consideration any 
existing or contemplated trans- 
actions not communicated nor 
known, with other persons. 

“Few persons would enter into 
contracts to any considerable extent 
as to subject matter or time if they 
should thereby incidentally assume 
the responsibility of carrying out or 
being held legally affected by other 
arrangements over which they have 
no control and the existence of 
which are unknown to them.” 


Traveling Requisition 
(Continued from page 95) 


part of the permanent information, 
the items to be ordered under the 
contract with the particular vendor. 
The vendor’s name, terms of sale, 
and all other information which 
normally goes on the face of the 
purchase order is also typed on the 
master. 

As stocks are to be replenished, 
the film, which is kept in the stock 
room file, is prepared in pencil by 
writing the quantity required 
against each of the listed items. 
The Office Service _ Department 
then assigns a number and ap- 
proves the requisition and it is 
forwarded to Purchasing. The Pur- 
chasing Department assigns an 
order number and completes the 
form by entering the unit prices for 
each of the items, and the film is 
sent to the Reproduction Section. 
Five copies of the film are made 
and these copies, which are now 
Purchase Orders, are distributed to 


the vendor and other departments 
within the company. The film is 
returned to the stock room, where 
a piece of cotton and a little water 
are used to erase the pencil nota- 
tions from the film, and it is placed 
back in the file for reuse. 

There are other variations of the 
forms and uses of Traveling Re- 
quisitions. Their use need not be 
limited to any particular type of 
business or phase of activity within 
that business, whether you are 
ordering operating supplies, office 
supplies, printed forms, or produc- 
tion materials. The only limitation 
in this respect is that the item being 
ordered is one that is in constant 
use and subject to being reordered. 

To summarize: in most applica- 
tions, the use of the Traveling Re- 
quisition will reduce clerical effort 
and errors, provide a readily avail- 
able historical record of purchases 
at the time of reordering, eliminate 
guesswork, make the knowledge and 
experience of the department a mat- 
ter of record rather than of recol- 
lection, insure the use of standard 
terminology, and provide a better 
control over purchases and _ in- 
ventory. 

These are but a few of the ad- 
vantages. I’m sure there are some 
limitations; no system is perfect, 
and the Traveling Requisition is 
certainly no panacea for all pur- 
chasing problems. It is like any 
other tool: when placed in the hands 
of a skilled workman, the results 
can be amazing, but the tool is not 
an end in itself and will only per- 
form as well as it is intelligently 
used. 
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Mile and Half of Benches 
Help G. M. Back to Production 


Standard Pressed Steel Co., Jen- 
kintown, Pa., is making final deli- 
veries to General Motors on almost 
a mile and a half of work benches 
for the Willow Run (Mich.) plant 
GM leased to house its burned-out 
Hydramatic transmission operations. 

A thousand benches have already 
been delivered and 350 more are 
slated for early shipment by Stand- 
ard Pressed Steel, a large volume 
producer of metal fasteners as well 
as of shop equipment. 

SPS is also furnishing 1350 bench 
drawers, 1000 stools, 80 platform 
trucks and 75 shop desks for use 
in the Willow Run plant. 

General Motors leased the Willow 
Run facilities from the Kaiser Motor 
Corporation after a $35,000,000 fire 
on August 12 destroyed the GM 
automatic transmission plant at 
Livonia, Michigan. 
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with Crucible ACCUMET Precision Investment Castings 


Where parts are intricate or machining difficult, 
substantial savings can be made by using Crucible 
Accumet Precision Investment Castings. 


The Type 303 Stainless castings shown above 
(A & B), for example, eliminated practically all 
expensive machining operations for a manufacturer 
of milk bottling machinery. 


In many cases life of component parts can be 
greatly extended by using castings of high-alloy 
grades impractical to machine. The ring illustrated 
(casting C), used in a fine wire feed mill, is an 
investment casting made of Crucible Rexalloy, 

a non-ferrous cobalt-chromium-tungsten alloy steel 
C providing exceptional wear and abrasion resistance. 


Crucible engineers and metallurgists are available 
to help you solve design problems or lower 
production costs with Accumet Precision Investment 
Castings. Write now for further information. 








|CRUCIBLE| first name in special purpose steels | 
53 years of Fe stoolmaking  AGCUMET PRECISION CASTINGS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


REX HIGH SPEED * TOOL © REZISTAL STAINLESS * ALLOY * MAX-EL MACHINERY * SPECIAL PURPOSE STEELS 
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Also larger than 
usually listed hex 
head and flat 
head cap screws. 


Your own design parts—cold 
headed or single or double 
extruded, accurateas to dimen- 
sional detail, heat treated as 
required. Send blue prints and 
specifications to our factory. 


CLEVELAND 7020“ FASTENERS 





Electric Typing Doesn’t 
Cost—It Pays 


(Continued from page 182) 
spacing or forward spacing. 

Other machines for very special 
applications are the IBM Forms- 
writer and the Underwood Con- 
tinuous Form Electric Writing Ma- 
chine. These machines are designed 
for speed typing where continuous 
fanfold or open-web forms are used. 

The Remington Rand Dual-rite 
Electric Typewriter is basically an 
all-purpose machine with a special 
feature for normal office operations. 
This machine, by employing two 
ribbons at once, can produce print- 
work in both bold and regular 
weight at the flick of a switch. This 
means that in the preparation of 
reports, price lists, etc., part of the 
copy can be printed bold to make 
it stand out from the remaining 
regular weight type. 

As can be seen from the many 
features offered and the variety of 
applications possible, the electric 
typewriter has no bounds in relation 
to the size of the office. It is as 
much “at home” in the small op- 
eration as it is in a large, complex 
one. It is quite interesting to note 
that this acceptance on the part of 
all sizes of concerns is having a tre- 
mendous impact on the increasing 
demand for electrified typing. And, 
with the increasing courses in 
schools and colleges on electric typ- 
ing, many of today’s most proficient 
typists are “not interested” in work- 
ing on manual machines. 

Just as the manufacturer looks at 
new plant equipment in terms of 
its productive capacity rather than 
just its cost, so too is he now con- 
sidering the electric typewriter. He 
has begun to see the truth in the 
statement that typewriter manufac- 
turers make; “Whatever the job is, 
the electric will do it better and at 
less cost than you have ever had it 
done before.” 

Records keeping is essential—and 
expensive today. The electric type- 
writer is easing the labor, increas- 
ing the efficiency, and opening the 
way to substantial savings. 
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